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It takes two 
to make a friendship 








There is nothing startling or new about this statement, but it seems important to point 
it out at this time. There have always been a number of people who promise much and 
give little . . . deal glibly in“ blue sky”’ schemes . . . and prattle about handing you the 
moon (delivery date unspecified). 


Since 1889 the F. S. Webster Company 
has been making reasonable promises to 
dealers and keeping those promises. Since 
1889 dealers have worked under basic 















sales arrangements with Webster. These 

arrangements have been mutually bene- Sell 
ficial. We believe that this is the healthiest 
atmosphere for the free-enterprise system. 
In this atmosphere business has grown 
satisfactorily for dealers and ourselves. 

We’ve a hunch that most dealers would cee Sell 
like to do business in this ‘‘ Webster Way.”’ 


F.S. WEBSTER COMPANY Webster's 


13 Amherst Street 
Cambridge 42, Mass. 


the profit line 
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Webster warehouses in: New York «+ Chicago 
Philadelphia + Pittsburgh + San Francisco +« Cambridge 
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puts man and job together, 
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many other ways performs useful service, 
all without charge. 
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use of this 
field have evidence of its proved value. 
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Amberg File & Index Co. 
Art Metal Constr. Co 
Art Steel Co. Inc 
Bankers Box Co 
Barkley, C. L., & Co. 
Watson Mfg. Co., Inc. 
Bentson Mfg. Co 
Browne-Morse Co. 
Cole Steel Equip. Co., Inc. 
Columbia Steei Equip. Co. 
General Fireproofing Co. 
Globe-Wernicke Co. 
Guide System & Sup. Co 


Herring-Hall-Marvin Safe Co 


H-O-N Co. 

Imperial Methods Co 
Invincible Metal Furn. Co 
Oxford Filing Sup. Co., In 
Peerless Steel Equip. Co. 


Security Steel Equip. Corp 


Shaw-Walker Co. 


Top Flight Prods. Co., Inc. 


Weis Mfg. Co 


Filing Supplies 
Acco Prods., Inc 
Advanco Prods., Inc. 
Aigner, G. J., Co 
Amberg File & Index C 
Art Metal Constr. Co 
Art Steel Co. Inc. 
Barkley, C. L., & C 
Browne-Morse Co. 
Cole Steel Equip. Co 
Ennis Tag & Salesbook ( 
Globe-Wernicke Co 
Guide System & Sup. ( 
Imperial Methods Co. 
Northern States Env. Co 
Oxford Filing Sup. Co., Ir 
Quality Park Env. Co. 
Redi-Record Prods. Co 


Security Steel Equip. Cort 


Shaw-Walker Co 
Weis Mfg. Co 
Yawman & Erbe Mfg. Co 


Fixtures, Store 
All-Steel Equip. Inc 
Bulman Corporation 
Butler, A. D., Inc. 
Reflector-Hardware Corp 


Forms, Business 
Aigner, G. J., Co. 
American Passbook Cx 
Hano, Philip, Co., Inc 
Miami Systems Corp 


Forms, Continuous 
Hano, Philip, Co., Ir 


Forms, Loose Leaf 
Aigner, G. J., Co 
Amberg File & Index C 
Free Hand Binder Co 
Stationers Loose Leaf Co 


Fountain Pens, Incl. Ball Pt 
Changepoint, Inc 
Esterbrook Pen Co 


Furniture Handling Equip 
Elkay Products Co 


Furniture, Off. Modular Units 
Arnot-Jamestown Div. 
Art Steel Co. Inc 
Designcraft Metal Mfg 
Haskell, Inc 
Peerless Steel Equip 


Furniture, Suites 
Leopold Co 
Morval Corp. 
Standard Furn. Co 
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Numbering Machines hwab Safe Co Tacks, Thumb 
Force, Wr f & w-Walker Cx raft 2e 
stewart, R. A & Ir Noesting 

Sand Urns ye 

Openers, Envelope = Vail Mfg 

Ma Kenzie ‘ ae 
. Tags 

Pads, Scratch Shelving 

Enn T ag & A c A tee Equip 
Bankers Box Co 

Pads Stamp Borroughs Mfg. Co 

Phillips Pr Browne-Morse Co. 
Rivet-O Mfg Bulman Corporation Tape, Gummed & Pressure Sens 
tewart, R. A., & I e Steel Equip. Co f 
Estey Metal Prods., Inc 
Pads, Typewriter Cushion eral Fireproofing Co. 
American Hair & Felt rtel, Walter, Co 
Ames Supply yon Metal Prods., In , 
Paerle f it iwest Metal Mfg C elepnone Acce orie 
Rowles, E. W. A., ( Neubauer Mfg. Co cing 
me Steel Equip . 
Partitions, Office \ helf File, In 
be Wer r Trays Desk Center Drawer 
Wat Signals, Index Card 
Dex Corp 
ff eorae B ( Trays Letter 
Pencil Sharpener seorge © PY ~ 
Signs C+, 

Pencils, Mechanica Braden Mfa. Co 
Esterbrook P¢ Rowles, E. W. A.C ; 

Tweeter : Ww 

Pencils, Wood Cased Sleeve Protectors rouge 

a 
Pins & Pin Containers Sorting Devices 
Noesting F ket berg File & Ind 
’ » ¢ = A Steel ( Ne 
Mia haas Ce y f 
vifg ve Mfg Corp haw-W 
awman & Erbe Mfg 

Pocket Protector We 

Angler's f i : We 
Stands, Office Machine Worde 
Price Marking Machs., Stamps /- are 
# - “ . teel Equip 
ewar a! & in 
es ipply Co 
\rt Steel ( Inc Trimming Board 

Publications Badger, Inc to WV 
VicGraw-H 300k e Steel Equip. C 
fFice Apr ‘ on Bifa - . . 

vifg. Cc ype Cleaner 
eneral Fireproofing ( rd 

Punches Hardware Eng. Co 
Acco Prod f Harter Corr 
, ne r, N { 

Moggson & i Mfg. C 
ne id Vif In 
k Stee afe ( a ? 
Racks, Hat & Coat Vetalstand Co typewriter Desk Shelf Supports 
Mat c jwest Metal Mfg. ¢ 
rity Steel Equip 
flany Stand Co Typewriter Tor 
Racks, Stationery \ Chair Corp , Hine 
Stands, Telephone 
Ribbons & Carbons e Steel Equip. C 
Allied ar & R Vifg ne Mfg. Co ypewriter P 
tg Naw Walker Ce 
: "7 Staple Removers Typewriter 
PI ps F Staplers & Supplies 
Pres-to-l e ‘ f Ame Ace astener Corr 
egal Typewrite Ir y Mfg Co 
Remingtor j 
Royal Typewr Stencils, Marking, Brass pholstery Materials 
torn H. M yton Stencil Works ( = a : 
jerwood Viarsh Stencil Machine ( 
Wet St 
Wr Corp 
y Vietal Prod 
Ribbon & Carbon Tester Viayline Co. Inc Vault Step 
monye W Chair Corp tte 
Rubber Band . Visible Record Equipment 
s f 
Vielind . f\ er 
Robert W 

Rubber Stamp ( 

Rubber Stamp Mfg. Machinery 
Amer ; F type r We cxe ( 

asper Table Co r Waste Basket 
Rubber Type ; Metal Prod Art St 
tewart Vorval Corp 
ries« tee| Equip. ( be-W 
Rulers ecurity Steel Equip 
Thru Ruler haw-Walker Cc 
ndard Furn. C 
, Ww Chair Corp haw-W 
f Office ‘ 
Safes, Office wman & Erbe Mfg W 
™ Tables, Folding & Banquet " 
eral Firer . Adirondack Chair C 
be-Wernicke ) yor Metal Prods., Ir Work Organizer 
\ ink Stee afe Tabulating Machines be-We 
M er f Burroughs Corp y i 
Remingt Rand In Remington Rand Inc Mayer 
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The rate for classified advertise- 
ments is eighteen cents a word, 
minimum charge $3.60, payable 
with order. Add six words if box 


ants & For Sale 


adaress is used. 








EXECUTIVES WANTED wderwood Sundstrand Add M with wderwood Agent. Applicants send 


























f j Austin Typewrite 14 West 6th, Austin, Texas. Good future 
+ ; ¢ ? ¥ 
ssi) Sky wet EXPERIENCED TYPEWRITER AND ADDING MACHINE MECHANIC, permanent po 
ent nt ape tior 1 man shop ideal working t Live in warm, delightful Miami 
' ee . , da. American Typewriter 223 N.E. 2d Ave., Miami, Fla 
; yf ; TYPEWRITER AND ADDING MACHINE MECHANIC capable of operating shop and 
, ‘ » te VV in ag handling customers wanted by Olympia dhner and National dealer, Good salary 
with a f r rd to direct a staff of 1 utside permanent position. Typewriter Service { 218 Third St N. W., Albuquerque, 
t of y Write New Mexico 
FURNITURE PRODUCTION MEN WANTED 
A EE t seek 
HEET METAL LAYOUT MAN. Ff y experience d with steel cabinets, wanted by 
with ¢ ability manufacturer of Steel Desk and «Office Furniture. Unusual opportunity for right 
, - nel es. Box S-158 ano ¢ nan. All replies confidential. Office Appliances, Box S-161, Chicago 6 








f OF oply ting—Furniture—t é ty SALES REPRESENTATIVES AVAILABLE 





WELL KNOWN SEATTLE BUSINE MACHINE SALESMAN Highly successful back- 
ground sales for nation’s top ves, establishing own business. Now have photocopy 
distributorship. Seek representat as salesman, manufacturer's representative or 
for additional lines specialized business machines. Cover Seattle and Wash 
state. Speciai interest ew products. Address Office Appliances, Box E-173, 





SALESMEN AVAILABLE 






























































ig c 
as nheid a 
hwestern art Age 41 upab le f WISCONSIN, Illinois and Minnesota can have the intensive coverage your product 
Appliar Box E-lé 2 é deserve For aggressive representat f furniture lines, contact Office Appliances 
Box E-174, Ch go ¢ 
4 WITH Ex Y RECORI iva t p 
ere ce ; , ffice € pment work out < MANUFACTURERS’ REPRESENTATIVE ha apacity for a major line or two to be 
. : ; ? : d to dealers in Minnesota, W the Dakotas, lowa, Nebraska, Kansas, and 
% vw ice 7 P Box Missouri a major port f that area. Fully qualified to sell any line, sta 
tionery supply or furniture handied by retailers Has the good will of dealers 
throughout the area as we as manufacturer salesmen. Young enough to endure 
nad enjoy gorous coverage of territory. Top references. Address Office Appliances, 
al experie } ng'e Box E-175, Chicago 6 
¢ ' A . of 
athe SALESMEN WELL KNOWN THROUGHOUT THE MIDDLE WEST plan to establish 
themselve Se manufacturer repre tatives covering Illinois, Wisconsin, Minnesota 
ENCE ' 4 pment y f i Ff ting ft wa, WV t perhaps where f tical some adjoining areas. Interested in com 
ficat Ww t mer ne stationery upply, € pment. Prepared to give active coverage to 
everal major lines and work territory ely. Address Office Appliances, Box 
177, WG ago ¢ 
SALESMEN WANTED 
SALES REPRESENTATIVES WANTED 
f ff t Jib da d)J} t , j 
and shipping r ales, of LEADING MANUFACTURER PRECISION CARD RECORDS, guides, business forms 
nps, pen ary stat r and «system: for machine and hand wants representatives calling on banks, 
with ¢ ve prod t e ( ie commerci nd industrial concerns. An excellent opportunity 
pre t i territory V aS an additional line for salesmen who want t ncrease their income. Address Of 
ll fice Appliances, Box S-162, Chicago ¢ 
oe MANUFACTURERS REPRESENTATIVES WANTED FOR FAST-SELLING MARKING 
a OF € f Rs 21 LINE Leading Manufacturer of marking pencils for every purpose seeks 
‘ ° . . R ‘ shed representatives t wt ale and retail Stationery and allied fields 
7 > s Southeast, Southwest, Roc Mountain and Pacific Coast territories available. Fully 
v F ted. This complete line of nationally-advertised markers for all surfaces and 
ef pays you generous mn high-volume sales both on original and 
4 t repeat orders. Aggressive rep should net a minimum of $5,000 or more a year with 
t this highly-profitable line. We refer all juiries to you and credit you with all 
rders from your territory resulting f our national advertising We support you 
Ee with nat trade and consumer ivertising, eye-catching, sales-producing samples, 
, id valuable sales ds. Write us t y and tell us all about yourself, including the 
fF l t f lines you handle the territory you ver, length of time on this territory 
‘ how often ay ver the territory and the ber of salesmen you employ. TweeTen 
Fibre C Inc., Dept. 0.A., 2029 Fulton Street, Chicago 12, Illinois 
ALESMEN—Add to your income by presenting manufacturer of new store fix 
on _- ‘~ , tures. Write today giving complete personal and business background. Also state 
; ‘ , pape you are selling and furnish refer A. D. Butler, Inc., P.O. Box 123 
thw t Cc 
' ; ft ankfort, Ky 





REPRESENTATIVES WANTED f Rocky M tain territory to represent West Coast 














c manufacture f ymplete f ff hairs, type stands and accessories 
OFFICE MACHINE MECHANICS WANTED are orig, ‘ no tigy- 
Flewelling Company, In 12411 jlustrial Ave., Hollydale, Caiif 
$ ALES REPRESENTATIVE f y ye established Eastern Manufacturer of 
wood office fur for important are with regular accounts: New York City, 
; ¢ ex 


cord & Electric ‘Tosmarties WANTS AND FOR SALE, Continued on pag: 8 
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WANTS AND FOR SALE, Continued from page 7 


New England, Chicago. Al! replie fic 
Chicago 6. 





ESTABLISHED NEW YORK MANUFACTURER of wire 


with non-conflicting lines to cover 
pliances, Box S-164, 100 East 4 





CARBON & RIBBON SALESMAN—W 
mum of 3 years experience selling d 
your part. Advise age, gross 1955 

Box S-165, Chicago 6. 





REPRESENTATIVE WANTED 
Manufacturer of complete line of 
Flewelling Company, Inc 12411 





DEALERS WANTED 





DEALERS WANTED. Stat 
Proven sales potential. Ex 
make the only one on the 
City, Indiana 





RETAIL BUSINESS FOR SALE 





OFFICE MACHINES, SUPPL 
Gross $100,000.00. Large potent 
tory. Net profit in ‘55 $27 
Write Office Appliances, B 





TEXAS OFFICE SUPPLY STORE | 
$100,000 year. Best machine fr 
area. Sell at wholesale. Good fixt 
with $20,000 cash required. Retiring. W 





FOR SALE in Southwestern Pe 
years. Equipment, machine ar 
franchises. Gross over $60 

to poor health and other inter 





OFFICE SUPPLY, FURNITURE 
lines, excellent location, Midwest 


quick. Write Office Appliances, Box 





OFFICE MACHINE BUSINES 
sive franchises in lowa 
Write Office Appliances, Box l 





PARTNERS WANTED 





IF YOU HAVE SELLING EXPER 
ment, and like to work, you 
typewriters, duplicating, adding 
River Valley of Wisconsin. $5 
surprise you. Now have exclu 
take on one or two more if right 
ances, Box S-171, Chicago ¢ 





LOOKING FOR YOUNG, LIVE WI 
ment Business — to assume rein 
‘Grand Central Area). After 
Jimitless to aggressive persona 
optional. Write your qualificat 





FOR RENT OFFICE AND WAREHOUSE SPACE 





Mr. MANUFACTURER. Ir 
warehouse and office 
Globe-Wernicke, Associated 
others. Entire floor available 
from main Post Office and 
Washington St., Chicago 6 





WANTED TO BUY MANUFACTURING BUSINESS 





MANUFACTURING BUSINESS WANT 
ness now producing some iter 
medium operation preferred 





WANTED — BUSINESS MA 
years experience sales and service 
machines. Ex-Nat al ser 

cago 6 





COMPLETE STATIONERY STORE 
— no printing Over $12 
Chicago 6 





MANUFACTURING SERVICE AVAILABLE ABROAD 





WELL KNOWN DUTCH CONC 


























H and der ense Ad #F Ac e 
c 
Experienced export f pecializing ffice equipment 
has utiets for yet repre versea We 
ai agents in 26 countrie We handie a t and 
ffice Appliances, Box £ 
f 6,730 co d off ance deale 
d adding ma V for f 
manufacturer | VV 
PEE ADDRESS 48 v New York 
2 ) IST > ON i r u wr | 
lege Store PX e tat 
295 =‘list or y arke ark 
YS, INC., 60 £ a . 6-4 
FOR SALE AND WANTED TO BUY, USED EQUIPMENT 
ELL—all makes ca adding machine bookkeeping 
ffice machinery. Give us f pecificat a erial number 
possible. We'll quote highest price t tional Office Ag 


EE, 326 Broadway, New 





HS OR N.C.R. Bookkeeping and Billing Machines, Calculator 
g Machines, et any 


AN BUSINESS MACHINES, Inc. 573 Broadway, New York 


e come Je p ’ 





























KING: Top quality adde typewriter jlator check 
Right prices and serv d for your price list to build 
tomer’s satisfactio T E —adwa 
r aicurating 3 ff 
na Ww C A y 5 ‘ Wat 
HAND PRESSES, MULTIGRAPt Varitypers, Typewriters, Mimeo 
and trade machines. Free talog, Dixie Service, King, Nortt 
ssed Visible Cabinet KARDEX, ACME and RAN Variety of 
condition, very rea cversteel Equ t mpany, 69 
rk 12 
ther visible equipment i ledger tray ated dr 
iy needs and what y for sale. Federal Office Equip 
>t. Louis 1, Me 





RAND and BURROUGH 
































det model, serials aye 
Late model Elliott-Fisher bookkeeping and | ng machine 
serial number. & FFICE MACHINE 605 W 
AgO © 
makes used visible f g Jipment. Thousa f reconditioned 
always on hand pecia ervice and f f to dealers f 
our quotations. Cha Nathan, Ir 18 Broadway, New 
for used bookkeeping machine a nakes, Burrougt Sen 
3100, Rems. E. Fisher nderwood, Brandt Coin Machine 
and serial numbers for r tation : earl Co., Dept 
St., New York 36, N. Y 
AND SUNDSTRAND machine mptometers, Burroughs, Friden 
Calculators. Electromat Typewriters. Adding chines and a 
ught, sold, rented, rebuilt. Teeter-Warsh ( 849 N. 3rd St 
taphone time belts Z each in quantity t Fleischmanr 
pment Co., Inc. 801 F th Ave eattle 4, Washington 
idressographs, Graphotype Adding Machine alculators, Book 
American Office Equipme Four eattle 4 


OA—5 /56 








State of the Tudustry : 


@ From Across the Sea. A recent OFFICE APPLI 


ANCES editorial asking for comment concerning a 


better term for “list price’ brought this interesting 
comment from Mancell Gutteridge, chairman of 
Gutteridge Sampson, Ltd., London, England: 


I agree with the former purchasing agent who is 
m office suppiies dealer. ‘List price’ is certainly 
Yue 

t is intended to refer to the retail selling price 

not say ‘the recommended retail price’? 
| know that American selling policy is—broadly 
to cut out every unnecessary word but 
there comes a time when it is wise to use an extra 
rd or two in order to make your meaning perfectly 


@ “Package Selling” Trend Clear. The response to 

our survey of dealers concerning their “package 

operation in office furniture was most grati- 

For recommended reading, we advise turning 

es 34-37 of this issue. Therein, are printed the 

lts of a nation-wide canvassing of dealers, who 

lear-cut percentage showed the trend toward 

y the complete office. The answers to queries 

rning draperies and floor covering selling were 

larly interesting as they indicated that to- 

day's progressive dealers either handle this detail 

themselves or have arrangements for including this 
package”. 


2 pa patag 2 Prices Rise. An immediate increase in 
1e prices of portable typewriters from $2 to $6 has 


Remington Rand Division of Sperry Rand. 


¢ Houston March is On. Harold W. Mann, execu- 
tive secretary of the National Office Machine Deal- 
= heub ciation is daily getting evidence of keen 
interest in the forthcoming NOMDA convention and 
exhibit in Houston, Tex., July 8-11. Already, more 
manufacturers’ exhibits have been signed up than 
were in evidence at last year’s highly successful 
Den convention 


o Ofices Catching Up. Hugh L. Clary, president of 
The Clary Corporation, sees a new trend for the 
offices ‘concians up with factories of America which 
» been years ahead of the offices in modern 
equipment.” But in order to do so, he points out, 
further expansion under present employment con- 
ditions must come from a more effective use of the 
resent labor force and this will require more ma- 
nery and equipment. 
; recognition of the problem has brought an 
upsurge in the demand for modern business ma- 


ie management recognizing the necessity of 
a cutting office costs with the most modern equip- 
it ment, the outlook for the business machine industry 

It gives promise of being one of the rapid- 
mding industries during the next 20 years.” 


« Replacement Market—A Major Factor. In analyz 
ing office equipment industry, Arnold Bernhard 
= * Ce te , investment advisers, New York City, de- 
clare that multiplied paper work will bring increased 
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office equipment sales in 1956 

The ‘Value Line Investment Survey’ further 
makes this interesting comment: “To the manufactur- 
ers of standard office items, the replacement market 
has always provided an important source of in- 
come. This market is expected to expand this year. 
Machines such as typewriters, adding machines 
and cash registers usually work best during their 
first five years of operation. About five years ago, 
shortly after the outbreak of war in Korea, there 
was a scare-buying spree for such basic office aids. 
A large number of those machines have now be- 
come candidates for trade-in on newer models which 
incorporate a number of modern convenience gadg- 
ets and which are available in rainbow of colors.” 


@ WS] Looks at Desk Styles. “Shelves or cabinets 
within arm's reach replace the drawers in many 
modern offices,” comments the Wall Street Journal. 
“One furniture maker says: ‘Much of the drawer 
space in the typical executive desk is taken up by 
junk, anyway.” 

The item concludes, ‘Manufacturers count on new 
furniture styles to buoy sales this year as in 1955. 
Last year, volume climbed an estimated 15% to 25% 
over 1954."-—COS 





This Month — 


Page 12. Here begin 40 pages of material, mostly staff col- 
lected, which graphically tells why design is the key to 
profit today in office furniture selling. Read how design is 
the blueprint to success at Forrer’s in Milwaukee, Wis., how 
Barney's of Hartford, Conn., equips the office first and there- 
by gets its foot in the door for plant installations; how color 
keynotes metal furniture sales at Steel Office Furniture Co 
in Oak Park, Ill.; how Palace Office Supply of Tulsa, Okla., 
works with architects; how S. G..Adams Company of St. 
Louis, plans a special room for the receptionist. Here are 40 
pages, written with care and presented in artistic layouts. 
Page after page of installations show how dealers are de- 
signing with profit. The OFFICE APPLIANCES “package” 
office survey gives up-to-the-minute authentic information on 
today’s selling trends 


Page 56. Winning the top Brand Names honors for the 1955 
contest in the stationery and office equipment field wasn’t 
accidental for Ivan Allen Company of Atlanta, Ga. The 
recognition paid this firm in ceremony April 19 in New York 
City was earned by painstaking planning and constant at- 
tention paid manufacturers’ products. Here’s the story of how 
the Atlanta firm does it 


Next Month — 


More features presented in graphic layout for today’s 
dealers. There’s an exciting preview of what's ahead for the 
NOMDA convention in Houston, a story of how a Michigan 
dealer has made “Success Register’. Get more details on 
OFFICE APPLIANCES’ survey of office furniture dealer prac- 
tices. Another graphic merchandising story by Eugene 
Barnes is in store for our readers. All this, plus the staff 
coverage of NSOEA regionals and the monthly features 
which keep OFFICE APPLIANCES out in front of all publi- 
cations covering the stationery and office equipment in- 


dustry.. 








O42 Pre0-Time Eulletiu 












ALBERT G. FROST has retired as chairman 
of the board of Esterbrook Pen Co. 
according to an announcement by Pres- 
ident S. E. Longmaid. Mr. Frost has 
been identified with the writing in- 
strument industry for more than 35 
years and with Esterbrook for 25 
years. Mr. Longmaid will assume the 
chairmanship of the board as well as 
continuing as president and chief ex- 
ecutive. 





IVAN ALLEN, JR., that always busy man, 
has new responsibilities along with 
the presidency of the NSOEA. The At- 
lanta stationer has been elected pres- 
ident of the Georgia Chamber of Com- 
merce. For the past year he has served 
as chairman of the industrial depart- 
ment. 





ARTHUR E. SUMMERFIELD, postmaster gener- 
al, has announced that the old-style, 
scratchy, hand-dip pen in post offices 
will, within six months, be a thing 
of the past. Bids are requested for 
500,000 ball point pens and 500,000 
refills for use in post offices. Po- 
tential pilferers risk a year in pris- 
on and $500 fine if they attempt to 
lift a pen marked "Property United 
States Post Office Department". As 
added precaution, the pens are to be 
chain attached. 


ZENITH BANK PASS BOOK ENVELOPE line to- 
gether with special machinery, dies 
and inventory, has been purchased by 
Northern States Envelope Co. of St. 
Paul, and its associate Justrite En- 
velope Mfg. Co., Atlanta, Ga., from 
Charles T. Cohen Co. The Charles T. 
Cohen Co. is retiring after a century 
in the envelope field. 








CLOSED CIRCUIT TV will be used to present 
a complete picture of Integrated Data 
Processing at the International Of- 
fice Management Conference. NOMA has 
also arranged a panel session for ex- 
perts in air conditioning, lighting, 
office layout, sound and color to an- 
alyze comfort'’s contribution to of- 
fice efficiency. 





LEWIS M. DIXON AND ROBSON S. 


rectors of the 
Carbon Mfg. Co. 


MOORE, di- 








Columbia Ribbon and 
retired from 


have 


Late and Important News for Our Readers 





the board. Their positions have been 
filled by John D. Edwards, vice-pres- 
ident in charge of sales, and R. L. 
Banks, vice-president in charge of 
sales research. 


ERLE MARTIN AND CARL MCKELVY have been 
elected directors of Veeder-Root 
Inc., computer and counting machine 
firm. Mr. McKelvy is executive vice- 
president of Royal Typewriter Co. Mr. 
Martin is vice-president of United 
Aircraft Corp. 








SWINGLINE, INC., has been officially an- 
nounced as the corporate name of the 
former Speed Products Co., Inc., manu- 
facturers of Swingline trade name 
products. 





DITTO, INC. has announced the appointment 
of four general sales managers to head 
four new divisions. W. M. Hinton will 
manage the Western division; Louis 
Amato, Midwest division; W. H. Green- 
holt, Central division, and E. H. Gib- 
son, Eastern division. 





FACIT, INC. is offering a new dealer co- 
operative-incentive promotion plan 
which ties in promotion aides direct- 
ly to dealer sales. The plan will en- 
able dealers to secure help from Facit 
in purchasing newspaper and telephone 
directory advertising, window signs 
and direct mail pieces. 





APSCO PRODUCTS INC. is constructing an 
addition to its Rockford, Ill. plant. 
Beside the 26,000 square feet of ad- 
ditional manufacturing space, the 
company is also modernizing its ex-= 
isting facilities. 





CLARY CORP. has announced pre-tax earnings 
of $600,000 in 1955 with net earnings 
of $286,000, or 34 cents per share. 
This compares with a net of $125,000 
(before special items) in 1954. 


SEYMOUR L. NATHAN AND IRVING M. LEVY, were 
named office furniture division chair- 
men of the New York City Cancer Com- 
mittee Crusade. Mr. Levy is pres- 
ident of Art Steel Co., and Mr. Nathan 
is president of Charles S. Nathan, 
Inc. 
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OFFICE APPLI Ate © MAY L¥96 


Designing for profit involves special 

skills through which the office furniture 
dealer becomes conscious of color, 
lighting, acoustics, treatment of walls, 
floors, ceilings and accessories. 

We believe the dealer, aided by the 
manufacturer, has or can attain the know- 
how to engineer an office furnishings job 
in proper co-ordination of design 

and function. The reader will find 
inspiration in the success of dealers who 
have ‘designed for profit” and tell 


their stories on the following pages. 
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Is blueprint 


to Success 
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THE FORRERS, Louise and Rut! 
study a blueprint as first step 
in providing office that fits user's 
per tonality. 





[HIS PRIV ATE office was 
applied by Forrer Equip. 
Co. for President Andrew 

]. Wesolowski of Liberty 

. Savings & Loan Assn. 


by CLARENCE O. SCHLAVER 


managing editor 


O-ORDINATION isn’t an idle word at Forrer 
Equipment Company, Milwaukee, Wis. 

At Forrer’s, design means co-ordination in its 
fullest significance—the skillful blending of every 
piece of office furniture in full harmony with walls, 
floor coverings, accessories and lighting arrange- 
ments. 

There, the blueprint of a new office building is 
a clarion call to action by a staff which has both the 
know-how and the desire to complete the big in- 
stallation. 

The Forrers—president Ed and daughters Louise 
and Ruth—spearhead a trained staff which accepts 
each new project as a challenge to provide offices 
where efficiency, comfort and beauty are functionally 
combined, 

This Wisconsin firm makes its own slogans live: 

“It's easier, wiser and less costly to buy an ‘office’ 
. . than it is ‘furniture’ ” 

“Impression and atmosphere may be intangible 
but they are also invaluable. 

“Preliminary planning costs no more . . . and 
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GILBERT BRAINERD, sales manager of 

Forrer’s, checks a drapery sample with 

Louise Forrer. The mounted sail fish is part 
Mr. Brainerd’s personal design 


, neemie 3 
living; he caught it. 


accomplishes so much in making your 
business a pleasure.” 

The Forrer staff members are in 
reality sales engineers as well as fur- 
niture and design specialists. They 
start with the basic architectural de- 
sign of the available floor space- 


that’s why blueprints are a common 


sight instead of a rarity in the con- 


les offices. 
Know Hobbies 
Personal preferences, hobbies and 
particular work methods of the cus- 
tomer are determined. Armed with 
this information, the Forrer co-ordina- 
tors formulate a comprehensive pres- 
entation which includes these basic 
esse, ils 

] floor plan. 

Li f furniture and accessories 


or sketches 
ictual swatches of fabrics and 
ether with paints. 


a 
‘ 
‘ 








A CUSTOMER sits down with 
Forrer salesmen to check eat h 
item that the blue prints suggest. 





From these ingredients of a design 
prescription emerge offices which sat- 
tisfy the customer because they pro- 
vide the aura of comfort and expres- 
sion of personality which make up the 
“climate’’ he wants in the confines of 
his workaday world. 

It is understanding of prefercnccs, 
the ability to ferret them out as well 
as to incorporate them into the basic 
design with the blueprint as a starter, 
which makes the Forrer operation suc- 
cessful. 

Talk with Louise Forrer, who pairs 
with sister Ruth in providing a unique 
sister team in office furniture selling, 
and you get a conception of the under- 
standing of wants which underlies the 
Milwaukee firm's sales operation. Says 
Louise, for example: 

“The ‘light look’ is achieved in ex- 
ecutive desks, despite the larger sur- 
face work area, by using medium to 
light wood finishes, setting the desk 
up on tapered legs, simplifying its 
lines and suspending the drawers with- 





eal W aw al 


Lt 


ONE OF SEVERAL striking model offices 
which are part of the Forrer display 


scheme. “Fashions for Business” Guild 


offices are Set up. 


in the frame of the desk.” 

But the man who likes the tradi- 
tional desk, solid, substantial and 
down to the floor rather than poised 
on legs, can still get it, according to 
Miss Forrer. 

“It will have an overhanging top so 
people can draw up their chairs and 
use its top as a writing surface on’ any 
side.” 

A few years ago there was a trend 
toward ‘modern’ offices that were se- 
vere and Spartan in their simplicity, 
Miss Forrer points out. “But now 
there's a feeling for softer, more com- 
fortable decoration.” 


Provide "Soft" Look 


When a customer wants this soft 
look, Forrer’s designs it, often using 
tweedy carpeting over cork or title 
floors, draperies to pick up the colors 
in the room, and original paintings 
for the walls which can often reflect 
the personality of the man. 

Desk accessories are suggested to 
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match the leather on upholstered 
chairs, or in metal with bronze, brass 
or silver finish—to fit the hardware 
on the desk. 

Forrer’s encourages the use of 
greens and foliage plants to round 
out the livable look in today’s offices, 

Lights come into careful treatment, 
too. They are often of the “pull 
down” style, suspended from the ceil- 
ing to save desk and floor space, 
“down lights’’ recessed into the ceil- 
ing, or “light panels’’ suspended over 
the desk which follow the shape of 
the top and contain a series of spot- 
lights (used when the ceiling is too 
high for recessed lighting). 


Equip Savings’ Firm 


A typical big installation job was 
done by the Forrer firm for Liberty 
Savings & Loan Association, 5812 W. 
Burnham St., Milwaukee. Forrer’s had 
previous contact with the president, 
Andrew J. Wesolowski, by doing a 
real estate office for him. Mr. Weso- 
lowski’s institution decided to remodel 
the old building, liked the Forrer type 
of furniture presentation and that was 
it. 

“Mr. Wesolowski handed us the 
plans and we went to work,” says 
Ruth Forrer. 

The installation involved closing 
rooms and a new account section 
where the warmth of wood, along 
with durability, was desired. The areas 
were equipped with Stow Davis desks 
in formica tops, 


"Full Treatment” 


For this project, Forrer’s supplied 
the “full treatment’, just as on other 
major installations. This involved the 
furnishing of actual samples of dra 
peries, upholsteries, floor coverings, 
and so forth, with the plan and quota 
tion in the form that an executive can 
show to his board of directors or to 
his wife. 

Such complete details were worked 
out. for each separate area in the build 
ing and loan offices and Forrer’s pre 
scribed both furniture and placement. 
Even telephone outlets were noted 


Draperies Aid 


A cheerful atmosphere was desired 
and this was achieved in draperies 
which had brown tones for the wood 
finishes and yellow for accent. The 
effect achieved was co-ordination of 
entire areas rather than just a ‘‘dab’ 
of color. 

“Completeness” of the installation 
entailed desks, chairs, pictures, lamps, 
ash trays, desk blotters, draperies and 
specified floor coverings. 

Difficult assignments are routine in 
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the Forrer operation. They pop up like 
at the office of the Zimmerman Homes 
in Milwaukee. There, a home-like at- 
mosphere was wanted and Forrers se- 
cured it with a modular desk, modern 
enough to fit in an office which had a 
Tennessee stone fireplace and a strik- 
ing planter contrasting with black 
walnut paneling. 


Work with Architects 


A large installation was made for 
the Grand Lodge for Free and Ac- 
cepted Masons of Wisconsin. Here, 
the Forrers worked directly with the 
architects in an interior blending of 
furniture, wall colors and draperies to 
complement the architectural design. 
Furniture supplied was the highly 
stylized Paul McCobb directional type. 

Name lines of furniture, both the 
functional and modern, contribute to 
the Forrer ability to please both ex- 
ecutives and architects. Specifications 
are met with Stow-Davis, Hoosier 
Desk, Alma Desk, Huntington and 
Herman Miller in wood, Art Metal in 
the steel lines, Milwaukee, Boling and 
Sikes in chairs. The Forrers are 
equipped to meet the growing trend 
to the decorative colors in metal in- 
stead of the more conventional olive 
green or gray. 


Guild Members 


A member of the Executive Furni- 
ture Guild of America, Forrer dis- 
plays the Guild emblem symbolizing 
an association of dealers devoted to 
setting new standards in fine offices, 
furniture and accessories through plan- 
ning and design. ‘Fashions for Busi- 
ness 1956” Guild offices such as the 
“Mr. and Mrs.”, the “Little Leather 
Office’, the “Woman's Executive's 
Office’ were set up at the Milwaukee 
firm, featured in a full-page adver- 
tisement and proved a mecca for an 
office furnishings show. 


Heads Staff 

Edwin A. Forrer is president of the 
firm and his own office is so striking 
that customers have asked that it be 
duplicated, down to the most minute 
detail, for their own use. 

Vice-presidents are Ruth Forrer and 
Fred H. Wylie. George A. Wagner is 
secretary and Louise Forrer is treas- 
urer. Gilbert Brainerd is sales man- 
ager, 

These personable executives head 
up a staff which takes to design like a 
youngster does to a cookie jar. The 
results speak for themselves. 

At Forrer’s, the blueprint, the swatch 
of drapery material, the sample of 
floor covering, the style of the lamp 
are all part and parcel of an opera- 
tion in which design is the key to 
profit 








EDWIN A. FORRER, president 
of the Milwaukee firm, sits 

in his office which has a design 
which many customers want 


du pli ated. 
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Palace Office Supply Does It 





you can work 





with Architects 


ON'’T try to lick ’em—join ‘em. 

D By following this simple old adage 
Palace Offce Supply Company of Tulsa, Okla., 
has come to profitable terms with architects in 
its city. Under the direction of George J. Con- 
stantine, president, this firm has developed a 
long-range program of co-operation with Tulsa 
architects—and the results are happy for both 
sides. 

Much credit for the successful execution of 
this program is due to Gene Tomlins, who is 
head of the planning and design department 
for Palace. In an exclusive interview with an 
OA staff member, Mr. Tomlins outlined the 
work of his department and demonstrated how 
it must coordinate with the work of the sales 


rorce. 


Knows Design 


Before joining Palace Office Supply Com- 
pany, Mr. Tomlins had gained considerable 
experience in the Tulsa area as an interior de- 
signer and decorator. His work had brought 
him into working relationships with a number 
f architects. 

[his background proved significant because 
shortly after he started work for Palace as a 
lesigner, he was invited to put on a program 

r the local chapter of the American Institute 
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of Architects. This was an important step in 
coming to the realization that co-operation with 
the architectural fraternity could be a mutually 
satisfactory arrangement. 


Contact Architects 


As a result, Palace now goes to work on in- 
stallations for new office buildings far ahead 
of actual construction. As soon as the staff 
members learn of a new building or a remodel- 
ing job in the planning stage, they immediately 
contact the architect. In some cases the infor- 
mation about new buildings first comes to Pal- 
ace from the architects themselves. This is an 
important by-product of the architect co-opera- 
tion program, for it demonstrates that the 
architects have confidence in the furniture 
carried by Palace and in the designing job that 
Gene Tomlins does. 

The next step is to determine the basic ideas 
in the minds of the architect in planning the 
specific building. According to Mr. Tomlins, it 
is then possible to secure the co-operation and 
“blessing” of the architect by recommending 
the style of furniture and accessories that fits 
in with the basic architectural idea. 

The architects themselves like the arrange- 
ment because they are sure that appropriate 
furniture is going to be installed. According to 
Mr. Tomlins, they have a great interest in 











“FURNISHING the executive 
offices almost always leads to 
commercial furniture and lu- 


crative sup ply business.” 


knowing what the final appearance of 
the offices will be. He states: 

“The architect is on your side if he 
knows that good stuff is going to be 
installed. If the architect is fearful 
that unappropriate designs may be 
used or that inferior furniture will be 
installed, he may go to some length 
to recommend that an interior de- 
signer be put on the job or perhaps 
he will even try to specify the furni- 
ture himself.” 


Beats ‘Notions’ 


Mr. Tomlins chuckled while add 
ing another advantage of this type 
of program. He says, ‘“Working with 
architects gives us a chance to sug 
gest plans before the client or his 
wife have preconceived notions.” 

Seldom does a businessman concern 
himself with the actual details of fur- 
nishing new offices until construc 


tion has started and there is a visible 


dimension to the various private of- 
fices. As soon as the partially-con- 
structed building is available for 
inspection, Mr. Tomlins elaborated, 
it is visited regularly by the client 
and in many cases the client’s wife 
will accompany him. Then the de 
signer may find himself struggling 
against ideas he knows are not sound 
“And this,”’ he says, ‘‘can be tough.” 

The Palace plan disposes of this 
problem in advance by 
sound ideas in the minds of the 
client and by stimulating his imagi 


planting 
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“WORKING WITH architects 
gives us a chance to suggest 
plans before the client or his 
wife have preconceived no- 
tions.”’ 


nation along the lines that the archi- 
tect and designer have agreed upon. 
Once this has been accomplished, 
the sale is well on its way to com- 
pletion. 

Another major problem to many 
office furniture dealers has been 
eliminated by this plan. Gene Tom- 
lins is frank to say that interior de- 
signers don’t stand a chance in com- 
peting for the office furniture busi- 
ness. He bears no animosity toward 
the designing profession, being a 
member of it himself, but naturally 
resents their intrusion into the fur- 
niture field. By specifying 
thing in the office including wall 
lamps, and 


every- 
coverings, accessories, 
the client has no need to look else- 
where for help. 

“No need to worry about interior 
decorators with this type of pro- 
gram,” he asserts 


Fete Architects 


After having achieved considera- 
ble success with several architects, 
plans were made to expose the serv- 
ices of Palace Office Supply to all 
AIA members in the Tulsa area. A 
highlight of this plan was a special 
reception for architects held late in 
1955. This was reported in some de 
tail on page 114, February 1956 is- 
OFFICE APPLIANCES. 


enabled us to show them 


sue of 
This 
more of the various types of furni- 
ture we carry as well as to introduce 











“DON’T TAKE sam ples to a 


client until the basic plan iS ac- 


cepted. Sam ples will only con- 


fuse him.” 


them to our sales. staff, according 
to Mr. Tomlins. 

In most approaches to a new con 
struction job, Palace concentrates on 
the executive offices. This is where 
the design function has more op- 
portunity to express itself. However, 
the experience of Palace has been 
that in furnishing executive offices, 
the opportunity is usually provided 
to follow-up in equipping the outer 
offices and also in 
office supply and printing business. 


obtaining the 


Worth Delays 


This is important in gaining the 
co-operation and support of the 
firm's salesmen. Occasionally a sales- 
man may become impatient with the 
amount of time required in talking 
with an architect, working up a pro- 
posal, and waiting for many months 
before a decision is given. Mr. Tom- 
lins points out, however, that once 
the salesman realizes the possibili- 
ties of building up the original 
order into a permanent supply ac- 
count, the reluctance to ‘get the 
order right now’’ disappears. 

In making the initial interview, 
Mr. Tomlins says, “All I take is a 
pencil, paper, and ruler.” Confer- 
ences with the architect and with 
provide the necessary 
background information as to the 
desires of both Once the 
the particular office are 


the client 
parties. 


needs of 
known, a scale layout is made and 
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‘ALI | # {YOUTS and sketches 


are kept in our hands until the 


) 


9 
Va Ndade. 


cases a color rendering 


showing every last detail of the 
off with the suggested decorating 
scl 

These are presented in person 
only, and are never left behind for 
the client to look over or to ‘show 
to r vice-presidents in New 
York All presentations are noted 
is ‘‘Property of Palace Office Sup- 
ply Company” and are at all times 
retained by Palace personnel until 
the I iS sold. 


Keep in Control 


ayouts and sketches are kept 
in our hands until the sale is made. 


Nor do we take samples to a client 

basic plan is accepted. 
Samples only confuse him,” says 
Mr. Tomlins. It also eliminates the 
possibility of the price being under- 
cut by some other source of supply 
and nsures that the time and 
effort spent in creative work will 
serve to benefit Palace only. 


;ENE TOMLINS, pictured 
vhere in candid poses and 
ted by the OA staff writer, 
vorks al his desk, u hich 
reality a design center for 

he Palace Office Supply 


peration. 
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“THE ARCHITECT is on your 
side if he knows that good stuff 


is going to be installed 


In all selling and printed promo- 
tion it is stressed that there is no 
“designer's fee’’ and that there is no 
obligation. It is also emphasized 
that the Palace Office Supply's 
planning and design department 
will go step-by-step in “engineering, 
an office’ whether it is a remodel- 
ing job or a brand new building. A 


simple but effective brochure de- 





scribes the complete service offered 
by the planning and design depart- 
ment. It follows a job from the 
drawing board to the scaled furni- 
ture arrangement, color and fabric 
selection, presentation to the client, 
and the completed office. 


He's Enthusiastic 


Gene Tomlins outwardly enthuses 
over the possibilities of the design 
function in increasing office furni- 
ture sales. He feels that other de- 
signers might switch to staff posi- 
tions with office furniture dealers if 
the right opportunities are pre- 
sented. He says with some feeling, 
“Mr. Constantine has given me con- 
siderable leeway something a 
designer appreciates.’ He implies 
that the other dealers may not be as 
willing to give their designers or 
co-ordinators such a free hand. 

Among the furniture lines sold 
in volume by Palace Office Supply 
are Jasper Desk Company, B. L. 
Marble Chair Company, All-Steel 
Equipment Company, Herman Mil- 
ler Furniture Company, Niemann 
Incorporated, Feldman-Selje Com- 
pany, Shelbyville Desk Company, 
and Knoll Associates. 

Such lines, firm officials believe, 
help in providing successful co- 
operation with architects. 
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BARNEY'S supplied walnut 
desks for executive offices 
of Connecticut Bank 

G& Trust 


ET your foot in the door first 

by equipping the offices and 

then you are set for the big 
plant equipment job. 

That's the philosophy used by Bar- 
ney’s of Hartford, Conn., in a littl 
over a quarter century of almost 
spectacular growth in major furniture 
and office equipment sales. 

For Barneys, the installation story 
stretches from the firm president's 
plush executive office to the overalled 
employees’ lockers and tool bins. 


Solve Traffic Jam 


“Let Barney's do it . . . complete’’ 
has become almost a buy-word in the 
Hartford area. For example, it was 
discovered that a traffic jam in the 
stock room of the Allen Manufactur- 
ing Company would interrupt delivery 
of Hex socket screws to distributors 
throughout the United States and 
Canada. 


The concern summoned Barney's 
to equip an adequate stocks room 
and fast. 


When the job was done with Nie- 





man steel shelving, a spokesman for 
the manufacturer said: 

“Putting the required specifications 
into operation represented a highly 
specialized job Barney's could, 
and did, without delay. . . . We 
were thus able to avoid the bottleneck 
that would have meant a critical loss 
of time.” 

Such selling is not accidental, it is 
the result of typical Barney procedure, 
which can be itemized step-by-step 
under these headings: 

The search. 
The survey. 

The proposal. 
The order. 

The installation, 

“How do you uncover prospects for 
big installations ?’’, Julius Roth of Bar- 
ney’s was asked. ‘‘Mail promotion?”’, 
“Radio TV?", “Cold can- 
vass?’’, 

Mr. Roth explained that prospects 
are discovered in several ways, not 
by one alone. He enumerated: 
Through the use of construction 
engineers’ specialized reporting serv- 


and /or 


ice, 








—Cold canvass by Barney's outside 
salesmen. 

—NMail promotion to a selected list 
of executives only. 

—Advertising in state purchasing 
agents’ magazine, employing a full- 
page ad once a month. 

—Participation in community adver- 
tising of the Red Cross, the Heart 
Fund and other Chamber of Com- 
merce-approved causes. 


Make Survey 


Once a good prospect is uncovered, 
this is how Barney's goes into action 
with a survey: 

A complete study is made of the 
entire method business operation of 
the client, his work flow, his super- 
visors and their functions and the ex- 
ecutive division of the business. Then, 
having analyzed the business from 
each angle, recommendations are made 
for the most efficient and comfortable 
furniture and equipment to suit the 
needs of each individual client’s func- 
tions. 


Such a study was made for the Fenn 
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Manufacturing Company. There, in 
ling for Fenn’s new general of- 
open area was specified to 

ullow easy access to related depart- 
ment and to maintain a friendly at- 
among the workers, Privacy 


’ lso desired for each department. 
Facing the requirements, a study 
was made and Barney's designed and 


illed a series of Arnot portable 
partitions whicht met the three-fold 
nts of easy access, congenial- 

l privacy. 
When this was done, a company of- 
mmented with enthusiasm, 
Bat s installation effects a valuable 
ng flexibility that’s worth its 
v t in gold to an organization like 


Submit Proposal 


survey completed, Barney's pro- 
with the proposal. The first step 

bal discussion followed by a 

sul f the premises. Then, a rough 
wn to scale is submitted, de- 
scussed and corrections made. 
| step is to present a complete 
showing executive offices in 
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by JOHN L. GALLUP 


eastern staff writer 


color and layout of work flow for the 
factory including floor plan layouts 
drawn to scale. For executive offices, 
both floor coverings and wall hang- 
ings are suggested but not included in 
the proposals. 


From the proposal, the Barney 
scheme naturally follows up with the 
order. The blanket type with a price 
for the complete job is most generally 
used, but Barney’s plan is flexible and 
the firm can itemize the order with 
prices for each piece of furniture 
listed if the client's procedure requires 
it. 


An interesting observation regard- 
ing Barney's and price was made after 
the new Town Hall is Somers, Conn.., 
was equipped with new office furni- 
ture. The town’s building committee 
accepted Barney's low bid. Yet, a 
member of the group commented, 
“Not only was Barney's able to sup- 
ply us with the type of equipment 
(Royal Metal institutional and office 
seating) we wanted, at a lower price, 
but every courtesy was extended to us 


from start to finish.” 





BINS and shelving installed 
by Barney's for stockroom 
of Safeway Heat 

Elements, Inc. 


In the installation procedure which 
logically follows securing of the order, 
it is not necessary for factory repre- 
sentatives to assist salesmen on the 
job because Barney's sales representa- 
tives are well trained and fully ca- 
pable of engineering the entire instal- 
lation themselves. 

Then too, after the installation is 
made, Barney's does not consider the 
job finished, but has its representatives 
call at reasonable intervals to make 
sure that the equipment is giving cus- 
tomer satisfaction. 


Firms Pleased 


It is in this painstaking procedure, 
from survey to installation, which has 
brought glowing testimonials such as: 

Precision Engineering Company— 
“Faced with rapid expansion we al- 
ready had the answers for office equip- 
ment needs. From past experience we 
knew we could rely on Barney's. 
There was no time-consuming scout- 
ing around on our part to find exactly 
what we needed—Barney’s took care 
of everything, allowing us to meet our 
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committments without delay.” This 
firm's planning and design room was 
equipped with drafting tables, stools, 
desks, benches, lamps and other ac- 
cessories by Barney's, the outgrowth 
of previous experience with the sup- 
plier in installing executive offices. 

David E. Alton, president of Th 
Horton Company—''we told Barney's 
what we wanted—and from that point 
on the work was done without any 
need for us to supervise any of it 
Barney's assumed complete responsi 
bility (installing Corry-Jamestown 
Steel Age office furniture), leaving us 
free to devote our full attention to our 
customers. It was all accomplished 
without delay. . .and with the utmost 
taste and dependability all along the 
way.” 

Gray Manufacturing Company 
“Thanks to Barney's, we now have 
achieved a set-up (Arnot Portable 
partitions) that gives us maximum 
flexibility for the smooth flow of the 
highly skilled work in the depart- 
ment.”’ 

Nielsen Tool & Die became a cus 
tomer of Barney's the year they were 
both established—1930. Since then, 
the two concerns have grown together 
and remained together in business re- 
lationships. Thus, Nielsen's calls on 
Barney's for factory equipment like 
work benches and tools, as well as 
modern steel desks, chairs and files 

Today, the business founded 26 
years ago by President Barney Gold 
berg, now 72 years of age and still at 








his desk each day, and Julius Roth, 
vice-president treasurer, has progressed 
until it occupies 33,000 square feet 
of floor space plus some 25,000 square 
feet of warehouse room. 

In the success scheme of Barney's, 
the executive's desk and the small parts 
bin for the plant workmen have both 
been regarded as a business potential. 
Neither has been overlooked and the 
securing of one order has logically led 
to the second. 

It's a matter of careful attention to 
the search, the survey, the proposal, 
the order and the installation 


ABOVE ... Neiman steel shelving 
was used by Barney's to meet 
needs lor expanded stock room 


of All. }2 Mfg. Co 


BELOW ... Section of Precision 
Engineering Co. planning and 
design room, equipped with 
drafting tables, stools and other 


~ } > ’ 
accessories by Barney's. 





DESIGN 
in fu nction 





W. H. GUNLOCKE 
chairs, including the neu 
V.1.P. executive adjustable 
swivel chair were used in a 
complete “package” tredl- 
ment of Avco Mfg. 
Co., office in Dayton Obio. 
Desks are by Standard Fur- 
niture Co, Seitz & George 
Office Equip. Co. of 
Dayton furnished not only 
the furniture but the whole 
‘package’ treatment. 





THIS G-F .. . filing 
installation was made for the 
trust department of the Re- 
public National Bank of 
Dallas, Tex. by the Stewart 
Office Supply Co., General Fire- 
proofing dealers in Dallas. 
The files are all five-drawer 
cap s1ze Super-Filers. Mode 
Maker desks and Goodform 
aluminum: adjustable chairs 
complete’ the installation. 





{LL-STEEL ... Equip. Co. 
provided this inclusive in- 
stallation of working 
turfaces and seating for 

the Guaranty Trust Co. 
of New York City. The 
urniture was placed by Itkin 
Bros., Inc., ASE dealer in 
that city. 





: 
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Don’t Pressure 


FURNITURE 


RESSURE will 
sale. 
That's the conclusion of Harold W. 
Clopp, Trenton, N. J., office outfitter, 
who firmly believes that the customer 


never make 


Pre-selling in Mr. Clopp’s opinion 
means to build the customer up to a 
higher quality price range by demon- 
strating the features outstanding in 
each brand line carried. 


the advantages of the brand merchan- 
dise pieces individually. From that 
point on it is up to the buyer to de- 


cide. 


“And it is our experience that such 
must be sold on the item himself be ‘It is standard 


fore he makes the purchase 


practice in our a selling trial leads to purchase of the 


store,’ says Mr. Clopp, “to highlight higher-priced item 
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SALES 


Mr. (¢ lopp 


furniture in group classifications in 


has arranged his office 


order to spur such decisions. As the 
salient points are enumerated, the cus- 
tomer can move from one group on to 


another until the entire line has been 


xplained 
xplair 
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HAROLD W. CLOPP 
office outfitter, 
Trenton, N.J. 


Stop No. 1 is on the main sales floor 
where a popular price range of desks 
and chairs is on display. Here, the 
most universal appeal is centered. 

But the customer after discussion of 
his needs can next be led to the lower 
level where a display is made of qual- 
ity office furniture, 

Wide Price Range 

Expanding on his “build up the 
sale’’ policy, Mr. Clopp comments: 

“As an example of the merchandise 
groups which we carry, let me point 
out that we have seven brands of filing 
cabinets, exclusive of transfer cases. 
These cases are arranged side by side 
for the customer's convenience. Our 
price range is from $40 to $236, that 
figure being for the fireproof line fea- 
turing a built-in vault in one of the 
drawers. 

“We are never concerned with the 
price that the customer has in mind 
for making such a purchase. We just 
start at the bottom and work the cus- 
tomer upwards. Somewhere along the 
line he shows more interest and then 
we concentrate on quality features. As 
a result, we seldom sell the lower- 
priced cabinets. A middle-of-the-line 
purchase is usually made unless the 
customer really needs the top line for 
his particular usage.” 


Selection Offered 

At Clopp’s, the steel desks are sepa- 
rated from the wooden furniture line 
and the chairs are concentrated in spe- 
cific locations. Customers interested in 
chairs can make their selections from 
groups allowing comparisons in con- 
struction features and price. 

In selling a desk, Mr, Clopp makes 
an arrangement around it that would 
resemble the space of the customer's 
office. The set-up includes the chairs 







and accessory items such as a coat rack, 
smoking stand desk sets and decora- 
tive items. 

“We get the customer interested in 
making the type of arrangement that 
he would like carried out in his own 
office,” says the proprietor. ‘Once in- 
terest in a complete office is aroused, 
the opportunities for selling more fur- 
niture than was originally wanted are 
enhanced.” 

In pushing the “office package’, 
Clopp’s salesmen find increasing em- 
phasis placed on color. To assist this 
sales potential, a color section is set up 
which includes swatches of materials 
for chair coverings, floor coverings 
and draperies. 


Point Up Color 


To point up color in the office, the 
store uses a projector to show pictures 
of offices in full color. Many custom- 
ers work out their own arrangement 
with the assistance of this visual pres- 
entation. 

Clopp’s gives considerable attention 
to the industrial type of office set up 
in factories, stock rooms and inventory 
control centers. To show the industrial 
prospect how a well-planned office 
can be made to look in one of these 
locations, Mr. Clopp has set up an 
office with just this purpose in mind. 

“Basically speaking, we let our cus- 
tomers sell themselves on the partic- 
ular line of office furniture which 
they want,’ explains the store owner, 
“and all we do is just introduce them 
to the key features in each. As it is 
only natural that everyone wants the 
best, the customer with even a limited 
budget will stretch it so that he can 
buy something just a little better. So, 
we just act as a guide, forget pressure, 
and let the customer decide.”"—PL 
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DESIGN 
in fu nection 





SIXTY FEET ... of office 
unter, S. Lakow & Sons, Neu 
York City, installed this attrac 
tive and functional Peerless 
Steel Eguip Co. counter mn the 
ice j of Lie Shipou ners 
Agency, Inc., New York Cit) 
The Conntre) performs a three- 
fold function as a barrier 
between public and personne! 
a filing area, and a work and 


WnNlervieu IN £ ation. 





by The Le op ld ¢ thane 


the dignity of offices jHarte 
in the Elizabeth (N J.) 
Federal Savings & Loan insti 
tution. This install n Wa 


made by Business Furniture 
Inc., office, school nd churcl 
furnishings dealer of Elizabeti 





MILWAUKEE METAL . 
Furniture Co. Metal-Lux chairs 
were provided by Haas-Dodson 
Co., Inc., V ‘ashington, D.C., 
for seating comfort and metal 
equipment utility in the offices 
of the Rheem Mfg. Co. in 
Washington 
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HE Clark Peeper Company of St. Louis 
f 3 faced a difficult decision and decided to go 
suburban. 

Charles Peeper, head of the office equipment 
firm, wrapped up the establishment of a second 
store in the booming and nearby Clayton, Mo., 
with firm disposition of three ponderables. Much 
in the spirit of an athletic coach—one game at a 
time—he found answers to these questions: 

1. Should the second store be a branch of 
the highly-successful downtown office equipment 
firm, or should it be different enough to blend in- 
to the Clayton shopping habits? 


6 © 
; \ ) 2. Should experienced counsel be sought to lay 
t r() ® out and design the store? 

3. Should key personnel of the main establish- 


ment form the backbone of the new enterprise? 
These major factors were solved with amazing 


G lavedea” 





Yes, Says Clark Peeper Company swiftness, culminating in opening of the new store 
; ' at 35-N. Meramec St. in Clayton, 12,000 popula- 
in Selecting Clayton Site tion, where the Williamsburg influence of archi- 


tecture brings a colonial flavor to Missouri and 





f 


i 00w Office furniture is displayed at the suburban store. 
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permanent beauty to the suburb. The 
grand opening was last December and 
today Charles Peeper is convinced h¢ 
did not make a mistake 

Why was Clayton selected? Says 
Mr. Peeper: 

“Our gang of juvenile delinquents, 
as we term our young, aggressive sales 
force headed by Sales Manager Bob 
Berry, wanted a west-end location to 
make it easier to sell their outlying 
customers. 

“Good quarters are not readily 
vailable, so when the 30 x 147-foot 
location on Meramec became available 
last summer, we grabbed it. The loca 
tion is in the center of the Clayton 
business district only a block from the 
County Courthouse, an area where 
there is now more than 300,000 square 
feet of new office space under con 
struction, contrasted to none in 
crowded downtown St. Louis 

With a site in hand. Mr Peeps 
wrestled with the problem of making 
the second store a branch of his down 
town store or changing it in kee] 
with the Clayton situation 

Was the time and place ripe for 
getting into the stationery business 
with one half of the store devoted to 
those lines and the other half to offic 
furniture ? 


INL 


Decides "Yes’’ 

“Yes.’”’ was his decision, and here is 
some of his reasoning behind it 

“Office equipment service long has 
been Clark Peeper’s main forté with 
six salesmen making regular calls on 
prospects, consequently passe rsby have 
not been as important to C-P as to 
other similar firms, However, in re 
cent years, in keeping with the nation 
al trend, complete decorating service, 
the furnishing of carpeting, draperies 
and lay-out service has assumed fore- 
most importance. It has been discov 
ered that executive wives have also 
taken a greater interest in the office 

“Since many of the executives w 
serve live in the Clayton area, we 
felt the suburban store should offer 
complete decorating service This 
would offer the wives a chance to 
come into the store since it was closer 
to home. And that is just what is 
happening. Mrs. Jean Pfiffne E 2 
charge of overall decorating for th 
firm, now spends most of her time in 
Clayton.”’ 

A decorating service well-dis 
played stationery items a layout 
of typical model offices 
all part of the suburban stor 
which Mr. Peeper decided upon 

“We knew nothing about station 
ery, so we proceeded to look for an 
experienced young man to head up 
the department and found just who 
we were looking for in Gerfe Walker, 


these were 


schem 
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LOCAL projes 10nNal Pe ) ple 


mn lhew selection 


only 26, but with a good personal 
and family background in the in- 
dustry. It was a pleasant sight to see 
him shoulder the responsibility of 
buying with the wonderful help of 
the factory representatives, who ac- 
tually have been underselling to us, 
rather than getting us off to a bad 
start.” 

Charles Peeper and Gene Walker 
went on a tour of several cities to 
learn about store design. They were 
impressed with the trend to visual 
selling and self service. They dug in- 
to recent issues of OFFICE APPLI- 
ANCES advocating these modern 
merchandising methods. They heard 
and read of Henry Berry & Associ- 
ates and assigned the layout work to 


this Milwaukee, Wis. firm. 
Accent on Youth 


Accent was placed on youth in the 
new store personnel. All of the new 
people are in their 20's and enthusi- 
astic. The same is true of Clark 
Peeper’s vice-president and sales man- 
iger Robert Berry and the two crack 
young salesmen—Ralph Stocker and 
Ed. Berry. They balance up a staff 
rounded out by Vice-President Gene 
Brod, who has been with the Clark 
Peeper firm since its inception in de- 
pression days of 1934, and Lee Mul- 
lin, who has been employed by the 
St. Louis organization for 10 years. 

Both old and new members of the 
staff plunged into the Clayton plans 
with enthusiasm. The result was a 
store which admirably lends office fur- 
niture and commercial stationery into 
display for convenient, impulse shop- 


ping 





Gene Walker, manager of the Clay 
ton operation, is a young man with 
definite ideas for the operation of a 
clean, modern store. He is a stickler 
for “good housekeeping” and_ the 
suburban store always has a fresh, at- 
tractive appearance Ashtrays are 
found everywhere for the convenience 
of customers. The store is always well 
lighted. 

Soft music is provided at all times 
in the store through the Muzak sys- 
tem. 


Appeal to Women 


This ‘good housckeeping”’ has a 
definite appeal for women, who are 
basic to the Clayton operation. “I 
have never seen a stationery store be- 
fore where women come in and open 
charge accounts,”’ comments Manager 
Walker. ‘Housewife customers are 
definitely interested in our furniture 
accessories. They buy ceramic lamps 
for their husband's offices and also for 
the homes. Last Christmas we were 
surprised to have them dropping in 
to buy $200 and $300 desk sets for 
gifts. The convenience angle of shop- 
ping close at home has an appeal 
which cannot be denied 

Along with the housewife, Clayton 
provides another type of customer for 
the Clark Peeper suburban store. He 
is the professional man—the lawyer, 
the doctor, dentist and realtor—who 
makes up a large proportion of the 
bustling and expanding business life 
of the expanding city which is pri- 
marily one of offices and homes. 

Bringing a store direct to this clien- 
tile was in the opinion of the Clark 
Peeper management a strategic move. 
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DESIGN 








in fu nection 


OPEN FILE SHELVING 
by Art Metal Construction 
Co. is claimed to have 
brought considerable “‘dol- 
lar and cents sat mgs’ m 
the mortgage loan de- 
partment of Investors 
Diversified Services, Dallas, 
Tex. Texas Offi é 
Equip. Co. of Dallas 
installed 90-inch units 
holding eight shelves. Shel} 
bartitions are adjustable 1 





al . , 
197 
Type Inch 





LEIGH CHAIRS 

and sofa complete the smart 
appearance and enhance the 
paneling at offices of James 
Steel & Tube Co., Detroit. 
Ideas, Inc., of Detroit made 
the installation, using its 
own custom built desk. 





HOOSIER . Desk 
furnished the table and 
lasper Chair Co. the seat- 


r this conference room 


1) ble le in stallatic LL id ¢ 

by the Office Equip. 

# Inc., of Louis- 

le, Ky for the neu £en- 
17c@S OF the Col gate Pal- 


: be 
ive € in Louisville 
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Display Problem Met with Ingenuity, 


Color and Accessories at Harper Bros. 


PBERMUDA zen 
REMEDY 

















( 


UST recently General Fireproofing’s glen green desk glaring at it, gives it a warm appealing look. Once 
arrived on our floor. My brother, Caldwell, and | you have your customer thinking along the warm homey 
had seen a sample color chit, but that forewarning look for his office, orders for sofa, occasional chairs, 
did not even cushion the shock we got when we saw pictures and tables, together with draperies and rugs 
the color on an entire desk. In the same shipment we follow 
received two blending GF chairs Since the advent of this “new look for offices’, our 
We bore up under the jarring one always gets, trans entire operation is geared to promote accessories as a 
fering from intangibl. to reality, long enough to sum means of getting business in furniture. 
mon the planning department One case, a few weeks ago, points this out. An old 


customer of mine strolled in for some stationery sup- 


Imagination Used : 
plies. By way of conversation, I suggested he come 


The qualities of imagination will never cease to over and look at our new office planning section. This 
amaze me. The planning department, with sketch in man was one of those fellows we call “rough to deal 
hand of a window treatment, moved the desk into th with” until he hit the new department 
window, put a white and aqua cerami lamp — It, When this fellow picked out a lamp, a pair of book- 
with a white desk tray, and aluminum pen set and pen ends and a desk set, I was almost too shocked to wait 
cil cup. Two five-drawer files in the same color wer on him. All the while, I kept thinking he would send 
brought into the picture and placed to the right rear it back, once he saw it on his old equipment 
of the desk. Three days later-when he phoned me, I got an order 

While one man from the planning department draped for a new desk. files. credenza. in fact the entire deal 
an aqua white, and coral print down in front of th just as we had it displayed on our floor. The lamp and 
file cabinet, another was hanging a seascape of Bermuda accessories did the selling for us. They told him his 
water from the ceiling with invisible wire They put a equipment was out moded and ol solete 
square of coral carpet at th ingle near the desk front 

Suddenly, when the window was completed, Cald Sell for Gifts 
well and I realized what had transpired. The desk had Accessories have entered the picture as an aid many 
become a portion only of an overall operation. It had times. One very realistic aid was our last Christmas 
been accessorized gift business. December sales in furniture in our sec 

Larry Lazard, of our staff, completed this window tion of the country are never \ ry high. This past 
with travel posters of Bermuda, and an eye-catching Christmas, our first in this field, November and De 
sign, cember figures were quadrupled over the previous years 

“You can't get away At Christmas we call this merchandise ‘‘gifts the 

“Try Harper's Remedy!—Our Bermuda Office rest of the year ‘accessories’. No matter what they are 

Throughout our store, accessories as an aid to selling called, they have proved to be a great aid as a business 
furniture are a must. A lamp with matching ash tray stimulant 
placed strategically on a desk can make the desk fat Our department will be a year old next September 
more enticing to th tomer. Lamp light shining ot 23. Dealers from all over the country have come to view 
the wood, rather thar large flu rescent ceiling light our operation. Caldwell and I, in discussing the po- 
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3OV I . Artist's 
Bermuda Remedy as ap plied 
H ir pe r Bros. Acce ssorldes 
ved and furnishings are 


ed for easy reference. 


tentials of an operation like our new set-up, have told 


same story. 

For years we have been hearing about the ‘‘new look 
, ‘the new approach to business’, and ‘‘for- 
ward thinking in business’. We had to enlarge our fa- 
s, so we decided to also enlarge our thinking. At 
restion of one of our leading resources, we en- 


business consulting firm to put us on the right 


l outfit analyzed our current business and our 
s for growth in the same lines, with additional 
its. These recommendations have proven them- 
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We cannot quote a profit picture, and will not con- 
cern ourselves too greatly until a year has elapsed. To 
expect miracles in six months would be as lacking in 
forward thinking as our operation was before we in- 
corporated it into our plans for the future. 

Without reservation, it is our belief that we have 
definitely taken a “right step” forward. Each day, a 
new example is presented which clearly points the path 
of progress is to diversification in our operation. Acces- 
sories proving themselves as a selling aid also proves 


the theory of diversifying stocks. 
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Striking Display 
Proves Effective 


Selling Medium 





ORDOVAN brown desert 
sage autumn haze per 
mon yellow fire red! Thess 


colors, new, warm and exciting, 
today they belong in the office 
It is the dealer's job to put th 
there, and the sales crew of Steel Of 
Oak Park, IIl., 


Chicago suburb, has found the k 


fice Furniture, Inc., 
to the problem in display 
Selling an executive or an offi 


installation requires a firm ba 


in construction, a knowledge of th 
product, and the ability to sharper 
the customer's desire for somethit 
new. 

But add to this a striking disp 


of steel and wood des! hairs, at 
office furniture, 
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dom of modern color and decor, and 
the prospect is a sure customer 
Steel Offic 


less 


Furniture has been in 


existence than two years, but 
under the direction of its president, 
James H. Hickey 
itself that 


anywhere 


it has set a pattern 


for would be hard to beat 


Salesmen approach the executive 
with a positive attitude and a sure-fire 
formula 

“Beauty with a purpe U1 

LL Let u ) -pl in 4) ech- 

ff your ) 1ividua per- 


Show the Office 


shows 


the 


Once 


becoming a 


the prospect signs of 


customer, important 


1ext step is to u him what his new 
office will look like 
This, then where display plays 


the important role 


but 


Color its talking 


point, it must be re inforced by 


} 
Dp} 


ROBERT 


assistant editor 


MINOR 


PLANNING CONFERENCE . 





;Or in Zi }] D ilention 
from, left rigl h 
Hofherr, James Hickey ana 
Bob Warner, top ft at 
Steel Office Furnitu 
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When the 


execulive 


sees 


brown desk with burn- 


essories, a roomy, white 


b 


rown chair, 


matching 


resting drapes and taste- 


s, he can't help but be 


1 
Olt 


rr, one has 


to shou 


means adequate stock and 


( 


tory, 


but it 


also 


means 


ss and larger sales. Steel 


ture displays over $100,- 


on the floor. It is hoped 


. 
be 


sold, but strict unit 


ntrol quickly points out 


ns which are moved out 


ts 


SO 


for something new or 


the showing of the 


metimes 


the store 
simulate a 


prese nt time 


the 


brighter 


entrance iS 


reception 


a group- 


ing of Herman Miller chairs, in 
bright orange leather on black frames, 
meets the customer's eye as he steps 
inside. 

There be few men who can 
picture bright orange in their own 
but they are im- 
pressed, and they are ready to discuss 
a similar, if modified, arrangement. 

In like manner, a model office in 
wood furniture, which features a wal- 
nut desk enhanced by striking ‘‘gold- 
en” walnut drawer panels, can’t help 
but catch the eye. 


may 


reception room, 


What They Want 


There are those businessmen who 
see and want the desk, and there are 
those who see and want it but aren't 
sure it quite fits, It's this second group 
who are open to buying the same desk 
color tone. . .but the 
selling job was done by the color 


treatment on the original desk. 


in a modified 


shows 
cordovan desk with gray top. Phone 


MODEL OFFICE 


is cordovan, chairs sand brown, 
carpet beige, and accessories are 
brown and white. 


It is no surprise that within a few 
days after Steel Office Furniture 
opened its doors, three complete offic- 
es, identical to the model displays, 
were sold from the floor. This has 
been the story ever since. 

The 5000-square feet of available 
space is already termed “too small” 
by the sales force. They are planning 
on moving their own office space back 
into a storage section to make room 
for even more display space. 

The color treatment in the displays, 
it is cautioned, must be complete. 
Steel Office models include accesso- 
ries, pictures, planters (with plants) 
and color telephones. 

The colored telephones have played 
an important part in the overall pic- 
ture. Everywhere, on desk tops, visi- 
tors see brown phones, two-tone green 
phones, maroon and sage, and the 
other colors now available. In turn, 
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Illinois Bell Co., the local telephone 
company, saw and realized the po 
tential business to them to have multi 
colored phones on display. They 
looked right and were right in th 
setting. 
Sell Color Scheme 

Selling color means selling th 
color scheme, and the salesmen must 
also be able to co-ordinate or ‘“‘color- 
plan” the entire office for the execu 
tive. This means each must be a 
decorator in the sense that he knows 
what he is talking about and can 
make about upholstery 
colors, floor coverings, drapes, pi 
tures and even accessories 

All of these items, now considered 
part of the complete office packag 
are supplied by Steel Office Furniturs 

In fact, as Robert Hofherr, secretary 
and one of the sales managers, 


suggestions 


WINDOWS WORK 
night and day at Stee 
Office Furniture, attracts) 
attention with ¢ rt u 
displays of steel and 
model office 5. Color 
its value for stir 
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pointed out, the company has found 
it is doing a thriving business in 
planters for the office. To add to this, 
the executive who visits the display 
room sees a full grown philodendron 
in a planter and says, “I want that 
too 

Sometimes its a little difticult to 
fill the order, but if it can be done, it 
is done. The company has put its own 
flowering plants under the care of a 
local florist who makes sure they stay 
fresh and attractive _ another touch 
to insure the best possible show. 

The broad showcase windows of the 
firm, which face North avenue, a busy 
leading from 
are always 


six-lane thoroughfare 
the suburbs to the city, 
active salesmen. Half of the windows 
are dedicated to wood office displays 
and the other half to steel. 

at night 


These are we Il-lighte d 


PRIVATE OFFICE _. & 
James Hickey, company president, 
is utilized as showcase for execu- 
tive steel. Desks, chairs and units 
are ch inged lo create display 


, 


avred, 


to their best advantage and often stop 
the passing motorist who might well 
become tomorrow's customer. 

Since color is very popular in of- 
fices and businesses located in the sub- 
urbs, the salesmen find it convenient 
suburban customers 
suburban 


to bring their 
right to the store. The 
prospect is usually receptive to new 
colors and textures and becomes a 
willing viewer and listener. 

Chicago prospects, who may not be 
able to make the trip, can be taken by 
the salesmen to the Steelcase show- 
rooms operated by Metal Office Furni- 
Merchandise 


closely with 


ture Company in the 
Mart. 
Steel Office Furniture, and the asso- 
ciation has proven to be very effective. 
Feature Wood, Too 
Steel Office also features wooden 
desks by Jasper Desk, and desks and 
furniture by Herman Miller. 
Color is carried right down to the 


Steel ase W orks 


firm’s business cards, done in color 
type with pictures which offer ‘Fine 
Furniture Sunshine Styled for Modern 
Offices.” Even the match books are 
colorful, featuring a raised reproduc- 
tion of a colored steel office, 

Every opportunity to display color 
is utilized, with the end result a 


“plus” before each sale. 
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@ The front cover picture in color for this special office 
the picture furniture issue, reproduced in black and w hite on this page, was 
taken at the recent NOFA exhibit in St. Louis. Pictured is 
the model office designed by Desks, Inc., New York City. 
on the | Alan W. Cotgreave, vice-president of Desks, Inc., has. 
furnished OFFICE APPLIANCES with a complete description 
and sources for all items shown in this display. Believing 


front cover that this information will be of interest to office furniture 


dealers in general, it is detailed herewith: 





sto} 
well 
ol 
sub 
nent 
mers 
rban 
new 
CS d 
yt be 
n by 
how- 
urni 
1dis¢ 
with 
asso 
tive GENERAL FURNITURE Special No. 9005 DR sectional sofa NB 130 clock, NB 133 thermos and 
Too Standard Furniture Co., Herkimer, in black top grain leather and gunstock tray, No. NB 119 round ash tray and 
oden N.Y., furnished these items walnut furnished by Rialto Furniture No. NB 142 square ash tray. 
and N 137 Omega executive desk Co., leather by American Leather Co., New York Graphic Society, Contract 
(103 x 43 inches) in gunstock walnut. Newark, N.J Division, New York City, was source 
the N 6132EA Omega executive as- Two special No. 5312 side chairs for John Marin prints entitled “Deer 
, sistant (98 x 21 inches) consisting of covered in No 133236 white and gold Isle Islets, Maine and Maine Islands. 
color N 6188TD tambour unit: No. fabric, gunstock walnut, furnished by Each has four-inch white linen mat and 
Fin 6188SCF service cabinet fille ms No. Rialto Furniture Co., fabric by F. Schu- walnut frame. This same source was 
ydern 6188T 98 x 21-inch top and No. 6188P macher Co used for print by Max Beckmann en- 
} of en 1 73/4, inch high. No. 830 end table in walnut fur- titled “Tulips”. This has double frame 
duc No. 6188D 34 x 21-inch Tudor cab- nished by Jamestown Royal Upholstery with walnut outside and inner frame 
eunstock walnut Co., Jamestown, N. Y. in sand color lacquer. 
color N 88CT cocktail table (48 x 24 LAMPS FLOOR COVERING 
ilt a f >) in gunstock walnut. No. 9628P table lamp with brass base This is No. 4031-704 Gold Spring- 
CHAIRS, SOFA, END TABLE and off white and silver parchment loop, register No. T-6 carpet by James 
oR, sevebelan aan chads Oe shade by The Stiffel Co., New York Lees & Sons, New York City. 
GLA 9096 del Fuego stone leather,  “'Y: _ i cal 7 WALL TREATMENT 
g k walnut, by W. H. Gunlocke ye. 625 Cae Daal ee eee Tl vall is b 
Chair ¢ Wayland. NY. leather bs on parchment shade, brass base, by The " ben che ao aa , coverss v4 
Blar rd Bros. & Lane, Newark, N.]J. Heifetz Co., New York City. tisety wae oe. 3 rd Fecade”” fabric y 
Anton Maix Fabrics, Inc., New York 
[wo No. 2405R arm chairs, No ACCESSORIES City. Pinch pleat heading, not to draw, 
GLA 4496 Bolivian peacock top grain The Giftcraft Leather Co.. New York to be installed eight feet from floor 
gunstock walnut, by W. H. City, furnished these special items all to match level of partitions separating 
Gunlocke Chair Co., leather by Blanch- in antique ivory leather: free form desk space adjoining booths. 
B & Lane pad; Paul McCobb series memo pad, The left wall facing to be painted in 
Ss} il No. 9005 easy chair covered letter tray and cover, round screen ash No. 8PX467 China white by Katzen- 
with No. 112916 turquoise fabric, gun- tray and pen set; desk lamp with bach & Warren Co., New York City. 
- tock walnut. Chair furnished by Rialto leather base and shade and brass sup- The right wall facing to have No. 
Furniture Co., New York City, and ports 611C5467 wall paper, China white, 
pplied by F. Schumacher, New Smith Metal Arts Co., Inc., Buffalo, brick pattern by Katzenbach & Warren 
Y Cit N.Y., furnished in Swedish brass: No Co 


|/56 OA-5/56 33 





60% 


dealers 


re in the « 


PACKAGED 





OFFICE 
business 


“‘PACKAGE”’ SELLERS FURNITURE ONLY 


MORE THAN HALI lhe ice }uV) (Vé de “ers Us 
t } OA survey sell “packaged” fices. 

1 wun Der Oy tie NdIicale ad ntentlov yr adesive fl ave 
by WALTER S. LENNARTSON »” the mar n the basis of furnishing office mpletel 


editorial director 


f / ; 
VATTICT | a }} H€ 


75.7 are in the category of $100,000 or more 





@ Designing an office down to the most minut oftices, 
detail and then furnishing it completely on a “pack annual sales volume 
age’ basis is the practice of the majority of dealers A very interesting statistic is that 4.60 of the 
throughout the country, according to a special survey packaged” office sellers have annual sales volumes 
conducted by OFFICE APPLIANCES last month of less than $25,000. The same percentage figure 
The 14-part questionnaire used in making the applies to those in the $25,000 to $50,000 annual 
$50,000 to $100.000 class. 


nationwide survey was mailed to 753 dealers in offic¢ volume category. In the 
1 1 3.5% of the dealers sell ‘‘packaged”’ offices and 14% 


furniture. At the time this report was prepared, 143 ' 

survey sheets were filled in and returned. This is at didn’t state volume. It would appear that a relatively 

excellent response (19%), more than sufficient low volume of business need not deter a dealer from 
ting in the “packaged” office market 


f marketing experts for accurat participating 


meet the standards 
Integrally related to the query anent packaged 


projection of market facts and potentials. 

To the primary question, “Does your firm sell office selling was Question No. 2 What special 
complete ‘packaged ff ncludine furniture facilities do you maintain wsist in tl type of 
cessories, floor verings, draperies, pictures, lam] ale i8% of the respondents employ at least one 
etc.7.’ 60% of the dealers part ipating in the survey staff designer. One dealer has five full time designers 
answered, ‘‘yes.’’ Of the 60% who sell ‘packaged Outside designers on a fee or other part-time basis 
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ployed by 2814% 


by the Wood Office Furniture 


' 2 of the dealers surveyed 4. 
Certified Office Planning Service 
Institute, is 


“How do 
(COPS) ings?” 
Nearly half (449%) of the dealers surveyed have 


Bi ; ; 
yOu handle the sale oO} floor cover- 


204%. Services of the Executive Furniture contract arrangements with local floor covering dis- 
( 1 are used by 14%, and 10% get assistance from tributors. Recommendations only with customers 


turers or other outside sources. Only 1214% 
o special facilities. The preceding percentage 


total more than 100 because a 
ise more than one facility. 
How many people spend most 
le sales work?” 
range is from none to 20, with 


Staff Designers 
Part-time Designers 
COPS Plan 
Executive Furn. Guild 
Manufacturers’ Help 


No Spec ial Facilities 








Methods of Handling 


A. Local Distributors 
B. ndations Onl) 
‘. Stock 
D. Samples Only 
E. Not Handle 
/56 OA—5 /56 


number of 


rT their lime in 


an average 


buying from outside sources is the procedure 
followed by 2514%. Stock is carried by 121/4,% and 
131,% 


carry samples and make purchases or special 
order from local distributors or direct from manufac- 
turers. Some carpeting purchases are made through 
office furniture manufacturers. Only 14144% neither 
handle nor give advice on floor covering. 
Percentage discrepancies are accounted for by the 


Design Facilities Used by Dealers 





0 5 10 15 20 25 30 35 40 45 








>? ae On 
































fact that a number of dealers use more than one method in the 
handling of floor covering installations. 
It becomes increasingly evident that dealers are finding the 


venture into the handling of floor coverings a profitable proc edure. 


5. “If you stock or have a contract arrangement for selling 
floor covering material, what is your approximate volume in this 


ino? 
biN€ 


Most dealers found this question difficult to answer accurately. 
Annual volumes range up to $50,000 with an average of $34,000. 
Yardage estimates indicate a price spread of $6.67 to $20.00 per 
square yard. Although exact figures are not available, market poten- 
tials appear to be excellent. 


6. “Which two carpeting fabrics are your best sellers?” 


Wool as a best seller has first place by a wide margin, 75% 
of surveyed dealers reporting it as first in sales volume. The per- 
centages of dealers reporting first place to other fabrics are as fol- 


lows: blends — 16.1%; cotton 1.4%; fiber 3% ; nylon 
1.5%. The record for second in sales is: blends 33.8%; wool 
11.8%; cotton 11.8% ; nylon 11.8% ; rayon 5.8% ; second 
best not indicated 25%. 


“Which of the following hard coverings for floors are your 


} ; !] 2 
JOSE S@bULeVS: 


Top spot is taken by asphalt tile, with 599% of dealers listing it 
as “best seller.” Other materials are first in sales volume among 
22%; linoleum 
1.5%. The record for 


dealers in the following percentages: vinyl tile - 
9.5%; rubber tile — 8%; cork tile 
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ond in sales is: vinyl tile 33.5%. rubber til 5%; asphalt 


©: linoleum 11°: cork tile 8.5% 


o i YOH AtclHdi ell fioor covering wniaterial { lf yj irda ), 


‘ isii¢ie€ ; / 73 £ 


A great majority o! dealers (87% ) use the services ol outside 


mechanics in making floor Covering installations Obviously, this 
service is available, clearly indicating that the technical problems of 
nstallation are not valid reasons for avoiding the floor covering 
SIT _ 
How a d he sale of 
Practically half (539%) of the dealers participating in the survey 
have established arrangements with local drapery contractors. Mak- 


ing recommendations only (customers buying from outside sources), 


is done by 16%: Drapery stocks are carried by 11.5% 


A slightly larger group (12.5%) carry samples and make 
purchases on special order from local distributors, direct from man- 
ufacturers, or through office furniture manufacturers. 16% neither 


handle nor give advice on draperies. The discrepancy in the per- 
centage total is occasioned by the fact that a number of dealers use 
more than one method of handling draperies 

As in the case of floor coverings, draperies are coming into 


the purview of office furniture dealers as items with good sales 


pot ntials 


LO l} VOU Ck j ve contract arrangements for selling dra- 


perl iL’) j your approximate volume In Ti fie: 


Participants in the survey encountered difficulty 11 attempting 
o answer this question. Many said frankly, ‘‘Don’t know.’ Those 
who gave estimates revealed a range of annual volume from $1000 


to $40,000, with an average of $11,143. 





Despite incomplete data, it is apparent that opportunities for 








: t] sal of draperies throug e re dealers ar - 
Methods of Handling he sale = ies through office furniture dealers are sufficient 
tO justily xploration 
A. Through Local Distributor fe 
1] Which two drapery materials are ur best sellers? 
B. Recommendai O 3 
; Natural fiber cloths dominate as best sellers with a first place record 
C. Carry Stock 
" . Conti ued 2 next L it 
D. Carry Samp. O ; - > 
E. Do Not Handi 
50 oe 
52.3% 
40 —+ 
Annual Volumes, 
‘‘Packaged’”’ Office Sales ; 
DEALER SALES ot _ 7 
ly furnished offices cover a w 
range of categories. At the right » | j = - ‘ 
Pr i OVER $100,000 50,000 $25,000 LESS THAN 
are charted the percentages o ' ' ' 
on } $500,000 $500,000 $100,000 $50,000 $25,000 


dealers in five volum 
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amot 84.5% of dealers. Synthetic 


ils are top volume sellers 


among 13.8% of dealers and bamboo- 
type shades are reported in first posi- 
tion by Oo! ly 1.7%. The record for 
second pla in sales is as follows: 
synthetic fiber materials 57% ; nat- 
ural fiber loths 6.9%: venetian 
blinds 6.9% ; bamboo-type shades 
oj. vertical blinds 1.7% 
| ] v4 actually sell drapery 


} 7] 1) 
w do you handle installa- 


Of dealers handling drapery mate- 





rials, 90% find it expedient to have 
the installations made by outside me- 
chanics. The fact that 10% employ 


their own mechanics is indicative of 


sufficient potentials when handled on Wood Biends 
that basis to justify dealer investiga- 


u stock either wallpaper 


The response to this query was 
virtually 1009% negative. Some dealers D ESKS and chairs “match along together’’ with 
carry samples of wallpaper and color the wood paneling in the Capitol Hill State Bank 
cards of paints of Oklahoma City. 
, } This harmony isn't accidental, it was planned that 
14 ti 1s your annual sales vol- aime z 
» by the ? sbi 
_ facades aeilaabitin sai way by the installing firm, Wesbanco 
we It was a case of the office equipment dealer possessing 
s* Seema the “know-how” in the persons of George Hiney, inte- 
Mor than half (52.3% ) of the > 
led ; ; rior designer and decorator, and Robert L. Perry, man- 
dealers who filled in and _ returnec ; : 
as = : ager of the office furniture department. 
survey sheets have sales volumes in 
the $100,000 to $500,000 range, When the bankers saw the need for a financial insti- 
134 reported sales as over $500,- tution in the new residential section on the southwest 
000. 9.90% are in the $50,000 to side of Oklahoma City they wanted furnishings in keep- 
$100,000 bracket, 9% in the $25,000 ing with the decorative features dominated by the wood 
to $50,000 category, and 5.4% have paneling. 
volumes of less than $25,000. 2 
Wesbanco matched the shading of the paneling on 
Of all dealers providing informa- both the desks and chairs. Thus, handsome wood blends 
tion about sales volumes. more than with handsome wood. This harmony extends also to the 
three-fourths (75.7%), are in the chairs upholstered in a persimmon top grain leather 
$100,000 and over bracket. Packaged with a fabric seat. 
office lling is practiced by exactly =i 
a5 is a8 , Throughout, this installation represents good taste 
5% of the dealers in this high vol- j 
' and functional design. 
um<€¢ { ory 


The chairs are all B, L. Marble in the No.'s 40401, 


Similarity of the two percentage 4008, 18014, 1531/4 and 4332UA models. Desks are 


“on ves rise to speculation con- all Shelbyville and consist of the No. 55 group in of- 


——. influence of packaged fices of the board chairman and president. In the general 
office selling techniques in the build- office space the No. 38 group was selected 
a ing of high volume. The statistics are 

not conclusive but they indicate the In making this installation, manager Perry first di- 


potent of “packaged” office sales. rected a survey of the bank offices’ area. From this came 
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floor plans for submission, together with sketches of the 
equipment Wesbanco was recommending. The color co 
ordination was made by Designer Hiney and the bankers 
were receptive to his ideas for a harmonious result. 
“The fact that a complete layout was prepared mad 


the sale much easier to make,” asserts Manager Perry 
“The bank officials were pleased because they could 


visualize just what furniture they were getting and how 


it would be placed in reference to the other equipment 
Matching of the shading of wood paneled walls with 
both desks and chairs was a good clinching argument 
The entire installation is another tribute to the impor- 
tance of design and co-ordination in the opinion of 


Wesbanco officials 





d 1BO| 'E - « . a basleyu blendin 2 / 

li d pane l Walts nid Mali L ing ae f 
I] d i hair in an IT 7€€ é 11INg 

LEFT ° desk and chair tredimentl 
NOW'S ble nd u ith Wdiy-u all WwO0d 


felling Mm bank 





Creating an Effective Business 


Environment Is a Specialized Field 


“Forcing a business to conform to a space is like its people, its procedures and its plans. 


forcing a foot to conform to a shoe. It hurts! The necessary ingredients of blueprinting an office 

This is the apt opening of a new booklet that has requires knowledge of work flow, privacy require- 
been prepared by Itkin, Affrime Becker Design ments, equipment requirements, storage needs. com- 
Associates, Inc. of 290 Madison Ave., New York munications, air conditioning, and many other con- 
17, N.Y. siderations. 


The booklet outlines the main ste ps to be con 


. e es . » > re 4 > ' i —_—- ner ) 
sidered in office and commercial interior planning Then too, there is the question of proper color, 


acoustics, lighting, wall treatment, floors, ceilings, 


and suggests questions every businessman no | 1 
' . ] 4 ir - X< > ; a < -- ~ 
matter his field would do well to ask himself furniture, Cabinets and accessories 
For instance, can the present space be remodeled The booklet, “Interior Architecture at Work for 


to meet needs or should the company move? If so, You’, which is free for the asking, can offer much 


where, and what sort of space is needed? in the way of inspiration to suppliers who are or 


The answer to these questions must be supplied should be prepared to complete the “‘oftice package” 


after a thorough study of the business, its processes for a customer. 
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DESIGN 


in function 





TIFFANY STANDS 

have been installed by 

the Kroger Co. in branch of- 
fice at Madison, Wis. 

The single drop leaf and the 
double drop leaf style 

open top design were chosen 
in reduction of machine noise 
in this congested office. 





MODERNIZE, INC. . . was 
rded the contract jor up- 
tered furnishings of the 
recently rehabilitated lob- 

b ) of the Roosevelt Ho- 
tel, Seattle, Wash. 
Seating pieces were Cus- 
m built. Groupings are 
vered in top grain white 
intique leather and hand 
n a background of per- 
simmon and blue. 





HASKELL, INC. . . pro- 
vided Work Flow drafting 
desks for the new design 
department of Zippo Mfg. 
Co., Bradford, Pa. 

Robert A. Ellison, office 
furniture dealer in Brad- 
ford, made the installation of 
these desks adjustable for 
both height and tilt. 
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make receptionist’s room a 
“living room” and also give: 
a favorable impression to 


40 


DECORATIVE touche: 











153 rey 4 R oom 


Receptionist, Too, May Have a Homelike Office 


ISS Grey's Room is a showplace in the new 
10-unit model office floor of S. G. Adams 
Company, St. Louis, Mo 
Here, the receptionist, often-neglected in planning 
of executive offices, has a livable “home of her own 
Following the trend toward having the recéptionist 
act as a secretary, too, the St. Louis store has provided 
for this dual feature often possessed by the girl with 
the smile and the telephone voice 
Miss Grey's Room is set immediately to the left of 
the elevator entrance onto the sales floor and the 
prospective customer is made reception room con 
scious immediately upon setting out on his tour of 
the model offices 
The room features a steel desk, finished in an oak 
gray pattern, light-weight aluminum gray uphol 
stered armchair and lounge, waste basket and storage 
table to match. A home-like touch is provided with 


the use of ordinary living room type lamps on the 


table behind the desk and on a smoking table. Like- 
wise, an 8 x 10 portrait of a smiling baby helps to 
carry out the personality of the room according to 
Jack Weihe of the S. G. Adams Company office fur- 
niture department. 

Decorative touches which have impressed prospects 
so thoroughly that they have been duplicated in a 
score or more of new St. Louis offices include the 
wallpaper paneling of the rear wall, wool draperies 
over full-length windows, the fabric shot through 
with metallic threads and ‘‘egg crate’ louvred ceiling, 

Says Mr. Weihe: 

“First impressions mean a lot of dealing in any 
sort of business and certainly the executive office in 
which the final features of the sale may be discussed 
is definitely not the first stop. Consequently, the re- 
ception room js a badge of the executive office be- 


RAL 


hind and should be completely in keeping 
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DESIGN 
in fu nction 





MILWAUKEE CHAIRS . 
provide handsome seating 
comfort in the conference and 
map room of the Kewanee 
Oil Co., Tulsa, Okla. Scott- 
Rice Co. of Tulsa made the 
installation 





BENTSON . . . Mfg. Co. 
supplied these counter-height 
cabinets in equipping the offices 
of the Detroit Football Co., 
owner of the Detroit Lions, 
Buckland, Van Wald of De- 
troit was the dealer doing 
the installation. 





{SPER ... Office Furniture 
was called upon to install 
il Baltic Series de sks mn 
First National Bank of 

M1 T hese desk Were 


; 
‘ j 
Cu 


un here, providing maxi- 


4 ij ) f ~ 
, wliity and comfort. , 


- 
— 


y 
in the arrangement 
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DESIGN 


in function 





TOLEDO METAL ... Fa 


niture N 9700 vault truck 
' 
ra : ) j 
SPOWN N Use at Ross va 


Savings Bank, Rossford, Obi 
Erif en's, Inc. OT Tolea 
supplied this truck jo u rh 
pick up or distribution, as well 
as te m porary slOra ge of 1?1- 
portant records wn the vault 
The truck is in warm bei 


DAR@€a endiel W275) I Com pie- 





IMPERIAL . . Desk Co. 

W altshire group in walnut was 
selected by Kilhbam Staty. G 
Prtg. Co., Portland, Ore., when 
called upon lo hands ymely 
furnis/ this director’ s office. 
The mstallation was made in 
research laboratory of Crown- 
Zellerbach Corp., Comas, Wash. 





PLANNED ... for efficiency 
Atlas Powder Co., Wilmingtor 
Del., uses Shau -Walker Stylizea 
desks with rimle roll-ed ge 
linoleum tops and Work 
Organized drawers, Stylized 
tables and Correct Seatin 
chairs in their modern neu 
office s. Pictured is a see } 
of the 270 SI ww-W alke 
Stylized desk tables and 
280 Shaw-Walker chair 





WwHICH replaced m 
} 4 ¢ , 
lhe tl ad eguipment for 
mer! { 
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DESIGN 
in function 





STURGIS CHAIRS... 
installed by Ralph Queen 

of Capital Office Supply, 
Lincoln, Nebr., furnish the 
modern office occupied by 
Walter Beblen, president of 
Behlen Mfg. Co., Columbus, 
Nebr. 





FASHIONAIRE .. . model 
lesks from Western Mfg. 
Co. complement the 
dernization of office fa- 
cilities at the Gits Mold- 
Corp., Chicago. A com- 
panion line of Wesco 

files supplements the 
desks. All equipment is 
ished in office pearl gray. 
Making this installation, 
Johnson-Stack Co., Chi- 
cago, used linoleum 
which have flat end caps 

r close butting of desks. 





B. L. MARBLE 

No. 1801/, chairs surround 
the conference table and 
No. 1938 chairs supplement 
the seating arrangement 

at the Reading Trust Co., 
Reading, Pa. Business Equip. 
& Supply Co. of Reading 
was chosen to provide com- 
fortable executive posture 
chairs for use by the 
institution's directors and 
officers. 
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Sell Office Furniture On CREDIT? 


PRO 


by PAUL R. JOHNSON, 


manager, 
Office Furniture, In¢ 
Denver, Col 


@ INSTITUTING a tim payment plan for the first 


i 


time in its history has vastly increased the market po 


tential of Office Furniture, Inx 

The plan was adpoted primarily to capitalize on the 
“young professional mah’s market which consists 
of dentists, doctors, lawyers, and other young profes 
sional men who must make an excellent impression on 
their clients and yet, almost uniformly lack the funds 
with which to purchase the desired furniture. 

The plan was studied for more than three years be 
fore being put into effect. During that time, statistics 
on graduations from the various types of schools con 
cerned, including medical colleges, law schools and 
colleges of dentistry, were compared with the number 
of new professional offices opened in Denver in th 
same category 

Invariably, it was found, a large percentage of each 
graduating class can be depended upon to settle dow: 
in the mountain metropolis, particularly where the stu 


dent involved was already a resident of the city. Con 


sequently, and taking into consideration the fact that 
there is less ‘free cash’ in the market from all stand 
points, Office Furniture, Inc., launched its new service 

Under the plan, the individual customer may work 
out his time payment plan to suit his own peculiar cir 
cumstances with as little as 10¢ lown. In all cases 
Office Furniture, Inx arries its Own paper, setting uy 
each time payment cont: on the basis of a chattel 
mortgage, which in turn is based on the customer's 
ability to pay. Each time payment plan is a full-recours 
agreement with a minimun irrying charge which 
amounts to only 2% 

This latter factor cart bit of appeal to th 
office furniture prospect who is accustomed to thinking 
of time payment plans in terms of being ‘‘gouged 
with high interest rates. Inasmuch as the dealer handle 
the entire contract without discounting chattel mort 
gages to other firn possible to operate on thi 
basis. 


aa 





by V. C. HAYES 
general sales manager, 
F. F. Hansell & Bro., Lid 
Neu Orlean > La 


@® THERE ARE MANY credit considerations which 
at first glance seem attractive to the office furniture 
retailer; particularly in view of the fact that periodic 
recessions’ or periods of tighter spending make their 
appearance, 

Our experience has been that the office furniture re- 
tailer, particularly located in a large city which had 
its yearly crop of successes and failures in new busi- 
nesses should think twice before entering into credit 
selling even though at first prospect, credit sales may 
paint a roseate future of larger and larger volume. 

While it is true in many parts of the nation, credit 
sales have worked out quite profitably it is likewise true 
that the healthiest, longest-lived dealers are those who 
have maintained sales on a cash basis or at best, 90-day 


open accounts, over a period of many long years 
We, here in the New Orleans area, are not favorably 
inclined toward credit selling in any of its aspects, such 


ght time payment plans with a minimum down 


as Stra 


payment, the “‘leasing plans which have reared up 
throughout the country, or even unbalanced payments 
cued to the seasonal income of the customer 

We have explored the possibilities quite thoroughly, 
but we find that there are entirely too many ramifica- 
tions concerned in view of the end results. To enter 
into credit plans for the first consideration invariably 
requires the maintenance of a considerably larger stock 
of furniture than we normally carry and complete elimi- 
nation of the fluid inventory 

Increasing the stock naturally means more inventory 
problems, more capital tied up in slow-moving lines, 
almost certain to rise to the prohibitive level. 

Any increase in inventory likewise brings with it 
consequent problems in display space, advertising and 
personnel expense. To double the size of the office 
furniture inventory means much more than merely 


doubling the amount of space available for its display 


and filling it up, or jamming in twice as much furniture 


the same space, 
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DESIGN 


in function 





ART METALS ... New Cen- 
tury desk, Credenza, club 
chairs and executive office 
chairs provide working 
comfort in his color-styled 
office for Orello S. Buckner, 
president of Bay State 

Abrasive Products Co., 
Westboro, Mass. Local dealer 
was G. E. Stimpson Co., Inc., 
Worcester, Mass. Carpeting, 
draperies, walls, equip- 

ment and upholstery are 
finished to match. 














which 
fniture 
rindi 
their 
Ire re 
h had 
bus! 
cre dit 3 as " 
s may 4 5 re |: menver ie 
ne. | i eee MODERN FLOW . 
credit ; err ! lockers manufactured by 
e true Equipto make an impressive 
e who installation in a school 
10-day located in suburb of Oklahoma 
rs City, Okla. Remco, Inc. of 
init Oklahoma City was the 
all installing dealer. 
down 
ed ul 
ments 
ughly 
ninica 
enter 
iriably 
stock 
elim 
entorv RISOM ... sofas and chairs 
Biicaae: we used throughout in 
reception lobby of the 
Marquette National Bank, 
ith Minneapolis, Minn. 
g and The installation, arranged 
office by dealer Farnham Staty. & 
nerely School Supply Co., Minne- 
isplay ipolis, includes unique 
niture Slipcover armchair with 





rubbe d linseed oil finish. 








wes ot 
wee 
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SECTIONAL DIVAN 

Grand Rapids Leather Furniture Co., Inc. 
201 Front Ave., N.W. 

Grand Rapids 4, Mich. 





Divan sections feature seat foan bber mattr 

pital grade and back bberize ncased 

rubber. All units are fitted with zip j ers. Tw ng 

sections (30 x 74 inches yn be purcl 1 without corne 

chair (30 x 30 inches na rer ea wit 3 table, Legs tea 

ture either plain bra terrule sste Covers come BANKER CHAIRS 
in fabric, Naugahyde or leather. [For more information write 


B. L. Marble Chair Co. 
Bedford, Ohio 


hemestenn Qaahes che —a lesianed e: 


ntemporary 


manufacturer, or circle No. | on inquiry card). 


rary structure Ava € i naraw 1 tinishe wit 
will ut paaded DAack 
Br ferrules and selt-le y glide tured r 
(For more information write manufacturer, or circle 


No. 8 on inquiry card). 


NEW \for the Office 





EXECUTIVE POSTURE CHAIR 


imperial Leather Furniture Co. 


EXECUTIVE DESK 315 W. 47th St. 


Leopold Co. New York 19, N.Y. 

Burlington, lowa New executive posture cha Model 27 
Document suite show sbove ir Je abinet desk AW svailable in top grain leathe Neuga 
3366-R, swivel chair 88, arn sir B-789, and lamp table hyde. Seat ed w yrOsy snd 
AT-3030-M, with mart top. Desk teatures double wiatt s foam rubber. Chair ydiustable in 
doors and overhanging top. Book st Je has special place height and feat 1 walnut ba 
for telephone and mpartment with standard equipment with free 3 cast (For more in- 
Thermos and glasses. (For more information write manufac- formation write manufacturer, or circle 
turer, or circle No. 7 on inquiry card). No. 26 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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UNIT FURNITURE 


General Fireproofing Co. 
Youngstown 1, Ohio 


unit furniture offered by company 

helves, cabinets, doors and tops in a 
styled to harmonize with the decorative 

Unit assembly designed to create 


ed to specific needs and offering all 
t and work space. (For more information write 


manufacturer, or circle No. 9 on inquiry card). 








OFFICE CHAIRS 
W. H. Gunlocke Chair Co. 

Wayland, N.Y. 

New "Momentum" chairs are company's latest 
erings in contemporary design, Covering all 
needs in the office, the chairs are designed by 
Norman Cherner and available in various wood 
finishes, styles and colors. (For more information 
write manufacturer, or circle No. 10 on inquiry 


card). 





MODULAR UNITS 

Designcraft Metal Mfg. Corp. 

155 27th St. 

Brooklyn 32, N.Y. 

New steel modular ‘'Imperial” units have been styled 
by company to fit office needs for desks, tables and 
cabinets. Available in various sizes and combinations 
with many additional features. Geared for selling at 
low cost. (For more information write manufacturer, 
or circle No. 17 on inquiry card). 





STEEL DESK 
Corry-Jamestown Mfg. Corp. 
Corry, Pa. 
300 desk line is now offered with 
r legs. Company states that tests 
onstruction is extremely resistant to 
arring. Also claimed strong cleaners 
fade ‘'built-in'' color. Struts are steel 


j equipped with adjustable butyrate 
(For more information write manufacturer, or 
circle No. 12 on inquiry card). 








STEEL DESK 


Browne-Morse Co. 

Muskegon, Mich. 

New desk combines mar-proof interchangeable 
top with square edge. Plastite top is claimed to 


resist burning or discoloration. Also available in 
inoleum, Formica or Texolite tops. Other features 
include decorator colors, easy-to-clean glider sus- 
pension drawers, welded uni-piece steel frame, 
ne piece pedestal and sound insulation. (For 


more information write manufacturer, or circle 
No. 2 on inquiry card). 


Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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MODULAR UNITS | 


Imperial Desk Co. 
Evansville, Ind. 


MOBILE STORAGE SYSTEM 
Dolin Metal Products, Inc. 

315 Lexington Ave. 

Brooklyn 16, N.Y. 


Firm's ‘‘Bouleva j } t gnu ; ‘"F . 
leas and brass fer sc. bean clbminby. tei Unit The first pub howing of the [ Mobile Storage 
nm group are de e. receptior : ystem Ww be at the 756 Nat . Tt e Manage- 
retarial use as we Kecutiv (For more informa- ent Associatior VORsOR dhe tains tesa M *Y 
tion write manufacturer, or circle No. 41 on inquiry card). 21-24 System perate a ft ple f mobilizing 
Ww T existing st ge equipment wit! niy an 
r two clearance betwee ws, This makes it ¢ ble 


have trom ’ I y ‘ W f file 
the like with a sing sisle. (For more information 


write manufacturer, or circle No. 24 on inquiry card). 


NEW \ for the Office 


SLIDING DOOR 
CABINET 

Star Steel Equipment Co., 
Inc. 

117-20 Fourteenth Rd. 
College Point 56, N.Y. 














ev ling steel d ab 
NOFA 
1} kK ked-dow 
| | freig r the POSTURE CHAIR 
no DOW new Ven Dependable Mfg. Co. 
sed "Oss ng — Bellevue, Nebr. 
pr t r casily as as 
=) bled. (For more informa- cares ' naire 
tion write manufacturer, or >the ‘ 
m™® | circle No. 51 on inquiry card). Ni er gasey th p a 
- | ; i 
. noe Geek. ; aa 
ADJUSTABLE STOOL t pk A 
Adjusto Metal Equipment Co. ‘vr ant-A 


2144 Madison Ave. 


Toledo 2, Ohio patented by e pany 
(For more information write 


Company w manufacturer, or circle No. 14 
adjustable from a g on inquiry card). 

mum 27 t 

cast iron base 

spread and a |3-i t st. Optiona 

equ pment n | ack e 

foot rest and seat (For more information 

write manufacturer, or circle No. 22 on inquiry 

card). 





Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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SMOKING STAND 
Whirl-O-Matic, Inc. 
350 Sth Ave. 

New York I, N.Y. 


t 








TYPEWRITER STAND 





Kol, Inc. 
2323 Ellis Ave. 
vi St. Paul 14, Minn. 
hs. TELEPHONE STAND 
pewriter 3 
ft ’ s Maine Mfg. Co. 
} Ww K T e In De 
f 4 4 ay Nashua, N.H. 
. be rs from stock blend . 
”y t tice decor. C rs ir —— New telephone stand has open space 
rd ) } gg voce F announced it ha helf for directories and two enclosed 
eee eet eet corporated anodized alu helves for storage. Unit stands 30 inches 
A rs are in baked shee a "5 tec dl high by 18 inches wide and 13'/4 inches 
: : moker Uriers burn-re aon ‘ ms 1; 
(For more information . aa deep and available in gray or olive 
. stant, chip-proof mod- . : : ; E 
write manufacturer, or circle No. 15 on B25. g Up green. (For more information write man 
inquiry card). e n clear, Dronze, ufacturer, or circle No, 3 on inquiry 
black and a d fin shes card). 
as pictured here, with 
d walnut or birch in 


ld, and bronze or clear 
éna qaray finish. (For 
more information § write 
manufacturer, or circle 
No. 23 on inquiry card). 


BUSINESS CLASSROOM TABLE 
Meilink Steel Safe Co. 
Toledo 6, Ohio 


New Hercules all-purpose classroom table ha 





yht or left hand typewriter mount. This is part 

tT new group of tudent typewriter tables and 

nstructor stand w being manufactured by 
POSTURE CHAIR mpany Feature arch-strut welded tubular stee 

trame j-bar bracing and baked wrinkle ename 
Herring Industries finish. Heavy Juty screw-jack alides on each lea SIDE CHAIR 
Building 1-243 are adjustable. Colors include school beige, gray Hamilton Mfg. Corp. 
Pinellas International biack or areer (For more information write manu- Columbus, Ind. 
Airport 


facturer, or circle No. 16 on inquiry card). 


New side chair with legs and 
St. Petersburg, Fla. frame of square tubing has 
been added to company’s line 
# Cos office furniture. De 
ynated Model 22-L Genera 
fice Chair, it is designed 
r reception rooms, offices 
nd institutional use. Backrest 
curved and the all-steel seat 
sddie-shaped Legs have 
ibber-cushioned steel gliders 
nd for snd are extended in the rear 
nt ¢ Finish is baked-on enamel in 
Cc 4 


= . r 
write 


2 
No. 14 x rest trom 26 





ebony or tan. Upholstery 
5 ' svailable in choice of fabrics 
more information and colors. (For more informa- 
anulecturer. of eisale tion write manufacturer, or 
No. | n inquiry card). circle No. 13 on inquiry card). 


Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 


’ 


write mm 
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Paul Buckwalter 





H. W. Gunlocke Harry L. Fellowes "Chet" Williams 


Office Equipment 


MAN OF THE 


YEA 





. > 
KA c R kK } ser 
. Judging Committee Completed 
6 4 
Since announcement last month of W. Gunlocke, W. H. Gunlocke Chair 
bé the contest to find one man each Company. They will serve with the 
year who will receive the OA following previously listed commit- 
1 f . . 
Award emblematic of selection as tee members: Stanley H. Hall, Parron- 
, OFF YUIPMENT MAN OF “ali 
44 FFICE EQUIPMENT MAN OI Hal] Corporation, San Diego, Calif.; 
—— THE YEAR, the following manu- 
& Robert S. Jerue, McClain & Hedman 
Q facturers have been named as mem- ; 
p Company, St. Paul, Minn.; Earl 
4 bers of the 1956 judging committee: 
" : 4 “iser, ” Charles Ritter Com- 
Paul B. Buckwalter, National Blank Kochheiser, The Charles . 
Book Company; Harry L. Fellowes, pany, Mansfield, Ohio, and F. C. 
b o to all in # Bankers Box Company, and Howard ‘Chet’ Williams, Seattle, Wash. 
= 1 press eI . 
3 tafis. Presentation of 
annual NSOI A 
. . MAN OF THE YEAR 
n these five primary © Nominations for the 1956 Award Will Be Closed On July 1! 
Set ndustry local’, [ n : eet ee ee ee ee ae ee vie : 
é¢ with activities in Nominating Ballot } 
¢ one the : ; 
‘ganizations, = work {Office Equipment MAN OF THE YEAR 
or district NSOEA : ' 
69 | : : 
. local in character : : ar : 
6. nal”, which could re : Below is the name of my candidate for 1956. | attach a statement set- 3 
; ities On a national : ting forth the reasons why | think he qualifie for the award. . 
Se Ommunity”’, which could : NAME POSITION : 
rvice clubs, churches . : 
eation, and other mat : FIRM NAME : 
, Se nation”, which could be : = ADDRESS city ZONE STATE 
C " government, or other : : 
the nation outside the : : 
rT stry : My Name is . t 
. ° » . . 
Service to the association”, which : ; 
to amount of time and : NAME POSITION 
work devoted to associa : : 
: FIRM NAME : 
: ; 
nit on the number o : : 
it on the number of : ADDRESS ciTY ZONE STATE : 
long as their names and : H 
ilification are received at : mail before July | to... OFFICE APPLIANCES, 600 West Jackson Bivd., Chicago 6. 
OA by July 1, 1956 : ; 
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Sell 
the Shirt 


Off Your Back 














Utilize ‘Two-Purpose’ Merchandise to Increase Profit 


@ SO ROUTINE JS the habit 
taking our shirt off each night, 
none of us are aware of the satis- 
faction it affords. Few moments in 
our daily living are more relaxing 
Once the shirt is off, your body 
breathes and_ stretches beyond 
the shirt’s restrictions 

Imagine this invigorating sensa 
tion over-coming you continually 
during store hours. Over-whelming, 
isn’t it? 

Figuratively speaking, if you will 
SELL THE SHIRT OFF YOUR 
BACK, this sensation of relief and 
exhilaration will overtake you every 
time a piece of “two-purpose” 
merchandise is sold 

“Two-purpose” merchandise is 
decorative stock playing an in- 
tegral part in your interior design, 
yet constantly bearing a price tag 

Decorative merchandise or stock 
displayed in an imaginative manne 
cuts remodeling costs in half; pe 
mits more comprehensive stocks at 
the outset of business in your re- 
modeled store; retains more cash in 
your revolving fund 

Every 
quires its capital 
ually at peak level hence, great 
expenditures for remodeling 
incongruous with good 
practices. You can not sell fixtures 
in your furniture department, but 


successful business _ re- 


und to be contin 


seem 


business 
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you can sell the furniture and fur- 
nishings! 

Many of us can afford to re- 
model, but are frightened of change, 
and the added effort a change en- 
tails; others can not invest capital 
money in fixtures and frills, causing 
their illness to become more acute 
with each report of more fortunate 
neighbors. 

Waiting for Customer 


Dealers who have remodeled their 
stores, and are now enduring an 
apprehensive period waiting for 
consumers to deplete their stocks 
on the strength of the store’s beauty, 
comprise another group. All are 
fever victims with some degree of 
temperature. 

Interesting interiors are definitely 
a hypo to business. However, they 
can not make our industry well. No 
matter the beauty of the surround- 
ings; properly handled merchandise, 

its presentation — and super- 
vision from the moment of its ar- 
rival until it is transferred to the 
consumer, is the most successful 
cure for ailing businesses 

Examine all the workings of your 
present merchandising operation. It 
is only the process of getting mer- 
chandise into your store and then 
out again that needs examination. 


That is merchandising! 

The establishment of an Office 
Planning and Interiors Department 
should be included in your prelimi- 
nary remodeling and refurbishing 
plans and your eventual efforts. It 
will lessen the financial burden of 
remodeling as well as eliminating 
later wonderment 

“Selling the shirt off your back’ 
is a proven economical method ol 
entering into this business; also, the 
least precarious in a financial sense 

Explanation of this process 
points to many advantages. Less 
money need be spent for remodel- 
ing; all adornments costing money 
are transferable to cash when a 
buyer appears 


Picture Display 


\ peg-board wall was used to 
cover an unsightly spot in a store 
The boarding came to something 
like $56.00. This was nailed up and 
painted. It was a non-profit bearing 
investment. 

$1,500.00 was spent on a picture 
stock to decorate this wall, all sub- 
jects being adaptable to home of 
office. The wall represented $3. 
056.00 when the pictures were 
hung; however, the $56.00 was the 
only capital write-off. 

As the peg-board showed through 
more and more each day, proving 
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a thriving picture business, more 
pictures were bought. “Selling the 
shirt off your back” is just that — 
remodeling and decorating with 
merchandise that is for sale. If you 
have no market for pictures, use 
an item that has potentials for de- 
veloping in your town. 

Utilizing all available space for 
salable merchandise, substituting 
dreams of a fabulously remodeled 
store with those of a handsomely 
merchandised one is bound to make 
you richer 


Make Fresh Start 


A new car you can’t drive is a 
foolish investment — a new store 
operated like the old one is a par- 
allel. 

Set-up a perfect merchandising 
machine. Begin with the installa- 
tion of your Office Planning and 
Interiors Department. Using this 
set-up as an experimental station 
where you have a clean start and it 
is not necessary to infiltrate old 
customs with new techniques will 
afford an opportunity to see the 
vast differences between old and 
new methods. 

lo the “no money” moaners in 
our group, it is important to as- 
sure them MONEY IS NO OB- 
JECT for though our bank 
accounts may not be over flowing, 
our warehouses and stock rooms 
are 


Clean House 


Obsolete items, as outmoded as 
the horse and buggy, can be found 
in most of our stores; continued 
reluctance to part with undesirable 
merchandise makes the loss greater 
in the end. Cleaning house now, and 
reducing stock on slow turnover 
items, puts “old money” back to 
work on salable items. 

Basically, there is no gamble to 
this operation. It embodies two ac- 
tions On our part, neither of which 


necessitates disbursment of new 
funds 

First, secure capital for invest- 
ment from sales of old, slow mov- 
ing stock, then we purchase mer- 
chandise that will dress our stores 
up, but remain unfixed and salable. 

It is more profitable to daily 
“sell your shirt” than to wear it until 


it has to be thrown away. Carpenter 
and painting costs are negligible in 
remodeling if it is designed to 
embody this type of merchandising. 
An electrical contractor is the only 
other expense. 

In approaching this new means of 
re-doing your store, a story involv- 
ing an East Coast store is apropos. 
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Re-Modeling Must Have Purpose 


Lavish investment in fixtures and decorations 
does not guarantee an increase in business. It 

is wiser to invest in decorative “two-purpose” 
merchandise which can play an integral part in 
interior design yet constantly bear a price tag. 

A proper merchandising operation, complete with 
stock control and an Office Planning and Interiors 
Department, will work wonders. 





A contractor had given a $2,- 
500.00 estimate for new lighting. 
The store was dark; something had 
to be done. The manager, browsing 
through an expensive decorator’s 
shop, discovered the homey, wel- 
come atmosphere which  over- 
whelmed him came from lamp light. 
Overhead lighting was at a mini- 
mum. 


Use Lamp Display 


This chap, being aware of the 
universal trend in offices — “a 
homey look” — decided to employ 
this lamp lighting idea in his de- 
partment. 

He recommended that $1,000.00 
of the $2,500.00 be put to work for 
the store in a lamp stock before any 
new overhead lighting was finally 
decided on. The lamps sold — the 
old ceiling lights were later replaced 
with inexpensive spotlights, and the 
policy of “selling the shirt off your 
back” prevailed. 

All stock and decoration for 
these new Planning Departments 
can be two fold in purpose, for sale 
and for decoration. 

Carpeted offices are in your cus- 
tomer’s dreams of the future. Thus- 


by Eugene Barnes 
Merchandising 
Advisory Service 


Washington, D.C. 





ly, to take advantage of this fact, 
in your plans for your future store, 
don’t allot money for carpeting 
your furniture area. Just as effective, 
and much more to the point since it 


serves as a sample stock, is differ- 
ent types and colors of carpet cut 
to room size. Remember, too, these 
carpets wear well on your cash 
register while wall to wall carpeting 
only wears out! 

Our hesitation to proceed in this 
direction stems from lack of confi- 
dence. If mistakes or blunders never 
happened, we would be living in a 
pretty dull world. Rectifying war 
atrocities or repairing hurricane 
damages make re-doing a part of 
daily living. The matter of a few 
mishaps during the transitional pe- 
riod of your store should only 
sharpen the challenge. 

Our individual welfare, as well as 
our industry’s, is at stake momen- 
tarily. Taking the bull by the horns 
and stepping forward is imperative. 


Set Up Control 


Analyzing personnel, setting up 
flow charts, incorporating control 
systems to manage stocks and pre- 
dict trends, and at the same time 
realizing style business as compared 
to supplying staples is our line from 
this day forward are worthwhile 
steps to take. 

Laying the foundation for new 
departments, with organizational re- 
forms; incorporating new merchan- 
dising theories into our thinking on 
the “approach to business” will 
prove beneficial when the day of 
awakening arrives. 

Until that day when you 
take your “shirt off” and that won- 
derful feeling of escape from bonds 
and burdens overcomes you, trans- 
fer this sensation to your store. Tak- 
ing a picture off the wall or wrap- 
ping up a lamp sale can be just as 
satisfying. 

The “shirt on your back” can 
easily be replaced. 

SELL IT! 
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Some columns of selling ideas based on the experience of smart 
salesmen both in and out of the office appliance field. 


@ IF YOU WANT a free meal, you 
can get it in Lansing, Mich., if you 
are able to pronounce the name of 
a certain restaurant owner correctly 
His name is GEORGE PAPPA| 

LAHODIMITRAKOPOULOUS 


Jack Smith, a mail order expert, 
told the Direct Mail Advertising 
Association, that one-third of the 








—— a = 


people never open direct mail. Isn’t 
that a challenge to put something 
interesting on the envelope? 


A book worth reading is “The 
Dynamic Key to Sales Success” by 
Maxwell Schultz (Prentice-Hall, 
$3.95). Maxie has one of the best 
minds in the selling field and he 
writes interestingly. One passage 
that I particularly liked concerned 
an experience he had in Buffalo in 
addressing a group of salesmen! 

“At one point a bright young 
fellow jumped up and said 

‘Look here, Mr. Schultz! We 

came here to listen to a talk on 

selling, but you're giving us a 

lecture on morality. I can heat 


all this sort of thing in any 
church.’ Before I could catch 
my breath to answer, another 


young man jumped up and 

hollered, ‘maybe if you went to 

church and listened more closely, 

you'd be a better salesman!” 

The second young man is right 
of course. 

Because selling is not just a way 
of making a living. Selling is living 
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Selling is the way of life. Not just 
“a” way of life the way of life. 
Regardless of where you live or 
where you came from, what you do 
for a livelihood, who your forebears 
were or what your religious beliefs 
or political leanings might be, you 
have to sell you way through life. 
“ x os “ 

_ Suntitie 

As an ice-breaker with reception- 
ists and secretaries, George Walso 
of the Challenge Machinery Com- 


pany, uses a card reading 
GEORGE WALDO IV sets, 
New Cars, Brooms, Wheel 
Chairs, Rigging, Box Lunches 


Put Up, F. H. A. Connections, 
Washing Machines, Baby Sitting, 
Races Fixed, Horoscopes, Trash 
Hauling, Harnesses Repaired, 
Liquor, Hotel Reservations, Bras- 
sieres, etc 
When the receptionist lifts her 
puzzled and usually smiling face, 
Waldo says, “sorry, wrong card,” 
and gives her his regular card. 

rr rT rv rv we 

We used to go to a little summer 
place up in New Hampshire and 
were a frequent visitor at a gen- 
eral store in a nearby village, At 
the store we were generally waited 
on by a genial youth known as 
Henry. 

One summer when we returned 
to the store we were surprised to 
find that Henry wasn’t there. When 
we asked the owner where Henry 
was, he said, “He’s gone.” 

When we asked when he was 
coming back we were told, “he 
ain’t comin back.” Finally we asked 
who was going to fill the vacancy 
to which the owner replied, “Shucks, 
Henry, he didn’t leave no vacancy.” 

* * & & # 

International Silver Co. has issued 
a directive to its salesmen to spend 
one extra day in each city calling 
only on concerns that they are not 


by ZENN KAUFMAN 


selling now. 

Considering that International 
Silver has been in business since 
1808 this is a remarkable policy 

* * & & 
Lincoln on Selling 

“If you would win a man to your 
cause, first convince him that you 
are his true friend 

Therein is a drop of honey which 
will catch his heart and which, say 
what you will, is the greatest high- 
road to his reason, and which, when 
once gained, you will have little 
trouble in convincing his judgment 
of the justness of your cause, if in- 
deed that cause be really a just one 

On the contrary, assume to dic- 
tate to his judgment or command 
his action, and he will react within 
himself, close all avenues of ap- 
proach to his head and heart; and 
though your case be naked truth 
itself, transformed into the heaviest 
lance, harder than steel and sharper 
than steel can ever be made, and 
though you throw it with Herculean 
force and precision, you shall nor 
more be able to pierce him than to 
penetrate the hard shell of a tor- 
toise with a rye straw.” 

Abraham Lincoln 

If you are old enough to remem- 
ber the early movies, you may re- 
call the Pearl White thrillers. They 





featured exciting climaxes in which 
the villian dragged the beautiful 
heroine across the floor by the hair. 

When these melodramas first 


OA-5 /56 





tional 
Si7IC Ee 


iC) 


Selling 
) youl 
t vou 


which 
h, say 
high 
when 
little 
gment 
if in 
t one 
Oo dic- 
mand 
within 
f ap- 
z and 
truth 
saviest 
narpel 

and 
culean 
ll not 
lan to 
a tol 


incoln 
*mem- 
ay Ire- 


They 


which 
autiful 
e hair 

first 


5/56 


reached the cowboy country, they 
caused great consternation. The 
men of the plains were scandalized 
by such violations of the rights of 
womanhood. In fact, there were 
times when a member of the audi- 
ence would pull out his gun and 
fire at the screen to halt the villain. 

Now, from where we sit, it’s ob- 
vious that the cowboy could have 
kept right on firing until the screen 
was a shreds. And the 
picture would have kept right on 
running on the wall behind it. 

On the other hand, if the same 
man had turned and placed just 
one well-aimed bullet in the pro- 
jector, the picture would have come 
to an end immediately. 

There is an interesting parallel 
that can apply in our everyday af- 
fairs. Sometimes the sales picture 
doesn’t look too good and we fire 
verbal brickbats at the customers. 
(Otherwise we are at fault — which 
is impossible!) That may make us 
feel better, but it, too, seldom 
changes the picture. 

Actually we might be better off 
if we turned the other way. For, it 


mass of 


can be that we are “projecting” a 
good part of the picture ourselves. 
Maybe we are not radiating the right 
things. If the picture is uninspiring, 
maybe we are not projecting the 
right enthusiasm. If things look too 
quiet, maybe we need more energy. 
When someone asked Henry Ward 
Beecher: “How do you keep an 
audience awake?” his answer was, 
“You stick a pin in the speaker.” 
Maybe now is a good time to 
check over the projector. Why wait 
until the picture gets foggy? Take 
a look at it tonight. 
* * & & * 
Success is like the sunshine. It 
brings out the rattlesnakes. 
—Anon 
* %& & & * 
A while back I was asked to talk 
to the American Library Associa- 
tion. The libraries wanted to know 
how to use a little showmanship. 
Among other things, I told them 
that the libraries were quite unat- 
tractive in appearance. I pointed 
out that only the other day I visited 
my branch library and noticed that 
the funeral home next door to it 


was better looking than the library. 
Little green awnings and landscap- 
ing made it look attractive. 

When I mentioned this before the 
Rochester Chamber of Commerce, 
a man came up afterwards, put his 
card in my hands, and said, “My 
boy, you will hear from us.” When 
I asked who “us” were, the answer 
was, “we are a funeral director.” 
A month later the National Selected 
Morticians booked our talk for their 
national convention — _ topic: 
“Showmanship In Business.” 

Among other things, I recom- 
mended to the libraries that they 
add a touch of beauty and, putting 
my head right in the noose, I said, 
“while you’re beautifying the librar- 
ies, you might do something with 
some of the librarians.” I suggested 
that while putting the Pittsburgh 
Paint on the buildings, they might 
as well put a little Coty on some of 
the girls. Now whenever I come to 
the office of the Publishers’ Weekly, 
the trade paper that covered the 
convention, Fred Melcher, the pub- 
lisher, points to me and _ says, 
“Look, here comes Lady Esther.” 
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“THE DUBIOUS DOVE”’ 


A “LOST-SALE” Quiz 
... He loses sales because... 


a) ...he is stumped by the prospect's 


— ; first objection. 
has such misgivings that he hesitates to 


ask for the order until his presentation is 
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b) ... he fails to watch the prospect's re- 
actions. 


c) ... the prospect loses interest before 
his presentation is completed. 


Allen lost the sale because he didn't try to close 
)y several times during the presentation. As a result 
he exhausted his complete sales presentation 
and (a) had nothing left with which to answer 
the prospect's first objection. 


Every prospect is bound to raise several objec- 
tions in the course of the interview. If you ask 
for the order early in the interview you can have 
more of your product advantages in reserve to 
answer his objections. In so doing you can quick- 
ly down each objection he raises by another 
proof of your product's superiority. By trying to 
close early and often you have a better chance 
to win the sale. 


ss SEER EEEE EEE EE EE EERE EEE EERE EEEREREEER EEE ER ERE ER ERE SER EE ES SS GS & 








It's Not Accidental at Ivan Allen Co. 


Brand Names Success 


@ IT WAS NOT by accident that 
Ivan Allen Co. received Brand 
Name _ Retailer-of-the-year honors 
in the office equipment and station 
ery store category at Brand Names 
Day Dinner April 18 in the Wal 
dorf-Astoria Hotel in New York 
City. 

The Atlanta firm makes a yea 
round program out of presentation 
of manufacturers’ advertised brands 
to the public. 

Ivan Allen Co. is proud of its 
exclusive franchises and many of 
the associations go back 56 years 
to the day this company was 





SMILES OF SUCCESS By 
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Art Metal sale } nd Jack 
Kiser (right) u came j 
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Needs a PLAN 


founded. Here in brief is the Ivan 
Allen Brand Names credo: 

“We believe’ that nationally 
known lines offer advantages which 
a retailer must have. They are 
largely pre-sold by national adver- 
tising, they insure integrity of prod- 
uct and put us above the man who 
is always ready to move in across 
the street and cut prices with no 
regard for the service he owes the 
customer.” 

Peggy Baker, advertising man- 
ager for Ivan Allen Co., spells out 
the purpose of the ceaseless Brand 
Names promotion: 

—To show our customers the 
including famous 
nationally 


lines we offer, 
brand lines which are 
advertized 

—To keep our name before the 
public, taking advantage of the 
value of repetitive advertising. 

—To stimulate our sales force 
by convincing them that the com- 
pany is making every effort to help 
pre-sell their customers and main- 
tain the prestige of our company. 

-To stimulate the management 
portion of our company in the 
never-ending search for new items, 
new lines, new ways to sell what 
we now have, new methods of mer- 
chandising 


Work as Team 


“While our plan is far from per- 
fect,” says this promotional enthu- 
siast, “we are able to come up with 
a new plan every year by utilizing 
key personnel who work as a team 
on all promotional projects.” 

The program just doesn’t acci- 
dentally grow, it is created, blue- 
printed, and WORKED 

Each year in July the Ivan Allen 
Co. is presented the promotional 
program for the new fiscal year— 
July 1 to June 31. 

The plan is tied together with 
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a desk chart which each member 
of the store organization keeps on 
his or her desk. “This is the vehicle 
by which we maintain continuity 
in our plan and give it a monthly 
‘shot in the arm’, says Peggy Baker. 
“The chart serves two purposes—it 
keeps everyone posted on what we 
are doing that month promotion- 
wise, and it features a performance 
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rHIS DESK CHART IS BASIC TO THE IVAN ALLEN CO BRAND NAMES PROMOTION 





SALESMAN 2 _ ] 
MARCH 1956 Promotion of the Month: REX ROTARY-EBERHARD FABER-NATIONAL BLANK BOOK 
T T . 4 
SALESMEETINGS MARCH 3 MARCH 10 MARCH 17 MARCH 24 MARCH 31 
ART METAL WINNERS NATIONAL BLANK BOOK ACCOUNT LISTINGS AMCO PRODUCTS 
REX ROTARY PRESENTATION BINDERS | OPEN MEETING 
EBERHARD FABER Sem Orr Oi Merrie | Gene Ownby 
NATIONAL BLANK BOOK 
MERCH. GROUP | twen Allen, Jr | 
DISPL A yS WOOD EXECUTIVE FURNITURE LOW PRICED STEEL EQUIPMENT 
| | 
— - 4 4 
REX ROTARY DUPLICATOR, 88C STENCILS EBERHARD FABER PENCILS 
DIRECT MAIL 
. 7 4 


PERFORMANCE CHART fer use by oll OUTSIDE SALESMEN - to be kept on desk, filled in daily ond turned in to Mrs 


New Accounts Contacted 
Number Presentations Made 
Number Hours Out of Store 
Number Calls Merchandise Shown 
Number Calls Giveaways Used 
Number Calls Made 

Number Sales Made 


Sales t Walls 


Doller Volume Sales Made 


f feadlure per] 


record ich outside salesmen 
maintain on a daily basis.” 
Here e the ingredients of the 
yan 
S neetings 
/} c 
{ 
Ne ipers ads 
D mail, 
Wina and store displays. 
(; avs. 
Cata 
Sale eetings are the nucleus 


round hich the plan revolves. 


Ivan Allen Co. holds a salesmeeting 
almost Saturday morning in 
its clubroom in Atlanta. Out-of- 


town pe 


ymnel attends all kickoff 


meetings, which come at the begin- 
ning of h big promotional period. 
How Ivan Allen Company pro- 


motes Brand Names can be illus- 
trated by sketching the “push” given 
to Art Metal Construction Com- 
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pany products, an Ivan Allen an- 
nual event. There, it is the firm 
belief that the key to successful sell- 
ing in equipment lines lies with 
presentations and such services as 
surveys, office layout and decorat- 
ing. “When these factors work to- 
gether, they bring sales,” says Peggy 
Baker. 

Art Metal developed a_hand- 
some and effective sales tool for 
Ivan Allen in the form of a presen- 
tation binder highlighting the fea- 
tures of the line and including many 
color photos, upholstery swatches, 
and so forth. Salesmen were able 
to make good use of these binders 
in making their presentations. 

In order to participate in the con- 
test each salesman had to make 15 
presentations along lines suggested 
by his superior, and turn in a sur- 
vey card. 
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Addington, Don Larson 
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TOTALS RATING 
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yutside salesmen maintain on a daily basis. Continuity of 
doing that mont/ the plan is thus assured and the report serves as a monthl) 


2 , 9 
‘pot im the arm . 


and Bill Ennis of Art Metal as- 
sisted with the kick-off sales meet- 
ing, pointing up the selling features 
of Art Metal. Hayden Jones, man- 
ager of Ivan Allen equipment de- 
partment, announced the contest. 

Did the promotion pay off? It 
did to the extent of approximately 
10 carloads of Art Metal desks, 
files, chairs and El-Units. 

One salesman, Jack Kiser, sold 
867% of quota to win the top 
award. Another, Ken Henry, had 
831% of quota and a third, Jim 
Murphy, was 776% ahead of quota. 
Bill Lowe was champion in selling 
desks with 29 and Jack Williams 
turned in 118 chair sales. Bob 
Estes sold 42 files. 

Out of 45 salesmen competing, 
27 reached quota. 

It is in promotions such as this 
that Ivan Allen Company “preach- 
es” and sells Brand Names. 
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suffering from 
SUMMER SLUMP ? Wi 


Air Conditioning Can Prove Wise 
Investment for Your Store! 


a AIR CONDITIONING once 
considered a luxury, is now moving 
into the category of necessity. Many 
homes are now being completely 
air conditioned at time of construc 
tion. Millions of other homes have 
been equipped with room air con 
ditioners. Last year, more than 1.4 
million room air conditioners were 
sold. 

Meantime, an increasing number 
of mercantile establishments are in 
stalling air conditioning. The time 
may not be far distant when prac 
tically all stores will be obliged to 
install air conditioning systems as 
a minimum requirement in a bid 
for trade. Certainly as more con 
sumers install air conditioning in 
their homes, offices are air condi 
tioned, and more retailers air con 
dition their stores, others who fail 
to install air conditioning will suffe1 
a sharp loss in trade 


Permanent Loss 


Incidentally, this loss of business 
in the hot summer months undoubt 
edly will carry through to the more 
temperate periods of the year. A 
and establishing new buying habits, 
is likely gone foreve 

However, dealers should not wait 
to be prodded by competition into 
installing store air conditioning. Lo 
cal pioneers in air conditioning ol 
stores will be the greatest benefici 
benefits will continue 


+} 


aries, and 
long after air conditioning of com- 
mercial establishments is common- 
place. 

Those who wait for competitors 
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to air condition stores will miss out 
on some of the benefits immediately 
available, Air conditioning, regard- 
less of competitive circumstances, 
justifies itself on several points. 

1. It will increase impulse sales 
at the very time of year when sales 
generally experience a_ seasonal 
slump. Many shoppers will drop 
inside to enjoy air conditioning and 
remain to buy. In this connection 
it should be noted that even so 
called “hot weather” items suffer 
a decline in possible sales — if a 
heat wave keeps buyers away. 


Keep Customers 


2. Regular customers will be in- 
clined to shop in an air conditioned 
store even during the hottest weath- 
er when, otherwise, inertia induced 
by heat will keep them away. If 
their own office or business estab- 
lishment is not air conditioned they 
may even welcome an excuse to 
shop in an air conditioned store, 
escaping the heat for a time at least. 

3. Store employees and office 
help will be able to work at peak 
efficiency Even outside salesmen 
may gain an occasional respite from 
the heat on returning to the store. 

4. Relations between store cus- 
tomers and employees will be more 
pleasant with beneficial results at 
the cash register and good will en- 
hanced 

5. Constructive thinking of man- 
agement and business-building plans 
will continue unabated through the 
hottest summer months when, other- 
wise, a dealer is apt to go through 
only routine motions. 














6. Margin-shaving to induce 
sales during hot spells will be less 
necessary. 

Hot weather advertising will 
be more fully productive. Until re- 
cent years merchants experiencing 
a summer slump have been recon- 
ciled to this, considering it inevi- 
table. Few have consciously as- 
sociated such falling off of trade 
with heat, per se. Now there is 
growing evidence that heat, itself, 
is a prime villain in making sales 
graphs look like fever charts. Sales 
drop as the temperature rises, and 
regardless of the timely nature of 
seasonal offerings and the featuring 
of summer specials 

When heat is 
languish because 
and only the most elementary needs 
are sought by customers. At the 
same time such shopping as must 
be done is transacted with frayed 
both of customers and sales 


excessive sales 
desire is wilted 


nerves 
people. Suggestive selling and even 
the most elementary salesmanship 
are hypercritical 
are waspish 


suffers. Customers 
and sales people 
Efficiency Drops 


sales people and 
drops sharply as 
humidity rises 


Efficiency of 
other employees 
temperature and 
Mistakes multiply. Staff friction oc- 
curs and tempers flare. Trivial dis- 
agreements assume serious propor- 
tions 

An employee does not suddenly 
become lazy with return of hot 
weather. He is still working dogged- 
ly but less productively. His heart 
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is laboring harder to pump more 
blood to the skin surface. The pulse 
rate may increase by 30% or more. 
[he heart strain may be extremely 
serious for older employees who 
are apt to be the most valued. In 
95 degree temperature, the mere act 
of walking from the front door to 
the stockroom may put as much 
strain on the heart as lifting a heavy 
object under 75 degree tempera- 
ture 

Even areas having what may be 
considered relatively cool summer 
climate may need air conditioning 
for a minimum of 65 days or more 
a year; others may require air con- 
ditioning for as much as one-third 
of the year 


Consider Angles 


In considering the practicability 
of installing an air conditioning sys- 


tem, a dealer should consider the 
investment from several angles. 
These are 


|. Business survival as a dealer 
because of installation of air condi- 
tioning by competitors. This is a 
long-range matter. 

2. Profit-value immediately 
traceable to installation and 
weighed against air conditioning 
cost 

3. Increased 
ployees 

4. Comfort of employees as a 
morale factor, resulting in greater 
loyalty, contentment and reduction 
of costly turnover. 

5. Well being of a dealer, result- 
ing in greater drive for business 


efficiency of em- 


DISPLAY OF THE MONTH .. . Window 
at Lamb Brothers, Philadelphia, Pa., fea- 
ture » giant calendar Page for March 
showing “Popular Everyday Needs’. The 
promotion was a tie-in with Eberhard Faber 
Per national advertising. Special 
days during the month were highlighted to 
add to the window, which was an 
rigina eation by S. TerBush, display 
manager tor the store. 
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during the hot months and reduc- 
tion in Management errors resulting 
from heat. 

6. Greater productivity of the 
advertising dollar expended during 
heat waves. 

In determining the hard dollar- 
and-cents value of air conditioning, 
some arbitrary estimates and figures 
must be used as a starting point. A 
dealer should work out several ex- 
amples, using various estimated in- 
creases in business, such as 10, 15 
and 20% on sales during the sum- 
mer months, and with his margin 
as a factor. He can then determine 
how these various estimated in- 
creases in volume will be reflected 
in an increased profit, keeping in 
mind that many expenses are rela- 
tively fixed and do not rise as 
volume mounts. Against this must 
be set the estimated operating cost 
of electricity and water, together 
with maintenance of the air condi- 
tioning system, and interest on the 
investment. 


Capital Outlay 


The initial outlay for air condi- 
tioning is a capital item, subject 
to depreciation over its normal use- 
ful life. Depending on the tonnage, 
average useful life may range from 
10 to 20 years. Such annual de- 
preciation is a charge against the 
business. 

In this connection, of course, 
there is a tax bonus for installation. 
The annual depreciation charge will 
reduce the dealer’s income tax. To 
the extent of the tax saving, the 





air conditioning will cost less than 
the price tag. This saving may be 
a determining factor warranting in- 
stallation when added to other con- 
siderations in its favor. 

A word of warning: If a store 
building is rented, such installation 
will revert to the landlord at the 
expiration of the lease. However, 
if its normal useful life is longer 
than the period the lease has to 
run, it may be written off within the 
period of the remainder of the 
lease, making more rapid recovery 
of cost possible. 


Worth Experiment 


Even if a dealer hesitates to 
make a large investment in an air 
conditioning installation for his en- 
tire store, he may be warranted in 
experimenting with air conditioning 
on a small scale. Thus, he may in- 
stall a room air conditioner in an 
office. Such a room air conditioner 
must be large enough to perform 
efficiently in the space it must cool. 
A room air conditioner’s rated cool- 
ing capacity is qualified by the di- 
rection in which the window open- 
ing faces. 

A dealer planning to install an 
air conditioning system or buy a 
room air conditioner should not 
wait for the first heat wave to do 
so. At that time air conditioning 
contractors are likely to be booked 
solid for the balance of the season. 
Room air conditioners of known 
performance and required capacity 
may be in short supply.—HJA 


59 








They Will Like You... If 
You Keep FAITH with Them 


Honest, ''Open-Priced'’ Merchandise Builds Customer Confidence 


By VICTOR N. VETROMILI 


@ ONE OF THE MOST inspiring 
bids for buyer-confidence that I eve 
saw was a large store-wide sign in 
an office supply which 
read: “We are not the prime factor 
in the determination of prices, but 
it is our policy to lower a price 
whenever a downward trend in the 
market enables us to do so and to 
increase a price only when we are 
compelled to do so. We are as 
cheerfully alert to prices 
when the market permits as we are 
reluctant to increase them when 
that is unavoidable. We don’t have 
any so-called ‘cut prices’. All we 
profess to give you is honest met 
chandise honestly priced.” 

I have often said that everything 
offered for sale in a retail store 
should be “open priced”—that is, 
plainly price-marked. Many articles 
of standard merchandise that are 
universally distributed at uniform 
prices have the prices already im 
printed on the original package o1 
on the label affixed to the item 

Price by Unit 

With regard to other items, if the 
number and diversity is so great 
as to make every-item pricing un 
feasible, the unit price should 
least be displayed prominently in the 
showcase or on that section of 
counter or shelving where the met 
chandise is shown. Prices should, 
of course, be one of the components 
of every advertising placard 
talking-card accompanying = an) 
floor aisle or counter display 

There are many forceful argu 
ments against marking 
other notations on cartons, cans 
packages, or on the article itself 
The better system is to use price 
tickets or small labels—preferably 
tickets or stickers that identify the 
store as the source of purchase 
which may be an important matter 
in instances of requests for ex- 
change or refund or in any com 
plaint with regard to returned me! 
chandise. 


salesroom 


reduce 


prices OI 
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Price marks, which seem to in- 
dicate that the original re-sale price 
of an article has been increased, 
are likely to cause dissatisfaction. 
rhe altered figures could, of course, 
have been simply the correction of 
a mistake in the original price- 
marking rather than an increase in 
the price, but the buyer has no 
means for knowing that. This is 
simply another argument against 
marking price figures on the com- 
modity or article itself. 


Don't Revise Upward 


Generally speaking, upward re- 
visions of prices—that is, the prices 
of ordinary staple goods, available 
in ample supply, are not warranted. 
As I judge the ethics of the proposi- 
tion, all stock on hand that had 
been bought at the old price and 
placed on sale at a figure that in- 
sured a reasonable and satisfactory 
margin, should be sold at that figure 
while it lasts 

It is time enough, in justice to 
one’s customers, to increase the 
unit-price when replacement stock, 
bought on the higher price level, 
is placed on the shelves. This in- 
sures customers the kind of “break” 
known as “The Square Deal”. It 
serves to strengthen their confidence 
in the fairness of the firm’s general 
run of prices 

In extraordinary situations, such 
as many that are easily remembered 
from experiences during the war, 
when certain goods are so scarce 
in the wholesale market that re- 
placement of the current supply on 
hand is impossible or, at best, can- 
not be anticipated for months, it 
would doubtless be fair to price 
one’s remaining stock of such goods 
on a level with competitive prices 
on those scarce articles or com- 
modities. It would not, however, be 
fair to take 
buyers simply because of war con- 
ditions or some other obstruction 
to the normal manufacture and dis- 


undue advantage of 


tribution of such much-wanted 
merchandise. 

The model stationery and office 
equipment establishment of this day 
is dedicated to the office-efficiency 
requirements of all the business 
houses in its trade-drawing area 
and is equipped to perform that 
service and to discharge that re- 
sponsibility to its customers with 
the maximum possible competence. 

I have often said, and I think 
my idea is aptly expressed, that the 
office is the brain center of every 
type of business. It might be likened 
to the train dispatcher’s office in a 
big interstate railroad terminal 
the nerve center of all the opera- 
tions of the business 


Maintain Position 


[hat is why the great office ma- 
chines, office furniture, and sta 
tionery supply industries, with 
their combined annual $2,500,000- 
QOO universal volume, hold such a 
distinguished position in the entire 
plan of commerce and _ industry 
throughout this world. These in- 
dustries have the outstanding func- 
tional responsibility of supplying 
the machines, the furniture, the 
methods, and the systems required 
for the correct and efficient func- 
tioning of all the thousands of busi 
ness brain-centers 
to achieve profitable operation, and 
then by means of correct recording 
systems, prove, measure, and safe- 
guard the profits earned. 

[hese great office supply and of- 
fice equipment industries, therefore, 
are antecedent to all other opera- 
tions of the business world. In con- 
sequence, the retail dealers who in- 
troduce the products of the manu- 
facturers in these industries to the 
ultimate buyers—the business men 
who use these appliances and fix- 
tures—are, possibly, the most im- 
portant group in the entire category 
of retailers 


(offices) so as 
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Miodern Display 





@ AN UNUSUAL OFFICE ma- 
chine display counter is daily aiding 
Louis Santangelo, owner of J. S. 
Stahl and Company, Denver, Colo., 


to a better volume of typewriters, 
calculators, and adding machine 
sales 


Remodeling, carried out over the 


past two years, has resulted in con- 


siderable “opening up” of the down- 
town typewriter shop, plus addi- 
tion of fixtures better “engineered” 
for typewriter merchandising. 
Among steps taken to improve 
the long established firm, which has 
operated in the same building since 
1885 i complete new decorat- 
ing project in which the walls, all 
display fixtures, and tables have 
been finished in a combination of 
soft § nd two shades of green. 
Use Glass Doors 
\long with the new paint job, the 
Deny ‘flice machines dealer is 
making extensive use of sliding 
glass doors over the 150 compart- 
ments along either wall in which 


and rebuilt machines are 
Despite and general trend 
toward “open display” and _ self- 
service, Mr. Santangelo feels that 
the protection from dust and other 


both ne 


shown 


damage which is afforded by the 
sliding glass door is worthwhile. 
OA—5/56 


“Desk-Top 


COMFORT .. 


The crowning feature of the 
showroom, and one which has 
caused most comment, is the huge 
Formica-covered counter which ex- 
tends from the store entrance back 
some 20 feet toward the rear. In 
developing this king-size display 
fixture, the Denver dealer invested 
$400 in eliminating the drawbacks 
of the usual display table or counter 
in the typewriter store. 


Consequently, a rectangular 
counter 36 inches wide by 42 inches 
high and 12 feet long makes up the 
front half of the display counter 
while a smaller counter of slightly 
reduced dimensions makes up the 
second half. Both are covered in 
bright green, permanent Formica 
which is impervious to stains and 
scratches, and likewise facilitates 
easy cleaning with a damp cloth. 


“The top of the counter is as 
wide as the standard desks”, Mr. 
Santangelo indicated, “and the 42- 
inch height is such that the prospec- 
tive typewriter purchaser can oper- 
ate a machine comfortably standing 
up—with the typewriter at the right 
level and angle for an easy test.” 

Along with elevating the ma- 
chines, the veteran Denver type- 
writer dealer provided additional 
value in the form of glassed-in 


Counter Aids 


Typewriter Sales 


. during 
demonstration of typewriter 
is assured by “desktop” 
counter installed by owner 
Louis Santangelo (left). 


areas at the front which will ac- 
commodate some 30 machines. 
Here, concealed fluorescent lamps 
provide bright, direct illumination 
and allow the customer to see each 
from a normal angle standing in the 
aisle in front of the case. Sliding 
wooden doors at the rear give ac- 
cess to the storage space in which 
portable typewriter cases and spare 
machines are kept. 


"Opens Up" Shop 


In the overall improvement pro- 
gram, Mr. Santangelo has “opened 
up” the typewriter repair shop, 
which makes up the rear of the 
store, so that two mechanics and a 
helper busy with repair activities 
are plainly visible to every entering 
customer. Adding considerably to 
the interest which repair work in- 
variably brings is the fact that Mr. 
Santangelo himself has for many 
years followed the unique practice 
of directing all operations of the 
store from a completely equipped 
repair bench at the right rear corner 
of the retail area. 

Other improvements include a 
cast-stone facade, new stainless steel 
window trim, and intensified over- 
head fluorescent lighting which 
brings out every detail of each type- 
writer shown.—RAL 
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"This Week's SPECIAL” Display Gets Results 


This Week's 
SPECIAL 





RENTAL BARGAINS .. . are 
offered to students 
schools who use and need port- 
ables. Owner Earl Rowland, pic 
tured, promotes display. 


at nearby 


Storewide Display 


@ THERE IS ONLY one really 
efficient method of selling office 
chair pads and that is to get the 
prospect to sit on them, according 
to R. S. Waite, of Waite-Jones 
Company, office supply dealers in 
St. Louis, Mo. 

Therefore, although he displays 
them in the store windows and in 
deluxe “model office” setups, Mr: 
Waite has gone a lot further to 
achieve an outstanding sales record 
in this field. 

Sells Himself 


“Let the customer sit down on a 
chair pad, relax a bit, and he sells 
himself. Recognizing the truth of 
this, we felt that the ideal type of 
merchandising approach would be 
simply to insure that as many 
people per day as could be seated 
on chair pads, went through the 
process”, he pointed out. 

For this reason, Waite-Jones 
Company maintains “spot displays” 
of chair pads in two major price 
ranges throughout the store, which 


62 


@ BOTH SALES and rental vol- 
ume have been steadily increased at 
Rowland Typewriter Company in 
Phoenix, Ariz., since owner Earl 
Rowland developed a “This Week’s 
Special” display program. 

Located in a suburban district 
near schools, Mr. Rowland does 
heavy rental volume with both up- 
rights and portables. In the latter 
connection, portables have proven 
most popular, probably because of 
the progressive system of educa- 
tion which keeps students rotating 
from one part of school to another 
where they simply carry a portable 
machine along for use wherever the 
occasion makes it necessary. 


With rates ranging from $6.00 
to $10.00 per month, depending 
upon the type of machine, Mr. 
Rowland has found it wise to offer 
a “special” in rentals as well as in 
sales—since often the opportunity 
to rent a specific machine at a 
savings will appeal to the budget- 
minded student who is trying to 


get by borrowing a machine occa- 
sionally 

Consequently, in the center of 
the rental department counter is the 
display pictured, consisting of an 
elevated platform and a “This 
Week’s Special” sign. As is typical 
of promotion applied to portable 
rental service, the display offered a 
feather weight portable at $6.75 
per month, representing a substan- 
tial saving for that week. 

Machines which go “on special” 
where rentals are concerned are 
those which have been amortized 
at cost in rentals and which are 
soon to be sold, completely func- 
tional machines which show a less 
attractive appearance or recondi- 
tioned used machines which have 
failed to sell quickly on the type- 
writer display table. 

Through the year the “Special 
Of The Week” is regularly switched 
from rentals to sales subjects and 
has never failed to stimulate opera- 
tions in either department, Mr. 
Rowland indicated.—RAL 


Moves More Chair Pads 


is located in an area called “news- 
paper row.” Here many older 
offices, invariably still using hard, 
severe, blond oak furniture of gen- 
erations back, offer an “ideal chair 
pad market” 


Six Displayed 


There are at least six chair pad 
displays throughout the Waite- 
Jones store, neatly shown on tables, 
counters and even desks 

“When the chair is the subject, 
there is no point in covering it up 
with a chair pad,” the St. Louis 
dealer indicated, “because it is the 
appearance of the chair itself which 
is at point here. But, having a stack 
of chair pads nearby, so that as 
soon as the customer tries the chair 
out, a pad can be swept under him, 
is the most practical and helpful 
thing.” 

Waite-Jones Company does most 
of its chair pad volume in price 
ranges of $4.95 and $5.95, the 
latter a deluxe, beautifully finished 
model for executive chairs, and the 


$4.95 bracket covering chiefly those 
which fall into a “utility” classifica- 
tion. 

There is an _ unusually large 
choice available, due to the fact 
that Waite shows only one of each 
kind in the store, obtaining its du- 
plicate in the shipping carton from 
the stockroom after the sale is com- 
pleted 


Satisfied Customers 


“It is only necessary to get a 
businessman to experiment with one 
day’s work on a comfortable chair 
pad to make him a customer and 
an enthusiastic booster,” one 
spokesman stated. It’s much the 
same story which holds true for 
posture chair merchandising. 

Once the customer has learned 
that he enjoys his office more and 
is more relaxed, the chair pad will 
sell itself.” And, at Waite-Jones, 
this alert office supply dealer is sim- 
ply helping the chair pad and the 
chair pad prospect to “get together” 
more often.—RAL 
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Design—Key to Profit 


cr: 
ANCES F ecia OTTICE tirnitire 
{ Ve T TexT and Traric 
rTnen v we believe the Alpha 
rogre merchanaising ¢t today 
€ De } Key To Profit 
ronaly in the worthwhilene T design 
+ tactor tice turniture ellina that 
P 
ve deve 1 many tacets oT if. In Th 
I 
related desian to merchandising be 





nore e furnishing of the of 
y 7 ITIST tomers deep-seated 
nate n 1 fT work. W nave 
j + +artag +h e rint 
IVE € arTea win Diver 
r arts af eatea a harmon r 
- 
T JE + is ore ine ena 
} beaut 
Nnaibole + eo + y cust NE oL 
ation producing the 


. - ~t atl , h Man 
It the use of color in harmony 


rather than mere 
dabs'’ of brightness. 

f that human inertia which 
package and rebe 


It is the taking advantage « 
accepts a against time-consuming 
dealings with too many suppliers. 

And basic to ‘design for profit’ is the awareness by 
try of the needs and de- 
uppressed and expressed) for equipment 


the 1956 office equipment indu 
sires (both 
which fits the user's personality. 

People can never be ignored in designing. 

Business Week in a recent issue relates how the noted 
architect Frank Lloyd Wright created what is perhaps 
the world’ tructure—and the most 
in Bartlesville, Okla., for the 
H. C. Price Company. Wright designed the interiors and 
furniture in all nine floors of office space occupied by the 
Price organization. 

But, Busines 
the executive chairs. Until the new ones arrive, the Price 
executives are suffering with the original chairs. One of 
them said, ‘They make you feel like you are about to fall 


" 


most modern office 


expensive per square toot 


Week points out, ‘Wright is redesigning 


on your Ttace. 


We feel confident that the progressive office furniture 
Jealers in our industry could have supplied, and out of 
stock, chairs which would have given posture comfort to 
the skyscraper occupants. That is because they have, or 


can secure, the design know-how and the help of manu- 
f 


acturers to achieve both seating comfort and utility in 
harmony of wood, metal, upholstery and mechanism. 
Yes, design means no more or less than satisfied users, 


who are our industry's customers and our potential. 


Bring the Rainbow Nearer 


ery and office equipment industry dealers 


na attention to the orobiem of attract 
e into their employment in order to per 


retailing can be a satisfying career. 


problem is a two-pronged one, relating 
recruiting but also to the retention of 


t has often voiced the complaint that too 
ng people who could be the executives 
u ve left their jobs after considerable money 


be aone To retrain 


< 
D 
™~ 
5 
— 
» 
3 


snd other questions have been answered 


rvey conducted by the New York Un versity 
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lf retailers in our industry are interested in keeping 
these employees they apparently must pay heed to the 
conclusions reached in the survey and published by 
Journal of Retailing: 

‘Four in five respondents who left jobs in retailing for 
different fields might have stayed in the field were they 
given a bit more encouragement regarding their future 
security. If management had indicated that, though the 
road be rocky, the rewards along the way—and not 
merely at the end of the trail—would be worth-while, 
many of these disillusioned college graduates would have 
remained in retailing.” 

In other words the end of the rainbow must be brought 


to a trainee s grasp today, not tomorrow. 
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COMFORT MEANS BUSINESS WITH 


And it’s good business, profitable business right down the line Wood Furniture Manufacturers 


Stow and Davis Furniture Co., Grand Rapids, Mich. 
B. L. Marble Chair Company, Bedford, Ohio 
W.H. Gunlocke Chair Company, Wayland, New York 


Boling Chair Co., Siler, North Carolina 


...for manufacturer, customer or office personnel... when 
office furniture is cushioned with Koylon! For Koylon means 


not only the luxury of relaxing, refreshing comfort, but it’s 


your assurance of trim, tailored, efficient good looks for a hes - 
: ch, Stationers Manufacturing Co., Fort Worth, Texas 
long, long time. Yes, sir, furniture cushioned with Koylon Jasper Chair Company, Jasper, Indiana 
foam gives long-lasting satisfaction. And that’s good business! Stanley Mfg. Co., Fort Worth, Texas 

OA—5 /56 
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Metal Furniture Manufacturers 





M General Fireproofing Company, Youngstown, Ohio 
Royal M Manufacturing Company, Chicago, Illinois 
Harter ( ration, Sturgis, Michigan 
The S Posture Chair Co., Sturgis, Michigan 
Art M Construction Co., Jamestown, New York 
Ste Grand Rapids, Michigan 
Do M r Company, Elkhart, Indiana 


ROCKEFELLER CENTER, NEW YORK 20, N.Y 
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P enh ees 
abe 


“Here and There 


**Legal’’ Forger 
Engraves Pens 

Dana Bushong., veteran Fort Madi 
lowa, 


son, jewels - started ol i 


signatures 0) 


“forging” 


career of 





years ago when he engraved the sig 
nature of then President 
Coolidge on a Sheaffer Pen set 

His work proved so successful that 
the Sheaffer Pen Company took the 
autographed ensemble and named its 
“Signature” set, still in use. 


Calvin 


During his years of engraving 
names on the sets, he has copied 
signatures of President Roosevelt. 
President Eisenhower, Bing Crosby. 


and even Adolph Hitler 


Springfield Dealer 
Heads Rotary Club 
H. Walter Hanson, Jr., president 


and general manager of Jefferson’s 
Sprin field, Ill... was 
recently elected president of the 
Springfield Club. He is a 
graduate of the University of Illinois 
and the College of 
Rotary is one of many civi 

in which he is active CCH 


Stationers, Inc.. 
Rotary 
Law , 


Lincoln 


PTroups 


Jewett Typewriter 
Lives On—But Noi Parts 


Homer Jewett of Des Moines. Iowa. 
received a letter from a man in Corn- 
wall, England. The man wanted a 
couple of new parts for his No. 5 
novel Jewett typewriter 

The Jewett typewriters, once m ide 
in Des Moines. haven't been manufac 
tured since 1908. Jewett replied that 


EEG 


there were no pari 
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Buddy Poppy Sale 
Plea Again Issued 

“Please buy a Buddy Pe ppy <4 

That will be the 
leneth and bre adth ol the nation dur- 
ing the period May 18-30 when the 
Wars 


Campalen. 


chant 


Veterans of Foreign conduct 
their annual Buddy Poppy 


Money this 
to help the needy disabled vet- 


raised in drive goes 
and 
erans and their widows and orphans. 
Fifty 
lected will 


per cen of all the money col- 


stay in the community 


where it is raised to help those who 


are in need of immediate aid. An- 
othe portion of the money goes to 
help maintain the world-famous 


VEFW National Home for widows and 
orphans at Eaton Rapids, Mich. The 
remainder of the money supports the 
VEW 


state national level. 


rehabilitation program on the 


Wear a 


BUDDYXPOPFY 





Veterans of Foreign Wars 
of the United States 


Nemlich Quoted on 
Ike’s Contribution 


An inquiring “Fotographer” of the 


New York Daily News asked B. H. 
Nemlich, president of NOFA and 
New York office furniture dealer, 
“What has been President Eisen- 


hower’s greatest contribution during 
his term?” The answer: 

“Leading the 
of almost unparalleled 
with a peacetime economy. Today, 
we have full employment without a 


country into an era 


prosperity 


world war to spur employment and 
the manufacture of goods.” 


across the 








BATES’ AUTOMATIC 
Numbering 
Machine. 
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Ort SETTINGS 


Numbers Consecatively. 
Duplicates and Repeats 
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FOR AULD LANG SYNE... 
This advertisement was used by 
Bates Mfg. Co. in 1894—62 


years ago. Time marches on... 


Father of the Bride 
Role Really Keeping 
“Ted” Caswell Busy 

Frederick H. (Ted) 


gveneral sales and advertis- 


S. Webster Com- 


Caswell, vice- 
presid nt. 


ine manager of | 


pany, is man well acquainted with 
the role of being ‘father of the 
bride “6 


Not once, but thre times, “Teas 
daughter to the 
altar in nine months. That completes 


has accompanied a 
the wedding marches in the Caswell 
eldest of the four 
daughters was married in December 
1949. She has reversed the Caswell 
trend and presented “Ted” with three 


) and l. 


family for the 


erandsons. 6. 


The exciting recent matrimonial 
chapter for the Caswells began on 
June 11. 1955, when the yourgest 


daughter. Carolyn. was married to a 
Dartmouth College graduate, Rollin 
Haynes. a Navigator and First Lieu- 
tenant of the Air Force stationed at 
Keesler Ain Biloxi. 
Miss. He has one more vear of service 
before Dartmouth to 
gain a business degree following four 


Force Base in 


returning to 


vears of previous study. 

Patricia Caswell married on 
her mother’s birthday. August 20. 
1955, to Kinsley van Renssalear Dey. 
Jr., a Marine veteran and a graduate 
of the University of New Hampshire. 
He is divisional manager for Minute 
Maid Corporation with headquarters 
in Detroit, Mich.. but 
Birmingham, Mich. 

Marv Olive Caswell. the 
oldest daughter, was married to Dey’s 
roommate, Stuart Eynon, on March 
2 of this year both the 
Eynons and the Deys are in Europe 
three weeks’ honeymoon and 

Mary Olive’s husband is 
gveneral manager for the Heath Sur- 
vey Consultants, a national organiza- 
tion surveying gas pipeline leaks with 
headquarters in New England. The 


Ashland. Mass. 


Was 


residing in 


Set ond 


and now 


on a 
vacation. 


Eynons will live in 
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Com Cole’s DESK COMPANION 
ad with 
vf the A desk height office piece used by most top executives. Contains: A Secret 
Vault for personal records or other valuables, plus a ball-bearing letter 
“Ted file drawer both protected by an outer door under lock and key. High grade 
) “ linoleum top with a fine aluminum edging. 19’ wide, 3012" high, 19” deep. 
at , 1 Olive green or Cole gray baked enamel finish. 
tou! 
embe! $5995 
aswell No. 20X 
h three 
moni 1 
faq on 
ungest 
d to a 
Rollin 
I | 1eu- 
ned at] 
Biloxi. 
service 
uth to 
12 Toul 
ied 
ist 20 
ir Dey 
raduate 
ipshire 
Mir ute 


Same as above but with two storage >> 





waa compartments for personal use, pro- 
ing Contains: A Secret Vault for personal re- 
cords or other valuables, a drawer for 3x5 
or 4x6 cards (3200 capacity), also used 
for cancelled checks, plus an extra com- 


partment for books or records. All pro- 


tected by an outer door under lock and 
key. Green or gray. 


Set 


o Dey's No. 10X $4995 
















March tected by an outer door under lock and 
ith = the key. Green or gray. 
Europe 
mn pet No. 30X $5995 
and is adinets listed above available in Grained Walnut, Mahogany or Knotty Pine finish at $12.50 additional. 
th St 
menial SEND FOR OUR LATEST CATALOG 
ks with 
d The 
lass 
COLE steet equipment CO., INC. 
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ADD-A-SECTION 


These handy units may be stacked one 
above the other to any desired height. 
An ideal method for storing small parts. 













® No. 2740 $94°° 


54 Adjustable Compartn§ 
) 




























“MULTI-DRAWER” STEEL CABINET 
Ideal for small parts, tools, etc. Keeps them neat, orderly and easily access | 
Each drawer has two dividers adjustable on 2” centers. Label holders on each drdd 
front and each divider. Interlock them into solid units as illustrated to the let 


use them as inserts under the counter or in shelves. Heavy steel, green or gf" 
ive 


UNIT PRICE LIST 




















INSIDE > 
| Drawers | CABINET SIZE DRAWER DIMENSIONS | Shipping | Addi 
No. | Per Unit Wide High Deep Wide High Deep Price Weight DivO 
. all 
® 2740 18 3334 107%, Il, | 44, 2% 1 $24.50 59 Ibs. 2500 
2742 12 | 333, 10% Wy} 7Y% 2% 11 23.95 56 Ibs. 3ni"s 
inc 
© 2720 9 | 33% 10% Wy, | 10Y, 25% WW 23.95 | 55\bs. | Me 
Illustrated above .. © 22 | 6 | 3334 10% WY, | 1554 25% 11 | 23.85 | soibs. | 40 
The above consists of 39 drawers hav- 
ing 117 adjustable compartments. 59” 
high. Drawer sizes are listed under © No. 275012 DRAWER UNIT ® No. 278 STEEL SANITARY BAS 
“Unit Price List.” 36 Adjustable Compartments, cabinet Lower drawers are easily acc 
$4250 size 33%" x 1078" x 1112”. when Cole’s Sanitary Base is 
No. 2777 Base included Inside Drawer Dimensions Ruggedly constructed of heavy ¢ 
Shipping weight 234 Ibs. 6 Drawers 4%" x 250" x 11” steel, 3358’ wide, 15” high, 11% 
4 Drawers 7V2"" x 2%" x 11" olive green finish. 
2 Drawers 1556” x 25%" x 113” ut, 
$24.25 $17.50 Ler 
“i slic Sela LEG. 
CHE 





ii 


Cole’ 33 DRAWER STEEL CABINET 
10% MORE for 10% LESS! 


360 Compartment Capacity 


LAa0774 


Will pay for itself many times over in locating and 
guarding important matter. For hardware, tools, cat 
printed matter, cancelled checks, artwork, cuts, etc. 
drawer dimensions: 85s” wide, 294” high, 12’ deep. C 
size: 3058” wide, 3712” high, 132" deep. Heavy duty® 
olive green or Cole gray baked enamel finish. 





DIVIDER PARTITIONS... 





with label holders on them, 
adjustable on 1” centers. 1 / $39% 
set divides a drawer into 3 No. 3312 only 


compartments. 


BDAALA, 
ie 


The above cabinet, each drawer equipped with two No. 133 adji 

BASES FOR ABOVE No. 133 65¢ eg dividers, as illustrated, making 99 compartments... No. 3312D $ 
w Go se 

143%” high.....No.12B $12.95 Shipping weight 


Shipping wt ps LOCKS: Lock which will lock all 33 drawers of the above cabinets ...$ 
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les STEEL TRANSFER CASES 


bed so low you now can afford to use steel files instead of 











board. Can be used as an active file as well as a transfer 








i. Heavy gauge steel, electrically welded throughout. $779 
ea 


(Two to a carton) 


brass card holder and wide steel handle. Extra 








d reinforced channels run full length of case inside. 
= Single units $8.25 ea 
en or Cole gray baked enamel finish. 





itterlocked into solid batteries. Will last a lifetime. 


























ISIONS Packed Shpg. Pocked Shpg 
: zh Deep Singly Wt. | 2 to a carton wt 
? letter 2 10%” 24”| $8.95 ea. 20 ibs.| $8.75 ea. 39 Ibs. 


ompartn§ legal 10%" 24” 10.75 ea. 24 \bs.| 10.45 ea. 48 lbs 
] Ve" 24”| 8.25 ea. 14|bs.! 7.95 ea. 28 lbs. 


— 
© 
0 
- 
b 


VETTEL FILING CABINETS Roller Bearing 


ade of heavy gauge furniture steel, electrically welded through- 







sah dr : 

> the le Smooth gliding ball-bearing rollers for easy action even $ 75 

sen or en heavily loaded. Files can be interlocked into solid batteries. ec 
‘ive green or Cole gray baked enamel finish. (Twe to @ corton) 

NSIONS | Packed Shes. | Packed Shpg. Single units $8.95 eo. 

> Size High Deep Singly wrt 2 to a carton wr 

pping | Adé 19 A 7 

ight | DWO letter | 12%2° 10%” 24”|$10.50 ea. 20 Ibs.| $9.95 ea. 40 lbs. 


9520 legal] 15%” 10%” 24”| 12.95 ea. 23 lbs.| 12.50 6a. 46 Ibs. 
| 30 ing compressor follow block for Nos. 112, 115, 1200 or 1500.... No. C888 $1.90 
| ing compressor follow block for No. 110...............:.ceceeeseesereeeenees No. 10FB $1.90 

35q equipped with locks add $2.25 to above. 

40 







RY BAS 





ily acc 

Base is 

heavy No. 1200 

h, 1] $ 95 
HITARY BASES... without casters SANITARY BASES... . a 
LETTER size f e No. 4568 $4.99 with Roller Bearing Casters sepdnenine cei 
LEGAL size f No. 4588 5.99 Add $4.75 to prices listed to the left. Single units $10.90 ee. 

cm HECK size f No. 4598 4.99 


When ordering bases with casters pu? the 
letters CA after the number. 





ET 





Cole’s “EFFICIENCY” File 


A roller bearing, letter size file protected by lock and key. Equipped with 25 


1g and 
>is, cate 


s, etc. | 
eep. Cd angular, metal tabbed, hanging folders with A to Z inserts. Heavy gauge steel, 
ry duty? 1434" wide, 122 high, 16’’ deep. Olive green or Cole gray baked enamel finish. 

$16” $195° 
LETTER SIZE No. 111HF No. 111HFLO WITH LOCK 
Shpg. wt. 30 Ibs. Shpg. wt. 3) Ibs. 

133 adj 
3312D § LEGAL SIZE—Same as above but legal size, with lock, 17%’ wide, with 25 legal size 
PR GORIIIO vicscisicccirdtittaneniccncsers eee ie ae Pe $21.50 
nets ...$ Shipping weight 34 Ibs 
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wrong way right way transfer to pronto 


Records thrown on shelves are Records in Prontos can be located Save money, transfer into low cost Prontos 
hard to find, collect dust and in a jiffy...stay neat and orderly and use your expensive cabinets over again. 
take up 50% more room. Doubles your filing space. 






SANITARY BASES 


for all size files >375 







..- for less active files 


There is a size made for every office record. These Pronto files 
are sturdily built of 275-lb. test fibre board, reinforced with 
steel on the shell and the four corners of the drawers as well. 








FOLLOW 
BLOCKS 
95¢ ADDITIONAL 

Made for any size file 


They cost no more than ordinary files! Can be interlocked into 
solid units and stacked to the ceiling. Beautiful in appearance, 
finished in olive green to match your regular office files. Will 


LETTER SIZE $370 last a lifetime. 


i ngs yr 2 Er ? o 
CHECK SIZE $92 50 
Prices slightly highe Te 
Colscciin What af the Rockies STORAGE FILES 


and outside of U.S.A 
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Of 
PRONTO FILE CORPORATION 285 Madison Ave., N. Y. 17, N. Y. 


CANA® ATIONAL, LTD. @ 329 DUFFERIN ST., TORONTO, ONTARIO 





Look Whats Been Added to Our Adding Machine! 








12 new features! 
... still only #9450" 
—the lowest priced, 

full-featured 

adding machine 


in America. 


New features include: 


% New Plastic Tearing Knife affords instant 
visibility of tape...no hidden figures. 

% New Automatic Space-Up brings paper 
into tear-off position immediately 
after taking total. 


* New Steel Case...gives strength 
and durability. 


%* New Paper Control Knob (instead of 
ejector) makes it possible to move paper 
forward or backward as desired. 

* New charcoal and ivory Non-Glare Keys 
are more easily identified. 


New easier and better Handle Pull. 


* 


* New improved position of Total and 
Sub-Total Keys. 


* New and larger, more positive 
Skidproof Feet. 


%& NEW ENGINEERING IMPROVEMENTS: In 
addition to those listed above, there 
are many mechanical improvements that 
make for easier-than-ever 
operation of our Smith-Corona 
Adding Machines. 


* Price states permitting fair trade laws. 
chonge 


Je! shown, $112.50 


Smith- Corona 
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More than ever before, Do/More is 





the important chair for important people. 
Raymond Loewy styling that does 
something for your office. Do/ More design 


that does something for you. 


POCLD? OC 
Jf 


the new concept in personal office chairs 








RAYMOND LOEWY ASS¢ 


With a Do/Morzr, you're always at ease. 

That's because the Do/More of your choice is 
personally fitted to your height, weight and physical 
proportions. Single chair or matched suite, 

we'll be happy to send you complete particulars. 


“ 


Request brochure No. 800-F. 


BLE 


eee TO YOL 
eee TO YOUR OFFICE 


F™~N 





d ’ ; For complete information on the on “ sketched @ 
as advertised in Do/More franchise in your area my is one of E 
write: 3 


KF oO r tT u hh eC DoMore Chair Company, Inc. ah ary 


Elkhart, Indiana 








vinyls and 
leathers. 














ched a 
1e of L 
lablet 
e rang 


ils and 


hers. 








New Products 


RUBBER PLATE 
MAKING MACHINE 
American Evatype Corp. 
751 Osterman Ave. 
Deerfield, Ill. 





DESK ACCESSORIES 
Chicago Desk Pad Co., Inc. 
15 N. Jefferson St. 
Chicago 6, Ill. 


Ae tanthes anal | 
{For more information write 


manufacturer, or circle No. 5 on inquiry card). 





aK gra wit? 

v 4 wh helr t 

€ ] t kling ana 
t >| x 3 pr s 
Ay v disengaging 
nana peration. 

Two ze 3 by I8 inche 
and 12 ¢t 15 inches. (For 


more information write manu- 
facturer, or circle No. 20 on 
inquiry card). 





% 3 


DICTATION MACHINE 
Felt & Tarrant Mfg. Co. 
1735 N. Paulina St. 
Chicago 22, Ill. 





f 1icTa 
ea ee 
} A 
j 
pt R CARD INSERTING PLATEN 
tior snd Underwood Corp. 
Foot r One Park Ave. 

tor ft es hand t New York 16, N.Y. 

(For m information write manu- The “‘Adress-Typer has been desiqned 
facturer . rcle No. 32 on inquiry for the Underw 4d Mode 12 elect C 
card) Typewriter 4 s rapid eed card insert- 

ing platen which automatically positions 
master-cards trom wh addressograph- 
multiaraph printer an reproduce ad 
Jresse n envelopes at speeds up to 
12,000 per hour. (For more information 
write manufacturer, or circle No. 45 on 
inquiry card). 
Use INQUIRY CARD (Inside Back Cover) or Write Direct to 
OA—5 /56 
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BOOK STAND 

Karl Mfg. Co. 

32 Ionia Ave., $.W. 

Grand Rapids, Mich. 

1-V book 


' 
genera 


Karlo Model N 

ut lity stand tor dictionarie arage books 
yr vis b e re rd eau pment i equipped 
with either aster r glides and is ad 
ustable for sitting or standing position. 
Baked ename tinish n the all-meta 
base and !8 by 24-inch plywood top 
with bottom ledge. Available in oak, 
mahogany, waint yreen or gray. Can 
be used for podium or lectern. (For 
more information write manufacturer, 


or circle No. 4 on inquiry card). 





MAGAZINE RACK 
The Rak Makers 

183 Hamilton Place 
New London, Conn. 


mpany has complete line 
aluminum "Biz-Raks” for 
busine and institutional lit- 
srature and magazines. For 
in offices, salesrooms and 


Constructed 


4-inch anodized aiuminum 


reception rooms, 


sctions with back panels of 

oth, silver-gray enameled 
masonite. Five shelf pockets 
sre graduated in depth to 


old any size magazine. Floor, 
inter-top and wall models 
available. (For more informa- 
tion write manufacturer, or 
circle No. 34 on inquiry card). 


Manufacturers 
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MACHINE STAND 
Tiffany Stand Co. 
7350 Forsyth Bivd. 
St, Lovis 5, Mo. 


Company has an: 

machine stands. Bu 

stands have n 

tops. Foot pedal of 

Colors are lvert 
ffice green, biegetone i (For more 
information write manufacturer, or circle No. 52 
on inquiry card). 





DESK SET 


Redi-Record Products Co. 

51 W. 21st St. 

New York 10, N.Y. 

A complete desk 

terms an ‘attract 

announced. The 

Desk Set" feature 

tray lid, ash tray 

and phone book 

point desk pen. Al 

bound and gold 

maroon, or gray. Approx $ 
(For more information write manufacturer 
or circle No. 36 on inquiry card) 


BOXED PAPER 
Ditto, Inc. 

2243 W. Harrison St. 
Chicago 12, Ill. 

A new line of t 

and professiona 

by the company 

basic grades availat 
100% rag paper 


weights; and Evanston Bond, 2 ag 
20, 16 and 9 n sk 
Bright white finish only at 


(For more information write manufacturer 
or circle No. 46 on inquiry card) 


NEW PRODUCTS continued 
| 


. a a ay 


oe Beer e eee beoees 


crn cotteapee 


FILE HANGER 

Atlas Stencil Files Corp. 
16716 Westfield Ave. 
Cleveland 10, Ohio 


new PH 
ea with new pr } 30S. Ay >| lab ; 
and 22-ir (For more information write 


manufacturer, or circle No, 48 on inquiry card). 


FOUNTAIN PEN 
Waterman Pen Co., Inc. 
551 Fifth Ave. 

New York, N.Y. 


G 
pp 
AUTOMATIC FEEDER 
American Business Systems 
1229 Belmont Ave. nf LY 
Philadelphia 4, Pa. wm 
a ee ae desianad + a 
ns d 
c ] Iropp f 
Aver 
k be loaded eeder at ve, “ 
(For more information write manu- 
facturer, or circle No. 40 on inquiry card). 
C Ad 
f 
| 1 per 
j rammaf 
vA n sTureg 


r nt that # 





de tail at 98 cents, 
(For more information write “a 
manufacturer, or circle No. 37 
on inquiry card). 19 





UNIVERSAL KEYTOP 
Pearl Engraving Corp. 
29 E. 19th St. 

New York 3, N.Y. 


Jew keytop to be introduced 
NOMDA w in May 
; ' 
J 
J rek 
att 
mode 
{For more information write 


manufacturer, or circle No. 27 
on inquiry card). 





Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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ved T vaditional 


CAPTAIN'S 
CHAIRS 


hy 
GUNLOCKE 








1963PB 


mar 
rureg 


ANDSOME, brawny chairs of early Colonial design, 
Captain's Chairs by Gunlocke are especially suitable for the 


n write 


No. 37 





Traditional Office. Also ideal for reception rooms and conference 
rooms, they are finding increasing acceptance for use in executive 
dining rooms and lounges. By adding support rails under the husky 
seat, GUNLOCKE has made these sturdy chairs even more dur- 
able. Built of hard rock New England maple, there is a padded 
back variation to give GOMFORT PLUS. 

Truly American in style, a true Gunlocke chair in beauty, com- 


fort and versatility. 


H.GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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REFERENCE STAND 
Postindex Division 

Art Metal Construction Co. 
Jamestown, N.Y. 


New Postindex ref 

desired size and 

aeaiete inochal 

snapped int 

adex principa bl 
ence. Exposed ind (For 


more information write manufacturer, or circle No. 


30 on inquiry card). 





VERTICAL NUMBERING 
MACHINE 


Bates Manufacturing Co. 
Orange, New Jersey 


A new hand 
prints number 
\ ‘ 
been announced 
3 > was d 
half Cline 
n+ ' 
. mover 
n anda 
mant thrac velo. | 
$89.50 to $94.50 (For more information 


write manufacturer, or circle No. 35 on 


inquiry card), 


FATIGUE MAT 





18 on inquiry card 





Perfect Rubber Seat Cushion Co. 
6435 Edmund St. 
Philadelphia, Pa. 


mation write manufacturer 


NEW PRODUCTS continued 


SPIRIT DUPLICATOR 
Du Prints, Inc. 

1225 S. Main St. 

Los Angeles 15, Calif. 


(For more in- 


formation write manufacturer, or circle 


No. 47 on inquiry card). 





INK 
W. A. Shaeffer Pen Co. 
Fort Madison, lowa 














DRAWING BOARD 


Arnot-Jamestown Div. 
Aetna Steel Products Corp. 
730 Fifth Ave. 

New York 19, N.Y. 





ae ( For 
A 4 j more information write manufacturer 
or circle No. 19 on inquiry card). 
TYPE SILENCER 
Lansdale Products Corp. 
: Box 568, Dept. T 
2 Lansdale, Pa. 
(For 
more information write manufacturer, or 
circle No. 28 on inquiry card) 
(For more 


information write manufacturer, or circle 
No. 49 on inquiry card). 


{For more infor- 


or circle No 





Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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Choose from 46 models in smart decorator colors 


Can the “right desk” pay for itself? And 


how? Yes, and thousands of offices are 


showing how 


1. In work output. More work and better 
work. Generalaire’s top is Velvoleum or 
Textolite - 


adjustable 


right for writing. Height is 

right for typing. Drawer 
arrangements are completely flexible— 
places for everything a job calls for. 
There's less reaching, less bending. No 
tugging at stuck drawers. Lost motions 


become work motions, efficient motions. 


MODE-MAKER DESKS 


2. In improved morale. Everything about 
Generalaire is designed for convenience, 
comfort and satisfaction. That means 
less fatigue at the end of the day. Hap- 
pier people. Everybody likes to work at 
a good-looking new Generalaire. 


3. In higher prestige. The air of success 
that is reflected in smart, well designed 
desks is worth money. It pays off, not 
only in employee attitude, but also with 


customers, suppliers, even casual visitors. 


You get these values when you equip 


® GOODFORM ALUMINUM CHAIRS 


SUPER-FILER MECHANIZED FILING EQUIPMENT @ GF ADJUSTABLE STEEL SHELVING 


GF metal business furniture is a GOOD investment 
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Generalaire Model 
1960F in Suede Brown, 
with typewriter shelf. 


For EVERY OFFICE vos, there’s a 


enerad/oire. metal desk that’s JUST RIGHT 


your office with Generalaire, the distin- 
guished metal desk line whose 46 models 
provide the right desk for every office 
job. Available in Suede Brown, Pine 
Frost Green, Autumn Haze, Manila 
Tan, Glen Green and Standard Gray. 
Pick the models you need at the local 
GF showroom. See your phone book for 
the address. Or write the General Fire- 
proofing Company, Department X -53, 


Youngstown 1, Ohio. 
© GF Co. 1956 











GENERAL 


FIREPROOFING 


n Metal B ne 


Yasletii 
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Sell the extras that are] 


FULL 
SUSPENSION SUSPENSION 




















CE 2 FILES IN POPULAR SIZES 


Suspension letter and legal 
in 2, 3, 4 and 5 drawer 
Quality and excellence are models. Non-suspension in 
apparent in the H-O-N line 2 and 4 drawer models. 
of costumers. Made in 20 Vertical Z-bars to give well 
models to fill the require- spaced support to drawer 
This office-in-the home fur- combination cabinet and ments of clubs, institutions loads. Heavy torque plates 
niture consists of three at- desk may be used singly or offices, restaurants and in the base for added rigidi- 
tractive units especially fin- in @ group. Well made in meeting places. Practical de- ty. Suspension models have 
ished in beautiful decorator pleasing proportions for sign and fine workmanship triple-tied cradle on 10 roll- 
colors’ The 2 drawer file home use. in attractive aluminum er bearings. Excellent finish 


MODEL 901 COSTUMER 


THE HOME SUITE 
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UNIFILES 


built into H-O-N files 


extras that win the first sale Te ais 
and bring repeat business, too! 





Continuous improvement in quality, and 

our desire to market only good office equipment, 
have brought H-O-N Files to the front. 

For, many market-wise dealers have been 

quick to recognize the extra in H-O-N Files. 





Dealers tell us that these extras 

enable them to sell with a competitive advantage— 
in extra filing space, 

in extra construction features, 

in extra long-lasting finish, 

in extra smooth performance. 

H-O-N is top grade merchandise 

in the utility class bracket. 





38A SERIES 


H-O-N Files are 2, 3, 4, 5 drawer, 
in letter and legal, suspension and non-suspension, 
with or without lock . . . 32 models in all. 


Profit with the extras that are built into H-O-N Files. 


/ — 38D SERIES 


| 
THE H-O-N MUSCATINE, IOWA -j-O-RN] SE oe ee ee 


OFFICE EQUIPMENT these. three basic Unifile 


models are available with 
H-O-N‘s distinctive UNI 
Cele Gerrit ae-ll-me-ll tml 


inner security compartment 















with dial combination lock 







Four versions of these three 







models are made to suit 


your needs 





Model 38D also availabl 
legal dimension 

























CARD 









FILE T 










































Beautifully tyled f 
BOOKCASES weight lifetime alun 
. £2 Deep drawn to avoid 
Popular with dealers every MODEL 532 DESK sightly welds and sex 
where .. .H-O-N Bookcases a Styled in the contemporary Sia. fg.) 
are made in two sizes 48 ODEL 38F STORAGE mode, Here is a distinctively ro 


CABINET 











and 30 inches high. The tailored desk especially 
pleasing style and fine fin- A convenient unit of match- adaptable for yse by in 
ish have created a big de- ing proportions to the Uni terviewers, receptionists, and 






mand for these units by file line for storing office 
business and professional 
offices. Both sizes are avail- 
able either with or without 


sliding glass doors 








supplies. Double doors with 






paracentric lock. Also avail 
able without doors (MODE! 
38E 


nt 
salesmen Top of mar 
resistant Panelyte is 24 . on 
42” in size. Pedestal] is iv 

terchangeable, right or left OFF EEC PMEN 


hand — 
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TELEPHONE LOUDSPEAKER 
Fisher Research Laboratory, Inc. 
1961 University Ave. 

Palo Alto, Calif. 


New Tel_-O-Maste 
phone hands 
; norma R 
e 
mopletely portabl. A 
Tour nemet 
versation 5) 


phone handset tke 
the phone (For more information write manu 


facturer, or circle No. 53 on inquiry card) 





LABELS PERSONAL FILE 


Dennison Manufacturing Co. 
Framingham, Mass. 


Jayem Sales Corp. 
31 Coffey St. 
Brooklyn 31, N.Y. 


Company now 

PRES a-Ply a DE 

see merkina. Red 

ha abel 

Reduced tor G p 

Pr e we wit P 

ng. A ick 

744) tr r ru 

ff with ease. (For more information 

write manufacturer, or circle No. 38 on a 


{For more infor- 
manufacturer, or 


inquiry card). 
mation write 
circle No. 31 on inquiry card). 


LABEL HOLDER 
Office Products Inc. 
9925 Freeland Ave. 
Detroit 27, Mich. 













nquiry 


manufacturer, or circle No. 6 on 


card). 





Use INQUIRY CARD (inside Back 


e DESK MEMO ' » ma 
MEWUCER Akay Corporation ufacturer, or circle No. 43 on inquiry 
sae 4034 N. Koimar Ave. card) 
‘ees Se" Chicago 41, Ill. 

| we ' se — A De >| 

pee n ailled Aka n Cc 

hold ead ah er Re 

6 inche (For more information write “as! os : 


(For more information write manufac- 
turer, 


Cover) or Write Direct to Manufacturers 





NEW PRODUCTS continued 





HANGING FOLDER 
Oxford Filing Supply Co. 
Clinton Road 

Garden City, N.Y. 


{For more information write manu- 
circle No. 25 on inquiry 


tat 
facturer, or 


card). 


CLASP ENVELOPE 
Tension Envelope Corp. 
19th and Campbell 
Kansas City 8, Mo. 





(For more information write man- 








or circle No. 33 on inquiry card). 
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In the ads — and on your floor 


ed 


Invincible Files 
in glowing color make’em 


brighten up and buy! 


anu- 


uiry 



































= before has so much sales 
power gone to work to move Invincible 
furniture off your floor! Full-color full- 
page ads throughout the year — in maga- 
zines which most influence furniture buy- 
ing in your area. Every ad reaching over 
a million and a quarter readers of Newsweek 
and Business Week — PLUS management- 
level readers of two other leading business 
magazines. All to announce Invincible’s 
complete new line — with six beautiful, 
functional finishes most conducive to 
office efficiency, and to sales! 

Remember Invincible’s famous business- 
engineered features, too! Files, have all- 
steel strength — drawers glide quietly — 
various sizes meet all customers’ demands. 
The entire Invincible line — files, desks, 
chairs, Modernettes — guarantees cus- 
tomer satisfaction and enthusiasm. So 
make this campaign yours. Tie in with ad 
mats and displays, use the full-color 
Invincible catalog, the impressive new 
brochure. We have no company-owned 
outlets — retail profits are all yours! 
Write for details. 








man- 
quiry 


Invincible 4-drawer 
file with legal-size 
drawers. Variety 
of other sizes and 
concealed safe unit 
also available ... Modernaire desk is one 
of 107 different sizes 
and styles. 


INVINCIBLE 


Invincible Metal Furniture Company, Manitowoc, Wisconsin 








Office equipment 
business-engineered 
for better 
business living 


in Canada: A. R. Davey Company, Limited, Factory Representative, 175 Bedford Read, Toronto 5, Canada 
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NEW 





ALBUMS 
Amberg File & Index Co. 
Kankakee, Ill. 








GUIDES 

G. J. Aigner Co. 
426 S. Clinton St. 
Chicago 7, Ill. 

New expanded 
fered by company wt 





meet demand fa 
aids. Includes 
card, check file 
systems, tabulating 


guides. Sizes vary as d 
tabs. (For more information write manu 


° . . >) k 
facturer or circle No. 50 on inquiry 
card). : . 
K iV | af 3 a 
jold bor A 
ake pr r 7 
4 r 


FOUNTAIN PEN ther black 
Koh-I-Noor Pencil Co. wig 
Bloomsbury, N.J. 


bie Vv (For more in- 
formation write manufacturer, or circle 
No. 29 on inquiry card). 





New "Acetograph’ 
structed to use a 


technical work and 
smooth surtace 
ceramics, acetate 


or polyethylene 
straight edaes and 
set ff tube prevent 
under the edae. Spe 

er i 
used. (For more information write manu 


facturer, or circle No. 44) 





PRODUCTS continued 


SHELF PLATE 

D. C. Hey Co., Inc. 
422 S. 7th St. 
Minneapolis 15, Minn. 


V eskpliate 


Dut Tt T Zé t btainea 
(For more information write man- 
ufacturer, or 
inquiry card). 


No. 42 on 


circle 








PEN SETS 
Lindenware Co. 

51 Green St. 

New York 13, N.Y. 


juced hed in br 


I j (For more in- 
formation write manufacturer, or circle 


No. 39 on inquiry card). 


HOME RECORD SYSTEM 


American Recordata Institute, Inc. 





550 Fifth Ave. 
New York 36, N.Y 
New h ‘cord 
cailed ‘Home 


taxable expenses for 


me re 


space for check b 


envel: pes ana aata 
dien file for fan 
keeps track t da 
Jates to ren 


write manufacturer, 
quiry card). 
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Manag 


(For more nformati 
No. 54 on 


or circle 


in 


DESK SIGN 


Wama Company 


Industrial Building 
Baltimore 2, Mc 


$2 (For 
more information write manufacturer, or 
circle No. 21 on inquiry card). 








Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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PORTABLE 


ROVALITE TYPEWRITER 





tN BANRSOME LEATHER CARRYING (458 


“MOP EN MOLLAND ESPROBALLY POR Rel AL 


Si $ = se 
; ; eots oD 2 month 


569" 


~ em 


let wee ee oe 





Som ne Vee Keene Ge Far Genre Homes 


‘mas Sime ab 








Shop tonight until @ p. m.~z2~ 


THE NEW PORTABLE 
ROYALITE TYPEWRITER 


oR oewe Comet 
eee FY MOLL AND ERPECEAEES FOR BOT AL 


a= 50 
* ae 


NO DOWN PAYMENT Bm 
"Gn" --- rs 


~ 


nie ITS HARD TO BELIEVE | 


ONLY 3 in High... 
8 lbs. in Weight... 


THE AMAZINGLY 


NEW 


ROYAL PORTABLE 





ast 


The New 


on an 


oy He 
ee SS 


ROYALITE ee “« 
® 








Sere ee Dee Speed Bick os Greme Reape 


Sevcorugss Dee $c: (\ 


Ccticit— esid here Fridty 
that Monday, is the deadline for 
many ora con#ict veterans to 
apply for two important “. in- 
surance coverages. 

ctcrans whose term © 
insurance ( Vc1lo va <2 or =) 
expired after April 75, <°" , either 
while they were in active service 
or in 120 days after discharge, 
may anniv *9 for replacement 
‘orld war I or 
‘~ 120 days 

*20 days 
~ver is 








he, New 


“418 


Cohoot leur 





Features the Newest 


1956 ROYAL Portable 





With 
Carrying Case 


> 


far omy 
vam 


PUNT PROnt 





AMD FAT OUR DRIVER THe GOWN Pa reeNT 
SATISFACTION EUARANTELD OR VOOR MOHEY BACK 


Here’s how alert dealers are selling the new 
Royalite through local advertising 
































Roy al Ll yp. 
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ompany, Division of Ro 


il McBee Corporation 


A Michigan department store ran a 
reports terrific business. 
In another Middle Western city, 
took 
had a 


big ad... 


an alert dealer one column 


wonderful sales 
response. Boy, was it good! 

Down in Florida, another dealer 
ran a small ad and got his money 


back many times over in sales. And 


space and 


in Pennsylvania, a dealer went on 


TV and really cleaned up. 

MORAL: The Royalite* is a new 
portable for a new market . . . for the 
millions of people, young, old and 
in-between, who want a rugged ma- 
chine for home use or for travelling. 

Very soon you'll receive the best 
point of sale material you’ve ever 
had. Display, promote and advertise 
the Royalite for golden profits. 


® 
CYA portable - standard - electric 


Roytype® business supplies 
YEE 


* Royalite is a trade-mark of the Royal McBee Corporation 
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R.C. Allen ........ 
als ies fia dl 


The new R. C. Allen Electrite is a happy combination of the best features 
of an electric typewriter and a manually operated typewriter. !t provides 
the ease and uniformity of electric typing at the cost of a manual machine. 


This ingenious design gives electric operation where 95% of all typing actions 


complaints occur on full-electric models. Exclusive franchise in a few territories 


is still available. Write for details. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, Grand Rapids 4, Michigan 





TYPEWRITERS - CASH REGISTERS - ADDING MACHINES - SAFES: FILES - BOOKKEEPING MACHINES 
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TYPEWRITERS 
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H.C. Allen ............ 
a iy fl ba! 


The Low Price of R. C. Allen Cash Registers is all the more amazing 
because of the many ‘‘extra’’ efficiency features considered siandard in these 
versatile machines. Most businesses, whether large or small, will find an 

R.C. Allen model suited to their requirements and satisfactory in both service and 
value. The preference for R. C. Allen quality makes an exclusive cash register 
franchise most profitable for dealers everywhere. Exclusive franchises in a few 


cities are still available. Write for details. 


R.C.Allen Business Machines, Inc. 


680 Front Avenue, Grand Rapids 4, Michigan 


* CASH REGISTERS - ADDING MACHINES +: SAFES: FILES - BOOKKEEPING MACHINES 

















SALES 
STIMULATORS 





a AMBERG FILE & INDEX 
~—— CO., 1637 Duane Blvd., Kan- 


kakee, Ill.— 














Mass.— lisplay ’ Jiy 
. . . y C C 
Ar 
j (Inquiry Card No. = 
128) 
led 
DESPRES BROS., WOOD PRODUCTS, 
440 36th St., S.W., Grand Rapids 8, Mich. 
jrapt [Inquiry Card 
e No. 125) 
. (Inquiry Card No. 106) 

HARDWARE ENGINEERING CO., INC SHIPMAN-WARD MFG. Co., 320 W. STATIONERS MFG. CO., 1408-20 W. 
Metal Furniture Division, Garrett, Ind.— Ohio St., Chicago 10, ease it Tucker St., Fort Worth, Tex.—has prepared 
Hers a catal n meat furniture | pany put stior Ward New s brochure the “Aristo-Mat'’ which ha 
nesses scne 5 ana A naga o wi oe + : r nart teat j 2 r 3nd 
in the folder are stand i st K ITé arge f zé ana teature Ch 
trated and described } ton mercnandising I ry f and Tecnr ] nowr : } ive hape 
(Inquiry Card No. 107) problems. (Inquiry Card No. 115) price. (Inquiry Card No. 108) 

L. HYMAN & SONS, 102 Prince St., New EVER-READY, INC., 1218 W. Madison 
York 12, N.Y.—have heet St., Chicago 7, Ill—has prepared a new 
available é stalog featuring stationery iter desk 
Aieh dine / IMmc 
cards, printed envelo; e catalog N 56A 
papers listed. (Inquiry Card No. 113) (Inquiry Card No. 109) 

ARNOT-JAMESTOWN DIVISION ay COTTERMAN, 4535 N. Reveamoot 
AETNA STEEL PRODUCTS CORP., 730 pga 40, ine sed a catalog 
Fifth Ave., New York, N — r i bing welded stee 
a brochure "A v ’ f te in Tf stety ladder “Truck N-Ladder and rc 
Office” showcasing A t Partit +H 3 st ide Suitable tf ise by cus 
and furniture my T b-t tome (pines y Card No. 110) 
brochure, attract i 
demonstrate now 
ave space. Ma 
are shown [lequiry Card No. 101) STAR STEEL EQUIPMENT CO., INC., 

117-20 14th Reed, enone Point 56, N.Y.— 
released p tive Fe Je . 
} EBERHARD FABER PENCIL 


R lean Card No. it) CO., 37 Greenpoint Ave., 
Brooklyn 22, N, Y.—t , > new 





WILSON JONES CO., 209 S. Jefferson >. Sel 
St., Chicago 6, Ill—otfers the Buddy i j 
t er Ww s pilast kit witt 000 staple vit black, ea Jisplay tea 





ci tant i mi t (Inquiry 
{Inquiry Card No. 127) Card No. 126) 
Use INQUIRY CARD (Inside Back Cover) or Write Direct to Manufacturers 
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A great name in office steel 

















STEEL DESKS « STEEL TABLES + STEEL DRAFTING DESKS 


* STEEL CABINETS STEEL ACCESSORIES 











HASKELL PROVES... 











HASKELL L-LUXURY LINE Jesks 


OF PITTSBURGH All at modest budget prices 











Made of fine steel, meticulously designed and tailored 
—every L-Line desk by Haskell reflects rich, custom 
quality far beyond its modest price range. With built- 
in beauty and efficiency, these desks are recommended 
with complete confidence for those of good taste. They 
are today’s leading desk values — with many features 
found only in higher-priced desks—including a wide 
choice of decorator colors. Truly, modern budget qual- 
ity at its best! 






















Bur 
EXECUTIVE DESK 3 of See 
Double Pedestal = 7 
LD-5401 (55x30) 
LD-6401 (60x30) 
Elevator 
Typewriter 
Mechanism 
i 
EXECUTIVE DESK ' 
Single Pedestal 
LR-4401 (42x30) Right Pedestal 
LL-4401 (42x30) Left Pedestal 
SA-4 
dalf 


SECRETARIAL DESK 
Double Pedestal 


LD-6491 (60x30) 
LD-5491 (55x30) 






set, 


i ae Foldaway 
Cc . =: Typewriter 
—— Mechanism 





Choice of any drawer 










combination desired 4 
—two small drawers 
may be substituted SECRETARIAL DESK - 
for one file drawer at Single Pedestal 

nee no extra charge LL-4491 (42x30) Left 


Delux ‘ LR-4491 (42x30) Right 


EXECUTIVE DESK 
Double Pedestal 
LD-5471 (72x34) 





> 
zt | t 
"oa | : 
a s r 
L-LINE FEATURES R 
* Handsome Island Bases 
® Strong Dictation Slide in 
each pedestal 
° All with center drawers ~ 
and large pencil trays 
® Positive Compressor in St 
all file drawers | “ 
® Personal drawer with 


lock on top right Deluxe 
EXECUTIVE DESK 
Single Pedestal 
2 Double LR-4471 (55x30) Right Pedestal with left overhang [ai 
LD-5480 (55x30) LL-4471 (55x30) Left Pedestal with right overhang 


Standard height 29'/,’ adjustable to 30'/2"’. ge 


7) V4 '¢4 § a STEEL ACCESSORIES and SUPPLIES 
aa All at modest budget prices 














































TE BASKETS STEEL DESK TRAYS 

SA-1000 (Square) 121/4x12/4x143/,"' High SA-2000 Letter Size SA-2010 Legal Size 
= V Vv . 

SA-1010 (Oblong) 91'/2x13%/2x1234"' High For single use or stacks of two, three, four or more. 

Ti Easy to assemble—slide right on. Each tray 

—<edi Sy Modern Design—bright stamped for identification card insert. All 


smooth baked enamel finish with rubber 
grommets to protect 
desk tops. 






sparkling, baked enamel 
finish on long-lasting 






heavy gauge steel. With Wide Range of Coiors 


rounded rubber corners, Burnt Amber 











© 
rolled top edges and rub- Seafoam Green 
Mallard Gray 
ber feet to protect floor eer 
Wide Range of Colors and floor covering. Sete Gien 
Burnt Amber Dark Green Light Gray 
Seafoam Green Dark Gray 
7 Mallard Gray Light Gray 
' SLO? STATIONERY TRAYS UPRIGHT DIVIDERS 


Designed to make the most 
No desk complete with- of drawer space. Four divid- 
ers to the set—and adjusta- 


ble they provide a place for 


out one. Keeps stationery 
supply orderly and im- 
most everything. Can be used 
to set up card files. 


proves efficiency. 


; SA-3000 $A-3100 





stal A es 


ral 


enya HASKELL =. HASKELL 
a ints iC Pe \ 
sets LIQUID CLEANER-FINISH eo, LIKE-NU PAINT SPRAY 

-... Highly recommended for all lino- A” Developed for quick, easy touch 
3) — leum table and desk tops. Makes up on steel desks and tables. To 
> " @ them look like new—helps to retain retain the original beauty of baked 
. P ; their original beauty. Easy and quick enamel finish, spray all mars and 

to use—cleans and polishes at the SA-5000 scratches promptly. Available in 

S _ Same time. Gray, Mallard Gray, Green, Sea- 





foam Green, Burnt Amber. 
SA-4006 Quarts 


STANDARD COLORS 


> For Desks and Tables 
Burnt Amber Mallard Gray 
Seafoam Green Haskell (Light) Gray 
Haskell Green Haskell (Dark) Gray 


For Linoleum Tops 


® Dark Green ® Mist Tan 
® Mist Green ® Brown 
® Gray 


SPECIAL COLORS 


Specia ole w be filled as accurately as pos 
ble Please ; olor somples 






HASKELL, INC, 


ase 303 East Carson Street 5 


rhang Pittsburgh 19, Pa. 


erhang 


ge 





are) 4a EL - LUXURY LINE Jesks 


















































OF PITTSBURGH 





EXECUTIVE DESK 3 
Double Pedest = 


LD-5401 (55x30) 
LD-6401 (60x30) 


SECRETARIAL DESK 
Double Pedestal 


LD-6491 (60x30) 
LD-5491 (55x30) 








cr 





3 Delux« 
EXECUTIVE DESK 
Double Pedestal 
LD-5471 (72x34) 


FIXED 
Double P 
LD-5480 (55x30) 





fo 


* Handsome Island Bases 


All at modest budget prices 


Made of fine steel, meticulously designed and tailored 
—every L-Line desk by Haskell reflects rich, custom 
quality far beyond its modest price range. With built- 
in beauty and efficiency, these desks are recommended 
with complete confidence for those of good taste. They 
are today’s leading desk values — with many features 
found only in higher-priced desks—including a wide 
choice of decorator colors. Truly, modern budget qual- 
ity at its best! 





Elevator 
Typewriter 
Mechanism 





EXECUTIVE DESK 
Single Pedestal 
LR-4401 (42x30) Right Pedestal 
LL-4401 (42x30) Left Pedestal 






Foldaway 
Typewriter 
Mechanism 


Choice of any drawer 
combination desired 
—two small drawers 


may be substituted SECRETARIAL DESK -™ 
for one file drawer at Singl« Pedestal 
no extra charge LL-4491 (42x30) Left 


LR-4491 (42x30) Right 


LINE FEATURES 





® Strong Dictation Slide in 


each pedestal 


All with center drawers « 
and large pencil trays 


® Positive Compressor in 


all file drawers | 
Personal drawer with 
lock on top right Deluxe 
EXECUTIVE DESK 
Single Pedesta 
LR-4471 (55x30) Right Pedestal with left overhang 
LL-4471 (55x30) Left Pedestal with right overhang 


Standard height 29'/,’’ adjustable to 301/2"’. 








a ee | 


ere ¢@40 al P-_PIlONEER LINE Desks 


OF PITTSBURGH All at modest budget prices 











) Only Haskell gives you so much for so 
little! Only Haskell gives you heavy office 

steel, strong electric-welded construction 
and other features expected only in much 
| higher priced furniture. Haskell plus fac- 
tors include Glidden baked enamel finish, 
Armstrong linoleum tops with stainless 


steel banding, DuPont nylon bearings, 














rubber bumpers for smooth noiseless op- 
; 
eration—and fine hardware. All in a wide ae. age P| | 
=e choice of decorator colors. SECRETARIAL DESK* A 
Double Pedestal 
REE ” With Elevator Typewriter Mechanism 
PD-6390 (60x30) Foldaway 
. PD-6391 (60x30) Mechanism 
i ne | With Foldaway Typewriter Mechanism 
= Savater PD-4390 (55x30) 
/ Mechanism PD-4391 (55x30) 
All P-Line 
Desks available 
" with or without 
center drawer 
rE * With Center Drawer 
stal Catalog No. ends in 1- 
on XECUTIVE DESK Thus PD-4301 
jingle Pedestal * Without Center Drawer 
PR-2300 (42x30) Catalog No. ends in 0- 
PR-2301 (42x30) Thus PD-4300 
PR-4200 (42x24) oe 











PR-4201 (42x24) EXECUTIVE DESK 


Double Pedestal 
PD-4300 (55x30) 
PD-4301 (55x30) 
PD-5500 (55x24) 
PD-5501 (55x24) 
PD-6300 (60x30) 
PD-6301 (60x30) 











Ree 














J JUNIOR 
; CLERICAL 
5 LERICAL DESK ~ PR-0300 (37x18) 
sle Pedestal PR-0301 (37x18) 
PR-1300 (37x24) 
PR-1301 (37x24) SECRETARIAL DESK* 
—~ Single Pedestal 
PL-2390 (42x30) 
PL-2391 (42x30) 
‘Typewriter Mechanism 
available for either 
left or right-hand. 
P-LINE FEATURES 
* Sanitary Leg Bases 
* Positive drawer stops for 
safety 
° All pedestal drawers in- 
T FIXED BED DESK terchangeable 
~ Double Pedestal *Single pedestal desks 
PD-4380 55x30 ; available with drawers 
PD-5580 155236) 4 posse roe nite on left PL or right PR 
hang Sing oe * Adjustable heights from 
‘hang PR-2380 (42x30) 29/4 to 30/2" 


Standard height 29'/,’’ adjustable to 30'/,"’. 3 





HASKELL STEEL TABLE LINES 


OF PITTSBURGH All at modest budget prices 








LEG TYPE TABLES —GG-LINE 


These all-purpose steel tables combine fine design with 
high utility value. Practical as work tables for all gen- 
eral office needs — checking, sorting, mailing, inter- 
viewing, and typing. Recommended for beauty and 


economy too. ° ° 
. Available in decorator colors 


GG-0962 la 


96 x 34 | 
s 
‘ 


Available in 8 
Popular Stock Sizes : 
For Special Sizes Send Details 4 b GG-0300 
30x18 42x30 55x30 72x34 30 x 18 
36x24 50x30 60x34 96x34 
(Specify with or without drawers) 





| GG-0601 
60 x 34 





Standard Height 291/,''— adjustable to 301/2"’. Special Heights—slight extra charge 








TYPEWRITER TABLES —GT-LINE 


Like all Haskell furniture, these too, are made of 
heavy gauge steel with baked enamel finish, There’s 
nothing finer in budget steel—modern design with 
built-in strength necessary for typewriters and other 
heavy business machines. 


Yes, color too—to harmonize 
with all Haskell furniture 


Standard Height (with or without 
casters*) 261/2‘' — adjustable to 
27 /,"'. Additional heights at slight 
extra charge. *Casters 2'' and 3°’ 











Available Sizes 


GT-0300 (With or without drawer) 
30 x 18 ’ 30x18 36x24 


LEE LIL IGE A TE ATE ET CI 








TELEPHONE TABLES —TT-LINE 


These fine steel tables do double 
duty. They’re functional and decor- 
ative. Available in three designs: 
single shelf type for phone book— 
double shelf with sides for maga- 
zines or books — and double shelf 


with door for extra storage needs. 





See Color Page for color range 


Available Sizes 
18x18 24x18 


Standard Height 291/,'' — ad- 
TT-2408 justable to 3012’. Additional 
24x 18 heights at slight extra cost. 
TT-1807 
18 x 18 4 














7-44 @4 § Be STEEL ACCESSORIES and SUPPLIES 
All at modest budget prices 


OF PITTSBURGH 








WASTE BASKETS 
SA-1000 (Square) 12'/4x12/4x1434,"' High 
SA-1010 (Oblong) 9'/2x13 Y2x1234" High 


ae Modern Design— bright, 

sparkling, baked enamel 

finish on long-lasting 

heavy gauge steel. With 

rounded rubber corners, 

rolled top edges and rub- 

ber feet to protect floor 

Wide Range of Colors and floor covering. 


Burnt Amber Dark Green 
Seafoam Green Dark Gray 
Mallard Gray Light Gray 


STEEL DESK TRAYS 


SA-2000 Letter Size SA-2010 Legal Size 


For single use or stacks of two, three, four or more. 
Easy to assemble—slide right on. Each tray 
stamped for identification card insert. All 


smooth baked enamel finish with rubber 
— . grommets to protect 
< : desk tops. 
Wide Range of Colors 
Burnt Amber 
Seafoam Green 
Mallard Gray 
Dark Green 
Dark Gray 
Light Gray 





PING STATIONERY TRAYS 


No desk complete with- 
out one. Keeps stationery 
supply orderly and im- 
proves efficiency. 


UPRIGHT DIVIDERS 


Designed to make the most 
of drawer space. Four divid- 
ers to the set—and adjusta- 
ble they provide a place for 
most everything. Can be used 
to set up card files. 








SA-4024 HASKELL 
Half Pints 
LIQUID CLEANER-FINISH 


Highly recommended for all lino- 
leum table and desk tops. Makes 
them look like new—helps to retain 
their original beauty. Easy and quick 
to use—cleans and polishes at the 


Se same time. 
” 


SA-4006 Quarts 


STANDARD COLORS 


For Desks and Tables 


Burnt Amber Mallard Gray 
Seafoam Green Haskell (Light) Gray 
Haskell Green Haskell (Dark) Gray 


For Linoleum Tops 


® Dark Green ® Mist Tan 
© Mist Green © Brown 
® Gray 


SPECIAL COLORS 


Special colors will be filled as accurately as pos 
ble. Please send color somples. 


HASKELL, INC. 


303 East Carson Street 


Please Pittsburgh 19, Pa. 


lift 
page 


HASKELL 
LIKE-NU PAINT SPRAY 


Developed for quick, easy touch 
up on steel desks and tables. To 
retain the original beauty of baked 
enamel finish, spray all mars and 
scratches promptly. Available in 
Gray, Mallard Gray, Green, Sea- 
foam Green, Burnt Amber. 
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24" SPACE-SAVING 
MODULAR LINES 


All at modest budget prices 


| HASKELL 


PITTSBURGH 


OF 
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24° DESK LINE 


; Here is Haskell Modular—the first modular design with 
qi no interlocking! Haskell 24” Space Savers include Desks, 
Tables and Cabinets. All sized to fit most anywhere—and 
all handsomely designed. Comfortable pieces with ade- 
quate surface work space and drawer storage space. Maxi- 
mum efficiency in minimum space! 




















5 Cc 
EXECUTIVE SPACE-SAVER 7 ee agli ae cé 
Double Pedestal ra ———————— 
PD-5500 (55x24) _ 
PD-5501 (55x24) ' 
| : ; 
> J . r 
; Junior 
CLERICAL DESK CLERICAL DESK SALESMAN’S 
Single Pedestal Single Pedestal DESK DEPE 
PR-4200 (42x24) PR-1300 (37x24) PG-3201 (36x24 Nebr.— 
PR-4201 (42x24) PR-1301 (37x24) ting | 
c (Inquiry 
FIXED BED Sct Tl ae | = => ; P Write for other 
af Hi la Ht | = modular or BORR 
Double Pedestal — lm es spece-seving dick, Ke 
PD-5580 (55x24) >| We : t L arrangements ering 
y quiry Ce 
_ ‘| PACE-SAVING STEEL TABLES MG-LINE — — 
MG-7201 Haskell 24” Tables play a major role in the new modular 
72 x 24 trend. No matter what the space problem is—Haskell has X-ACT 
the right size table to go ae = 
with the right size desk or 
— cabinet. Attractive, sturdy 
eal designs in decorator colors. ‘ia 
) Available in 7 
) Popular Stock Sizes 
; 36x24 50x24 66x24 ART 
i ; - 42x24 55x24 72x24 leah 
MG-4201 60x24 
MG-3600 | 42 x 24 ® With or without drawer , 
36 x 24 ® For special sizes — send speci- 
fications for prompt quotations 
‘ ® All tables shipped K.D. to fa- 
Standard height 29'/,’' adjustable to 301/2’’. Additional heights at slight additional cost. cilitate shipping and inventory (Ine 





24°’ SPACE-SAVING STEEl ABINETS — — 
TOP SIZE 
— ——— Steel Tops 16 W x 22 D x 243," H 
- { to fit under MG tables) 
Linoleum Tops 18 W x 24D x 291/,"H 
CL-8012 CS-8007 (to fit flush with both tables and desks 
24x18 + 22x16 ; : 
P eens = 1 Shelf All with adjustable glides 
L al 
OF PITTSBURGH 
4S er 
CS-8003 = eae 303 EAST CARSON STREET 
4 - 8 
22x16 H 19, PA. 
7 eso | 24x18 PITTSBURG OA-5 /: 


1 Shelf & Door 


150M 


-SALES STIMULATORS continued 


ELKAY PRODUCTS CO., 323-27 W. \éth 
St., New York 11, N.Y.—offers new catalog 
N 108. wt r now mpiete ne tT Mov 
hipping and storage supplies. Book 


trate with photographs 


5 page ustr d 
nd drawings. (Inquiry Card No. 129) 





CHICAGO DESK PAD 
CO., 15 N. Jefferson St., Chi- 
cago 6, Ill.— j ned a 


LEAY PRODUCTS CO 





{In- 
guiry Card 





DEPENDABLE MFG. CO., Bellevue, 
wer ea io - eatalna AMERICAN PENCIL CO., 
: ' to + f 500 Willow Ave., Hoboken, 


{ , ' 3nd t N.J.—ha nt juceag & new 
(Inquiry Card No, 102 display rack for the Venus $| 
: OF ff 
pens. Otter 3 r é ur 
pen style n a minimur 
er displa a a 
Cc Cc ude tree t =] 5 * n 
BORROUGHS MFG. CO., 3002 N. Bur- Vine teal mes gene sae 
; | oo Mich.— nev terature ’ ~ yy r ' 
dick, Kalamaz wht: able point per x hooded 


abine pens and three fluid lead pen 


oy ‘ (I : cils. (Inquiry Card No. 122) 
Jetails . 


quiry Card No. 104 A. T. CROSS CO., 53 War- 
ren St., Providence, R. l.—an 
unced a new line of sale 


displays to hold Cross pen 
X-ACTO, INC., 48-41 Van Dam St., Long TOWER SUITES, INC., 1209 N. State rie ets. Units sit in 





r hana 4 . D K base snd are topped 
Island City |, N. Y.— extracted iten Parkway, Chicago 10, Ill—has developed “ae P 
dfs te aie nie ‘lluctrated with tree m acetate ident 
U 4 f iece witl cleverly ustraTec . | 
_melling piece wi ) fication sign. Requires 2 
y desks and ; nche f counter space and 
ata } Coypt to modern aay ev vina nt a pre 


has pilfer retarding elastic. 


(Inquiry Card No. 123) 


na moderr oo 


ma entation of the 


(Inquiry Card No. 114) (Inquiry Card No. 105) 


ART METAL CONSTRUCTION CO., WEIS MANUFACTURING CO., 162 


Jamestown, N. Y ew tu Union St., Monroe, Mich.—offer a bro 
t r t hure in tw Or vering necessary i 

rmation on index ards which can be 

na in tou Jealer-imprinted, and a bright bDiotter tea 

hair sna turing the We lLeter Hana which car 


el: f ] be aealer rr T > maring 


tailed witnted So, 
(Inquiry Card No. 163) piece. (Inquiry Card No. 112) 


Ta 


DOING MACHIN 





VICTOR ADDING MA. 

CHINE CO., 3900 N. Rockwell 

St., Chicago 18, Ill_—offers a 

new point of purchase interior 

sian which by 23 inches 

i ncealied tluorescent light 

BORDEN CO. CHEMICAL DIVISION, ng arrie through _plast 
300 Madison Ave., New York, N.Y.—has oa face to provide an outside 
ection container for ‘Elmer Glue ha Copy rs include tw 

A for unter use. Two plast bottle hade 


jreer jray, yellow 
fnue and eight ounce size, ere rehilebl and white. (Inquiry Card No. 
(Inquiry Card No. 130) 121) 





Use INQUIRY CARD (inside Back Cover) or Write Direct to Manufacturers 
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NOMDA News 














President Silvers Provides Trophy 

Just to add zest to the NO 
MDA membership drive, Pres 
ident David Silvers has posted 
a beautiful silver trophy as a 
prize for the member outside 
of local associations who signs 
up the most new members be 
fore May 15. That is the date 
marking the end of the As 
sociation’s 1956 drive for mem 
bers that is today adding scores 
of dealers to the roster. 

This year’s campaign has 
started out to be the most suc 
cessful of the several held by 
NOMDA in recent years. There 
has been more all-around ac 
tivity in various locals and 
imong the individual members 
than for any previous effort 

“The fellows have shown a 
spirit that just can’t be licked 
naturally highly 
pleased at the results,” stated 
President Silvers. “Not a day goes by but what some dealer 
becomes a NOMDAN, which is a fine record in itself. I know 
full well that this drive will add at least 250 new members 
to our rolls,” said the NOMDA leader, “and I consider it a 
privilege to put up this trophy as a goal for these outside 
locals.” 


and I am 





Pian Ladies’ Entertainment at Houston 

There will be plenty for the ladies to do when they attend 
the NOMDA convention in Houston, July 8-11, at the Sham 
rock Hilton Hotel. A full program has been planned that will 
keep the women folks comfortably on the go. Plenty of time 
for relaxing is also on the agenda for the fair sex, whether at 
poolside or in their luxurious guest rooms 

“We intend to make the NOMDA ladies feel perfectly at 
home and want them to come to Houston prepared to 
thoroughly enjoy themselves at our beautiful hotel and in 
our hospitable city,” stated Mrs. Russell Brewington, chair 
man of ladies hospitality. 

“We urge the women to come with casual dress for daytime 
events in order to enjoy the maximum of comfort. This is the 
first time we will have the pleasure of acting as hostesses to 
the ladies of NOMDA and we are looking forward to it with 
the utmost anticipation,” declared Mrs. Brewington. 

Serving on the committee with Mrs. Brewington are Mes 
dames Liston Jackson, Fort Worth; D. L. Keeney, Jr., Dallas 
Leonard Strealy, Fort Worth and the following from the host 
city; Mesdames J. B. Bleike, Edwin T. Feigle, Judy Fulbright, 
Buddy Lemmon, Dave Pearson, Elmer Plogster, Jeff Plotts 
Arthur Shinn. 


56 NOMDA Booths Sold in First Week 


Zoom! 

Away went the booths. So reports Harold Mann, executive 
secretary of NOMDA. 

In the first week, more booths were ordered by manufac 
turers for NOMDA’s International Convention and Trade 
Exhibit July 8-11 in Houston than the total for the associa 
tion’s convention in Chicago in 1950 

Fifty-six booths were selected by manufacturers in the open 
ing week of space allotment 
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National Office Machine Dealers Association 
Harold W. Mann, Executive Secretary, 1542 Hillhurst Ave., Los Angeles 27, California 








NOMDA Yule Window 


Winners Announced 


For the second time the Bowen Office Machines Company 
of Knoxville, Tenn., walked off with first prize of $50.00 in 
the National Office Machine Dealers Association Christmas 
window trimming contest. In second place was Aubry & 
Taendler of Chicago. Third place went to the Nebraska Type 
writer Company of Lincoln, Neb: 

The Bowen entry featured color portables with Santa’s 
Workshop as the theme. Small dwarfs were used, each carry- 











FIRST PRIZE Bowen Office Machines Co. window display in 


Knoxville, Tenn. 





Nebraska Typewriter Co. window in Lincoln 


THIRD PRIZE 
Neb. 


ing buckets of pastel paints, nuts and bolts and other items 
carrying out the idea of preparing gifts for the Christmas tree 
Kenneth Aubry and Henry Taendler used a large sleigh with 
Santa riding through the sky with a load of toys. Color port- 
ables were also the center of this display. Emil Beaurivage of 
the Nebraska firm built his window around a fireplace, Santa 
in a chair, and a tree. 

Second place drew $25.00 cash with $5.00 going to the 
next several places. Other winners whose windows merited 
high praise from the judges were the Preston Typewriter Com 
pany also of Knoxville, and Phillips Equipment Company o! 
Harrisburg, Pa. 


Texas Party to Exude Typical 
Lone Star State Hospitality 

Ladies from all over the state of Texas will serve 4s 
hostesses for the Texas party to be given in honor of visiting 
NOMDANS at the Shamrock Hilton Hotel during the as 
sociation’s convention July 8-11 
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See this 1956 catalog for... 


EXCLUSIVE SELL FEATURES 


of the complete 
BROWNE-MORSE 
LINE 








shachilect of “fie ad 


f ne 


t 
3 








ed in every 


OPRICE RQLIPMENT 





ype of business 





You assure yourself customer satisfaction with 
Browne-Morse lifetime steel Office Furniture. 
Many exclusive features help you sell the com- 
plete line . . . help you make larger unit sales: 

®@ mar-proof Plastite desk top 

@ feather-touch full suspension Glider files 

®@ new aluminum posture chairs 

@ interchangeable tops, interchangeable 

crawers 

® new coiors 

@ most modern design 

® new square-edge desk 

® complete filing systems 


Browne-Morse Office Furniture is premium 


grade designed for every need. Costs less to buy 
. less to maintain. 


For your 1956 catalog, without obligation, write 
Browne-Morse Company, Muskegon, Michigan. 


row ne 


a, orse 


COMPANY 
MUSKEGON, MICHIGAN 
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in Other Lands 


NOTES AND NEWS FROM BRITISH ISLES 
By S. E. Rhodes 


Lancashire Press Agency, 277 Corn Exchange Buildings 
Fennel Street, Manchester 4, England 


Manchester, April | 

Window displays in Britain, although improved, are still 
falling short of what is considered good, effective display in 
many cases. 

One retailer, Chris. A. Dyer, of Typewriter & Maintenance 
& Sales Co., Ltd., London, has very strong views on the sub 
ject. 

“Many windows in London and the Provinces are just 
jumbled mess and in some cases very dirty. What impression 
do you think the passerby gets? Not of your window, but of 
you, for the window is you.” 


Perfectly true, Mr. Dyer, and would that more retaile 
thought in similar vein 

The least we can have, Mr. Dyer believes, is cleanlines 
and orderliness. 

“Perhaps you think it a good thing to display everything 
and let the passerby see what you have got and that you have 


really got it. How can they see what you have got, and if you 
have got what they want, if the window is in confusion and 
uninteresting?” 

This challenge to the retail trade is a good point, and well 
taken, for the “glory-hole” type of window is still far too 
prevalent in Great Britain to-day. Masses of merchandise are 


jumbled into a kind of “hold-all” window 


’ 
s- 
aK 


Mr. Dyer thinks that there should be a “characteristic 
about a window which is associated with the individual re 
tailer. 

“Is a window just a place in which to put goods? Or: 


it housing a display behind which there is some careful 
thought or purpose? A window should have a drawing 
fluence, so that when you pass it hits you in the eye 

“When one has a good window and this carries a fair dis 
play, it is still possible for that window to be unnoticed 

“In this case, try a very bright light or strip-lights in the 
front, for light has a peculiar drawing power on people. Try 
a flashing light in an advertisement 

“It is only by trial and error and experience that you 
find out what your window does, or what its impact is: this 
varies according to the locality in which you are situated 
I know a firm who find that the window sells few typewriters 
and it is a nicely arranged window. Yet many come into the 
shop for stationery and it has now been decided to have the 
major part of the window done out with stationery. In fact 


r 


I made a sepcial visit to this particular window only this 
morning! It is not a busy locality, although a good one, but 
for some reason people just pass it by as if it were not there. 
Why? Personally, if I could not get permission to have neon 
I would fit a vertical strip-light either side of the window in 
front to make people turn their heads in the direction of the 
window. Then I would put in something, a typewriter attrac 
tively displayed with some color round it, or a flashing display 
piece and have the rest of my goods (sufficient) displayed in 


the background.” 


, xu y v 


Mr. Dyer advocates putting ribbons, booklets and odd a 
cessories in the window 

“It is amazing the folks who come in and buy these odds 
and ends, enhancing your bank balance. You leave these 
things out of the window and few come in for them. Another: 


debatable question about windows which display typewriters is 
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ON INSPECTION ... The new Multicom intercommunication unit 
draws the attention of the Lord Mayor of Birmingham (Alderman 
A. Lummis Gibson) at the booth of Hadley Telephone & Sound 
Systems, Ltd. The inspection came after the Lord Mayor had 
opened the Business Efficiency Exhibition at Birmingham's Bingley 
Hall. A. E. Stocker points out features of the Multicom to the 
Lord Mayor (center) and A. R. Carruthers (right), president of 
the Office Appliance & Business Equipment Trades Ass'n. 


should we have a price ticket on each machine? It has always 
been a habit not to price them. What do you think?” 

This emphasis on window display is of particular interest 
because after a certain amount of expense, the national win 
dow display competition organized by the Typewriter (and 
Allied) Trades Federation, has had to be cancelled owing 


0 


the lack of interest or entrants 


Let us hear Mr. Dyer again on this subject 

“Why is there a lack of interest? Is it because you think 
that the judges have certain ideals and unless your window is 
dressed that way, then your entry is out? After all, some of 
us would not sacrifice our window for two weeks to have it 
the way we think the judges would like it, when we know 
very well that such a window has no appeal in our particular 


locality 

Mr. Dyer asked, “Was it killed because different manufac 
turers and importers had another competition on the side, on 
condition only that their machine was displayed? In the end 
we had confusion and uncertainty. Too many competitions, 
instead of concentrating on one, however well meant it was 
Many of us feel that it is unfair for us amateurs to compete 
with the company that has its own advertising and display 
department. In many cases the models have been professionally 
made and the layout has been done by professionals.” 

Mr. Dyer is a retailer who, in his own words, is “only an 
amateur, observant and always willing to learn, and for my 
own experience it has been a matter of trial and error, gain 
and loss 

Would that there were more | 
of the value of what a good window display can make to an 


1 Britain like him, as aware 


individual dealer and also to the trade in which he is. A good 
window display helps a trade collectively, as well as an indi 


vidual 


E. V. Norgate, the manager of Magowan & Co., Ltd., of St 








\—- 


Representatives of office equipment concerns 
abroad, visiting in the United States, are cordially 
invited to make the offices of this journal their 
headquarters. The staff at the main office, 600 W. 
Jackson Blvd., Chicago, and the staff at the branch 
headed by G. C. Wheeler at 1023 Pershing 
Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any pos- 
sible service. While the facilities at New York are 

not so many as at Chicago, there will be found 
the same desire to serve. 
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Secretarial Chair. List Price, $29.95 

= ($31.95 in Zone 2) 
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| Make your office business 
think 
OW | 
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ve a ‘land office’’ business! 
now 
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@ Build your office seating profits with the top-turnover 


line! Sell Cosco Chairs . .. “Office fashioned”’ to look 


nutac 
le, OI 
e end 
it1ons 
t was 
mpete 


better, feel better, wear better than other chairs costing 


twice as much! Cosco offers executive and secretarial 


jisplay 
1, , : . — 
onall seating completely adjustable for individual comfort, plus 
ily a a complete selection of conference chairs, side chairs and 
yr my) l 
gain folding chairs ... all nationally advertised to your best 
COSCO “Office fashioned’’ Seating is advertised to your 
best stomers in FORTUNE, NEWSWEEK, U. S. News & 
aware Wonsp Reronr, Bucmenes Wann, Buserrerseen. Blageen- customers and prospects. Stock up now, and push Cosco 
tO al MENT METHODS, and MODERN OFFICE PROCEDURES. 
, good COSCO monthly “First Aid Kits’’ bring you floor and win- for all it’s worth, It’s worth plen ty! 
. indi dow displays, master plan folders, sales meeting and mer- 
chandising ideas, self-mailers, reprint easels, ad mats, sales 
training aids, and many other dynamic sales builders. All 
designed to build store traffic and help you sell more of all] 
of NS office Fu ment! 
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Model 18-TA Model 22-L Model 20-LA Model 18-T 
Executive Posture General Chair Conference Arm General Office Chair 
Chair. List Price, List Price, $12.95 Chair. List Price, List Price, $43.95 


($13.95 in Zone 2) ($46.45 in Zone 2) 


$48.95 $28.95 
($51.45 in Zone 2) ($30.95 in Zone 2) 


HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
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Johns St., Wolverhampton, tells me that his company has 
changed its Dublin Branch office address to 29 S. Frederick 
St., Dublin, the management being in the hands of 7 \ 
Nolan & Co., Ltd. 

This branch office will be the distribution point in Eire for 
all Bates products. 

* * * * 

One firm of distributors, Messrs. Geerings of Ashford, Ltd., 
Kent, have now installed a radio telephone communication 
system between the headquarters and “nerve center” of the 
Organization at Ashford, Kent, and two directors’ cars and 
six salesmen’s vehicles, as well as three service vans. In all 
there are, therefore, 11 mobile vehicles so fitted. 

Customers receive exceedingly prompt service, because a 
request for sales, or for office equipment service enables this 
to be sent on the air to the nearest representative in that ara 
from which the call is received 

Salesmen as well as mechanics are frequently contacted du 
ing the day. 

Another advantage is that the two directors of the company 
are able to remain in control of affairs while travelling from 
one place to another by car. Important matters requiring at 
tention may be dealt with immediately. The internal telephone 
system of the organization is able to be connected direct to the 
radio and a representative can, for example, speak direct to 
the accounts’ office and settle a customer’s query 

The control unit is located in the offices at Ashford and 
the remote-controlled transmitter operates from the top of a 
hill some six miles away. The effective range is in the region 
of 25 miles radius. The overall cost of the installation was 
approximately £1,200 

+ + & #H F&F 

The Office Management Association, Manchester Branch, 
staged a one-day conference on March 13 on the subject of 
“Office Methods of Document Reproduction.’ 

An exhibition was held to coincide with the conference and 
companies demonstrating were: Addressograph Multigraph, 
Ltd., Block & Anderson, Ltd., Burroughs Adding Machine 
Co., Ltd., Copycat Associated (Marketing), Ltd., Ellams Du 
plicator Co.,_.Ltd.. Fordigraph, Ltd., Gestetner, Ltd., J. J. 
Huber, Ltd., Kodak, Ltd.,. Recordak Division, Kodak, Ltd., 
Graphic Arts Division, Lawes Rabjohns, Ltd., Ozalid Co 
Ltd., Photostat, Ltd., Remington Rand, Ltd., Roneo, Ltd., and 
Rotaprint, Ltd. 

* * * 

Britain’s typewriter industry set up a new monthly export 
record in January of £350,262 which is 28% of Britain’s 
total office machinery exports during the month of £1,218, 
597, the Office Appliance & Business Equipment Trades As 
sociation announces. 

The previous highest export of typewriters was in July last 
year when the total reached was £348,427 

Principal customer for office machinery was Australia 
£206,235, which compares with £183,071 a year ago. 

In addition, the U. K. exported £687,208 of auxiliary 
Office equipment including safes compared with £651,447 in 
January, 1955. 


Shipman-Ward Appoints Mexico Distributor 

Lindoro Gomez, proprietor of Importaciones Gomez, has 
been appointed the exclusive distributor of Shipman-Ward 
Manufacturing Company products in the Republic of Mexico 

Mr. Gomez, who is well known to dealers throughout Mex 
ico, is expanding his facilities to give the dealers of Mexico 
the finest service and quality possible. Platens, feedrolls, tools 
supplies, parts and other Shipman-Ward products will be car 
ried in stock for immediate delivery 

The B. F. Goodrich double wall cushion platens will now 
be available, precision ground and quality controlled. Perfect 
impression and good carbon copies will now be within easy 
reach of all dealers located in the Republic of Mexico 


Addo Tells of Missing Machine 

The Addo Machine Company, Inc., 145 W. 57th St., New 
York 19, N. Y., advises that an Addo-X Model 345E-514660 
is missing from a business firm in Brooklyn 
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AUSTRALIAN NEWS 


W. BEECHAM, Correspondent 
Box E256, G.P.O., Perth, W.A, 








MEET MR. STADE .. . Dealers gathered to meet Stuart Stade, 
Scroll Pen, England, recently. Those pictured are, left to right, Mr. 
Harmer (E. S. Wiggs), Mr. Jordan (E. S. Wiggs); Mr. Stade 
Mr. James (Ayres and James), and Mr. Eddy (Cowans). 
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wing 1494LL Executive Chair and 1493LL Side Chair 


.......@ line you'll be proud to have! 
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Here’s a combination that spells EXTRA PROFITS and 
EASY SELLING for any office furniture dealer. 


This 1736 Executive Posture Chair with its complete line 
of matching styles, is the kind of a chair that your customers 
will like . . . modern, efficient, and definitely practical in a 
business-like way. 


And of course, exceptionally comfortable, too. 


Made with all the fine features that have made Johnson Chairs 
so popular, this line offers you the perfect answer for cash- 
ing in on a big, ready market. 

DEALERS: Write for complete details on this easy selling 


line. Let us send you the complete Johnson Catalog and 
aie Price List. 





” 7109 MERCHANDISE MART 


‘-—— 


Vos 9/7 JOHNSON CHAIR COMPANY 
Business Chases CHICAGO 54. ILLINOIS 
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Industry Meetings 


NOMA Prepares for Show 
at Philadelphia May 20-24 


The international conference and exposition of the National 
Office Management Association in Philadelphia May 20-24 
will utilize in excess of 70,000 square feet of space at the 
massive Convention Hall 

This area will be turned over to displays of office machines 
equipment, furniture, systems, services and supplies. 

Most conference sessions will be held in rooms adjoining 
the display areas and the conference schedule will allow ample 
time for delegates to witness the displays 

Several foreign nations, including England, Sweden and 
Japan, will send teams to attend the show, as well as confer 
ence sessions. 

One feature of the conference will be a down-to-earth 
analysis of integrated data processing equipment. Closed cir 
cuit television will be used for demonstrations 

This will be the 37th annual conference and exposition for 
NOMA. 


Variety (Acts) Adds Spice 
to Horder’s Pre-Sale Dinner 

A happy blend of music, magic, merriment and merchandise 
was prepared by Horder’s, Chicago office supply firm, to add 
punch to their annual Spri Savings Sale. The event took 





place on March 6, the day before the sale began. 

Participants were memb of store and industrial sales 
personnel, buyers and representatives of other departments 
concerned with arrangement 

What really made this “kick-off” supper different was the 
skillful employment of vaudeville acts, wherein the items 
selected for the sale were used as props and spotlighted to set 
the stage for additional business. After a buffet style meal 
complete with corsages and orchestra music, the group as 


sembled in an improvised theater for the merchandise show 

Horder president, H. W. Jacobsen, fresh from a week of 
speechmaking at the Wholesale Stationers’ Convention, opened 
with a brief message which outlined the aims of the Sale and 
supplied the seasoning for the mixture of fun and fact which 
followed. 

Horder’s own home talent pulled ring books—not rabbits 
out of hats and many a ll-known office item disappeared 
and reappeared with a special price tag. Interlocutors tossed 
glib and glowing stories about the merchandise back and 
forth with the aplomb of veteran performers and “stage 
hands” were busy changing “scenery” in the shape of files 
storage cabinets and wardrobes 

One of these produced an additional laugh when opening 
revealed plenty of room for Comptroller A. K. Knorr. Other 
star performers were Willis Wolf, manager of store sales; 
B. J. Miller, manager of mail order sales, and Richard Owen 
whose photogenic wife, Gerry Ann, combined professiona 
skill with smooth product presentatior 

Other featured performers were Messrs. Murray of Maso 
Singer of Wesco, Henning of Cole and Stein of Stein Bros 
These manufacturers’ representatives gave highlight informa 
tion on sales items chosen from their lines and added “home 


office” authority to the feeling that very real values were 
being offered to the public 
Attractive gifts were raffled and sale incentive prizes were 


announced. In short, nothing was left undone to build up con 
tagious enthusiasm in the sales fore: 
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Vancouver Beckons To 
District ll Stationers 


An opportunity to visit Canada’s 
Evergreen Playground is stirring up in- 
terest in Regional District 11 of NSOEA 
where the annual convention will be 
held at Hotel Vancouver on May 31 
and June | 

Governor J. D. Overholt has dis- 
patched advance registration material 
to those anticipating attendance and 
points out these program highlights: 

1. Attendance of President Ivan Allen 
J. D. OVERHOLT of NSOEA, speaking on the subject, “I 

am a Stationer.” Executive Vice-presi- 
dent Paul Burbank and Mrs. Burbank will attend. 

2. The national troupe of speakers will include L. M 
Brown, vice-president of the manufacturers’ division; Ken 
White, designer of NSOEA’s model office furniture store; 
and Dr. Ralph DeArmond Cies of the NSOEA research 
council who will speak at a workshop clinic on accounting and 
inventory. control. 

3. Hotel accommodations are geared to the program. Says 
Governor Overholt, “Your registration includes a Potlatch 
at which “you may meet everyone in your own trade in the 
Pacific Northwest; Thursday noon, a mixed luncheon at the 
fabulous Panorama Roof, high atop Hotel Vancouver, pro- 
viding a background for a Fashion Show for the ladies 
Thursday night we put on a cocktail party in the Social Suite 
This is your ‘free evening’ to let you do exactly what you 
want—dinner—North America’s second largest China Town 
with its night clubs, theatres within a block of the hotel, 
cabarets—take your choice. 

“Friday noon we separate, the ladies go by bus through 
famous Stanley Park and over the harbour via Lions Gate 
Bridge to the unique Thunderbird Room among the North 
Shore mountains for “Smorgasboard” and an interesting guest 
speaker and a stop on the way back at the fashionable Park 
Royal. For the men, luncheon at the hotel, and for those who 
enjoy the game—golf, arranged by Ken Black, a stationer who 
was one time Canadian Amateur champion.. Friday night, the 
final curtain—potlatch in the reception room and the annual 
banquet. We look forward to the O.T.T. annual skit, to hear 
again from Paul Burbank, and the installation of your new 


governor.’ 





Philadelphia Stationers Hold Session 

The regular monthly meeting of the Philadelphia Stationers 
Association was held on Thursday March 15, at the Essex 
Hotel. 

President H. Robert Whitsel presided before calling on 
James Curran to conduct the program in behalf of the as 
sociation and the Penn-Mar-Va Travelers, of which he is pres 
ident. Jim called on Irving A. Roth to report on the Sales 
Rally scheduled for April 19 at the Essex and Sponsored by 
the Philadelphia stationers. 

Guest speaker was Robert Motto of the U. S. Secret Service 
Mr. Motto explained the functions of his department and the 
work they do in cases involving counterfeiting, forgery, stolen 
Government checks, and so forth. He then went on to tell his 
listeners how they as merchants could prevent themselves from 
being victimized by passers of bad checks and forgeries. 


AMA Stages Electronics Conference 


[he American Management Association staged an electron 


ics conference and second annual exhibit on February 27, 28, 


29 in the Grand Ballroom of the Hotel Commodore in New 
York City 
More than 1,000 were present on the first day of the exhibit 
“Electronics at Work”, a complete handbook of information 
on mechanized accounting, integrated processing, automation 
and the human side of electronics, was furnished at this con- 


ference 
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from MAYCO...YOUR BIG 


PROFIT OPPORTUNITY 









Complete with 250 ft. adding 
machine roll. Refills available 
at any stationery store. 


Rubber Feet 
Protect All Surfaces 


a 


M@ MAYCO ROLLMASTERS LITERALLY SELL THEMSELVES 


Perfect Writing Angle 


on demonstration to everyone with a need for a handy, rugged 
memo pad. The solid good looks of the Rollmaster fit every decor, 
and the adding machine paper roll is the absolute in 

unlimited convenience! NOW, ON A 7-DAY FREE TRIAL 
OFFER, YOU CAN PUT ONE OF THESE ROLLMASTERS IN 
THE OFFICES OF EVERY ACCOUNT ON YOUR LIST, 

WITH ABSOLUTELY NO MONEY RISK ON YOUR PART! 


ORDER YOUR ROLLMASTERS RIGHT NOW SO YOU CAN CASH 
IN ON THE 7-DAY FREE TRIAL OFFER AS SOON AS POSSIBLE... 
YOU ARE PRACTICALLY GUARANTEED TO INCREASE YOUR 
VOLUME WITHOUT THE SLIGHTEST RISK TO YOU! 


MAYER MANUFACTURING CORPORATION 


3130-40 WEST S5ist STREET - 
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of 1956! 


So Simple to Load 


Easy-turn 


Sturdy All Metal Construction — 
Guaranteed for Life 


HERE’S HOW 
THE PLAN WORKS: 


(1) Order as many MAYCO Rolimasters as you 
have potential accounts, or accounts with which 
you wish to increase sales. (2) Have your sales- 
men place one or more Rollmasters with the 
receptionists or switchboard operators of these 
accounts on a 7-day FREE TRIAL OFFER. (THEY 
SHOULD FIRST CONTACT THE OFFICE MANAGER.) 
(3) Call back in 7 days. You're sure to pick up 
a large percentage of orders on the trial Roll- 
masters, plus having a perfect ‘‘door opener’’ 
for other office supply items. (4) The length of 
the 7-day FREE TRIAL promotion is from March 
15th through June 15th. MAYCO will accept for 
full credit any Rollmasters which you fail to sell 
up to July Ist. 


How is that for a terrific sales 

aid program!...You profit... 

your salesmen profit... your 
customers profit ! 


CHICAGO 32, ILLINOIS 












Positive Knob Control 








Offureps Club to Conduct 
N.Y. Office Furniture Show 


The New York Office Fu 
Trades Show Building May 5 
the manufacturers’ representatives through their organization, 
the Offureps Club of New York, Inc., as a new kind of furni 
ture exhibit. 


niture Show in the New York 


6 and is being presented by 


The Club, which includes nearly all of the manufacturers’ 
representatives in the New York Metropolitan area, planned 
this show with two purposes in mind 
give the dealers’ salesmen in the eastern area a chance to 
attend the exhibits without interfering with productive work 
hours. The show is on Saturday, Sunday and Monday and 
the exhibits will be open in the evening as well as daytime 


First, it is designed to 


The second feature of the show is that on Monday mem 
bers of the American Bankers Association, the National As 
sociation of Cost Accountants, the National Office Manage 
ment Association and the National Association of Purchasing 
Agents are invited to attend. Dealers may also bring or send 
propects and customers to the exhibits that day. 

There are no functions, such as meetings or luncheons, in 
connection with the exhibit. All working hours are to be de 
voted just to the display of goods 


There will be approximately 75 exhibitors. Those listed by 


March 15 are: 


Alma Desk Co 

Anderson Hickey 

Art Steel Sales Cc 

Berkey Leather Furniture ) 
Boling Chair Co R 
Borroughs Mfg. Co 
Challenger Sales Co 
Congress Chair Co 

David Mfg. Co 

Dorset Steel Equip 
Excellent Cabinet Work 
Executive Furniture ( 
Gregson Chair Co 

Hanes Chair & Furniture 
Harter Chair Co 

Haskell, Inc 

Hillside Metal Product 
Jasper Office Furniture Co 
Jasper Table Co 

Marnay Sales & Mfg. ( 
Maso Steel Products 
Meilink Steel Safe ( 
Milwaukee Chair Cx 
Murphy Miller Chair ( 
Myrtle Desk Co 

NOFA 


New Indiana Chair Co 





Elect Officers of Philadelphia Stationers 

Robert Whitesel, Brooks Company, Philadelphia, was re 
elected president of the Philadelphia Stationers Association at 
a recent meeting. Other re-elected officers are: 

First vice-president—Paul Steever, Office Equipment Co 
Harrisburg, Pa. 
Murphy's 


Second vice-president—Ernst Abe, Jr., Wm. F 


Sons Co., Philadelphia 


Third vice-president—James Curran, manufacturers’ rep 
resentative. 

Treasurer—Edward Eisenstein, Shanahan & Co., Philadel 
phia. 

Secretary—Joseph O’Brien, Wm. Mann Co., Philadelphia 


Executive Committee—Irving A. Roth, Roth Brothers 
Philadelphia, chairman; William G. Hintz, Wm. G. Hintz 
Inc., Reading, Pa.; John Palmer, Palmer Trout & Co., Trenton 
N. J.; Ralph E. Prickett, Wm. F. Murphy’s Sons Co., Philadel 
phia; Charles W. Lukens, Yeo & Lukens Co., Philadelphia; Jack 
Pinkerton, Hoskins Co., Philadelphia; Richard B. Yeo, Yeo 
& Lukens Co., Philadelphia; Charles A. Newcomet, The C. I 
Heller Bindery, Reading, Pa.; William Reinhardt, A. Pomer 
antz & Co., Philadelphia, Pa 

Speakers at the meeting were Wm. F. B. 
National Blank Book Co.; David E. Price, Eagle Pencil Co., 
and Joseph Burger, Art Steel Co. All spoke with optimism 
about the outlook for 1956 


Lindenberger 
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SUPPORTS PROGRAM 


Sen. William F. Knowland (right) of 
California greets Edwin H. Mosler, Jr., president of the Mosler 
Safe Co., at the Conference of Business, Education and Govern- 
ment for Junior Achievement, Inc., held recently in Washington, 
D.C. Mr. Mosler, a national director of the learn-by-doing organi- 
zation of American youth, called for public support of the JA 


program. 


Metropolitan Travelers Hear 
Miss Litvak of Swingline, Inc. 

Members of the Metropolitan Travelers Club of New York 
met March 8, in the President Tavern in New York to hear 
Miss Nell Lee Litvak, promotional advertising manager of 
Swingline, Inc. President Milton Stone, Stone-Newman As 
sociates, introduced Miss Litvak 

The theme of her talk to the group was ‘Personality” in 
selling and merchandising a product. She pointed out the im- 
portance of injecting one’s own personality in the preparation 
of an advertising campaign or making a sale. As an example 
of what she meant, Miss Litvak displayed a group of reprints 
of advertisements which she described as being outstanding 
in their particular fields. Among those shown were ads for 
Jello; Container Corporation of America; Borden Company; 
Life Savers and Squibb Products 

Miss Litvak told of several merchandising campaigns run 
by Swingline, Inc. The first was the promotion of a Swingline 
Stapler which featured a hidden supply of staples within the 
machine itself. To convey the idea behind the product, Swing- 
line had a supply of toy kangeroos made and in the pouch 
of each of these was placed one of the staplers 

Accompanying descriptive copy tied-in the idea of the 
“pouch” for the extra staples. The kangeroo then was featured 
at the NSOEA Convention in 1954 as well as in the company’s 
trade advertising and national publicity releases. 

Another campaign was built around what Miss Litvak re- 
ferred to as “Operation Scholarship”. It was based on con- 
test sponsored by Swingline and open to high school students 
throughout the United States. Best entries in the “Why I want 
to go to college” essay were awarded 4 year scholarships. 
Judges for the contest were leaders in their various fields. 

Entry blanks and promotional material were sent out 10 
all their dealers. Releases were sent to school papers, maga- 
zines and newspapers. Miss Litvak said that both campaigns 
were very successful. 

Topics of general interest to the club, discussed at the meet 
ing were a group insurance plan, similar to the type now i 
use by the other organizations in the trade, a joint meeting 
to be held in May which would be attended by members of 
the 13th Region of NSOEA and New York Stationers As 
sociation as well as the Metropolitan Travelers, and the forma 
tion of a Glee Club to be made up of interested members. 


Appointed Legislative Chairman 

W. B. Norwood, Beaumont Typewriter and Supply Con 
pany, Beaumont, Tex., has been appointed legislative chair 
man of the Sabine-Neches Printers and Stationers Associatio# 
for the coming year.—JHR 
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DESERT 


GRAY 
VELOUR 


(JoGoe MAKES THE DIFFERENCE 


Walk into an office that’s handsomely decorated with cheerful new colors 
and you’re greeted with an atmosphere of warmth, liveliness and up-to-date 
distinction - - - and what a difference in office morale and efficiency color 
brings about! Yes, color makes a terrific difference. And today, when 
America is so color-conscious, you can get extra sales and extra profits by 
selling Remington Rand TOPflight Adding Machines in color. 


All TOPflight electric models and the hand models with direct subtraction 
are now available in three decorator colors: Desert Sage, Mist Green, Honey 
Beige - - - and Gray Velour! Whether you’re selling original equipment, 
additional equipment or a replacement, here’s your opportunity to expand 
your markets and increase your sales and profits by selling Remington 
Rand TOPflight Adding Machines in color. 


Contact your Remington Rand Dealer Sales Representative and place your 
order for TOPflights in handsome decorator colors today! 


Flemington. Flared v:a¢7 saves 


DIVISION OF SPERRY RAND CORPORATION 
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WHITEFACE INN, named for Whiteface Mountain, will be head- 


quarters for the third consecutive year for the annual convention 


of NSOEA District No. 3, June 22 and 23, 1956. 


District 2 Preparing for 
Lake Placid Meeting 


Nestled among the green clad Adirondack Mountains of 
upper New York state is beautiful Lake Placid. Through the 
years the lure of Placid for vacationists has been almost un 
paralleled. Since 1953 members of District No. 2 of the Na 
tional Stationery & Office Equipment Association have been 
convinced that no other place is as good as the Whiteface 
Inn on the shore of Lake Placid for annual meetings. 

The 1956 assembly is scheduled for June 22 and 23. Gover 
nor Erwin Howard, E. S. Howard Company, Oswego, N. Y 
is sending out invitations that the hard to resist. No reason 
for staying away is quite as the appeal of the 
Adirondack area, especially when it is coupled with a business 
program of outstanding quality 

Work and play are scheduled in such a way as to maintain 
a nice balance, and particular attention has been given to 
planning interesting activities for the ladies 

Advance registrations are urged. Send them to Anthony 
Paul, treasurer, 386 Main St., Buffalo, N. Y. Hotel reserva 
tions should be made direct to Whiteface Inn, Lake Placid 
N. Y. 


as powertul 


Response Good for Cincinnati Business Show 

Rapid acceptance of booth exhibit space for the 1956 
Cincinnati Office & Business Equipment Show to be held 
October 9, 10 and 11 at the Hotel Sheraton-Gibson Roof 
Garden in midtown Cincinnati, has caused the show manage 
ment to issue a special bulletin to prospective exhibitors urg 
ing immediate response 

Although the show was still seven months away, as of 
mid-March, available booth unit 
space had been negotiated with the balance of the month 
scheduled for a healthy response 

George S. Long, George S. Long & Son, Cincinnati, rep 
resenting All-Steel Equipment, Inc., is president and Lynn P 
Carlson, of L. P. Carlson & Associates, Cincinnati, is general 
chairman of the non-profit show committees representing the 
office and business equipment industry sponsoring the 1956 
show. 


more than 60 of the 


Retires after 76 Active Years 

E. G. Cervantes has retired as a member of the staff of the 
Nic Tengg Stationery Company, San Antonio, Tex., after 76 
years of active service. He recently celebrated his 94th birth 
day. 

Julius Tengg, oldest of four brothers operating the com 
pany, recently 1 his 89th birthday and is looking 
forward to membership in the firm’s 90th Birthday Club next 
year.—JHR 


celebrate 
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Las Vegas [rip Contest 
Sparks St. Paul Regional 
“Set aside June 4 and 5 for St. Paul, Minn 
60 fabulous hours at Las Vegas.” 
Ihat’s the startling announcement made by Governor EF 


Erickson of District No. NSOEA. A unique prize contest 
based on the attendance at the various regional programs, ha 


and possib| 


been offered 

The contest winners—man and wife—will have a weeken 
in the capital of fun and sun, Las Vegas, flying out on the 
Champagne Flight of Western Airline and arriving just @ 
time for the late show and the midnight buffet. They will be 
escorted to a suite at the Flamingo Hotel and receive $1® 
to spend as they wish, plus all other expenses paid. 

Region 7 has already planned a convention with outstanding 
speakers, workshops and recreation in the New Hotel Lowry 

General Chairman Walter Hubbs has announced theg 
committees: 

General Committee—Walter Hubbs, Ed Erickson ang 
Clarence Benson. 

Publicity—Del Deming, John Christenson, Wally Margolig 
Lou Erlich, Gene Engelbert and Clarence Ahlstron 

Hotel Reservations—Phil Ackerman. 

Ladies Entertainment—Ken Renberg and Ken Bertelsog 

General Entertainment—Walter Hubbs and Del Deming. 

Stationers’ Party—Howard Schaub, Jim Lee and Joh 
Campbell. 

Speakers and Luncheons—Ed Erickson and Bob Jerue. 


“‘Rocky’’ Jones Addresses COMDA, 
Tells of Book He is Publishing 


“Rocky” Jones, now engaged in producing a complet 
chronological pictured typewriter history, was the speaker fo 
the March meeting of the Chicago Office Machine Dealer 
Mr. Jones, who terminated his connections with R. C. Alla 
Business Machines the first of the year and has since bee 
giving his undivided attention to “Typewriters Unlimited 
stated that the publication would be off the presses April |! 

In his talk this veteran office machines history gave th 
COMDA members a preview of what they can expect in h 
history which records and classifies 390 different makes 
typewriters—whether visible or blind standard ¢ 
universal keyboard size, when and where manufactured an 
names of many inventors 


writers, 


Mr. Jones told how the book will depict the fast stride 
foreign manufacturers, now 
The book, selling for $3.0 


made by producing 36 makes 
portables, standards and electrics 
is being produced from Rocky’s Technical Publications, P. ( 
Box 2216, National Sta., Springfield, Mo 

In his talk “Rocky” pointed out the influence of the foreign 
made machines on the American market. He also told hi 
listeners that as salesmen they were losing their grasp, hor 
it was necessary for them to go out “and sell as they dif 
when starting their businesses.’ 

“You must either become salesmen again or instruct you 
men on how to sell,” he stated 

“The reason you are not selling is because you don't g 
down the street and talk to people. . .you are too willing t 
sit and wait for orders. .you have 
grand industry and you have a good future if you will onl 
work,” declared the speaker. Many veterans of the offic 
machine industry in the audience agreed with the speaker aml 
a provocative question and answer period ensued 


“seatitis’ we've got i 


Mr. Jones sketched the diversification of the office ma 
chines industry, stating that the many machines now beif 
handled made it possible for a dealer to profit, if he will bt 
labor to sell. 

Announcement was made of the office machine dealef 
annual dinner dance to be held November 3 at the Lak 
Shore Athletic Club. About 300 are expected to attend afi 
tickets will sell for $7.50 each 
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OFFICE FURNITURE 


GLIDES AND CUPS 


— ; : 


S WHATS If 
THAT COUNTS 


’ , clanchineg wile 


2 FULL ROWS OF BALLS 
2 UNINTERRUPTED RACEWAYS 


~~ YOU BOOST SALES 


"a 


In addition to supplying 
you with the best engi- 
neered Furniture Casters, 
Fauitiess helps you reach 
and sell more cusfomers 
than ever before. This way 
we both take the waste- 
motion and guesswork out 
of caster selling. 

1. Only “time-tested” 
items have been selected 
for this FREE 4-color Coun- 
ter Display. Customers 
can't resist picking up 

Casters and Glides, on convenient 
handles and selling themselves. Re- 
sult: Faster turn-over and profits on 
on active stock of “best sellers.” You 
pay only regular prices for the 
merchandise—the Display is FREE. 


nh 


HELPS 


2. Every type of pop- 
vlor Furniture Caster 
will be found on the 
pages of this new cat- 
alog. A complete—a 
condensed—a quick 
turn-over selection of 
best-sellers. Ask for 
copies of Form No. 
202, no obligation. 

3. A really complete 
line of fine Furniture 
Glides illustrated and 
fully listed in ao new 
catalog. Modern de- 
signed, precision work- 
manship and fine fin- 
ish throughout. Ask for 
a supply of Form No. 
201B and boost your 
Glide sales. 


FAULTLESS CASTER CORPORATION evansviitt 7, IND. Atlenta, baltimore, Boston, Bullaln, Chicuga, Clevelen 


Detroit, Grand Rapids, High Point, indianapolis, Los Angeles, New Orleans, New York, Philadelphia, Portland, Seattle, St. Louis. In other cities, see phone directory Canodo 











ADDING MACHINE .. . salesman E. A. Mason, right, Underwood 
Corp., receives the Distinguished Salesman's trophy from former 
Péstmaster General James A. Farley at the annual Sales Executives 
Club banquet in New York City. Will A. Foster, center, president 
of the club, looks on. Mr. Mason received the coveted award after 
being chosen outstanding salesman of the year by Underwood. 
More than 54 top corporations in the nation had salesmen honored 
during the week long tribute. 


Regional at Pocono Manor 


Attracts District 3 Interest 


A MEMO FROM BEN WACHTEL 
Dear Mr. & Mrs. Stationer, and Mr. & Mrs. Manufacture 

The time is here once again when we want to talk to all 
of you good folks about the annual convention of the NSOEA, 
Region 3. 

The committees have made all the arrangements for this 
fine event to be held at picturesque Pocono Manor Inn at 
Pocono Pines, Pa. The dates are June 10, 11 and 12. It 
starts on Sunday, June 10, and for practically every hour 
of the time you and your lady will spend there, something 
has been arranged to make your stay interesting and most 
enjoyable through the entire convention time 

Following the Penn-Mar-Va meeting and election of new 


officers at 3:30 P.M. Sunday, dinner will be served at 6:30 
followed by an exceptionally fine get-together party the 
party you cannot miss at 9:30. Registration for the con 
vention starts Sunday afternoon 

On Monday morning and afternoon, Paul Steever, the 


Governor of the 3rd Region, assures all you good stationers 
of some interesting and timely meetings by way of the 
NSOEA group of speakers, headed by none other than that 
grand gentleman, the boss man himself, Paul Burbank 

The Monday luncheon is a combined affair. All the ladies 
will join us and so will a very special speaker for that occa 
sion. Dinner will be served at 6:30. The evening should and 
will be a gala one at 9:00 P.M. that always looked for 
and well known Penn-Mar-Va party. The entertainment part 
for that evening cannot be revealed at this time. That, my 
friends, is a secret surprise, and a pleasant one it will be 
Dancing from 10:00 to 1:00 P.M. with the tastiest snacks 
sandwiched in. AND, OH YES, THE DRINKS ARE WITH 
THE BEST WISHES OF ALL MEMBERS OF THE PENN 
MAR-VA TRAVELERS CLUB! So if you do not have the 
best time you ever had, boys and girls, it will be your own 
fault. 

On Tuesday morning, 
ranged by governor Steever and 
12:30 by a splendid buffet luncheon which also is a com 
bined affair — The afternoon 
is for the golfers who want to compete. The big banquet 
will start at 7:00 P.M. with dancing until midnight. 

We have a splendid ladies committee headed by Mrs. Paul 
making arrangements to entertain the 


r 


another fine meeting has been a1 
that will be followed at 


we will have the girls with us. 


Steever and they are 
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ladies each morning and afternoon. They will have som 
wonderful prizes for the girls besides the entertainment 
Now that I have given you folks the prologue of this event 


I must ask you to please make your hotel reservations as , 


now or today. Why? Because the hotel has been receiving 


reservations for this convention as far back as last Novembe 


and both Mr. Steever and myself were rather amazed at th 


number of reservations already in. Most of you who attende 
last year’s convention at Pocono Manor know the lay-oy 
of the hotel pretty well, so if there are any special kind 9 
rooms in which you might be interested, please state them j 
your letter when making your reservation, but again migh 
[ urge that you do so at once so that you will not be disap 
pointed when you get there 


Pennsylvania-New Jersey-Delaware OMDA 
Features Adding Machine Exhibit 

An adding machine exhibit and demonstration was he 
prior to the regular monthly meeting of the Office Machin 
Dealers Association of Pennsylvania-New Jersey-Delaware o 
March 5, in the MLA Club, Philadelphia 

The exhibit and demonstration began at 5:30 P. M. on th 
second floor of the club with many leading companies rep 
resented with one or more of their newest models. 

Among the exhibits were: Addo Machine Company; R. ( 
Allen Business Machines, Inc.; Burroughs Corp.; Clary Cor 
poration; Classic Calculators, Inc.,; Facit, Inc.; Johnsto 
Adding Machine Company; Olivetti Corporation of Americ 
Remington Rand; Swift Business Machines Corporation; Smith 
Corona, Inc.; Underwood Corporation and Victor Addin 
Machine Company. 

After dinner a brief meeting was held attended by som 
60 members and guests. James S. Gladney of Dictating Ma 
chine Service Company gave the treasurers report and ap 
nounced that three new members have joined the Association 
President Edgar Noll, Noll Business Machines, Philadelphia 
then called upon Herbert Toussaint, Central Duplicator an 
Typewriter Company, Camden, N. J., chairman of the annua 
Spring Frolic, who announced that the affair will be held thi 
year on Monday, June 4th, at Silver Lake Inn, Clementon 
N. J. He went on to remind his listeners that, as in the past 
the program liked so well, will consist of Smorgasbord 
Dinner and Floor Show. 

President Noll allotted a few minutes to each exhibitin 
representative to briefly tell of the advantages of his machin 
and what his company does to help dealers merchandise thei 
machine. First to respond was Fred Washburn, Remington 
Rand, who remarked that there are about 375,000 addin 
machines sold annually by the industry of which 80% hav 
capacities up to 8 list 8 total. This is the mass market. 20% 
have capacities of from 10 to 13 columns and of these a 
least half are sold on National contract. 

He went on to tell of Remington Rand dealer helps tha 
have proved successful, in helping dealers sell more machines 
Other topics covered were rental time payment purchase plan 
local newspaper advertising and TV spot advertising. 

Other speakers who spoke briefly were: Robert Lowenberg 
Burroughs Corporation; Enry Riegel, Victor Adding Machin 
Company; James Buchanan, Underwood Corporation; Barnej 
Sekula, R. C. Allen Business Machines, Inc.; Bernie Eisen 
berg, Clary Corporation; Norm Karasick, Swift Business Mé 
chines Corporation; Richard Walker, Johnston Adding Ma 
chine Company; Lou P. Merlano, Facit, Inc.; Paul Adelman 
Classic Calculators Inc.; Edgar Noll, Addo Machine Compan 
and Olivetti Corporation of America. 

After thanking the speakers President Noll announced tha 
the next meeting will be Typewriter Night and urged a goo 
attendance. He then called upon Samuel Stein, Quality Offic 
Equipment Corporation of New York City, President of th 
Office Machine Dealers Association of New York, Inc., wh 
extended a cordial invitation to those present to attend th 
next meeting of the New York OMDA and promised an inte! 
esting program. 

Mr. Noll then announced the recent death of William ¢ 
furquand, Underwood Corporation, and asked all preset 
to stand with bowed heads in respect to his memory. 
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set a new standard in office chair beauty, comfort and durability 
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... and don’t forget, WELLS 
still pays the freight on 
shipments of 100 pounds or more! 
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WELLS CHAIR CORPORATION, Michigan City, Indiana 
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(News and Miscellany 


Undernood, IT°S5T Hold 


Merger Discussions 


Officials of the Underwood Corporation and International 
Telephone and Telegraph Corporation have stated that there 
have been meetings between the two firms to discuss a pos 
sible merger 


At the same time, it was stated that no early developments 
were to be expected from the talks 


The position of both firms was made clear in a statement 
by their respective presidents. It reads 


“With reference to the current rumors relative to negotia 
tions between International Telephone & Telegraph and the 
Underwood Corporation with a view of possible association 
of interests, William H. Harrison, president of IT&T and Fred 
M. Farwell, president of Underwood, stated that conversa 
tions are being carried on but there is little likelihood that 
anything will come of these conversations in the immediate 
future.” 


Underwood, which still does its major business in type 
writers, adding and accounting machines, has been expanding 
its program of diversification during the past few years, placing 
particular emphasis on developing its line of electronic com 
puters and integrated data processing equipment 


It has indicated that within the next two years, the com 
pany will market a line of medium-sized computers designed 
for businesses which cannot afford to purchase the large! 
machines. 

At the same time, it was noted that IT&T produces wire 
and radio communication systems, components and a variety 
of electronic devices, including computers, automation sys 
tems and equipment 


Van Dorn Named on Dixon Board 

my The election of Horace B. Van Dorn 
to the board of directors of the Joseph 
Dixon Crucible Company has been an 
nounced by F. G. Atkinson, president 
Mr. Van Dorn is a resident of Maple 
wood, N. J. For 48 years he has been 
with the manufacturer of pencils, as well 
as various industrial products including 
crucibles, refractories, graphites, paints 


nd powder metal products. 





H. B. VAN DORN 


R. C. Chapman Becomes 
Oakville Sales Manager 

R. C. Chapman has been named sales manager of the Oak 
ville Company Division, Scovill Manufacturing Company 
This appointment was made following the death of C. C. Shee 
sales manager, March 

Mr. Chapman, who was appointed assistant vice-president 
in respect to sales on October 27, 1955, has been in the em 
ploy of the company for 33 years, most of which was in con 
nection with sales. He was appointed assistant sales manage! 
March 16, 1945 
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NEW HOME... to be erected for Bankers Box. 


New Offfices and Plant 
for Bankers Box Company 


Construction is already underway on a completely new anf 
modern general office factory and warehouse building to hous 
the expanding operations of the Bankers Box Company, Chi 
cago manufacturer of record storage filing equipment. 

John E. Fellowes, vice-president, recently disclosed detail 
of the new construction which is the culmination of mor 
than two years of careful research and planning. The single 
story structure will be located on a 3'%-acre plot in the rapid 
ly growing industrial development area of Franklin Park, Ill 
15 miles west of downtown Chicago 

It will contain the latest types of mechanized material ha 
dling equipment and systems to provide a constant flow of prd 
duction from incoming raw materials to finished product 
An enclosed rail siding and spacious motor truck dock wi 
facilitate receiving and shipping. Building and site arrang 
ments were made through the Clearing Industrial District 6 
Chicago, it was stated by Mr. Fellowes. 

The new suburban location for Bankers Box will be jus 
five miles north of Chicago’s Congress St. super highway an 
just east of the projected Illinois toll road circling the city 
O’Hare International Airport is just a few miles northwest 
With unsurpassed road, rail and air connections close at hand 
Bankers Box Company will be able to render further out 
standing service to its nationwide distributors and dealers. 

[he company expects to make the move to its new quarter 
at 2607 N. 25th Ave., Franklin Park, Ill., by November | 
1956. It is expected that well over 90% of the present experi 
enced production and office personnel will continue to worl 
at the new location which is easily accessible to most of metro 
politan Chicago. ' 

The outlying location is likewise expected to please cus 
tomers of the 38-year-old company, for many years locate¢ 
in near-loop buildings, as the Franklin Park site has adequat 
parking facilities and other spacious features | 

Founded in 1918 by H. L. Fellowes, chairman of the board 
and W. J. Nickel, secretary-treasurer, Bankers Box Compan 
is unique in the stationery and office equipment field by reasor 
of the fact that its entire efforts and production are devote 
to products designed specifically for housing all types of in 




















































































































active office records. 


Hooks Named Moore Vice-President 
At the recent annual meeting of th 
Moore Push-Pin Company, Phila 
makers of Moore picture hangers ané 
push-pins. Herbert C. Hooks was name 
to the post of vice-president in charge 
of sales 

Well known in the hardware and sta 
tionery fields, Mr. Hooks completed 23 


years with Moore in October, 1955 
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ries of offices designed and decorated for Art Metai by W. H. Prentice, inc. 


Art Metal does the whole job...superliatively 


private office ofa presi- 
chairman, the general 
cons large St businesses, 

one-man ofhce Art 
the pleasing appearance 
isiness home with the 


ncy of a well-planned 


prepared tO an un- 
tO do the W hole job. 


lenza units and tables 


smartly styled, built to exemplify the 
finest modern casemaking art in steel, 
and organized with accessory equipment 
to meet individual working needs. 
Office chairs combining correct posture 
seating with top quality construction 
and attractive coverings. Modular 
equipment which gives more room 
per worker, yet puts more workers in 
the same area 

And with the most complete lines 


of fine equipment ever developed 
for general and executive offices, Art 
Metal brings you a nationally recog- 
nized Office Planning Service. This 
service can be as broad or as detailed 
as you want, and it is available with- 
out charge. 

Look up your local Art Metal dealer 
or branch office in the Yellow Pages 
under “Office Equipment’’, or write us 
for name and address. 


SEND TODAY for your copy of 
Art Metal's famous 96-page handbook 
Office Standards and Planning Address 
Art Metal Construction Company 
Jamestown, New York. 


For 68 years 
the hallmark 
of the finest 
in office 
equipment 
and systems. 


From Art Metal National Magazine Advertising to Buyers 





Art MN etal ... the franchise that puts the 


© Finest Reputation for Quality Manufacture 
© Broadest Range of Lines with Widest Choice of Models 
© Unequalled Functional Adaptability 







SALES PROMOTION TOOI 
on Art Metal Product Lines and Art 
Metal Planning Service —long acknowledge 
the industry's best—help Art Met 


Dealers close more sales, faster 





At Art Metal we believe the greatest asset an office equipment 
manufacturer and its dealers can have is the customer's 
satisfaction. We have found this to be true over the 68 years 
of our experience 
‘hat is why we leave nothing undone that will add to the 
Art Metal reputation for building the finest quality into office 
furniture and systems—and none but the finest. Functional 
design, engineering, assembly and finish...all combine to make 
‘ 


eacn unit SHIppec trom our factories a showpiece of the 


I 
modern case-making or chair-building art 
Dealers, visiting our plants, tell us the “Art Metal way” ts a 
revelation in workmanship with steel and aluminum, 
leathers and fabrics. .the best assurance tney ¢ yuld desire ot 
repeat orders from their customers. Our purpose 


re} 
all times is to justify this enthusiasm...in every respect 





For 68 year 
the hallmar 
of the finest 
in office 
equipment 


and systems 
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Coleman, Burroughs President, 


New Chamber of Commerce Head 


For the second year in a row the 
stationery and office equipment indus- 
try has furnished the president of the 
National Chamber of Commerce. 

Elected the 29th head of the organi- 
zation is John S. Coleman, president of 
the Burroughs Corporation, Detroit. His 
one-year term starts May 2. 

Mr. Coleman succeeds Boyd Camp 
bell, The Office Supply Company, Jack 
son, Miss., a _ stationer who has 
long “preached the Gospel” of better ed 
ucation in his home state. Mr. Campbell 
1irman of the board of directors of the na- 





J. S. COLEMAN 


now beco! 
tional C. of ¢ 
Fifty-eight 


an advocate 


irs of age, Mr. Coleman is widely known as 

world trade, of participation in politics by 
nd effective labor relations within his own in 
dustrial organization 
harmonious labor-management relations as a 
highly-developed specialty of the Burroughs Corporation, Mr. 
Coleman explains 

“We try to out-think our own people in providing them 
with the things they want and in making our plants more 
attractive places in which to work. We continually explain 
employees; in fact we try to keep them 
even better informed than our board of directors. Every 
public announcement is posted on the employee bulletin 
boards the day before it is given to the press so that our 
people will understand the situation fully in advance. 
“Employees take pride in their jobs when it is explained 
why they ar 


businessmen 


Discussing 


our business to the 


ntial.” 


Vera Collins Converts Idea into 
Business for J. Hillsberg Safe Co. 

Miss Vera Collins, assistant treasurer 
of the J. Hillsberg Safe Company, Inc., 
Syracuse, N.Y., noticed that the amazing 
mind-reading Dunninger was coming to 
Syracuse to present a theater show. That 
was the signal for her to go into action, 
gaining permission to use a Herring-Hall- 
Marvin No. 2115 deluxe model safe in 
the act. 

This safe was placed on display in 
the lobby of the theater a week before 





MISS COLLINS 


Dunninger arrived. Arthur Wilson, dis- 
trict attorney, and William G. Morton, 
Vice-president the Onondaga County Savings Bank, placed 
two object he safe. Dunninger was then to read the mind 
of Miss Co giving her the correct numbers to read the 
ife and the two gentlemen what they had placed 
n the saf in the afternoon when Dunninger was not 
nere 
\ll went as planned. Miss Collins opened the safe from 
the numbe riven her. Dunninger told the men that they 
had put int safe a protractor in a sealed envelope and a 
box containit in Indian head bank. The mind reader was 
right. The was amazed. The Hillsberg Safe Company’s 
phone rai nstantly the day after and two of the house 
calls were rted into purchase of house safes. 
Marvin Hillsberg, president of the firm, declares that 
other dea go and do likewise, and profit when Mr. 
Dunninget to their cities 


Royal Metal Moves N.Y. Office 


Royal M Manufacturing Company, has moved its New 
York Cit offices and showroom to the Furniture Build- 
ng, One P Avenue. The firm, which makes metal furni- 
ture for rcial and institutional interiors, formerly had 
ts New } tices and showroom at 452 Fifth Avenue. 
OA—5 /56 


Eagle Pencil Names Works Manager 

Appointment of Hy Blueweiss as 
works manager of the Eagle Pencil 
Company was announced by Henry 
Berol, vice-president in charge of manu- 
facturing. 

Mr. Blueweiss will co-ordinate pro- 
duction at the firm’s main plant in New 
York City, Mr. Berol said. 

The new works manager started with 
Eagle in 1928 as an office boy. In 1939 
he was appointed manager, production 
planning department. After three-and- 
one-half years overseas with the Army 
he returned as special assistant to the works manager. He was 
named assistant works manager in 1953 





HY BLUEWEISS 





Zillmer’s Office Supplies Wins 
Smead’s Window Contest 
Zillmer’s Office Supplies of Waukesha, Wisc., won the first 
prize in the Smead Manufacturing Company’s third quarter 
window contest which closed on February 29. 
Second place prize of $200, went to Kistler’s of Denver, 











FIRST PLACE ... in the Smead window contest went to Zillmer's 
Office Supplies, Waukesha, Wisc. 





. was awarded to Kistler's in Denver, Colo. 


SECOND PLACE. . 


Colo., and third prize of $100, went to Western Bank & 
Office Supply, Oklahoma City, Okla. 

The Zillmer’s entry, which won a first prize trip to Hawaii 
last year, entitles the winners to a Caribbean trip this year. 
As it did last year, the winning window featured a photo- 
graphic enlargement of one of the store’s personnel which 
creates much audience impact 
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PROFITABLE SHOWCASE .. . was the goal set by McClain & Hedman when the store was remodeled. The display 





= 


area, picture right, offers desk arrangements, accessories and plenty of room for customer traffic. The carpeting forms 
an elongated S which curves to the rear of the store, passing the desks and model office displays. The Office Plan- 
ning Center, picture right, features wood panelling and a rich atmosphere for the prospect. The room doubles as a 
model office and stresses use of photo murals, effective drapes, planters, carpeting and lighting. 


McClain & Hedman’s 
Design for Selling 


TWELVE MONTHS of careful pre-planning led to a 
three-fold change in the selling program of McClain & Hed 
man Company, St. Paul, Minn., when a remodeled store was 
opened in February 

First, under the direction of designer Henry Berry, the en 
tire stationery department was converted to self-service, with 
Berry fixtures used throughout and the only showcase in the 
entire department a fountain pen case 

Second, the furniture department was 
to better display suites of office furniture and to open the 
department for greater traffic. A shaped carpet highlighted 
by overhead spots became the main avenue for the customer 
to travel, leading him past desk arrangements, model offices 


radically changed 


= 


=— 
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SELF-SERVICE . . . has been instituted throughout the entire sta- 
tionery and supply department with only one closed showcase, for 
pens, in the section. 
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EXECUTIVE SUITE . . . done in wood, is dominated by mural : 
"Mr. Stationer” who depicts the many services offered by McCla 
& Hedman to its customers. 


and the decorator corner. The furniture window was al 
raised 18 inches off the floor and carpeted to form the fifi 
model office display. 

Third, the company, to practice what it preaches, complet 
a work flow study, and a model office layout for its oW 
organization was the result. Modular partitions house the # 
counting department, reducing the noise of the machines, a 
the general office is arranged so that a prospect can see prop 
furniture and equipment at work 

[he executive suites are all furnished in wood, and ste 
is used in the general offices. Finishing touches in the exec 
tive suite include a mural featuring “Mr. Stationer” and ¢ 
picting all the services offered by the company. 

One important part of the overall planning of the progra 
for McClain & Hedman is that every section of*the ar 
where customers move is a Sales room in every respect, ff 
cluding the business office 

Management believes that 
principles of modern merchandising and will provide a proj 


their new store embodies ® 


able showcase designed to sell more merchandise. 
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DETROIT BOUND ... More than 1,000 sus- 
pension files were included in a shipment 
made by The H-O-N Co. in March to De- 
troit Office Equipment Mart, Detroit. The 
shipment represented the largest single 
office equipment order in the history of the 
Muscatine, lowa, manufacturer, and was for 
delivery to the Detroit Public Schools. 


Friden to Become Owner 
of Commercial Controls Corp. 


Friden Calculating Machine Company, Inc. will acquire 
ownership of Commercial Controls Corporation under a 
plan approved by their boards of directors, it was announced 
jointly by Walter S. Johnson, president of Friden and Charles 
R. Ogsbury, president of Commercial Controls. 

The Rochester business machine manufacturer will con- 
tinue to operate as a separate corporation under its present 
management. The basis of acquisition is an exchange of 
common stock; Commercial Controls stockholders will re 
ceive 1-’% shares of Friden stock for each share of Com 
mercial Controls stock. Friden will issue 226,780 shares of 
their stock in exchange bringing their total shares of stock 
outstanding to 991,600 

This acquisition will enable Friden to add to their already 
broad line of business machines in that Commercial Controls’ 
major products are widely accepted in the field of integrated 
data processing through punched paper tape 

The principal products of Commercial Controls are the 
Flexowriter, automatic writing machine, and the Justowriter, 
automatic tape operated composing machine. In addition, 
Commercial Controls manufactures and distributes through 
branch offices and agencies throughout the country a mail 
room equipment line and the Ticketograph, a production and 
payroll control machine 

The acquisition will provide Friden with further product 
diversification since it includes Commercial Controls’ Elec- 
tromode Division, largest exclusive manufacturer of electric 
space heaters. 

Friden, founded in 1934, has become a world-wide pro 
ducer and distributor of rotary type calculating machines, tape 
adding and listing machines, Computypers and Add-Punches 
utilized in integrated data processing. The company both 
rents and sells its products 

It is expected that Commercial Controls and The Equity 
Corporation of New York City, its major stockholder, will be 
represented on the Friden board of directors. 

Friden also announced the final financial accounting for 
1955, showing a net profit of $2,377,000, equivalent to $3.11 
per share, based on sales totaling $31,743,000. Net profit for 
1954 amounted to $1,850,000 on sales totalling $25,617,000, 
paying $2.47 per share. 


Worden Announces Two Appointments 

R. Arch Henry and Herman W. DeRuiter have been named 
as new sales representatives by the Worden Company. 

Mr. Henry will represent Worden in Southern. California, 
Southern Nevada and Arizona. Mr. DeRuiter travel in Minne- 
sota, Iowa, Missouri, Southern Illinois and Kansas. He is 
returning to the office furniture field after serving with the 
U. S. Navy. He formerly was with Stow-Davis Furniture 
Company. 
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DETROIT GETS 5 CARLOADS 
OF HON FILING CABINETS 





American Business Systems Expanding 

American Business Systems is finding it necessary to expan 
again. The firm, one of the largest manufacturers of busines 
forms in Delaware Valley, completed a new $1,000,000 plan 
in Philadelphia less than three years ago. But it already hag 








T. R. EVANS 


outgrown these facilities and now in constructing a new adde 
tional plant at the 2929 B. St. location in Philadelphia at# 
cost of more than $500,000. 

The new facilities, scheduled for completion by the end @ 
April, will more than double the firm’s production capacity 
Machinery to be installed in the new plant will includ 
special equipment for production of business forms for tht 
new “electronic brain” computing machines. 

American Business Systems was founded in 1942 by tw 
young and aggressive salesmen, R. J. Weinstock and § 
Gaynor. Two of the officials who have leading roles in th 
expansion are T. R. Evans, assistant sales manager, and § 
F. Greenbaum, advertising manager. 


Samuel Taubman Takes Larger Quarters 

[he rapid growth in business of Samuel Taubman & Com 
pany, a pioneer in the ball point pen industry and manufac 
turers of the original “Taubman” laundry marking pens, ha 
resulted in the firm’s moving into larger quarters on April ! 
The new address is 176 Madison Ave., where the Taubmal 
company will occupy six times as much space as previously 

[he Taubman company is one of the very few in th 
industry which produces the ink used in their pens as we 
as the pens themselves. 
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CHAIR AD6 CHAIR ADS 





Gdistimectiom 


Elegance of design, artfully complemented by CURRENT INSTALLATIONS INCLUDE: 


American Airlines thicago, Illinois 
. Tower Grove Bank and Trust Company, 
rich, top-grain leather, durable Elastic Naugahyde St Louis, Missouri 
Hotel Cortez, El] Pas Texas 


\S Eekjyccametetem Olelsta te tae Aleka melam lth atialeltt 
£ 


RESERVED FOR YOU 


Write For Our New 1956 Catalog Just 
Published, Illustrating and Describing The 
OMETcnrattbata mee rile mrliemora ties Complete Modernize Line 


“loesimtisimrislala peaacliarMelisli@ekacreslslelisristel 


Upholstered Furniture of Distinction 


For Offices, Hotels, Institutions 


modernize inc 


666 Lake Shore Drive Chicago 11, Illinois Factories: Chicago, Grand Rapids 
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E. H. HUNTING E. C. ROBERTS 


Long Friendship 
Molds Thriving 


California Firm 





EXPANSIVE LOBBY of Hunting-Roberts Co. invites praise 
from many visitors impressed by spaciousness and beauty of the 
patio effect. 





* A BOYHOOD FRIENDSHIP that extended through school 
and into the business world has proven both successful and 
profitable for E. H. Hunting and E. C. Roberts, president and 
vice-president of the Hunting-Roberts Company, Los Angeles, 
Calif. 

Their friendship began in school, continued through college 
and was picked up again in the business world when M1: 
Hunting was sent to Los Angeles to handle inventory and 
warehousing for Metal Office Furniture Company and M1: 
Roberts was stationed in Riverside, Calif., as an Air Corps 
cadet. 

Upon receiving his honorable discharge from the Army 
in 1931, Mr. Roberts joined Mr. Hunting at Metal Office as 
a representative, and they worked together until 1934, when 
they decided to form a partnership to buy a line of cardboard 
transfer cases to sell to dealers. Each invested $50. 

Two years later they saw growing need for steel office 
chairs, not manufactured by Steelcase, so they arranged to 
handle the line made by the Harter Corporation of Sturgis, 
Mich. 

Next they made arrangements to distribute the products 
of the Mosler Safe Company, and in the ensuing years, while 
still working only as representatives for Metal Office, it was 
seen that it would be advisable for them to take over the dis 
tribution job. So in 1940, the operation which is still in effect 
today was established, with Hunting-Roberts acting as outright 
distributors for all lines represented 

After World War II, they gave up the Harter line and con 
centrated on Metal Office for their steel products, taking on 
the executive wood furniture line of Stow-Davis to complete 
their market set-up. 





SPACIOUS DISPLAYS . . . show off Stow-Davis units to best ad- 
vantage. Over 6000 feet of display space is available for furniture. 


Portland, Ore., to expand their facilities to the Pacific North- 
west. 

Expanding business, during the post-war years, made it 
necessary for the company to seek a larger site, and the result- 
ing move, to a new building at 6711 E. Washington Blvd., Los 
Angeles, gives them 45,000 square feet of offices, display 
area and warehouse facilities under one roof. 

Today the firm services California, Arizona, Nevada and 
Utah dealers as well as the Pacific Northwest, and the center 
of operations in the new building is an outstanding example 
of modern display and warehousing 


In 1946, the partners bought a war plant to extend their The lobby, executive offices and clerical offices all serve 
warehouse facilities and in 1947 changed the partnership to as models for visiting dealers and guests, and the building 
a corporate form of management features its own well-equipped kitchen with a full-time cook, 

In 1947 they acquired warehouse and office facilities in air-conditioning, and other modern conveniences 








HUNTING-ROBERTS . . 


new home in Los Angeles, Calif. 
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The new 
Mod-U-Ells and Credenzas 


are easier to sell 









selling ideas 


from the 


Te. because of modular design 


drawing board 
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Show your customer the countless possibilities of these lines. Let 
him design his own office furnishings. He'll be able to fit his own 
particular needs and tastes exactly with... 





simple 
designs 






































or 
elaborate 
designs 





in Mod-U-Ells and Credenzas | ; 
from a varied group of more than 60 basic units . . . 













































































in three decorator colors: Driftwood Tan, Surf Green, Neutra-Tone Gray 


To help you sell, we've put full-page, four-color striking ads are acquainting your customers with 
ads in Business Week, Newsweek, Management the space-saving efficiency of these broad lines. 
Methods, The Rotarian, and Purchasing. These So now is your best opportunity to sell both. 





YAWMAN,ND FRBE MFG.(.[NC. 1015 JAY STREET ® ROCHESTER 3,N. Y. 


FOR 75 YEARS * A TIME-HONORED NAME, A QUALITY LINE, A VALUABLE FRANCHISE 
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HS: Crocker Company 
Observes 100th Year 


This is the 100th anniversary year of the H. S. Crocker 
Company, Inc., lithographers and stationers, a firm which 
has existed despite the disaster of the San Francisco earth 
quake and fire of April 18, 1906 

First established in Sacramento, Calif., in June of 1856, 
the company now operates a nationwide lithography division 
with six different product departments and five separate 
plants, in addition to modern retail stationery and office 
furniture outlets at San Francisco, Fresno, and Sacramento 
Crocker also maintains a large school department and a 
wholesale department serving all of northern California, plus 
Nevada and parts of Oregon. Sales offices are now main 
tained in principal cities throughout the United States. 

A recent highlight of the company’s observance of its 
100th anniversary was a full half-hour telecast of the H. S. 
Crocker Company story over the Richfield Oil Corporation's 
award-winning “Success Story” television show. 

The H. S. Crocker Company was founded by Henry S. 
Crocker and a Mr. Edwards. One of the first law books to 
be published in the new State of California—‘“California 
Digest of the Divisions of the Supreme Court” — bears the 
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retail outlet of H. S. Crocker Co., now featuring 
the most modern fixtures and efficient arrangement, was first estab- 


lished in 1928. 


FRESNO .. 


Crocker imprint dated 1856. Two years later, Mr. Crocke1 
purchased the interests of Mr. Edwards, and began a series 
of expansion moves. In 1865 the company moved its opera 
tions to its own two-story building in Sacramento where for 
the first time the presses were operated by steam power. In 
1867, H. S. Crocker Company entered the stationery business 
in an adjacent building. 

The first San Francisco plant of the H. S. Crocker Com 
pany was established in 1871 at the corner of Sacramento 
and Sansome Streets. 

In 1888 an enterprise was established in San Francisco 
which was destined to be closely interwoven with the opera- 
tions of the H. S. Crocker Company. Established first as 
J. C. Hall & Co., the firm later changed its name to Union 
Lithograph Company and grew in importance with H. S 
Crocker through the “Gay Nineties” and into the 1900s. 

Then on April 18, 1906, disaster struck. In the great earth- 
quake and devastating fire, the plants of H. S. Crocker Com 
pany and Union Lithograph Company were completely de 
molished. One press only was spared because it was then on 
an Oakland loading dock waiting delivery. This press, be 


ENTRANCE .. . to 
main plant and offices 
of H. S. Crocker Co. 
These facilities in San 
Bruno, Calif. incorpo- 
rate a production area 
measuring more than 
four and a half acres. 


longing to the Union Lithograph Company, was one of the 
first two offset presses made in America. It was destined 
to change the operations of the entire lithographing industry. 

In company with other courageous San Francisco firms, 
H. S. Crocker Company and Union Lithograph Company rose 
from the wreckage and within a year were operating more 
efficiently than ever at new locations. Significant expansion 
occurred in 1907 and 1912 with H. S. Crocker Company 
acquiring new retail outlets in San Francisco and Los Angeles. 

Following the close of World War I, the greater and even 
more progressive H. S. Crocker Company was formed. At 
that time, S. S. Kauffman and his associates purchased the 
interests of the old company and immediately embarked on 
an era of expansion climaxed by the construction of a new 
plant at San Bruno. 

First step in the expansion program was the acquisition in 
1922 of the properties and business of the Union Lithograph 
Company in San Francisco and Los Angeles, followed in the 
same year by the opening of a new retail stationery store on 
Montgomery St. in San Francisco. Two years later, Crocker 
purchased the Wall Stationery Company in Sacramento, and 
in 1928 a store in Fresno was added to the chain. 

Another milestone in the growth of the stationery and 
office equipment division of Crocker occurred in 1954 with 
the acquisition of the stationery division of A. C. Carlisle & 
Co. 

During the 1920s and early ’30s, Crocker also acquired the 
Miller Lithograph Company of Los Angeles, opened label 
sales offices in New York, Chicago, and Baltimore, and 
established a lithographing plant in Baltimore, Md. 

In addition to its plants at San Bruno, Los Angeles, and 
Baltimore, H. S. Crocker also operates a California Artists 
division, producing Christmas cards at Seal Beach, Calif., and 
in New York. This division is now the largest exclusive 
publisher of Christmas cards in the West and one of the 
three largest in the nation. 


Mack Becomes Parker Assistant Sales Manager 

The appointment of John G. Mack as assistant general 
sales manager of the Parker Pen Company, was announced by 
James N. Black, vice-president in charge of domestic sales 
In his new post, Mr. Mack will act as liaison between the 
firm’s Janesville headquarters and its newly appointed eastern 
and western general sales managers. 

Simultaneous with this appointment, Mr. Black reported the 
formation of two new sales divisions and the naming of John 
W. Gibb to the post of assistant general sales manager for 
the eastern zone. 

The two new divisions are the Southeastern and South- 
western. Graham C. Butler was named to head the South- 
western division and George W. Whiteside will manage the 
Southeastern. In addition, William A. Yockey of San Francisco 
was promoted to the job of managing the firm’s western sales 
division. Mr. Yockey succeeds Carl E. Priest, who was re- 
cently named general sales manager for the Western zone. 
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genuine 





LeCath« 





Genuine leather upholstery and accessories give the offices you plan 
an unmistakable feeling of quality. There's something about those rich colors 
luxurious texture that says—to every customer—"“'This is a truly fine office!” 

Since quality and fashion are what you sell, and since leather offers both 


in full measure, genuine leather upholstery is one of your best sales builders. 
Only genuine leather wears as well as it looks 
THE UPHOLSTERY LEATHER GROUP, INC. + 141 East 44th Street, New York ive Vee Ve 
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SPACIOUS NEW BUILDING HOUSES CLARKE & COURTS 


@ CLARKE & COURTS, about to enter its 100th year in 
Texas industry and its 30th year in Dallas, opened a large 
new plant there in March as a testimonial to its faith in the 
growing metropolis and its own policy of expansion. 

The new location, at 3946 N. Central Expressway, offers 
43,500 square feet of space to house a complete printing and 
lithographing plant as well as a complete office furniture and 
supplies outlet. 

A large display room for office furniture has been provided 
in the front building, where customers can see products of 
Stow & Davis, Leopold, B. L. Marble Chair and Shaw Walker: 
The company is the Executive Furniture Guild of America 
representative in Dallas. 

The office supply department 
a large array of merchandise on open exhibits which provide 
ample room for customer browsing 


geared for self-selection, offers 


Everything For Office 


A. A. Hopkins, vice-president of the Dallas office, pointed 
out that the firm can “provide anything from typewriter rib 
bons to equipment for huge accounting machines.” 

“And we also have,” he continued, “complete fire protection 
devices for bookkeeping records as well as extensive fire 
protection equipment for entire office records.” 

The new plant is completely air-conditioned and offers 
ample parking place for customers. Its size also provides 
room for expansion of equipment and supplies 

“It is our desire to retain the confidence placed in us, to 
maintain the standards for which Clarke & Courts has long 
been recognized and to render even better service to oul 
many patrons,” Mr. Hopkins added 

The new Dallas home, he said, shows the company’s faith 
in the Greater Dallas metropolitan area, and foresees 
continued growth. 


100 Years Old 


Clarke & Courts. which was founded in Galveston in 1857 
now maintains four branches, one in that city, and others 


in Harlingen and Lafayett is well as the one in Dallas 
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Clarke & Courts Expands 
with Greater Dallas Area 
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and the main operation in Houston 


In its early days, it became known as “The Texas House”, 
filling orders for legal blanks, county records, printed forms 


and stationery needed in lumber camps, sawmills, banks, 


county offices, ranches and other businesses 
It was incorporated in 1887, and the charter renewed in 
1936 for another 50 years. The business now extends to Lou- 


isiana, Oklahoma, Arkansas and New Mexico 





area for office furniture permits showing 


LARGE DISPLAY 


of model offices in complete settings such as the one shown here. 
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The AMERICAN BANKER by B. L. Marble 
gives you styling priced for volume sales 


The standard of good business living gets a big boost from this 500 series of American 
Banker chairs by B. L. Marble. Your discriminating customers will find they offer 
more of everything . . . More High-Style, More Comfort, More Rugged Service Life. All 
at an amazingly low price. 

We predict the same tremendous public acceptance for the new American Banker 
as has been enjoyed by the popular Bank of England chairs. Gordon Hrach, Marble’s 
staff designer, created the fresh, flowing lines of these chairs in keeping with the 
nationwide movement to light, airy, colorful offices. Showing strong Swedish Modern 
influence, their graceful, tapering legs terminate in striking bronze ferrules. You’ll 

tGrore | note that these chairs have the important wall-saving feature. Though light in appear- 
BEDFORD,O. ance, American Bankers are every bit as strong as their rugged predecessors. 

Sculptured in genuine walnut, both arm and swivel chairs are available with either 
or both upholstered seat and padded back. Display these chairs prominently and 
you'll find ready sales. For complete description and prices of these American Banker 
chairs write The B. L. Marble Chair Company, Bedford, Ohio. 
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ARTIST'S SKETCH of new plant being 
erected in St. Paul, Minn., for Quality 
Park Envelope Co, 


Quality Park Envelope Company 
Building New St. Pau! Plant 

Quality Park Envelope Company has 2nnounced the con 
struction of a new million dollar home in the midway district 
of St. Paul, Minn. Located on a six-acre tract, the plant will 
be one-story fire resistant with brick facing and will have more 
than 165,000 square feet of floor space. The new plant will 
incorporate the latest developments for manufacturing effi- 
ciency and quality control. 

Primary warehousing of the 400 Quality Park sizes and 
styles carried in manufactured stock will be located at the 
new plant with regional warehousing in Chicago and Los 
Angeles. The Quality Park Box Division, suppliers of the 
rigid boxing used in the Quality Park line, will also be lo- 
cated in the new plant. Construction of the plant will be 
completed in September. 


Zaenglein Named Underwood 


Executive Vice-President 


W. G. Zaenglein has been named 
executive vice-president of Underwood 
Corporation in an announcement by 
Fred M. Farwell, president of the busi 
ness machine company. 

Mr. Zaenglein, formerly president and 
more recently vice-chairman of the 
board of the Monroe Calculating Ma- 
chine Company, will direct sales, service 
and Underwood’s expanded electronic 
and electro-mechanical research and de- 
velopment programs in addition to other 
executive duties. 





W. G. ZAENGLEIN 


In announcing the new appointment, Mr. Farwell said 
that Underwood, recognized as a major producer of type- 
writers, has “a tremendous growth potential with all types 
of business machines which will be developed and sold by 
hard-hitting teams spearheaded by Mr. Zaenglein.” 

Since he joined Monroe in 1921 as a serviceman in 
Rochester, N. Y., Mr. Zaenglein advanced to salesman and 
later branch manager there. In 1924 he went to Boston, Mass; 
as manager and the following year was assigned to a similar 
position in New York. Continuing his rapid advancement, he 
soon became assistant division manager and by 1927 was 
company sales promotion manager with headquarters in 
Orange, N. J. 

Sales manager in 1928, vice-president and director in 1931, 
he was made president and a member of the executive com 
mittee of the Monroe sales company in 1937. Ten years later 
he took on the added responsibilities of the manufacturing 
company. In 1953 he was elected vice-chairman of the board 
of both companies. 

Mr. Zaenglein was largely responsible for guiding his com 
pany into the development, production and sales of fully 
automatic office devices and electronic equipment. During 
his regime sales were increased many fold and net profit 
improved substantially. 

A member of the American Management Association, Office 
Equipment Manufacturers Institute, American Ordnance As 
sociation, he also serves as chairman of the Payroll Savings 
Defense Bond Committee of the State of New Jersey. 
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Heller Corporation Acquires 
Roberts Numbering Machine Co. 


The Heller Corporation of Cleveland, Ohio, announces that 
it has acquired all the stock of the Roberts Numbering Ma- 
chine Company, which will continue as a separate entity. 

One of the oldest manufacturers of stitchers, tackers, 
staplers and staples, Heller Corporation in August of 1955 
acquired Fasform, Inc., manufacturer of formed wire prod- 
ucts, now operated in Cleveland as the Fasform Division of 
the Heller Corporation. 

The Roberts Numbering Machine Company is now in 
Operation and all operating and engineering personnel con- 
tinue on. Adequate financing and management has been sup- 
plied by the Heller Corporation. 

The executive committee of the Heller Corporation has 
been elected as the board of directors of Roberts. J. F. 
O’Brien, A. J. Rinehardt, Robert M. Davis and Leo T. 
Norville have been elected president, vice-president, treasurer 
and secretary of Roberts, respectively, positions they now 
hold with Heller. J. A. McKenna has been appointed assistant 
to the president of Roberts. 

While Roberts has been continuously in business since 
1899 it is the plan of the present management to improve, 
develop and expand both the Heller line and the Roberts o 


line. 


THE 
E. A. Mason Wins Underwood's 
Distinguished Salesman’s Award 
Edgar A. Mason, Underwood Corpo- 
ration sales representative with head- 
quarters at One Park Avenue, New 
York, has been named a winner of the 
1955 Distinguished Salesman’s Award, the sma 
it was announced today by Fred M. & best sh 
Farwell, Underwood President. hat will 
As top Underwood salesman for 1955 z 
with the highest percentage of quota, 
Mr. Mason becomes president of the 
All Star Club, exclusive sales fraternity omfort, 
—E. A. MASON of the business machine company’s Wer the s 
sales leaders throughout the United p, Impei 
States. He was awarded a golden sales “Oscar” statuette and ik 
a certificate of honor. 


ashione 
empo of 





e youl 
a ._ fade infe 

Mr. Mason, who joined Underwood in 1940 as a typewriter 
salesman, switched to adding machine sales in 1944, Since 
then his sales have approached the million dollar mark to 
lead New York adding machine sales in every year except one desks v 
since 1944. 

Other officers of the Underwood All Star Club for 1955 S)JUSTA 
are: C. B. Sims. vice president, Dallas, Texas; W. G. Fletcher, fy;on p 
secretary, Sacramento, California; J. R. Copeland, treasurer, 
Oakland, California. 


JENSIWO 


Directors are: J. J. Deveney, San Francisco; Harold A. 
Richardson, Richardson Office Supply Company, Denver; F. 
R. Wade, New Orleans; J. W. Bowen, Salt Lake City; L. P. 
Bahan, New Orleans; J. R. Perry, Charlotte. 










Winners of the President’s Trophies for regions amassing 
the highest percentage of quota during the last quarter of 1955 
were Regional Manager F. M. Abernathy, New Orleans, Re 
gional Manager G. E. Guindon, Jacksonville and Regional 
Manager A. L. Abram, Phoenix. 
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Ww 
he F i > 
-d. Phe smartly cas styling of Imperial’s new Boulevard group 
M. is best shown by the modular grouping above. Here is a group 
hat will give ne to offices and to your sales. 
>? fashioned of y beautiful walnut wood . . . keyed to the 
ta f > . : . 
he #mpo of modern business . . . the Boulevard Group combines 
ity @mfort, efficier AND SALABILITY in fullest measure. Look 
y's Wer the sleek ni sks and companion pieces that make up 
ed be Imperial Group. You can't afford to overlook salespower 
i & "9 : ° . . . . 
0° Ike you'll find in the Imperial line! Write for confidential 
T e intormati oday. 
ler 
ice 
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ne Desks with all the most-wanted features! 





$5 SDJUSTABLE HEIGHT EASY-LIFT TYPEWRITER COMPARTMENT 
*h WLON ROLLER FILE DRAWERS NEW IMPROVED FINISH 
~" ENSIWOOD POSTS MODERN SUSPENSION FILING 


ai 
lmaperial desk company 


RS: Se Me meee GT 
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SOPHISTICATED EFFICIENCY 


T ICA 
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Conference Desk 
by Imperial 






Executive Desk 
by Imperial 


Consultation Desk 


by Imperial 
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IN FINE OFFICE STANDS 


New, exciting Decorator Colors 
now available in high quality of- 
fice stands by KOL, Inc. You can 
now have all your office machine 
and typewriter stands color co- 
ordinated at no extra cost! Your 
HAMMER choice of five rich-looking baked- 
oy enamel colors. Every KOL stand 

comes with the special features 
that mean the best for your office 
needs. Every stand equipped with 
exclusive ‘NOISESTOPPERS’ for of- 
fice quiet and easy-rolling non- 
marking rubber casters. Write to- 
MAHOGANY day to DEPT. OA for complete de- 
BROWN : 
tails and our new color brochure. 


i Bl ae INC. 


2323 ELLIS AVE. 
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Appointments... 


Represents Royal Portables 


GLENN WRIGHT has been appointed by 
the Royal Typewriter Co. as portable repre- 
sentative for portions of Minnesota, North 
Dakota, lowa and Wisconsin. Prior to join- 
ing Royal, Mr. Wright was associated with 
the Fairbanks Morse Co. in St. Paul as a 
salesman and previously worked for the 
Franklin Mfg. Co. in Minneapolis, Minn., 
in the same capacity. His headquarters are 
at 1637 Hennepin Ave., Minneapolis 13. 





New Johnson Chair Representative 


HENRY P. CARROLL, JR., has been ap- 
pointed by the Johnson Chair Co. as sales 
representative and will cover Pennsylvania, 
Up-State New York and the New England 
states. Mr. Carroll has spent the last few 
years in the office equipment field. He will 
reside in Buffalo, N.Y. 





Manages McBee Branch Office 


ELLIS HAFKE has been appointed manager 
of The McBee Co.'s new branch office in 
Saginaw, Mich. With McBee since 1946, he 
is a native of Detroit and started with the 
company in that city. Mr. Hafke was as- 
sistant chief of civilian personnel in the 
Army Ordnance Department in 1941-42 and 
served in the Army during World War Il. 





Ditto Names Dallas Manager 


M. R. BROSCHAT has been appointed 
mananger of the Ditto, Incorporated, Dal- 
las, Tex., branch office. He was formerly 
branch manager of the Atlanta, Ga. office, 
a post he has held since 1951. Previous to 
that he was manager in New Orleans, La. 





Dunn Heads Autopoint Advertising The 1 
WALLACE E. DUNN is the new director of . 





advertising and sales promotion for the the se 
Autopoint Co., named to work directly with acclai 
Autopoint's president. Before joining Auto- time a 
point, Mr. Dunn was president of the 

Mercaid Company, a merchandising con- Wond. 
sultant organization in Chicago. He served deep, 
as executive vice-president of the Mayer pad o 
Mfg. Co., Chicago, and served as an indus- over d 
trial relations manager with the Ford Motor 

Co. * 


New Wassell Sales Manager 


G. K. MARTIN was recently appointed gen- 
eral sales manager of the Wassell Organ 
ization, Westport, Conn. He has been 
.associated with the firm since 1947, serving 
as southwest zone manager for the past two 
years and prior to that as a distributor. 
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Sturgis 
No. 1885-G 


The 1885-G is big in every way—big in the back, big in 
the seat, big in its plus selling features. And big in the 
acclaim it has received since its introduction a short 
time ago. Here are just three of the reasons: 
Wonderfully Big Back: a full 5% ” thick, 19” wide, 18” 
deep, luxuriously cushioned with a cored foam rubber 
pad over springs. (Seat is king-size too: foam rubber 
over deep coil springs. ) 
en qSturgi-Tilt Control: rear of the seat lowers with 
n the backward motion of the back, letting a 
man’s feet stay on the floor. Wonderfu!ly relax- 
ing yet correct posture is maintained. 


Fiber Glass Base: scuff-proof, 
self-leveling, noiseless—and with- 
out question one of the biggest 


= — 
selling features on office chairs 
today. POSTURE CHAIRS 


aa , es, If you haven’t ordered samples 








he Py 2; yet you should. Check your price Manvfactured in Sturgis, Michigan and Charleston, South Cerolina 
x list. Note the splendid choice of THE STURGIS POSTURE CHAIR COMPANY « STURGIS, MICHIGAN 
“2 ts 2 General Sales Offices « 154 East Erie Street + Chicago 11, Illinois 


leathers and fabrics. Then order! 
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NO customer complaints on your hands 





...WHEN YOU SELL 
TIFFANY STANDS 


SAFE, SILENT 
STABILITY 






TIFFANY 


DUPLEX 
BOOK STAND 


Automatically levels all pages; keeps 
them flat and instantly readable at 
any point in the book. The ingenious, 
self-leveling top makes big books 
handy as a pocket guide. Adjusts to 
desired height; transports silently on 
soft rubber, ball bearing casters. This 
all-metal Tiffany ‘‘first’’ 

comes in 5 colors 















FOR TODAY’S 
OFFICE MACHINES 


Quality and popular price, a rare 
combination in any product, make 
this an outstanding value. Heavy, 
smooth-edge, angle steel construc- 
tion. Universal square top-cups 
snugly lock machine feet, accom- 
modate almost all types of portable 
equipment. Large steel leaves 

attach to either side for 
added work area. 








% 


THE TIFFANY 


8000 SERIES 
OFFICE MACHINE STANDS 


with features never before available 


Extra-heavy-duty stand designed Ft 
especially for today’s electric type- 

writers, bookkeeping, statement, ‘ 
listing and other types of heavier 
portable office machines.Completely 
vibration-free through tubular steel 
framework and I-piece top con- 
struction. Foot pedal retracts 
casters. Open top for 
machine noise ‘“‘escape 
hatch”’. 


i ~ 





MODEL b 
8000 A 














National consumer 


advertising. Sold S TA N D) 
through dealers 


only. 7350 Forsyth - St.Louis 5, Mo. 
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Appointments... 


To Manage Samas Division in Boston 


JOHN J. DUFFY, of Garden City, Long 
Island, has been appointed Boston branch 
manager of the Samas Punched Card di- 
vision of Underwood Corporation. He was 
formerly with the Samas division in Hart- 


ford, Conn. 





Added to Bates Sales Forces 


WILLIAM L. DANE is now working with 
Bates Mfg. Co. dealers in New York State. 
Mr. Dane is experienced in office machines 
joining International Business Machines Co. 
in 1946 after leaving the Army. His ex. 
perience with IBM was in sales. A home is 
maintained in Darien, Conn. 





Represents Royal Metal in Houston 


JAMES P. EEDS has been named Houston, 
Tex., district sales representative for the 
Royal Metal Manufacturing Company. He 
will contact dealers in that area. For the 
past six years, Mr. Eeds has been associated 
in a sales capacity with manufacturers or 
office furniture and equipment in Dallas, 
Tex. 





Hunsucker Represents Waterman in South 


W. J. (JACK) HUNSUCKER, SR., has been 
appointed as southern sales manager for the 
Waterman Pen Company. His territories in- 
clude Texas, Louisana, Oklahoma, Missis- 
sippi, Missouri, Tennessee, Arkansas and 
Kentucky. He formerly served as southwest 
district manager for the Sheaffer Pen Com- 


pany. 


HERBERT C. KNORTZ was recently named 
as the assistant comptroller of the Royal 
Typewriter Company by A. W. Drew, comp- 
troller. Prior to joining Royal, he was asso- 
ciated with Crown Cork & Seal Company 
in Baltimore, Md., in the position of cost 
accounting manager. 





ALEXANDER O. MADSEN has been named 
to succeed R. E, "Jake" Jacoby as expor 
administrator for Royal McBee Internation 
al. Mr. Madsen, a native of Denmark and 
resident of many European countries, joined 
Royal Typewriter in the Cleveland office 
where he has been a salesman for over é 
year. Mr. Jacoby retires from active duty 
after 34 years of service 
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No. JE-650-A 


Beauty 
Comfort 


Economy 
Durability 














CHECK THESE FEATURES 


Natural satin brushed aluminum finish on the frame. 

Genuine foam rubber cushioning throughout. 

Gracefully styled. 

Upholstering is available in a wide variety of materials and 
colors. 


@ Materials can be furnished in any desired combination. 
®@ A beautiful product by expert craftsmen. 
SPECIFICATIONS 
#JE-650-A 

Svereld Wa 6c cc ccvdcvssedecsesevetsecssvcsns 30” to 36” 
Gaed Oe GROG occ cccdevavevenbecsepievasvecessvccel 18” to 21” 
WEE GE BORD oc wc ccteevreseescetevcevecrveccccseneabene 19” 
Damths GF GOGP 2c vc ccvececcccsesecsssesvcssccsccccsesssses 18” 
Molghe of Bache 2c ccc ccc sescncccsessesccvescccecseseees 12” 
Wein GE Get ccc swore cewes ceccdecsseescecesssveuneeean 15” 
WHR Gobee ROS oc ccc denereesoccsccccosvendseuueen 20%," 
et WURED cc cccccesedccséwbsterccocseccrtsvncnanne 54 Ibs. 
Tenia WEIRD ccc cccvcccccsvvecctsesovcsvevetéones 60 Ibs. 


America’s Standard of Business Seating 


YA 


ALUMINUM SEATING 7c 


17 S. CHERRY STREET °* 
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Yootalicn 


KRON 8,OHIO 


DISTRIBUTORS 


METROPOLITAN N. Y. & EXPORT DISTRIBUTOR 
AETNA SAFE CO.. 46 W. 29th St.. N. Y. 
PA. D 





oenennene 


SAFE & EQUIPMENT WHOLESALERS, 260 &. Fifth St.. Philadeiphis 6, Pa. 


WEST COAST DISTRIBUTOR 
WHOLESALE OFFICE EQUIPMENT CO., 81 Minne St.. San Francisco, Calis. 


San Fre Seatile 





WAREHOUSES: Los Ange! 
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Appointments... 


Build sales volume 


with VAIO ’s 


Ad Manager for Columbia Ribbon 


FREDERICK L. BUNTING was recently ap- 
pointed advertising manager for the Colum- 
bia Ribbon & Carbon Manufacturing Com- 
pany, following the resignation of Charles 
H. Waterman. Mr. Bunting joined the staff 
as assistant ad manager in 1954. 






fast selling satin finish 


:2 


Joins Associated Stationers Supply 


Office Accessories! 





SHELDON A. KAUFMAN, formerly of 

Zaiser's, Inc., has recently joined the staff 

: ‘ of Associated Stationers Supply Company, 
Valco's 1956 office acces- Chicago. He will cover the states of lowa 
sories... designed for and Nebraska. His headquarters will be 


5405 Harwood Ave., Des Moines, lowa. 
greater beauty, more dura- 





bility and maximum utility 





..mean more sales and 


) more profits for you. All Manages J. K. Gills Portland Store 
items are of highest quality 


‘Ss 


satin finished aluminum. RON MUNDIGEL was named manager of 


the Portland branch store of the J. K. Gill 
Company at a recent general store meet- 
ing. For the past three years, he has oper- 
ated his own business, the R. J. Mundigel 
Company in Spokane, Wash. Previous to 
that he was a department manager with 
the Gill Company. 








No. 408 
Statesman 
Costumer 





73” height. 11” 
diam. upright. 16” 
diam. base. 1212” 
diam. drum, 8 double 
hooks. 


To Direct Bruning Merchandising 


JAMES E. PATAS is the new director of 
merchandising for the Charles Bruning 
Company, Inc. His appointment was an- 
nounced by Herbert F. Bruning, president. 
Mr. Patas joined the firm's Seattle branch 


ef f 
oe lL 














No. 2 

beers 7 in 1946 and was named office manager 
net a shortly thereafter. 

orcnier 





65” height. 1%” 
diam. upright. 14” 
diam. base. 14” 
diam. shade. 3-way 
Mogul socket. 


No. 1500 
iit. s Nobility 
at — Costumer 





Adds Ohio to His Territory 














ROBERT WAGNER, representative of Orna 
Metal Products Company in Indiana for the 
past two years, his been assigned to Ohio 








No. 17-C 66” height. 114” as additional territory. 
Monarch diam. base. 
Costumer 


72” height. 1%” 
diam. upright. 14” 
diam. base. 4 double 
hooks. 





Bert M. Morris Assigns Territory 








GLENN POTTS has been appointed sales 
: , . representative by the Bert M. Morris Com- 
Write for details ond prices on the pany for the Illinois, Wisconsin and Minne- 


complete line of Valco accessories. % sota territory. Residence is being main- 


tained in Chicago. Mr. Potts is well known 
VAEEO EO 1311 ANN AVE. 
* 


to much of the trade in this area, having 
ST. LOUIS 4, MO. 
128 OA-5/56 












previously represented the Waterman Pen 


Co. 








BUY AND SELL THE BEST TO KEEP YOUR BUSINESS GROWING 


OLUMBIA 


Steel Office Equipment 


A FILING CABINET FOR EVERY NEED e« DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


5 DRAWER HEIGHT FILES TABULATING CARD FILES | ; SPECIAL PURPOSE 
DESK TOPS 


—_, 


7 


eh | 
~ } 
~~ ' 


DESK HEIGHT FILES CROSS FILES ‘, CARD INDEX FILES 





ONE DRAWER AND APEX GRADE B FILES P COUNTERS 
SHORT LINE FILES ; 





LEDGER, MICROFILM & COUNTER HEIGHT FILES HALF { BASES FOR 
FINGERPRINT FILES : =) BLUEPRINT FILES WIDE SECTIONS UPRIGHT FILES 


= 
_ 


SUBSTITUTE DRAWERS 





COLUMBIA STEEL EQUIPMENT COMPANY 


ESTABLISHED 1919 
OFFICE —- SHOWROOM — PLANT 


FORT WASHINGTON, PENNSYLVANIA 
CHESTNUT HILL 8-2200 


THE HIGHEST GRADE EQUIPMENT AVAILABLE PROFITABLE TO SELL 








If THE WORLD'S 
GREATEST 
SMOKER 


PAT. NO. 2659513 










A PROVEN 
BEST-SELLER 
BUSINESS GIFT 


Every business executive will 
go for this wonderful 
WHIRL-O-MATIC Smoker 
in a big way. You'll sell 
plenty! 

Simply press knob — in- 
stantly, butts and ashes are 
whirled away into inner con- 
tainer. Release knob 
whirling disc springs back, 
eliminating all smoke and 





ELECTRONIC GLUER ... is a key item in the installation by 
Mayline Co., Inc., of Sheboygan, Wis., of modern machinery to 
handle fast expanding business, This gluer is capable of taking a 
panel 50 inches wide by 100 inches long and from % inch to 4 
inches in thickness. It is claimed that the machine will insure a 
better bond of all glued wood parts used in the manufacture of 
Mayline drafting tables, professional kits and accessory wood items. 
Another new machine installed is the straight line rip saw which 
will aid in the production of panels for adhesion in the electronic 
gluer. A new vertical multiple spindle drilling and boring machine 
has been designed by Mayline engineers to aid production. 


Labelon Printed Tape Used In 

Building First Atomic Submarines 

odes. Labelon Tape Company, Inc., points out that its printed 
pressure-sensitive flatback tape played a part in _ building 

eee es eee ene eee er the atomic submarine Nautilus, launched during 1954. User 

Electric Boat Division of General Dy- 


! of the tape was the 
namics Corporation in Groton, Conn. 
* General Dynamics reports that a full-sized wooden mock- 
up of the ship was built prior to actual construction, and 
WHIRL-O-MATIC FLOOR STAND 


No. 5115 


Solid Walnut & White with Satin Brass 
African Oak & White with Satin Brass 
Blond Birch & Black with Satin Brass 


4 


SAMPLES .. . of La 
belon printed tape 
used in building of 
atomic subs. 










i J ‘) 





5107-Satin Bras 
or Satin Chrome 





with black ‘ 
-m * 
No. 5101 =~ oe 
floor stand fe | 
Available in 3 


5 finishes : 
that Labelon Printed Tape was used extensively and effectively 


in this mock-up to identify various components 

Although photos of the tape in use are not permitted, 
Labelon is able to announce that the tape was its special 
printed acetate film and bore printed instructions and legends 
such as “To be re-located”, “Electrical wire way”, “Field 





Whirl-0-Matic, Inc ey. Weld”, “To be revised” and other pertinent data. 
' 350 Fifth Ave - — 
”— as | = i Expand Status of Marchant Office 
: Gentlemen: Kindly send me your latest 
. llustrated brochure showing the full line In recognition of the growing importance of the area, 
WHIRL-O-MATIC of WHIRL-O-MATICS Marchant Calculators, Inc. has expanded its Salem, Ore., 
Pic iene office to full district status, it was announced by Edgar B. 
Inc. Jessup, president. 
350 Fifth Ave., Address City Raymond A. Hanggi, formerly a sales representative in 
Attention of Marchant’s Portland office, has been promoted to district 
New York, N.Y. manager at Salem. Mike O. Engelson, formerly service supert- 


visor at Salem, has been promoted to service manager. 
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from 
the line 

that helps 
sell itself 


The Leopold 
Show your prospects the Leopold Streamline desk and watch Streamline 


them respond. They see Leopold quality ... Leopold crafts- Grou 
manship... Leopold functional design. One look, and they p 
understand why Leopold desks are preferred by so many 
successful businessmen. Leopold advertising, sales and office 
planning aids help you bring clients into your show rooms 


where they can see and buy. 





THE Leopold dink nee Ww) 


BURLINGTON, IOWA 
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Maco Rollmaster Offered on Trial 
Basis to Receptionists 


Mayer Manufacturing Corp., Chicago, has launched a sales | 

program in which receptionists and telephone operators are} 

WITH the prime target. 
The company is suggesting that dealers order as many Maco 





One Source of Supply 
for all your Paper 
Fastening Needs 


0 


} 
- —_ 



















RECEPTIONISTS USE Maco Rollmaster for seven-day free } 
trial in promotion plan by Mayer Manufacturing. 














7 
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/ YT . 
VAIL FASTENING 
DEVICES 






Rollmasters as they wish, and that outside salesmen place one J 
or more in offices with the receptionists on a seven-day free 
trial basis. 

The plan, already in operation, will continue until June 15, 
and the company will accept for full credit any Rollmasters 
which fail to sell during the promotion and through July 1. 

It is designed to help the trade stimulate the sale of the | 
telephone accessory, and at the same time, it is offered as-a 
“door opener” for office supply salesmen. 






Bill Ebert Wins Guild Merit Award 
Bill Ebert, star salesman in the recent Guild Sales Contest 
conducted by A. Pomerantz & Company, has been named} 














IN 5 SPARKLING COLORS 
PLUS GOLD AND CHROME 


Now, more than ever, wise stationers realize 
that it is sound policy to sell quality products. 





And more than that .. . they realize that it is 

economy to combine their staple orders with rf 

their requirements for CLIPS — PINS — FAS- GUILD CONTEST WINNER .. . Bill Ebert, center, accepts con- 
TENERS — and THUMB TACKS. It means a gratulations from Joe McCormick, general manager of Stationers’ 
saving in freight — time — handling — book- Guild of America, left, and Jim McCabe, sales manager of A. 


keeping and other definite cost factors. This Pomerantz & Co., Mr. Ebert's firm. 


modern, efficient and profitable policy of buy- 
ing paper fastening devices insures a well bal- 


anced inventory which satisfies old customers for the fourth consecutive year. 
and attracts new ones. When asked for his formula for success, Mr. Ebert said 


“I just give my customers good service and reliable merchan- 
dise throughout the year, and when the contest comes along, 
IMMEDIATE SERVICE AT ATTRACTIVE PRICES they gladly back me up with their purchases.” 


winner of the Stationers’ Guild of America Award of Merit 


4 A 1 L Haskell, Inc. Expands in Los Angeles 


MANUFACTURING 


The announcement of a new, enlarged warehouse service 
in Los Angeles for the convenience of its fast-growing dealer 
trade has just been made by S. K. Haskell, president of 


COMPANY Haskell, Inc 


900 East 95th Street Chicago 13, Illinois a, ene aro lncntnt at 


Ave., Los Angeles 22 


.) 


2343 Saybrook | 
¢ 
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for those who as \) 


have a flair for 


GOOD, MODERN STYLING 


How to have modern styling with restraint and 
good taste is well exemplified by these newer 
Sikes examples of the designer's art. No. X153 
is a particularly noteworthy biending of utility 
and style for it incorporates all the well-known 
features of Sikes exclusive posture chair con- 
struction such as "Reverse Spring Action” and 
the patented Sikes "Fixed-Floating Seat”. SIT- 
appeal, STYLE-appeal, SALES-eppeal,—all four 
chairs have these Sikes qualities, 
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1935 U.A. Ais ern 
SF 17” to 20%,” 
HB 161/,” OW 251” 
WA 201,” SD 201,” 
1936 
SF 17," HB 161,” 
OW 25” sD 18,” 
con- WA 21” 
>ners 
f A 
Mle 1936 U.A. 
said SF 17" HB 16%," > 
har OW 25” sD 18,” 
long WA 20," 
rVice 
sale! - 
t o 
Sik 
THE SIKES COMPANY, INC. *In addition to our Standard Walnut Finish #1, there are now avail- 
rook able, two exciting NEW FINISHES at No extra charge . . . Sikestone 
20 Churchill Street Buffalo 7, N.Y. Walnut Finish #2 and Sikes Frosted Walnut Finish #3 . . . to meet 


the needs of Contemporary Styles 
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DIRECT HIT 


FOR SALES 
AND 
PROFITS! 


JACK PAAR . . . NBC television star, owns two Rex Recorder 
dictating machines he purchased after watching them at work aj 
Kil-Klatter’s aggressive 


the studio. He keeps one at the studio office and one in his home 


advertising reaches to lighten the work load on his busy daily schedule. He make: 
NOISE office managers, secre verbal notes on ideas, jokes, thoughts and situations which he 












later uses on his program. 
taries, stenographers Prog 
and typists through 


national office and Esterbrook Pen Appoints Two 


MOTHING pusneTs magEines [he Esterbrook Pen Company, has announced the ap. 


clears the way for pointment of two new sales representatives. Harold E. Holli- 
BUT A sales for you day, a native of South Carolina, will headquarter in Raleigh 


and cover North and South Carolina and parts of Virginia, 
WHISPER 
Nobody has to put vp with 4 
typing racket, typing shock or, ae 


worst of all, jangled nerves 
A KIL-KLATTER Pad makes any 
















typewriter really quiet. For these 
ee i} 
KIL-KLATTER is resi ) 
hair on everlasting sound extra 
' Ande ‘ 
and shock absorber. Mage © oon 
famous OZITE All-Hair Felt 


C. S. MURRAY 


















H. E. HOLLIDAY 
Treated top to keep machine ® CATALOG CUTS 

iM legs from digging in : ss s 
: © NEWSPAPER Kentucky, Tennessee and West Virginia. He succeeds Edward 
Slip-proof bottom to prevent MATS J. Monahan, who has been transferred to western Pennsyl- 
'p- r ° - ¢ 

(i the mochine from skidding vanilla. 
* TWO-COLOR Charles S. Murray will make his headquarters in St. Louis, 
Fits all typewriters and mony ENVELOPE covering major portions of Missouri and Indiana, plus some 
Wi other business machines STUFFERS areas of neighboring states. He is well acquainted with the 
Stationery industry, having represented the Bostitch Company 
®* COUNTER CARDS . : "ths : 
S 25 AT YOUR STATIONER manufacturers of staples and stapling equipment, for the 
OR OFFICE SUPPLY DEALER past eight years, calling on stationery dealers in the Cleveland 

eeeteeereeCeoeeeeeeeee 


KIL- KLATIER = 


————ooeeeey 


tee Scramrinee TYPEWRITER Pao 







Stee ilies Shaw-Walker Appoints Two Managers 
“The answer to a qu! 


nein” Frank R. Schober has been appointed manager of the 
may be under your typ Philadelphia sales branch of the Shaw-Walker 




















company. He 


Take advanta L of Kil-Klatter’s 
well balanced advertising campaign 
To add sales, to add profits 


add the Kil-Klatter line 


0 R D F R your supply of KIL-KLATTER 


' a 
typewriter pads and free BAILEY PHILLIPS F. R. SCHOBER 
sales aids today. 





is being succeeded in the Toledo, Ohio, branch manager's post 
by Bailey Phillips 

Mr. Schober has been associated with the company since 
1948 and has been branch manager in Toledo for 
Mr. Phillips also joined Shaw-Walker in 


in sales during the past years 


three years 
1948 and has served 
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He's “the man others follow” 
and he’s waiting for a follow-up from YOU! 


since 
year 


serve 
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Standard 








Many a pace-setting executive in your area will see this dramatic new 
Standard Continental ad in May issues of Fortune Magazine and Office 
Management. In the ad, we ask these busy executives to look up your 
telephone number in the Yellow Pages. Some may. But most won't take 
action until YOU call on them. For your initial call, why not mail the 
new Standard brochure featuring this current ad in full color? You'll 
like the results you get from this— and from the new display cards 


that are ready for you. Order now. 


THE STANDARD FURNITURE COMPANY, HERKIMER, N.Y. 
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Model No. 523 
Arm Revolving Chair 


Model No. 52! 
Arm Chair 


FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 

Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 


Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford .. . Gregson’s Arm 
Swivel Chair and Companion Arm Chair .. . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 


























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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LUCKY TRAVELER Edgar Elbert, left, of Maywood, Ill., 
the recipient of an Underwood portable typewriter in Hartford 
Conn., home of the company plant, for being the 50 milliont 
passenger carried by American Airlines. The award was presented 
by O. M. Mosier, right, American's senior vice-president. A me 
chanic, center, represented a group of more than 50 employee 
who presented gifts to the travelers 


Clary Corporation Makes Promotions 
in Wholesale, Branch Offices 

Several promotions have recently been announced by J. W 
Stallings, general manager of the Clary Corporation. 

John Sundberg, Detroit, has been named national directo} 
of factory branch wholesale sales for the company. He suc} 
ceeds Frank Stevenson who has been appointed a franchised 





W. J. FUNKE 


JOHN SUNDBERG 





C4 
A 
< 4 
on 
~ a i 1 
J. W. CLAUSS A. H. BAIME 


dealer in Long Beach, Calif. At the same time, Charles Has 
Seltine, Jr., also of Detroit, has been promoted to wholesale 
manager in Chicago. He has been credit manager and sales 
man at the Detroit branch. 

A. H. Baime of Chicago has been named manager of the 
Milwaukee sales branch, replacing W. J. Funke who has been 
promoted to the western regional office. 

John W. Clauss, Buffalo, N. Y., branch manager, has beet 
moved up to supervisor of branches in the eastern region, an¢ 
Joseph Laskowski, assistant manager, has been given the mat 
agership in Buffalo. 


Nanson Scale Names Representatives 

Hanson Scale Company has announced the appointment 0! 
Ed East & Associates, 327 Farwell Building, Detroit, Mich. 
to represent the company in the state of Michigan and the 
city of Toledo, Ohio. 
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everywhere ... wherever wraps are hung 


,. BORROUGHS RACKS 


fill the bill... most efficiently 


Borroughs Racks are quality built. Their rigid construction is welded for added strength. They have what 
it takes to make extra sales and extra profits for you. Put a Borroughs Rack beside any other rack, and 





you be the judge. If you are not cashing in on the big Borroughs market, drop a line to our sales 
department and ask for all the facts. 





*. 


WRAP RACKS 


3 standard sizes to ac- 
commodate 6, 9 or 12 
coats and hats. Um- 
brella Holder optional. 
Double face and “add- 
units” available for 9 
and 12-capacity racks. 





wrap» 
CHECK RACKS 


3 standard sizes to ac- 
commodate 12, 16 or 
20 coats and hats (4 of 
each per foot). All 3 
are available in double 
face units. “Add-units” 
may be added. 





YOU'LL BE BETTER SATISFIED WITH THE BORROUGHS LINE 


ST He a 








Bookcases and Storage Units 


BORROUGHS MANUFACTURING COMPANY 


SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK ali KALAMAZOO, MICHIGAN 





amp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 

Kilgore, Texas—Colton, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallington, New Jersey) 
Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 
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REINFORCEMENTS 


The easy to use, fast selling necessity for all 

loose leaf pages No need te open 
rings or remove pages. Attrac- 
tively packed in a self- 


service display box 


u 
-all 
SELF-SERVICE PACKAGING 


Puts the merchandise where your customer 


will be reminded of it, inspect it 


and buy it The packages are 
especially adapted to counter 


dispensers 





Reyburn's new packages 






are primarily designed for 





self - service departments where 






customers inspection of merchandise can 






be encouraged without fear of loss 






from handling. Be sure 







your stock will meet 






the demand. 












THE 
REYBURN MANUFACTURING CO., INC. 
PHILADELPHIA, PA. 


4048 West f ke : be 


W OFI to Institute 
Industry-Wide Study 









Plans for establishment of industry-wide market analysig 
technology studies, and uniform standards were announce 
today by the wood office furniture industry. 

The ambitious industry program, sparked by rising wood 
desk and chair sales which industry leaders interpret as 4 
significant trend toward use of wood office furniture, was S 
made public by Robert A. Spelman, executive director of thel y L 
new Wood Office Furniture Institute. 

Mr. Spelman disclosed that WOFI directors have voted lopsen 
launch a market analysis program aimed at determining the 
sales volume of all types of furniture sales, assessing the sales 
potential of individual businesses and geographical markets 
and establishing which types and styles of furniture units are 
most in demand. 

Dr. Robinson Newcomb, nationally-recognized economic 
consultant, was named to supervise the study, part of which 












oe. 




















PLANNING GROUP .... Directors of the new Wood Office Fur- 
niture Institute meet in Washington, D.C., to plan market analysis, 
uniform standards and technology programs. Seated: Douglas Whit? 
lock, general counsel and board chairman; Raphael Blessinger and 
Moselle Taylor Meals. Standing: C. L. Pettibone, T. R. Pitts and 
Sterling Lord. Directors Ralph F. Schneider and V. L. Gutzweiler 


were absent. 


will involve a national survey of wood and metal equipment 
sales to be made by the U. S. Department of Commerce 
Data gathered in the study will be the first of its kind ever 
made available in the office furniture industry 

The directors, who held their first board meeting at the 
Carlton Hotel here, appointed C. L. Pettibone, association vice- 
president and president of the B. L. Marble Chair Company 
Bedford, Ohio, as chairman of a committee on standards and 
technology 

Named to the committee were R. E. Sturm, of the Jasper 
Office Furniture Company, Jasper, Indiana; Gilbert B. Bosse, 
of the Imperial Desk Company, Evansville, Indiana; Byron 
Clapp, of the Boling Chair Company, Siler City, N. C., and 
George W. Schaad, of the Nucraft Products Company, Grand 
Rapids, Michigan. 

Mr. Spelman said that industry leaders probably will con 
centrate their research on improvements in function, standard 
ization of finishes, and investigation of new materials for desk 
tops, seating, and other uses. 


eq 


: 







Roth Firm Buys Warehouse Space 


Roth Office Equipment Co. has purchased the old Vitality 
Mills Buildings at 10-28 Meigs st., Dayton, Ohio, to consol 
date the firm’s warehousing. Basement and first floor space 
covers 40,000 square feet.—AK 


OA-5 /56) 









alysis 


b — 
fl $i 
sUNCEP 


wood ~ 


as 4 


. wad SELLE 
of thiyLOR 


ted t esen {ts 
ng the 
Y Sale 
arkets 
its are 










































nom 
which 





se Fur- 
nalysis 
Whit- 
er and 
ts and 
zweiler 





pmen ROBIN ROBINSON DESIGN 


merce 


j eve 


at the 
1 vice 
1pan) 


“7 the _ group 


Jaspe 

Bosse 

Byron , . . 

and| ; new, excitingly different 


Uyran¢ 


| con- 
idard- 
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itality 

) soli 

wall Premiere showing at the N. O. F. A. Show, 
Space E15-E16, Kiel Auditorium, St. Louis, Mo. 

156 Moselle Desks 


Division of The Taylor*Chair Company, Bedford, Ohio 


Firm Specializes in Typewriters 
One of the most beautiful office supply and furniture firms 


is NEW in the Northwest is Zeller’s Office Equipment, Vancouver, 
ae Wash., located in remodeled, strictly modern building at 9th } 
Rolled ‘oA and Washington. 

‘ s Y . At the front are three rooms, separated by a wall of steel 


STEEL WASTE BASKETS 


CENTRALS BETTER BUYS!  Zeller’s Office Equipment Remodels; 


© Roll Edge rim 
Easy to lift! 


® Inverted bottom 
® Tapered design 


® Popular size 
and colors 





CLICKSNAP 


STEEL BOXES 





PROPRIETOR ZELLER in one of the completely outfitted office | 





One of Central's complete line of Cash, Bond and Utility boxes. rooms at the new quarters of Zeller's Office Equipment, Vancouver, 
Ten styles— One-piece construction—Heavy gauge steel—Rounded Wash. 
i corners— Hammered silver finish. 
i See your Jobber or write us for complete details. rods, each completely fitted up as offices. Different types of 
office outfittings are used in each room, but since the rods are 
} CENTRAL CAN COMPANY the only side walls, all three can be seen and compared. 
Be A wide passage way leads from the front entrance to the | 











EXECUTIVE POSTURE CHAIR 


comfortable, handsome 


Jasper Chair Company presents a chair de- 
signed for efficient seating. This chair has 
four way adjustments to fit the user, to pro- 
vide perfect support in both working and re- 
laxed positions. It is upholstered in foam 


rubber for cool, wonderfully relaxed seating. 





Emblem of 
Business Character THE RIGHT CHAIR 
RICE LEADERS 


or THE WORLD AT THE RIGHT PRICE 


ASSOCIATION 
Represents. High Standing ite 
Name Product Srticy 


—vJasper Chair 
Company 





CHAIR NO. 888 





SPER, INDIANA 


achAlRee 
et Mp Ps 





\y rs 
7 REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR : 
HENRY DEUTSCH (SOUTHWEST R. A. BROWNE (WEST) R. J. FREEMAN AND JOHN R. FREEMAN ; 
11340 COX LANE 1527 E. 14th ST (EASTERN) .385 MADISON AVE 
DALLAS 29, TEXAS SAN LEANDRO, CALIF. NEW YORK, N. ¥ mess : 
ad » $s \ {SOUTHE ~ (NORTHWEST) Lester W. Brown (Chicago-Midwest) wstitur : 
4s " JAMES S$. FOWLS, (SOUTHERN) JACK S. DO . 
Pen-imore 327 SUNSET DRIVE, NORTH 1527 E. 14th 666 LAKE SHORE DR 





5 ST. PETERSBURG FLORIDA SAN LEANDRO. CALIF. CHICAGO, ILL. SPACE 844 
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Portable 


PUNCHING and BINDING UNITS 


Every business . . . every industry . . . Constructed of heavy-gauge steel 

is a prospect for these handy ‘’Plastico the 12-inch Punching Machine features 
Twins”! Manufacturers, Banks, insur- smooth shea 

‘ 4 , easy-to-operate ring ac- 

ance Companies, Schools, Art and 4:44 The sturdy, efficient Binding 
Photo Studios . . . all can use these : 

Machine is amazingly exact, with 


handy, do-it-yourself, office-size Units. : , 
And every sale means a constant Unique Positive Guide Rails to assure 


source of repeat business on PLASTICO _ perfect alignmept. Both Units are guar- 
Bindings and Covers! anteed! 









é \\ EASY 2-STEP OPERATION! 


ra 


it 








Exclusive 






PLASTICO Features! 







(a nell 






Smooth, powerful 








Shearing Action! 





Positive Guide Rails for 
perfect-alignment binding! 








Punch pages in Insert pages, covers and PLASTICO Binder 


multiple, 1“ to 12” on binding side. . . in Binding Unit . . . pull lever. . . that’s alll 





Always ready for fast, easy binding of rush jobs 
... beautifully, professionally PLASTICO-BOUND! 


® Needed in Every Business @ Size: Punching Unit — 16%" x 1612” 


® Compact... Portable ... Easy Binding Unit — 14" x 16%" 
to Operate @ Takes Genuine PLASTICO BINDERS 


Your inquiry will receive prompt attention. 
Write for details. 


qm, PLASTIC BINDING CORPORATION 


Originators of Plastic Binding in America 


Dept. OA, 732 Sherman St., Chicago 5, Ill. + 15 West 24th St., New York 10, N. Y. 
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Satisfied Customers = 
REPEAT BUSINESS 


The satisfaction given by swivel office chairs and 
typewriter desks depends on the quality and efficiency 
of the operating fixtures. That is why it pays to insist 
on Seng-Equipt office furniture. Seng quality assures 
satisfied customers and future sales. 


Precision engineering and tested designs, are com- 
bined with the finest workmanship and materials to 
make Seng Fixtures last longer, function more smooth- 
ly and protect you against costly adjustments. Specify 
Seng Equipment on all office furniture. It is used by 
manufacturers who take pride in their products. 


For Office Chairs 


Seng action controls are easily adjustable to suit 
the user. Nylon bearings at vital pivot points supply 
smooth, silent tilting and turning and prevent wear. 


For Typewriter Desks 


Seng Fixtures bring the typewriter to typing posi- 
tion with effortless smoothness. They provide a stable 
platform for typing. 


Te SUNG Comaany 


1450 NORTH DAYTON ST - CHICAGO - 22- ILL. 


NCE 1874 WORLD’S LARGEST SPECIALISTS 
IN FURNITURE HAROWARE 














large typewriter, business machines and office supplies room, 
All of the machines are placed on slightly 
at a height that makes it very convenient fo! 
buyers to try them out. Stationery for this purpose is placed 
at intervals 

“We have had typewriters,” said 
Jim Wells, manager of the typewriter and business machines 
department. “We have an outside both Mr. 
Zeller and myself make a great outside contacts. Our electric 
typewriters are installed in the commercial classroom of the 
local high school, and that gives us considerable prestige. It 
is very difficult to secure the names and addresses of high 
school students and graduates, as it is the policy of the school 
board to withhold this information. As a consequence, we 
rely mostly on newspapers to put Over our typewriters. To 
students we suggest a three months’ rental, with the privilege 
of buying the machine and allowing the rental as a down 


much success with our 


salesman, and 


payment. 
“We have an excellent repair department, which receives 
regular publicity in the newspaper. A recent ad showed a 
lugubrious looking gent and was headed “Typewriter on the 
Blink?’ It went on to suggest ‘Let Zeller’s typewriter experts 
put it in tip top shape.’ A service that induces many typewriter 
owners to bring in their machine for repair is the fact that we 
lend one of our machines for use while theirs is being re- 


paired.” WBS 


NSOEA Issues Merchandising Guide 

The NSOEA Mer- 
chandising Guide for 
the second quarter, 
1956, is a new third 
arm in the dealer ad 
vertising assistance 
program of the Na 
tional Stationery & 
Office Equipment As 
sociation, Washington, 
= <. 

A quarterly news 
paper ad-mat service, 
started last year, a bi- 
monthly direct mail 
folder service, and the 
new quarterly plan- 
ning guide round out the program which is unique in trade 
association functions. 

The current Merchandising Guide is a 24-page, 11 x 14-inch 
booklet covering the promotional periods of April, May and 
June. The core of the guide is a double-spread promotion 
calendar for each month. This calendar gives special days, 
suggested merchandise promotions; space for planning, budget- 
ing and records; and research figures which guide the dealer 
in setting up his advertising budget month. Figures 
gathered from association members for the past 10 years help 
the dealer decide how much of his annual sales to expect 
each month, and how much of his annual advertising budget 
he should plan on spending in any one month. 

Other features of the Guide include articles on advertising 
practices, merchandising suggestions, layout ideas, promotion 
aids available from manufacturers, and actual illustrations of 
160 newspaper mats available without charge from manufac- 
turer members of NSOEA. 

Further information on these 
are available from NSOEA 
Building, Washington 5, D. ¢ 


each 


and other association services 


headquarters, 740 Investment 


Eriksen’s Takes Lease on Building 


Eriksen’s, Inc., 142 E. Gay st., Columbus, Ohio, has taken 
a long-term lease on the entire main floor of 333-335 S. High 
St., downtown there. The company -has been in the office 
furniture and supplies business in that city for the past 30 
years. The new location contains over 11,000 square feet of 
floor space and will be remodeled before occupancy.—AK 
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prestige quality...progressive style 


“ FLAIR-Line MEETS YOUR CUSTOMERS’ NEEDS! 


Get FLA/R for Easy Sales...Fast Turnover...B/G Profits! 


It’s FLAIR for the eye-appeal of smart design . . . luxurious hand- 
rubbed solid Walnut frames. . . comfort construction under rich, 











_ , SELL for just 
parable chairs: 










popular prices - 
ALF the cost of com 


38.00 retal! “leather-looking” Mur-Mill extra-heavy VINYL CLOTH uphol- 
Chalir.-.---* 
aken st ~ 48.50 retail stery in a vast range of distinctive colors. It’s FLAIR, 
High onterence Chair $ e too, for positively irresistible buy-appeal! Ask your 
— 64.00 retall Mur-Mill representative or write TODAY for catalog! 
t 0tyecutive Swivel - I L 
t of pIsCOUNT 
| FULL DEALER 
‘ 
7 CHAIRS FOR EVERYBODY 


/ 56) Inc. OWENSBORO, KY. 


ading trade publications 








y 


KAA 


ALUMINUM SWIVEL AND STRAIGHT CHAIRS 
GIVE YOU THE AMMUNITION YOU NEED 


| To WIN ANY 
SALES BATTLE 


Full line for every need 

No. 550 of commercial, indus- 

we trial and institutional 

establishments. 

2. Quality second to none. 

3. First choice of many of the nation’s most astute 

equipment buyers for top business corporations 
—used in some of the most fabulously appointed 
quarters, such as California's new Beverly-Hilton 
Hotel, Florida's new Seville and the Hollywood 
Beach Hotel, Chicago's Palmer House, New 
York's Roosevelt, ete. Hence, no limit to your 
sales potential. — 
Aggressive advertising 
to your best prospects 
in such leading national 
magazines as BUSI- 
NESS WEEK, INSTITU- 
TIONS MAGAZINE, 
HOTEL MANAGE- 
MENT, PACIFIC 
COAST RECORD. 


WRITE FOR DETAILS, 
NEW FULL-COLOR 
CATALOG 


FINE CHAIR SPECIALISTS 


eS 


- HIO 
HAIR CO% 


410 N. MERIDIAN RD., YOUNGSTOWN, OHIO 


— 


EXPORT DEPT: 25 BEAVER ST.. NEW YORK 4, N. Y. 
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Burroughs Corporation, Detroit, Mich.— i porat annua por 
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1 ret t t t t Jers by ere / t Ke 
5 which rese ye 
n $34 100 8 
1955 w $3 $ 
Keir, entere “ 
s the 
Joseph U.K rucible Company Jersey City, N - ed 
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The General Fireproofing Company, Youngstow Ohio al repor 
‘ ‘ § F office furniture l were $ highest 
rn history. Net profit also reached a e high umoun 
$5.98 hare. Dividends of $ w and 
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r 1956 ind f 195 
€ 1956 
Marchant Calculators, Inc., Oakland, Calif i i f t hareho' der 
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ponding figures for 1954 were $988,734 and $1.75. Net sale 
was $22,185,811, there ya ls rease over the 1954 
f $19.24 68 3reat n f t ed sale é tr year and in 
ad was expressed in the report by Edgar B tt. Mr. Je 
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research an 
Royal McBee Corporation, New York, N. Y.—Net sa j he 6 month 
Jed " ary l 1956, totaled $46,B¢ isé f ?° ver sales of 
$39 387,250 the half year ended ar y 19 Ww Aarch 1 
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Shreveport Firm Makes Appointments 


C. F. Biggs, co-owner of Biggs & Guidry Typewriter Com- 
pany, Shreveport, La., has announced the appointment of 
Andrew Butler to the position of general service manager for 
the company, and the appointment of Lee Curtis as divisional 
manager in charge of Thermo-Fax sales.—EEG 


To Open New Firm in Altus, Okla. 


Gene Luttrell of Altus, Okla.. announces that on May |! 
he and Ben Landen of the Mangum Publishing Company, will 
open an office supply business in Altus, Okla 
of manufacturers in sending trade literature is sought. The 


address is P.O. Box 525, Altus. Okla 
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we re changing the CAmeco brand name 
“(Ennis 





For the past 17 years, American Carbon Paper Mfg. Company has been 
producing, advertising and selling a‘line of carbon paper, ribbons and 
carbon ink under the. brand name of AMCO. That's what we called 
them. But you — most of you. that is — called them ENNIS. 


That's natural, of course, since American Carbon Paper is closely affili- 
ated with Ennis Tag & Salesbook Company. And since Ennis is one 
of the largest producers of quality business forms in America, the name 
ENNIS comes naturally. 


With us — the customer is always right! So — we're changing the brand 
name of the entire line of AMCO products to ENNIS — bringing 
together under one brand name our complete family of products. 


Look for the name ENNIS — when you’re looking for the 
finest in:carbon paper, ream or roll — typewriter ribbons 
— hot spot carbon ink:— and all kinds of business forms. 
ENNIS is the trademark of quality. 


Ennis, AMERICAN CARBON PAPER MANUFACTURING COMPANY 
Factories af Ennis, Texas — Chatham, Virginia 


Branch Offices and Warehouses at Houston, Dallas, 
Birmingham, St. Lovis, Denver, Los Angeles, 
Monroe, Orlando 
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OF COURSE! 
Those Good Dependable 


Kerr Pens for 


Banks and Offices 









NEW FILE PROCESSOR .. . a new electronic memory system 
which reduces the contents of 1600 conventional file drawers to 
less than three cubic feet of space was introduced March 19 by 
the Underwood Corp. The new device, which is operated by key. 






> « Gate board at right, was demonstrated at the national convention of the 
WN) a a Institute of Radio Engineers at New York's Kingsbridge Armory 
Distribute Promotion Material 


at Sa ie for National Letter Writing Week 
ote wo one ronze : é : : : : 
2 ¢ | eae Distribution of promotion material for the 19th annua 
ae National Letter Writing Week, scheduled for the period of 
October 7-13, is now under way according to an announce 


ment by William Rodgers, research director of the Paper 
etc. Stationery & Tablet Manufacturers Association, 527 Fifth 
Ave., New York 17, N. Y. 


Telephone Diarrond 3-7965 546 South Rockford With the participation of the United States postal system 
TULSA 20, OKLAHOMA we : : A 
airlines, schools and libraries, leading manufacturers of cor 






















CONSISTENTLY BETTER QUALITY AT LOWEST PRICES! 


URABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS * PERMANIZED BAKED ENAMEL FINISH 


— J 












FAST SELLING! 

SPACE SAVER! 

MODERN ISLAND BASE 
SALESMAN’S DESK 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 















Linoleum top (40”x25%/2”) 






BOOKCASES yoaps < < a 
SECTIONAL BOOKCASES NEW! PRICED TO SELL! } 
ROLLER FILES EXECUTIVE CONFERENCE DESK TOP VALUE! 

Linoleum top (60”x30”) TOP SELLER! 






TELEPHONE CABINETS 
SPECIALTY CABINETS 


Desert sage, mist green, grey 







EXECUTIVE DESK 
Linoleum top (50’x24” 
Desert sage, 
mist green, grey 










.. TERRIFIC BUY! 
|, MODERN SALES DESK 
_ OVERHANG TOP 


Linoleum top (53”x2512”) 
Desert sage, mist green, grey 


. d 
WRITE FOR ILLUSTRATED CATALOG +5 AND DEALER PRICE LIST. 
s& Cabi 


URABLE METAL PRODUCTS co. Petes 
o9 ST. MARKS AVE. | pxivn 33. N.Y. + HYacinth 8-188 se Ss: 


146 OA-5 /56) 




























0 











DEALERS: 


Build your duplicator 
ink volume by 
featuring Tempo 
JETDRY “7900” 


Write for literature 
and prices TODAY 








Orders are pouring in... 
for this new, fast-drying 


HERE’S AN ENTIRELY NEW CONCEPT in duplicating ink that dries so 
fast, sets so hard, it works like a charm on both bond and offset paper. 
No slip-sheeting necessary —something never before accomplished. 
It took five years to perfect. 

Because of its unique quick-drying qualities, JETDRY “7900” is a 
great time and money saver. It produces more copies per pound of ink, 
per stencil and per hour of operation. No paper is wasted in prepara- 
tion —even the first copies through a new run are usable. 

The copies produced with Tempo JETDRY have all the quality of 
fine printing —legible, sharp, permanent. No washing of stencil needed 
—stencil is self-cleaning when used with this ink by simply 
placing it between papers or in a file folder. 

With JETDRY, the duplicator can be stopped in the 
middle of a run—then hours later, the run resumed without 
delay because JETDRY is ready to go. 





MILO HARDING COMPANY 


Established 1904 


Manufacturer of the most complete line of stencil duplicating machines and supplies 


500 South Monterey Pass Road, Monterey Park (Los Angeles County) Calif. 
San Francisco ¢ Pittsburgh « Cleveland « Dallas 


JETDRY 


7900...THE WONDER INK 








147 













METAL SIGNALS 
for Vertical Records 








METAL SIGNALS 
for Visible Systems 





1No. No. No. 
104 09 02 
y| Vg ” 3,4!" A ” 

















PLASTIC SIGNALS 
for Visible Systems 








No. 80 No. 81 
5A,” He 











. TRANSPARENT 
Crim pgra f crimPeD SIGNALS 
for Protected Visible Cards 

if \ - 








a 


do! 
No. 60 No. 70 
Y," Y," 











Maptacks ror mars AND cHaRTs 


©) @ ¢ 
NA 


| | PLAIN DOT STRIPE _ CROSS 








A full variety of colors, shapes and sizes 


: GEORGE B. GRAFF COMPANY 
54 Washburn Ave., Cambridge 40, Mass. 
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respondence paper will join in this annual undertaking ft 
expand the retail sale of their products and to promote the 
values of letter writing. 

Two vivid full color posters have been produced and are 
being distributed to sponsoring manufacturers and to the 
United States Post Office Department. Later they will be dis. 
patched to thousands of retail merchants and to 25,000 local 
post offices throughout the country. An impressive volume of 
other printed material is also included in the distribution. 

The theme of this year’s Week, illustrated on the official} 
poster, is “Letters. . .Your Visits By Mail.” This theme was 
selected because it holds promise in developing promotion, } 
advertising and window displays. 

In the past few years, according to Mr. Rodgers, the Na- 
tional Letter Writing Week project has become increasingly 
effective so much so that it has caught the attention of} 
other countries. It was established a few years ago as ap 
annual event in Canada. In the meantime it has developed inf 
France, where it is called a Letter Writing Fortnight, and | 
will be undertaken for the first time in Australia this year,} 
The dates of the Week in other countries concur with the} 
period during which the Week is promoted in this country. 





WARE ee or 


Fire Destroys Denver Office Supply Store 

[he worst fire in the history of Colorado office supply re} 
tailing struck Aarons Stationery Company, Denver, Colo., on} 
the evening of March 23 and resulted in a complete loss of 
building and stock. 

So intense was the fire, which started in the basement of 
the building at 17th and Arapahoe Sts., that the rear floor} 
collapsed almost immediately, spilling steel office furniture} 
safes and typewriters into the basement area. 

[he fire roared along the front of the store, burning almost} 
the entire inventory to a crisp, and even destroyed merchan} 
dise on display in the two front windows. Two adjacent re 
tail stores were consumed at the same time. The loss figur 
has not been determined as yet, but will exceed $50,000, ace 
cording to a preliminary report. RAI 


mt — 
WOOD AND iil : 


METAL BASE 
CUTTING BOARDS | 










The Most Versatile 
Cutting Boards a 


Ever Designed! 


A host of new features—never before available in cut-}j 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, prot 
duction, sample dept.—wherever materials from feath- 

ers to light metal must be cut quickly and accurately | 
the Premier Line will bring you immediate new profits. jj 


® Automatic Paper Clamping Device Keeps Material in| 
Position @ Rugged, All-Metal Construction @ Hollow Ground, |) 
Self-Sharpening Blade @ Permanently, Accurately Scored © 
Half Inch Squares @ Automatic Guard Rail — Completely/) 
Accident Proof 





PHOTO 


Street, Chicago 12, 
Illinois 


MATERIALS 
co. 


2100 West Fulton | 
i 


Taylor 9-3033 
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make it easy to sell 


every personal requirement for 
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floor 
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executive and departmental group 


imal work-space combinations. 
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ngure 


From this wide selection of Peerless Modul- 


hs 


ettes (note the complete line of drawers, 


2 files, cupboards, tops and accessories) there’s 
endless group combinations to add to your 
‘ sales program. The space-saving feature of 


Peerless Modulettes is your means of “‘cash- 
ing in’ on this new, expanding market; 


a market for ‘“‘combinations,’’ customed- 





grouped to meet every personal need. 


| cul- 
‘OU! 


For a better understanding of the sales 
pro- 


2ath- 
ately 
ofits. 


potential of Peerless Modulettes, write for 


your copy of the new, complete, illustrated 


al in 
pund, 
cored 
letely 


me .l0UlUlt(‘(‘ésé(NRME® «PEERLESS 


, 12, 


price list. Ask for a copy of Bulletin No. 115 


STEEL EQUIPMENT CO. 


33 ' 6600 Hasbrook Ave., Philadelphia 11, Po 
ee, New York « Chicago + Dallas «+ Los Angeles 
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TRY THIS 
MODERN WOOD BLOCK 
STAMP PAD! ...... 


Wood Block is chemically 
treated to hold large amounts 
of ink and to feed just the 
right amount to the surface! 


Ink dries instantly on paper 
yet never dries in the pad! 


Outlives 
Two 
Ordinary 
Stamp 
Pads 


Pad surface is always flatand 
firm does not collect lint! 


Ink cannot gush up between 
the type causing a blurred 
impression! 

Impressions are always 
strong, clear, brilliant and 
waterproof! 

Ink penetrates pad quickly, 
will not stand on surface as 
with ordinary pad! 
Clear-Print Ink and Pad are 


never affected by moisture or 
humidity! 


gladly sent to interested Dealers! 


L. A. PHILLIPS, President 















a 
PROTYPE 
PROTYPE CLEAR-PRINT 
TYPEWRITER WOOD STAMP 
RIBBON PADS 
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PROCESS / CO, 192 mitt st.. RocHEsTER 14, NY. 





Ist District Nores 


TAKEN FROM NET CLUB NEW 
EDITED BY JOHN J. DUNN 
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Philadelphia NOFA Chapter Hears 
Report on Trading with Non-Members 

Sam Berman and Leonard Lafair reported on their stud 
of dealer trading with non-NOFA members and _stationen 
at the regular meeting of the Philadelphia NOFA chapter 
on February 27 

It was suggested that the membership establish a minimum 
standard of cost plus 15% plus freight for trading with non 
NOFA members. It was also suggested that free lance sales 
men should be asked to place their business with the office 
furniture dealer for delivery and billing and receive a com 
mission for their sales efforts. 

A long floor discussion took place on national advertising 
practices of manufacturers and potential local co-operative 
advertising by dealers on brand name equipment by dealer 
and manufacturers’ representatives. 

A motion was offered by Dave Einstein, Commercial Office 
Furniture Company, and seconded by Leonard LaFair, Frank 
Wolf Company, that the group ask for the NOFA conven 
tion in Philadelphia in 1958. 

It was also suggested that the convention exhibit be ee 
tended an additional day or two to permit a consumer exhibit 

The group also voted to accept changes in the national by 





laws 








we. 


STENORETTE FEATURED . . . This recent window display at A 
Pomerantz & Co., Philadelphia, introduced the DeJur Stenoretit] 
dictating-transcribing machine in the firm's business machines div*| 
sion. “The window was a real stopper and resulted in some nict] 
leads," comments Patricia A. Sholtes, advertising manager. ' 
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| NEWS 
DUNNE 
stuc 
tioner You not only meet customer demand for 
hapte comfort, long life and economy with the 
aimee 3200 series, but you capitalize on the 
h nor growing trend to smart, versatile modern 
sales styling. The 3200 meets every requirement 
ffi 
a for fast-moving, long-profit sales. 
| COn ~~ 
\. 
rtising a 
— BACK ViEW— || 7" || 
deale Showing one- 1S 
piece bentwood ° 
Offi truss which 
Ce gives maximum 
Frank strength and x 
onven contributes to 
the distinctive 6 
styling of this 
be ex Series. 
x hibit No. 3210 
ial b 





> @ Sparkling new concept in styling and con- 
l tL. ul struction giving exceptional strength and 
& : l Ty — long service. 
att" [a @ Cane backs for cool comfort. 
¢ Ka yp @ Lightweight, easy to move about. 
| — | a * Styled to enhance contemporary desks and 
a san motifs. 
U | No. 3213 — @ Economical, yet pleasurable seating. 
| foam y No. 3214 @ Upholstered seats for solid comfort, avail- 
G able also with wooden seats in the 2200 


Series. 


| Floor Samples of the 3200 will prove the point quickly 
: Our 52nd YEAR Order yours today 


ry BOLING CHAIR COMPANY 


noretie 


ss div siler city, north carolina 


e nice 
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R. E. HILBURN, CORRESPONDENT | 
| P.O. BOX 2835, GREENSBORO, N. © | 
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THE TU-WAY ENVELOPE (Style 2) tid Nia eee & al 
John Carter, ” Kins N bra 
Here is a functional envelope that can become one of w store about A Th M wea 
your most profitable sellers. Perfect for collections, fund r wn the ¢ 1 around 
raising, remittance reminders, statements, etc., Tu Ways : nave ab Du 
carry the message to the addressee and return his reply / : ys F . it 
.+. and come in several styles and attractive colors, plain deere — 
or printed, to fit your particular job. When it ' ‘ expandir a take a baa 
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YOUR JUSTRITE SALES PLAN On January \st Somes T. Miller retired fron ve particlia 
n ana now nairman Tne ¢ } wit JUTIE At the 
Of course, the Tu Way is only one item ame time Les became president and trea John R. Ridley 
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of envelope products. Easy-to-use T emma @ tweed now siose af 273) Pencil 
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Each and every item offers the maximum in style, 
comfort, serviceability, beauty and strength. A 
complete line to serve every need. A compliment 
to every office . . . and a pleasure to the people 
who use them. 


SECRETARIAL CHAIRS 

5 Different Models in a 
variety of seats, backs and 
bases to fit every person, 
every office, every pocket- 
book. 





TYPEWRITER STANDS in a 


wide choice of sizes — with The Luxco STOOL LINE 
or without drawers, tubular provides special seating for a 
or stamped legs, 5 colors to wide variety of uses: portable 
choose from. filing stools, adjustable height 
: stools, draftsman chairs. 

















LUXCO BUSINESS 
MACHINE STAND 

This is the answer to the 
need for beauty in a stand. 
An attractive piece of office 
furniture, it is a perfect com- 
panion to all business ma- 
chines. Strong, sturdy and 
safe with convenient “‘stand- 
up” one foot elevating con- 
trol. Cups and channels or 
retainers. 


EXECUTIVE CHAIRS 
A complete line of all models 
in a choice of 3 different 
types of seat construction. 






LUXCO OFFICE MACHINE 
STANDS 

All sizes of tops and leaves 
in STEEL Lamidall or Presd- 
wood. Speedy assembly, rigid 
construction in all models. 








No. 300 


Many desirable territories are open. 
Write for complete information today. 


Manufacturers of Quality Office Equipment SINCE 
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Over 12,000 Folders 
at your fingertips! 
ina MEOBAVER 
OPEN SHELF FILE 





Designed for insurance 
companies and other firms 
with a large number of active 
accounts, the Neubauer Open 
Shelf Filing System provides a 
tremendously increased capacity 
over standard filing systems. . . 
and at a lower cost too! An in- 
stallation of four double files as 
illustrated handles more than 
50,000 folders. 

Both single and double files 
have seven shelves with variable 
compartments and provisions for 
an index system. 


“TWIN POST” 
Adjustable Steel Shelving 


The one shelving with the strength 
and fine appearance for most 
office, storeroom and warehouse 
shelving needs. “Twin Post” 
corners are shaped for rigidity— 
hold shelves in line. 





“TWIN POST” 
all steel Utility Table 


Two standard sizes, 30” high | 
with two shelves. Many other 

sizes available. Baked on grey 
or green enamel. Shipped KD. 





18” x 36”—List $15.95 
24” x 48” —List $19.50 


Vientboute Mig Co 2017 CENTRAL AVENUE 





MINNEAPOLIS 18, MINN. 
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THE COMPLETE 
FRITZ-CROSS LINE GIVES YOU 


MATCH-MATED 


CHAIRS 


For Every Budget 
And Office Scheme 





NO. 855-XL 


STYLE-WISE. ... 


. . « « FRITZ-CROSS CHAIRS are designed in matched models 
that are smoothly coordinated in looks and features. Arm- 
chairs, side-chairs, secretarial types. . . . Fritz-Cross fashions 
them in “family” groups that make for continuity in sales 
as well as style! 


COLOR-WISE. >» @ «6 
. . »» WHEN YOU SELL Fritz-Cross chairs, you can mate them 


to any color scheme. A whole range of modern hues is 
available in the whole range of basic models. And Fritz- 
Cross metal-colors are beautifully baked-on for richer fin- 





ish, longer life! 


O. 855- 
- ‘ _ UPHOLSTERY-WISE. . . . 
. . « « THE FINEST FABRICS, the choicest plastics, the most 


luxurious leathers — all of these materials make up the 
versatile variety in the Fritz-Cross line. Whatever the pref- 


erence, Fritz-Cross has the admirable answer! 


EFFICIENCY-WISE. ... 


. . « « TODAY'S F-C CHAIRS, modern as the minute, carry on 
a 30-year tradition of posture-plus-comfort, PLUS mechan- 
ical excellence. ASK FOR THE NEW 1956 FRITZ-CROSS CAT- 
ALOG and dealer story. 


THE FRITZ-CROSS COMPANY 


Fr 300 East Fourth Street 
St. Paul 1, Minnesota 





NO. 1201 
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Offices, factories, churches, 
schools, clubs, hotels, res- 
taurants, institutions, 
No. 3-U Basic 4-ft. office lodges —even private homes 
mare get oR nt eed —wherever people gather 
4" apart) 12 i vidunlized today you see VALET and 
hat spaces on embossed (ven- Checkerette Wardrobe 
tilated) shelves, umbrella Racks. There seems to be 
stands on each column and no limit to the demand or 
off-the-floor overshoe shelf. market for these efficient 
Comes in any length (inter- ynits. 

locking units) by the foot to 
fit any available space — 
Doubles rroom capacity. 


For profitable volume 
sales-talk, display, demon- 
strate and catalog VALET 
and Checkerette Racks. 
(Tie-in your local advertis- 
ing with VOGEL-PETER- 
SON’S extensive program.) 
Write for our file of adver- 
tising helps, mats, cuts, 
sales literature, decals, etc. 








No. S6 Answers the wraps problem 


in the small or private office. 
Provides 6 coat hangers, 6 hat spaces and 
umbrella stand. Keeps wraps in an 
orderly manner—aired, dry and “‘in 
press.’’ Will not tip over. 


~ alg 6-12 2 Lockerette 





_— — ~ _— == .. i 
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ee ae 

Combines the 

best features of both ward- 

»s and lockers. Provides em- 

loyees with coat hangers held apart on pre- 

determined centers, ventilated hat spaces, overshoe 

shelf and dry 12” x 12”x 15” lock boxes for personal effects. 

End crumpling of damp wraps in dark lockers, soggy 

lunches soaked by wet hats and mittens, etc. 6 ft. unit 
accommodates 12, 9 ft. unit accommodates 18. 









v.  ®e6 


A separate line of smaller large 
capacity floor and wall wardrobe racks 
with a hundred uses. Checkerette racks 
have unique feature of storing away 
like folding chairs when not in use. Go 
anywhere—can be set up without tools 
or fasteners in less than a minute. 
Write for Bulletin OV-13. 





Manufectured only by 


VOGEL- PETERSON co. 


1121 West 37th St. Chicago 9, U.S.A. 


156 





auto busting itch from Bertha because back in December he qo} 
. 
f 
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U.S. Naugahyde Sponsors 
Retail Store Display Contest 

The United States Rubber Company, Coated Fabrics Di 
vision, has announced a U. S. Naugahyde retail store display 
contest for its dealers, both in home and office furniture. 

The contest officially opened March 26, and winners will 
be notified by telegram or telephone on June 10, with prizes 
awarded during the Chicago summer furniture market. 

Those who enter will compete for three grand national 
prizes including trips for two to Bermuda, Mexico or a $1,000 
mink stole; 10 regional prizes of $500, and winning displays 
will be featured in full-page four color ads in major consumer 
magazines and local newspapers. 

Entrants can receive photo entry forms, a TV spectacular 
shadow box emphasizing the company’s sponsorship of NBC 
“Spectacular”, free phamplets and a sample presentation inm- 
cluding a personalized brief case. 





window devised by Pound & Moore Company, 
Charlotte, N. C., features Eberhard Faber's “Mongol” brand per 
cils. The retailer asked the company for display materials to take 
advantage of national publicity in major magazines. Thought, im 
agination and ingenuity combined with the materials and merchat 
dise on hand resulted in the window shown here which attracted 
much attention. 


EYE CATCHER... 
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... NOW! TURN A NH PENNY 


“| INTO A eS eT PROFIT! 


METALSTAND’S color coordinated line 
turns your thriftiest customers 
into your greatest source of profits 











Color Matched! 








| METALSTAND’S fp 

; Di = NEW DESKS 
splay : 

will 
rizes J e f f 
ional 
1,000 ue 
plays aS 
umer a : Now! You'll sell an office | ites STEEL 

) where you sold a piece. Metalstand’s 

Na 4 color-coordinated line gives you STORAGE CABINET 
1 in 4 something to talk about... 


something on which you make a 

fat profit. Metalstand’s 

quality construction, exclusive 

work-saving features, and 

oe) he) Meiele)-ie)i. Nile). e-tmiul 

thriftiest prices in town. 

Write today for the big profit news 

on these fast-sellers and 

Metalstand’s powerful merchandising 

program for dealers. K 


Color Matched! 





Color Matched! METALSTAND’S Hi-Lo 
METALSTAND’S HARPER FILE : TYPEWRITER STAND 
i 
“aur | METALSTAND 
al request... : 
a profit today! COMPANY 
he 7520 STATE ROAD, PHILADELPHIA 36 * DEvonshire 3-7900 
' 
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StH District Notes! 


C. O. SCHLAVER, CORRESPONDENT | 
OFFICE APPLIANCES, 600 W. JACKSON BLVD., CHICAGO, ILL, | 
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Longacre Office Machine Company Moves 

The Longacre Office Machine Company, formerly located | 
at 1049 Sixth Ave., has moved and is comfortably established 
in new quarters at 20 E. 40th St., New York City. Due con- 
sideration and careful planning by Leonard Green and Ed 
Moore led to the establishment of a more pleasant and better 
located place of business in the heart of the Grand Central 
area. 

[he new store is located just around the corner from busy 
Madison Ave. and is equipped with comfortable chairs where 
customers can relax while inspecting new or reconditioned 
typewriters, adding and calculating machines. Double window 
display, open display fixtures and dome lighting fixtures which 
gives the effect of a lower ceiling, complete the overall pleas- | 
ing effect. A good sized balcony well stocked with a variety 
of machines makes possible prompt delivery. 


man. Write today for details. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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“The Complete Line — that Stands the Test of Time” 








Jess 


chen 





For whatever purpose... or whatever grade... you'll find 
a Storms ribbon that will do the job efficiently. Here are 
some of the ribbons being sold by profit-making Storms 
dealers all over the country... 


| | TYPEWRITER RIBBONS 
- H.M.S. “Prima” Silk Cameo Brand 
= . H.M.S. Woven Edge Silk American Brand 








H.M.S. “Inkt-Rite’” Nylon Reliance Brand 

Stormtex Secretarial Stormtex Billing 

Records Eternal H.M.S. “Competent” 
“Special Inked” Typewriter Ribbon 



















SPECIAL RIBBONS 


“ML-5AS” Offset Duplicator Multigraph Ribbons 
“DPR-3B” Diazo Process Reproduction Speedaumat Ribbons 
Indelible Checkwriter Pollard Alling Ribbons 
Eradicator Ribbons Special Wide Ribbons for 
. Adding Machine Ribbons Burroughs Posting 
C Ribbons for Tabulating and Ribbons for Todd Protectograph 
we other IBM Machines Ribbons for Todd Check Signer 


Jer Ribbons for Addressograph Machines Time Stamp and Time Recorder Ribbons 
Dupligraph Ribbons Doter Ribbons 


H. M. STORMS COMPANY 


STORMS BUILDING ° BROOKLYN 38, N. Y. 







STORMS 
_ SERVICE BUREAU 


I H. M. STORMS COMPANY 
| Storms Building, Brooklyn 38, N. Y. 
| Gentlemen: 
a is Stores: Serviced batuey Bevel | [J We would like to know more about the profit possibilities of Storms 
a be help you with specks deuiaiale | __ Ribbons. Please send complete information. 
ed of Carbon Paper, Inked Ribbons and | (] We would like a copy of the Storms Catalog. 
Ww Carbon Rolls, You are invited to | 
ch consult with Storms whenever you get | 
such requests from your customers. 
No obligation, of course. : 








EE eS en enpeint 
COMPANY NAME___ _— 
9 SS =— 
CS as 
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BRUCE A. BLACKBOURN, CORRESPONDENT 
5526 VERMONT ST., MINNEAPOLIS 16, MINN. 
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dependable source for all your 


SCHOOL EQUIPMENT 


Ghalkboards 

Bulletin Boards 

Aluminum Chalkboard Trim 
Framed Blackboards 
Blackboard Erasers 
Window Shades 
Darkening Shades 
Darkening Channels 


*% Classroom Seating 

*% Primary Furniture 

% Tables & Chairs 

*% Library Equipment 

*% Playground Equipment 

*% Vocational Furniture 

% Teacher's Desks 

*% Misc. Classroom Equipment 


+ ot OF ot OO Oe 


Rowles offers you a complete line of high quality School 
Furniture and Equipment—everything you need to pro- 
vide your customers with the specialized kind of service 
they need. 
Rowles School Equipment has been a favorite for more 
than 50 years. Make Rowles your headquarters for all 
your school equipment needs. Enjoy the benefits of the 
e Rowles trademark, the convenience of one centrally 
located source . . . and the profits on every sale you make. 


° 
Write for the latest Rowles School Equipment 


catalog and complete information on the Rowles 
Dealership program. 


E. W. A. ROWLES COMPANY 


ARLINGTON HEIGHTS, ILL. 
IN ST, PAUL . . . Scenes at grand opening of Farnham Stationery 


®t! & School Supply store. 


, School Equipment , “William E. Mears end Clerenc Genene of the Siioneenenol 








3 ft 5 a given 
re imental in the t the grand opening. 
worked ely with John Conphell ma . f the new 
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_ The Boss sure sells a lot o° 
DENT | Bentson products— Yep...and the customers must 
(INN, 
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like ’em, too...’cause they always 


order more. 








ABSOLUTELY RIGHT! 
When you sell Bentson, you’re selling more 
than just an ordinary desk, table or file... 
much more! You’re selling the finest qual- 
ity product that has proven itself superior 
in construction and performance. 

Only Bentson gives you Perma-hush 
construction. Yes, and only Bentson gives 
you so many quality features at a price 


ms 2 | ee 








your customers will be glad to pay. In 
short—you too can sell more! Sell with con- 
fidence... by selling Bentson! 

The design stability of the Bentson line 
makes re-ordering a pleasure—always in 
style. Pleasing color toned harmony radi- 
ates comfort and working ease in any office. 

In answer to your request, we will gladly 
furnish complete information on the 
Bentson line. Write today. 


Nee 
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The BENTSON MANUFACTURING Company 


AURORA, ILLINOTES 
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PENCIL 


to bring you today’s new 
writing tool for the office 


Leading firms across the country are equipping 
their offices with the new VELVET ball PEN .cil 


because: 

e it combines the best features of pencil ana 
ball point pen 

e wood barrel has lighter feel of a pencil for 

top writing comfort 

improves record keeping, lowers costs, raises 

efficiency in every department 

e nothing to press, click or turn 

finest ball point mechanism 

e no point to break, wear down or sharpen 

¢ ink supply lasts for months 





©Cci 





3 styles for every writing job: 

¢ Regular. For all general-purpose writing. 

Blue, black, red or green ink. $3.00 per dozen. 

e Super Fine. For shorthand and 

extra-fine writing, for accountants, 

bookkeepers. Blue, black, red or 

green ink. $4.20 per dozen. VELVET 

¢ Liquid Velvet. For economical, ball ?F¥cil 

fluid “lead pencil’’ writing ... and 

erasability. $3.25 per dozen. Sold alll Mh 
eR 


only through commercial station- 

ers and selected stationery de- 

partments. Order today! Buy the 
economical 


dozen packs 





Prices slightly higher West of Rockies 


VELWET 








ball PEN-cil 


nothing writes like a Velvet 





Write for sample on your office letterhead. 
©1956 AMERICAN PENCIL CO., HOBOKEN, N. J. 
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Lit-Ning Products Opens New Factory 
in Ohio to Serve East, Mid-West, South 


Lit-Ning Products Company announces the opening of a 
new factory in Fremont, Ohio. In making the announcement, 
Z. A. Bump, president of the firm, stated that the rapid growth 
of Lit-Ning business in the East, Middle West and South made 
it impossible for the Fresno, Calif. plant to handle all the 
business. 

“Last year, when we built our new, enlarged plant in 
Fresno, we thought we could keep pace with growth for at 
least five more years”, Mr. Bump said. “However, sales have 
increased so rapidly that the Fresno plant reached capacity 
six months after completion”. 

The Fremont, Ohio, site was chosen for the new 18,000 
square feet plant, because of its central location for the 37 
eastern states. Lee Croskey, superintendent of the Ohio Lit- 
Ning factory, state that shipments are now being made from 
Fremont of almost every item in the Lit-Ning line 

The growth of the Lit-Ning Products Company, which 
Started its operation six years ago turning out three products 
in a small garage, clearly demonstrates the great business 
potential that lies in the office equipment and stationery in- 
dustry 


Mitchell Sells Lighting Division 


Sale of the lighting division of Mitchell Manufacturing 
Company, Chicago, to Compco Corporation, Chicago, manu- 
facturers of fluorescent and incandescent lighting fixtures, was 
announced recently by J. W. Alsdorf, president of Mitchell, 
a leading maker of air conditioners. 

Mitchell’s lighting division, a national manufacturer of 
commercial and industrial fluorescent lighting equipment, was 
bought intact by Compco, headed by S. J. Zagel, president. 
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GRACIOUS BUSINESS LIVING AT ITS BEST! 



































nt, 
yth 
ide 

he 


in 
at 
ive 
ity 





288 Design & Color Correlation Service 


A consulting and planning service to assist the Dealer in 
creating exceptional interiors to the exacting requirements 
of executive installations. 


s Manufacturers of Fine Hand-Crafted Upholstered Furniture 


niemann inc. 


FACTORY & SHOWROOMS — 469 E. OHIO ST., CHICAGO, ILL 











nt TELEPHONE DELAWARE 7-4030 
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IZZY VODA, CORRESPONDENT 
200! S. HANLEY RD., ST. LOUIS 17, MO. 














Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried. . . quality- proved 
... customer- preferred! 





Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 





Concentrate on the Yellow Box Line 


DAVE NEUHAUS’ BIRTHDAY PARTY PHOTOS 





4 Jn bhaet far want qo wal | 1. Eront: Merc Herb < ‘ 0 { > 
— the line that’s best for you! Here dohson, Mes. V. 0. MeGaughy and Mrs. Dave ¢ 
taty. Co.; Dave C. Neut 
Donnel B= e kK C 
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al Staty. Co 
3 Front: Ed Jarne Federal St 
Car! M hutz, Eagle Pencil Co.; rear 
OAKVILLE COMPANY DIVISION ae foe en Ee 2 cee 
SCOVILL MANUFACTURING COMPANY Kirk f Federal Staty. C 
Waterbury 20, Connecticut 
New York ¢ Philadelphia © Boston © Chicago ® San Francisco e a as City 
In Canada: Brown Bros., Ltd., Toronto 2 i gong J 
ae var! Schutz, Eagle Pencil Compar ts by 
Patrick's Da for Dave 
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in pencil striped walnut 


4 series 


THE 


NAME 


ADDRESS 


cITY 


EASY OFFICE ARRANGEMENT 
WITH FLEXIBLE UNITS 


(1) 14 base units with every possible 
Srela-lo(-Me-lale Ma Alilate MRecolaalelial-bilelsh 

(2) Adaptable to the design require- 
ments of the executive office, or 
the efficiency needs of the genera/ 
office 


JASPER DESK COMPANY, JASPER, INDIANA 
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Flo-master 


FAMILY PORTRAIT 





fy 


now! a rine Flo-master 
FELT TIP PEN FOR EVERY USE! 


No matter what clientele you serve—industry, business, 
education, art, retailing or the home—you can now 
provide them with the perfect Flo-master Pen and Ink 
for their particular needs. With the Advanced, the 
Regular and the King Size Flo-masters, you have a 
complete, top-quality line to meet every demand... 
insure customer satisfaction every time. 





Flo-master Inks, too, are designed to meet every requirement: 
TRANSPARENT — A pure dye, oil-based ink for general 
purpose marking on any light colored surface. Water- 
proof, non-toxic, instant-drying. 8 colors including black. 
OPAQUE — A pigmented, oil-based ink for use on any 
light or dark non-porous surface and certain other ma- 
terials such as rubber, glass and many plastics. Weather- 
proof, fast-drying, non-toxic. 10 colors including black. 
BRITE-LINE — For use in the Advanced Flo-master only 
— A clear dye, water-based ink for use on light colored 
paper or poster board. Non-penetrating, odorless, fast- 
drying, won’t transfer to other surfaces (as do colored 
oil-based inks). 8 brilliant colors & black. 2 oz. size only. 









The Flo-master C-6 Display (at left) 
— This hard-working, silent salesman 
does a year-round selling job. Avail- 
able for either the Regular or the 
Advanced Flo-master 

SET AD-22A (at right)— One Ad- 
vanced Flo-master, 4 felt tips, Fine 
Mark Adapter, one 2 oz. can Trans- 
parent Flo-master Ink (any color), 2 
oz. can cleanser. $3.90. 








FELT TIP PENS 





For additional information write to: 


CUSHMAN & DENISON MFG. CO.,, Dept. 1. 625 Eighth Ave., New York 18 
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Notes 
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Joe M. Davis, Los Angeles manufacturers’ representative, 


favored OFFICE APPLIANCES with a visit on March 29. 
In addition to his activities as a representative covering the 
area commonly known as Denver West, Mr. Davis is sales 
manager for Lit-Ning Products Company. He had come east 
to visit the new Lit-Ning plant in Fremont, Ohio, and went 
on to New Jersey and New York to see one of his connec- 
tions, All-Rite Pen, Inc. In Chicago he found time to arrange 
for sales representation in the Sixth District, Dick Singer 
being appointed for that purpose. Flying with the clock, Mr. 
Davis planned to put in a full day’s work in Chicago, take 
an evening plane for the West, and to arrive at home before 
midnight. 
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EXECUTIVE 


65 executive re chair. Luxurious propor- 
tions. Deep foan bber cushions. Designed for 


the top man 


CHECK THIS 
e) 8) | >) —ae ge) 
CHAIR STYLES 





SPRING-BACK CHAIRS 





57-$ fr Harter ““Comfit’’ line 


that als le seat styles and models 





SALES CHAMP 


x 


C-1500 tional style executive chair 
with a toy f rd that puts it in a class 
tives have found comfort 


( 1 any other office chair 















POSTURE CHAIRS 





7) . 
67 executive posture chair. Fine Harter qual- 


66 executive posture chair. Superb Harter pos- 
ity. Foam rubber cushions. Actractively priced. 


ture design. Fully adjustable. Molded foam rubber 
cushions. For the alert executive. 





4 





This is just a sampler! CONVENTIONAL CHAIR STYLES 


There’s a Harter Model for 
every chair need! 


Matching side chairs are avail- 
able to go with all Harter 
executive swivel arm chairs. 


RIGID BACK POSTURE CHAIRS 





700 President swivel armchair. Deep, molded 
foam rubber cushions. Choice of rich uphol- 
steries. A big chair for a big man! 





E-15R, the standard by which secretarial posture 
chairs are measured, has heavy steel seat and back 
Molded foam rubber cushions. 








1800B executive swivel armchair. Full Harter 
quality at surprisingly low cost! 


ty HARTER 





STEEL CHAIRS 





22-L, Harter's newest design. Line has many mod- 
els; there's one for every budget. Harter’s modern 
production methods make them all standout values. 


For information write 


HARTER CORPORATION 
525 Prairie Street, Sturgis, Michigan 
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No. 51-A Arm Chair No. 51% Swivel Chair 


Tele got some combination to sell with this new molded line by Thomas! The inspiration of 
Thomas design and craftsmanship as expressed in the body-fitting comfort and modern style 
of these new chairs. And the rich beauty of the Kalistron coverings, beauty that is protected 
almost indefinitely against wear and tear. 
Kalistron is impervious to scratching, scuffing, marring, staining. Its color is fused 
to the underside, shielded by a transparent vinyl “coat of armor.” Cleans with a damp cloth 


and won’t chip, peel or crack. Get full particulars today about this new profit-building line. 
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l\ witle Kalistron 
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No. 55-A Arm Chair No. 55-L Lounge Chair 
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FURNITURE COMPANY Flexible M 
HIGH POINT, NORTH AROLINA United States Plywood Corporation Weitewoed 
World’s Largest Plywood Organization 
2921 So. Floyd Street, Louisville, Kentucky 










Member 
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tor kead-at-a-Glance 
SIBILITY 


Customers are asking for Barkley Plastic Tab Card 







Indexes because they know angular and magnified 
plastic tabs speed filing and finding—saves expen- 
sive filing space too! Make sure you carry adequate 
quantities in stock. 

Three sizes available: 
3x5,4x 6,5 x 8. In six 
colors: Green, Amber, 
Red, Pink, Blue, and Clear. 


Write for 
illustrated 
literature. 


Serving 
Stationers 
Since 1921 
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12TH DISTRICT NOTES 


JAMES F. BRINKLEY, JR.,. CORRESPONDENT 
244 CALIFORNIA ST., SAN FRANCISCO, CALIF, 
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Clary Conducts Business Survey 


world business outlook at what has been 


level” has undertaken by the 


A survey of the 
termed “the 
Clary Corporation. 

rhrough its dealerships and 
of the Free World, Clary is compiling 
employment levels and the 
favorable or unfavorable dollar 


grass roots been 
countries 
from the 


questions ol 


distributors in 56 
data ranging 
costs of living to 
exchange between U.S. and 
foreign currency 

Another facet of the survey is aimed 
American products are priced to meet the competitive 
tion with products from other countries 

A spokesman for Clary said the result of the 
be made questionnaires are 
and analyzed. 

The Clary 
pansion, has moved, 
Africa. It also has 
Canada under the name of Clary 


at determining whether 
situa- 


survey will 
public as soon as all completed 
in its program of world wide ex- 
most Australia and West 
incorporated for factory operations in 
Multiplier, Ltd., of ¢ 


Corporation, 


recently, into 


anada 
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Chicage Locks 


the manufacturer's key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 
: a lock 

re ara lock 3466 Sliding door lock %;" travel 

in 180° turn 

1968 & 1970 Metal or wood drawer 75.10 Locking cabinet or locker 

locks handles and plain handles 

1747 Lid lock (75-50), individually or in 
7 sets 

1747-4 Strike for ahove lock 76-10 “T” type locking handles and 

5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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includéd with each box of 


CODO CARBON PAPER* 
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40) Weed be. 564 W Monroe 51 
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\ 
features: 
\ 
® PATENTED SLOTS 


(Holds all papers securely) 


® CENTER GUIDE ; 


® DEPTH SCALE 7 
P 





~™ 
= en i 


— —— ae 


It’s easy and profitable to sell Codo Carbon 
Papers. Here’s why: Codo’s exclusive Carbon 
“Gripper” is a proved work-saver and appear- 
ance-improver. In addition, the high quality 
of Codo’s Carbon Paper keeps customers sold 
and assures repeat business. 

*Except Typocraft Brand 


-e * B “—" MANUFACTURING CORP. 


Factory: Coraopolis, Pa. 
401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. Chicago 6, Ill. 


79 Madison Ave. 
New York 16, N. Y. 





172 





14th DISTRICT NOTES 


ERNEST R. 
548 N. MISSION 


DANIELS, CORRE 
DRIVE, SAN GABRIEL, CALIF 


sunny Je f the Golden State avele 3 by the 
1 [ T Seorge Frey, 7819 Anise Ave., L Angeles 45, 

t., and Ge ye Lazier, 1320 S. Roxt C L Angeles} 
T Golden State Travelers Club t 2et n Februar 
| w 3 with the presence A rth mmute 
hee McDonnell carter's Ink). He i by Lark time as 

airy snded kK nf ; p 

Cun Sehm rr rep.) stopped by ng enough to attend the 
Stan rien Hall Corp., San the 14th 
m San Dieg ; e t the re 
na ventior ated for San Dieg n Ma 8. He an 
ed the tel uses the American plan and the dard rat 
na ea $14.00 per day ngle: and $28.00 per day 
Balcor and suites are extra. You will be ge 3 applica 
Diank withir a very hort time a Stan yOu not 


naking your rese 


va 


+ 


DUESRDUE 


t Veep Walt Waldvogel [Nati 
n the Je State Travel ers 


nian , na the 


swimming p 


st members Jack Sternberg 


Welcome aboard, Jack. 


J. W. Hiett (Morilla Co.) is b 
ernand Va ; Floyd Smith 


ke mad 


Friendships Hour to be held 
“er : 
* €+ &€ & & 

B. M. Morris 


+ £ & & & 


busy calling on the trade in San 


hMAta 3 ; writing 


IV >| 


DUESRDUE 


BRIEFING ALONG .. . Byron Thayer is with the Western Tablet 

How ny new members have you brought into the Golden 

Travels Club th year? ., Les Askew (Car Draper Co.) 

as returned trom a business trip to Arizona and reports cold 

was the rder of the day Fred Morein, rmerly of 

Br ; the Good Samaritan Hospital for an eye op 

ation. hen Holliday (Scripto) was seen in Phoenix doing hi 

k George (Eaton) Hatton kes | teak in Bakersfield. . . 

Bob ‘Anderson now with Joe Dav Good luck, Bob. . Jack 

(Webster) Ellis has been reported under the weather but you 

n't keep the big boy down. George Gilfillan Vroman's 

F nd George Washington had a birthday together 

tirst names are the same—any other similarity 

Don Mulhaupt Old Town moving te 

tle. Sure to see y gc but rT Seattle's 
Take note Chet Williams. 

“APOLOGY DUE—For the past few months, I've been blaming 


Bill Jenkins { the non-appearar he new Golden State 
Traveler eT: Bumped into B n the street a uple of 
ek 3g 1 asked him about the r r and tind he delivered 
Stationers As at e sé a ntns ag 

sd up awaiting a a pag ting the new 

> sy any be dy —_ ¢ n the ba ana get 

T T mpie te Tare 
DUESRDUE 

riave YOU c Sam Yocum's beautif new building and tore 
740 W. F ? They have a beauty, sre. . . Valley Stationers 

ea 5 ) square feet of floor space to the new st Sherman 

ok 

*¥ + & & & 

T G | Travelers Club ning a quartet, sextet 
Jouble call it). They hope to meet avery two 

eks if the es and ese hold it. The first meeting con- 


ed of Bill Van Ness (Eberhard 
k Pen ( ; Chas. Cordray (Cc 


Faber); Bill Lashbrook (Ester 
do Ribbons); Pete Masterson 


A and la not least, Jack Cowboy” Ellis, the little boy 
; y ++ M iciwe 
Haven't seer Charley Ahern (Binney & Smith) around for a long 
DUESRDUE 
Anot Y is Ed. Koijane (Wilson-Jones). Ed was with 
‘ deciding to heed Horace Greeley's advice 
Man — Go Sout Har have you 
to see y at GSTC etings. Bring 
addir t J adding 
| J rry a4 W ire d ng eat | b 
far people Charley Evans (Sanford Ink 
r of Golden State Traveler Don't forget 
DUE SRC DUE" 
* &£ & & F 
Second Veep, Harry Fuller (G M cke}), st lin or 
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First choice of 160,000 offices—and no wonder! 





Judging by sales figures, Clary’s 1956 line of adding machines 
seem to have everything business people want. Some customers prefer the 
10-Key models, others the Full Key. Some like the blue and 
green Clary colors, others the gray, beige or turquoise. But the main thing is they’re 
buying Clary. More than ever before. And not only more Clary Adding Machines, 
but more Clary Cash Registers, too. For information concerning Clary 
products or dealer franchises, please write: Dealer Division, Dept. A56, 
Clary Corporation, San Gabriel, California. 





BUSINESS MACHINES DIVISION / CLARY CORPORATION 


San Gabriel, California 


| \clary / 


V 





for America and the Worid j 


f business machines, electronic data-handling equipment, aircraft and missile components... 
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Cyst pol your haud Lore 


—to feel how every finger (of either hand) falls into 
natural, easy working position... how the over-size, 
plainly labeled control keys give direct “live” response 
...how Totals and Sub-totals are obtained instantly by 
depressing bars, with no space strokes required. This 
is the first adding machine to fit the human hand— 
the first new keyboard granted a patent in years! 


Actual items you enter on keyboard 
appear in this Check Window before 
they are printed or added. For the 
first time on an American 10-key machine you see 
what you’re adding—so you can work quickly and 
accurately. Note, too, how Clear Signal prints auto- 
matically on tape with the first item following a total 
...also how True Credit Balance prints without extra 
motor operations or pre-setting! 





Ideas about adding machines are changing fast since 
Friden developed Natural Way adding. Seems like every- 
body wants to go 10-key with Friden! Your Friden Man 
can show you why—call him. Friden sales, instruction, 
service throughout U.S. and world. Fripen CALCULATING 
Macuin™E Co., Inc., San Leandro, California. 


NEW! New model Friden offers rapid multiplication 
with automatic step-over of multiplicand. 


friden 
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NATURAL ADDING MACHINE 
THE AUTOMATIC CALCULATOR 
COMPUTYPER 


WAY 


THE 


THE ADD-PUNCH MACHINE 
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an wr n stumes tt yea f sods s trip into 
r Spa 
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Hope Elgin Burke (McMilla: k) dowr sway before 
Ca the silvery tones he qet n trumpet when he 
* *£+ © #& & 
You pe due bills re able Jon T Give up ope, 
woman ke to Fowler Bros. the early part March and 
j Ww 1 to pay a bill that wa n her ence. She 
eda t nent dated July | 709, and it was tor two 
ntent typewriter pape and sry inted to a 
é Sig Lindstrom stated the statement must have 
tton content paper sD DE aring a +} typed 
a W actually 47 year Anot unusual 
rit w Tax Federa! Tax mnyTning 
Let that n to you. Print your statement n 75% or 
nt paper so if one of your customers decided 
pay y m now, the bill will be legible 
xe * & # 
Mr. & Mrs. K. A. Schock (Schock Stationers, Westwood) just 
laenad 4 . month's cruise to 4 West Ind 1 South 
’ M/S Stella Polar Sailed from New Orleans on 
Druary nd ted Havana, Cuba Port-au-F é H ait St. 
ma Vir ands: St. Martir Netherland WV. Indies: 
artiniq W. Indies; Curaca » Guaira a; and 
toba Had a vely Ind seemed like a very 
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of U.S. office machines, 
equipment and supplies 


Value 
(Dollars 
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eoecercereses 644 859356 
Descriptive, except Punche r New 531 1052933 
Ne 3078 461527 
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except Punched 619077 
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es, except Punched card, Ne New 56616 
xiliary Machines, New 921933 
Used and Rebuilt 219584 
Et Machines 16851% 
ceseovetece : 57420 
Addressing Machine 40901 
except Lithograph Offset 149539 
Lithograph Offset 5549 
gy Machines ... 113270 
TreTrr 489828 
and =Rebuilt 37923 
evecesoesce 309059 
New, except Ele 1981 27313 
Electri except Automat Vew 1114 280581 
New . i Z 124786 
R t, except Aut ' l 86394 
f Typewriter 
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tailored for 
contemporary interiors 


“FLOW-LINE” GROUP 


The growing trend toward custom-designed 
modern office interiors and contemporary furniture 
builds exceptional business volume and profits 
for the dealer displaying and stocking this superb 
chair group. For here is the elegance of contemporary design, 
the master craftsmanship, the lifetime comfort that appeals 

to American businessmen with a modern outlook. 
For this important, expanding market, specify 
MILWAUKEE'S ““FLOW-LINE”’—and you'll SELL. . . 


makers of the finest chairs for over half a century 


x 
ar 


\ 


MILWAUKEE CHAIR COMPANY 
Milwaukee 45, Wisconsin 
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WILTONAIRE 


LIST PRICE 


foteotaalolialial-mes o'4l 
Durability ...and 
| oY Ae nd gf | ot = ee ol oF 


and that's not all, these smart 
aluminum beauties have exclusive 
features for amazingly easy action 
and height control. Now offered 
in a complete office-chair line. . . 
in 6 eye-appealing colors. Be the 
first in your locality to cash in 
on these proved profit makers. 
Write for full details today! 


EMECO 
CORPORATION 


HANOVER, 
PENNSYLVANIA 
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SEEN & HEARD_IN 
SOUTHERN CALIFORNIA 


by J. EDWARD TUFFT 
2012 Huntington Dr., S. Pasadena, Calif 





' 
r meeting at the Rodger Young Auditorium on March 19 


“ 3 


was R. C. Adler, sa manager ft the Atlas 


° pany. The theme dealt with the fF bilities of 
TuTure k | tications being fav iDle Tor The rationery 
t attention be g to details and no one 
nks away from hard work. He pointed out that the easy-going 
is of a ers market are out of the quest Prosperit 
Js upon the n 114d method » Duyers 
A Ture Tne program was Ti sppeara é juarter, 
red by the Golden State Travel Club. Tt juartet 4 
re i hoped that it be utilized trequently 
Ralph Maneval of A. W. Fabs snized the 
ING ext ts 7 make & rea J Tor T r if 


The meeting was opened by R, A. Thomas, executive secretary 
J the program chairman was Phil Radford of the Sterling Sta- 
nery Company of Beverly Hills. 


David Ligon, proprietor of the Glendale Typewrit Exchange 


nas De 


Tea 1°) / ar } ext c 

Mrs. Ligon has been quite regularly ated 
t 159 S. Central Ave. 

Another past president of the Southe shivornia ttice Ma 

ne Deale A iation who has a been laid up tor some 

Otis Kissick of Santa Barbara Jentally, M Kissick 

Mrs. Lig t been on duty at t! rore sé } 7 tT thar the 


ewriter busine joes ON as usua 


Vernon Vallet, sales manager tor tt itherr -alifornia Sta 
ners, 648 V« e Blvd., Los Angele tate that business has been 


atisfa pring. The npany plans to display its 
handise at the 9th Southern California Business Show as it has 
in the past. The dates for the show this year 


Furniture Company slandale, headed by Rod 


Nern, 415 N. Brand Blvd., in August of f year will have m- 

pieteq Twenty e years in busines Cc ne was tarted in 
L A s in 1927, the r having 
Ly 


Ne WwW se € ces na ear | Ter- 
Bu Machine Corpora 3223 W Boule 
t M a The grand Jate A 22. 
macnine ] yn 
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€ y Mor ved 
ry building c wa 
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anil re and 
re f Jed Hugh L. 
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DE around $4 re t } } T jrrent 
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Louis R. Kurtin, Jent and Te 
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mW) good reasons why a GLOBE-WERNICKE FRANCHISE is valuable 


{, Globe-Guard Files... 
tomers who demand top quality and style. 


for your < 


2. Duro-Guard Files... 


when eco! is the most important consideration. 


« Fire-Guard Files... 
for those who want maximum protection. 

pportunities to close the sale—each backed 
pendability . spotlighted by extensive 
national advertising 

Globe-Wernicke’s metal files are designed to meet every 
requirement. Beauty, durability, economy, 
and ease of operation win customer approval, build good will 
profitable sales. Globe-Wernicke Files are 


, . three exce le ni 


by 74 vears 


possible custome! 


promote more 


only a part of the complete line of office equipment, visible 
records, filing supplies, and systems that is setting sales records 
in office equipment stores all over the world. 

To compete—be complete. Write today. Find out about 
the lucrative advantages of a Globe-Wernicke Franchised 
Dealership. 


CINCINNATI 12, OHIO 


remember... 
success depends on the strength of your line 
































Big let-down se6 


New Bassick “Diamond-Arrow” Casters 
Will Prevent This! 


“How are the mighty fallen,” a rhetorical question 
in Biblical times, sometimes becomes a painfully real 
question today. Painful for the unseated executive 
above—and embarrassing for the office manager. 


Just one of the reasons to put Bassick casters on all 
your office chairs and equipment. They give the easy 
action that ends the need for irritating pushing and 
pulling. 

Other reasons for Bassick glides and casters in an 
office, of course, are the quietness with which they 
move and the way they protect expensive floor finishes 
and carpets. And once you've got sturdy, well con- 
structed Bassicks installed, you can forget about them. 


Ask your office manager customers to try Bassick 





casters. The Bassick Com- 
pany, Bridgeport 2, Conn. 
In Canada: Belleville, Ont. 


BASSICK CHAIR CONTROLS are an- 
other office favorite. The exclusive 
Flo-Tilt control above is a rubber 
torsion unit that can’t squeak, pro- 
vides the smoothest, safest tilting 
action ever. See your dealer about 
chairs with Flo-Tilt or conven- 
tional Bassick tilt controls. 








Bassick 


A DIVISION OF 





MAKING MORE KINDS OF CASTERS... MAKING CASTERS DO MORE 
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Direct Shipman-Ward Branch in Los Angeles 

Continuing with the policy of the Button family to give the 
dealers the best possible service, Shipman-Ward has made ar- 
rangements to operate the Wholesale Business Machine Com- 
pany in Los Angeles, Calif. as a direct branch. 

The name will be changed to Shipman-Ward of Southern 
California, and it will be managed by Marvin McCrea and 
Jimmy Pitman. 

Jimmy is well known to dealers in the Los Angeles area, 
as he has had over 10 years experience in the wholesaling 
of parts, supplies and platen recovering. Marvin is the former 
partner and manager of Wholesale Business Machines and is 
well known to all dealers on the West Coast and bordering 


States. 





Eight Dealers Take Clary Franchises 

Eight dealers have recently received appointments as fran- 
chised dealers for the Clary Corporation according to J. W. 
Stallings, general sales manager. 

They include: J. W. Fisher & Company, Hanover, Pa; 
Catawba Office Supply Company, Newton, N. C.; Maxey’s 
Stationery, Seaside, Calif.; Office Machines Incorporated, Mo- 
bile, Ala.; Hartan’s Sales & Service, Allentown, Pa.; Dins- 
more’s Office Equipment & Service, Laramie, Wyo.; Georgia 
Printing Company, Albany, Ga., and Batcho Business Ma- 
chines, Pittsburgh, Pa. 
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Now Rich Colors...Styled Custom Tops 











Better Built for Pronze Tan. 
Better Business 





ALL-STEEL EQUIPMENT INC. 
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in AS EXECU 





offices. New, mo 


TIVE FURNITURE 











Rich, new executive colors ... Ebony, Sea Gray and 


. create an air of dignity, elegance and distinction in executive 


dern desk top materials, Linoleum, Textolite and Formica in 


plain colors and patterns. Colorful homespun upholstery fabrics enrich the chairs. 


ASE executive furniture has won immediate and enthusiastic acceptance. Display it 


prominently on your floor. Use it as a sales-starter to introduce ASE furniture to all 


your customers. The new executive styling and colors will be a traffic-stopper for you. 


Franchise May Be Open in 
Your Community. Write Today. 


Avrora, Ulinois 
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4 Robert O. Silane who has « ved 1 experience 1 
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uality Sark wa r many y 1 book writer and one easy 
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Q - f William H. Simpron ; now reaching t with its personnel of 
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Repeat business is in the cards when ; 
you introduce FINAL-LINE Carbon Paper to your ¢ 
customers. ° 
And no wonder. You're doing more than selling a ° 
quality carbon. You're performing an honest- 2 
to-goodness service—helping the typist get . 
her letters right the first time. > 
Punch holes the top of FINAL-LINe’s extension > 
edge help her up her page. Holes at . 
the bottom shout warnings when she nears the . 
end of the sheet. They save her the nuisance of : 
retyping letters t ran too deep. e 
a 

You're Aces with the gals—you’re eliminating ° 
unnecessary wo with their bosses—important 4 
o 


me; even with tight-fisted 
expensive letterhead 
not waste-basketed. 


etters get out « 
Purchasing Age 


stationery gets 


There’s lots more to like about FINAL-LINE 
[ypist Guide ¢ yn, too. It lies flat 
won't curl. Extension edge is uncoated for 
é handling. | ers don’t smudge. 
Comes in all weights and finishes. 
Order today. Or write for samples, prices, details. 
Dept Ss 








PEERLESS La 


These 
Punch Holes 
Mean... 











COMPANY 


INCORPORATED 


General Office and Factory: Peerless Place, 
Newark 5, New Jersey 


Medi Nel YO Kidbod Ribbons, carbons, spirit and gelatin duplicating 


carbons, master units, carbon ribbons, carbon rolls for every business need. 
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An EXCITING New Tool 
for SAVING TIME 
in the OFFICE! 











The new Model 60 


MASTER ADDRESSER 


ADDRESSES Statements, Direct Mail, Adver- 
tising Material, Service Follow-ups, etc. 

IMPRINTS Time Cards, Checks, Personnel 
Forms, Shipping Labels and Tags, etc. 


HEADS Requisitions, Purchase Orders, File 
Cards, Folders, Hospital Admittance 
Cards, Records and Reports. 

REPRODUCES Signatures, Addresses, Small 


Forms, Specifications and Directions. 





THE NEW MODEL 60 =, 
MASTER ADDRESSER —— 
So versatile it can be adapted to almost a 
any repetitive writing job. So simple to ‘ 
use it prints from paper masters pr iA 
pared in any typewriter. So flexible the yo 
Masters can be used separately or at 
tached to almost any type of record 
or ledger card. combines printing 
medium and record files in one. So #n- aS 
™» 


expensive even the smallest office can't 





afford to be without it. 

Actually the Model 60 MASTER AD 
DRESSER is far more than just an 
addressing machine. It’s a_ desk-sized 

“ s can be used sepa 

duplicator using the spirit process of vai. dp dtd’ 
duplication to perform 100s of repeti to related records of 
tive printing jobs for 1000s of busi iny size, shape, or 
nesses and organizations. form 

If you sell office equipment, don’t miss this op 
portunity to handle the NEW MODEL 60. Re 
turn this coupon for complete information on a 
dealer Franchise for your area 


PRINTS from 


paper masters which 


oanees PTTL ILI tir Titi iit Tir rrr " 





: MASTER ADDRESSER COMPANY : 
: 6500-OA West Lake St., Minneapolis 26, Minn. : 
: @ Tell me more about the “Model 60” and your ' 
: franchise plan. : 
i NAME 
: COMPANY : 
i ADDRESS ; 
A ae STATE 





ectron bra machine The business ma- 
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rom it Seattle + ‘ nsta | st the B eing 
pany ars ago [BM 7 t e put in 
re] 65 we TO be TO W 705 which 
will tak 5 payroll and la Boeing's 

40,000 € 
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Expanded business in the Portland area ha ecessity for 
turther space on the part f School Supply 
& pa Oregon metr 5 jnea a j§ 
ear lease for a new building in the Guilds Lake industrial area 
rding to F. V. Hutchinson, its president. John F. Jensen, Port- 
srcr Tr, nas prepared plar T The tructure that will be 
erected to suit the needs of the upply house on a 245 
nfain some 695,VU juare TeeT tT warenouse ang 
c t-street parking and trucking areas are to be pro- 
e| } T 3 y pia a oT oC 
ancy y TirsT T be f v 5 i n f ng up 
4 ffice space for the large sct upply house now preparing 
arger distribution oT man 1 witn the 

1 in the Oregon area. 


O’Malley Handles Promotions, 
for National Business Show 

Rudolph Lang, managing director of the National Business 
Show, New York City, has announced the retaining of the 
publicity and public relations firm of John O’Malley, 250 W., 
57th St., New York City. Mr. O’Malley will institute an all- 
year-round campaign for the Show, whose 1956 Theme 
“Preview of the Future” will mark its 53rd year. 

The Show will be held October 15-19 at New York City’s 
new Coliseum and will be open to the business public on 
invitation from 1:00-10:00 P.M. daily. 

This year, according to Mr. Lang, there will be more 
than 300 exhibits, large and small, in the four and one-half 
acres of space the Show will occupy. The office machine 
equipment and supplies industry, whose annual sales exceed 
threc billions of dollars, will exhibit the very latest in the 
integrated data processing and electronics processing fields, 
which are making great strides toward automation in the 
office. 














GUARANTEED- 
LIKE-NEW 


/ OFFICE 
(MACHINES 


Like the shapely lady 
above, our rebuilt ma- 






























chines are put in perfect = 
shape—rebuilt like new by =F 
trained mechanics. Hun-  gooxxeEpING 
ADDING dreds of select rough ma- MACHINES 
MACHINES . 
chines of all sorts in stock 


—yours at prices that al- 
low you big profits. Write " 
Dept. BB today for our 
price list on select rough 
machines and see for 
yourself. 


Cable address: ADDBOOKAL 


INTERNATIONAL OFFICE APPLIANCES, INC. 


—< 


CALCULATORS 

















COMPTOMETERS ADDRESSOGRAPH 


326 BROADWAY, NEW YORK 7, N. Y. HAnover 2-6700 





OA-5/56 








af TP > 


isiness 
of the 
SO W. 
in all- 
Theme 


City’s 
lic on 


more 
ne-half 
achine | 
exceed | 
in the 
fields, : 4 : 
in the Profitable way to satisfy your office equipment customers 








Sell them Rubbermaid Wastebaskets—they stay good looking for years! 


Here’s a fast selling, quality product your customers will want. 
These permanently attractive Rubbermaid Wastebaskets 
are the finest you can sell. Here’s why: 


Modern design. Wide selection 
of colors to harmonize with 
any office furniture. 


they’re practical Distinctive, space-saving shape. 


they're noiseless Cushiony. No clatter or banging. 


TO Meaiimiiaiiiiizas No metal. No chipping or rusting. 
stay new looking Won’t dent or scratch. 


Easy to clean. 


last for years Lightweight, yet sturdily built. 


Order big for big profits on Rubbermaid Wastebaskets 


Stock both sizes: Office size: 144%’ x 10%" x 15”... 
28 qt. capacity ... No. 06-2956. Room size: 1144” x 8” x 12” 


... 14 qt. capacity . . . No. 06-2955. Colors: Office size in 
Distributed by: grey and tan. Room size in grey, tan, yellow, pink, white. 


they’re decorative 





Associated Stationers Supply Co., Chicago + Bainbridge, Kimpton & Haupt, Inc., New York City - Bainbridge- 
Southern, Inc., Charleston, S. C. - Carpenter Paper Company (Commercial Stationery Division), Fort Worth- 
Houston, Texas + Federal Stationery Company, Kansas City, Mo., St. Paul, Minn., Oklahoma City, Okla. 


| THE WOOSTER RUBBER COMPANY : Commercial Division . Wooster.Ohio 


J 





5/56) OA-5/56 183 














the 


chair 





NSOE a 
° May 3-5 on & NSOEA, Pere Ma 
with May 5-9 ners Guild of Canada n convention and exhibit, Sheraton 
Viount Roy Montrea Fred Smart x retary a W 
a May 10-13. New York Stationery V t New New York 
,e0rge | ttle f ageme 220 Fifth Yew York 1, N 
future! May 14-15 n 12 NSOEA, Hote Yosemite National Park, Calif 
May 16-1 annual fere t executiv ted with manu 
factur ffice f 
Nat t 
May 17-18. Region 14 NSOEA, The C 
Overall]: May 20-24. National Office Management ~ 
rye ” 3 ff 2 Wviacr ery Equ pment Exposit 
7 i) quip t is 
Width —— odd May 25-26. Reg 10 NSOEA, Gladstone asper 
Depth 2214 May 31, June 1. Region 11 NSOEA, Hot 
Height 31’ June 4-5 jion 7 NSOEA, Hotel Low 
June 11-12 sion 3 NSOEA, Pocono Ma f 
June 18-19. Region 13 NSOEA, Gro j try Clut jers (Ferndale 
WRITE FOR OUR CATALOG OF 
June 22-23. Reg 2 NSOEA, Whitefz 
FINE LEATHER FURNITURE. June 28-30. Region 1 NSOEA, Marsha 
July 8-11 Jational Office Machine A ciat t and exhibit 
/MPER/A < ‘ hamrock Hot Houston, Tex. Harold 1 Executive tary, 1267 North 
y i Wilt Pla Angeles 8. Calif 
Callas Jurniture Co, Ap nteny~ pete , . 
September 29-October 3. Nationa y & Off sipment Association 
315 WEST 47th STREET + NEW YORK 19, N. Y. vent exhibit. Conrad Hilt Chicag ji Burbank, Executive 
»-Pr f 40 Investment Building, W jton 5 
Cctober 4-6 dian Office Mact A t Prince Edward 
Ww é Canada 
October 15-19. National Business Show, New York Coliseu Rudolph Lang, Man- 
aging d tor W. 42nd St., New York 36, N.Y 











MATCHLINE 


by JASPER TABLE COMPANY 


<< =o motched functional group 
of fine office furniture 
in beautiful Walnut 





(S530N-1D520N w/D520 drawer-w/T72 top (above) illustrates two 
of the eleven matched pieces in the Matchline group and one tof 
size of the six available 


CD530N-P500 w/T60 top (at left) illustrates another unit with 60° 
top and panel end—panel end could be replaced by single turned leg 


MATCHLINE is versatile. Countless combinations of the elever 
basic units and six top sizes (all 18°’ wide with lengths 0 
20’, 30’, 60", 72", 84’’, 90’’) are possible. Write todo) 
for our new Matchline catalog and complete details. Address 
JASPER TABLE COMPANY, JASPER, INDIANA 
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help pre-sell office equipment buyers all over 
the country. Qualified leads from this consistent 
campaign—plus a direct follow-up by alert 
Security Dealers—can add up to more installations 
and bigger profits. Get maximum results from 


this campaign by tieing it in with your local 


newspaper and direct mail efforts. Make sure that 
buyers know that you're the Security Man in your 


city. Write today for more details. 


A COMPLETE LINE OF FINE STEEL OFFICE FURNITURE 


F’ Here’s Trade Advertising Support 
TO HELP YOU 


on bre Sales with Security 


In the months ahead, full-page, lead-producing 
ads in such influential magazines as Modern 
Office Procedures, Management Methods, 
Office Management, Purchasing and Controller will 


y SOME CC MFP ANIE » 
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SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, 


yo 





505 Middlesex Road, Avenel, New Jersey 





NEW 
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A Profitable 
Opportunity! 







With the 





corte vat . ~ 


| 105° 


F.O.B. Factory 
plus excise tax. 
Stacker optional at 
nominal price. (Prices 
subject to change 
without notice.) 


/ 


opens 200 to 
300 Letters 
per minute 


built right — priced right 


for thousands of small and 
medium-sized businesses 


NOTHING ELSE LIKE IT! Opens letters 30 times faster 
than by hand! Gets the whole office staff into high 
gear—fast. Designed to handle from 200 up to 
2000 letters per day. Small, compact—readily used 
on any desk or table. ‘Scottie’ weighs only 9 
pounds, — it's easy to carry from desk to desk, 
can be put in any convenient corner when not in 
use. Opens all sizes of envelopes—no clipped 
corners or damaged mail. Takes a clean slice off 
tops of envelopes, with adjustment from 0 to '/z" 
for width of trim. 

OPENS A HUGE NEW MARKET — The Scottie Letter 
Opener does a lot more than open mail — it 
opens the huge market of middle-sized offices 
where the time it saves makes it very profitable. 
It is needed by banks, stores, wholesale houses, 
insurance offices, mail order businesses, factories 
and dozens of other lines. 

OPENS A RARE SALES OPPORTUNITY — Reports from 
established Scottie sales representatives are ex- 
cellent. Thousands of smaller businesses offer a 
practically untouched market for this speedy, low 
cost machine. If you are experienced on specialty 
equipment sales—look into the Scottie for steady, 
future profits. 


ARNOLD MAC KENZIE, Inc. 


3133 OVERLOOK DRIVE, MINNEAPOLIS 20, MINN. 










ARNOLD MacKENZIE, INC 
3133 Overlook Drive, Minneapo 20, Minn 

I am experienced in sales of specialty office equipment. Ser 
information on Scottie Letter Opener. My territor 


Name 
Street Address 


City . 


Passed Away 





Cc. C. Shee, 


sales manager of the Oakville Company Division, Scovill man- 
ufacturing Company, for the past 28 years, died at his home 
in Waterbury, Conn., on March 7. Mr. Shee had been in poor 
health since the summer of 1954 and had not been able to 
assume business responsibilities since August, 1955. The sor- 
row of his family was increased by the fact that Mrs. Shee, 
who was known by many of her husband’s business associates, 
died on February 5. 

Surviving are a son, 
one sister 


two daughters, six grandchildren and 


-~ + + + + 
Scott D. Denny, 


61, sales promotion manager for the Ennis Tag and Sales- 
book Company, and the American Carbon Paper Manufac- 
turing Company of Ennis, Tex., died in a Dallas hospital on 
March 10 after a long illness. 

A native of Moss Point, Miss., Mr. Denny had been as- 
sociated with the companies for 16 years and made his home 
in Ennis for 13 years. 


Survivors include his widow; one daughter, Mrs. J. K. 
Chandler of Coral Gables, Fla; one grandson and one 
brother, Cameron Denny, of Beverly Hills, Calif—CAP 


+ + + + + 


Ernest Beaumont, 


81, former owner of the Beaumont 
Canton, Ohio, died February 22 in Aultman Hospital there. 
He retired from the Allen Wales Adding Machine Company 
two years and had owned his equipment company for 
25 years. 

Surviving are his widow, Coila; Mrs. 
Massillon; and a brother, Walter, Cleveland.—AK 


~+ + + + 


Equipment Company, 


ago, 


Edith Herbst, 


a sister, 


Nathan M. Hoffberg, 


50, 
office at 15 Whitehall St., died 
226th St., Laurelton, Queens. 
ployed by the firm for 27 years. 
Surviving are the widow, Mrs. Fae 
two sons, George and Burton Hoffberg. 


March 7 at his home, 131-28 


Mr. Hoffberg had been 


Shell Hoffberg, and 


~ + + + + 
Howard Buford Nash, 


business machines dealer of Atlanta, Ga., died at his home 
March 23. He was 68. Mr. Nash was president of N. B. 
Nash, Inc., a concern he established about 24 years ago. He 


was a native of Atlanta and had lived there all his life. His 


widow and a daughter survive. —GET 


Challenger To Expand Space in Toronto 

The Challenger Manifold Corporation announces the recent 
purchase of 27,000 square feet of office and warehouse space 
at 18-20 Duncan St., Toronto. The building will be known as 


the Challenger Building, and will house three offices of the 
Corporation; Carbon Paper Service Bureau, Peerless Dis- 
tributors, Ltd., and Challenger Press, Ltd. The move is con- 


sistent with the growth of the company expanding its produc- 
tion of new and better products for copymaking. 
Challenger Manifold distributes Challenger and 


em- | 


Peerless | 


brand carbon paper and inked ribbons for every type of office 


master units and 
the company 


machine, Old Town duplicating machines, 

supplies. In addition to these name products, 

manufactures business forms and systems. 
his further expansion allows Challenger 


manager of the Commercial Stationery Company branch | 


Manifold to in-} 


crease its service facilities in the Metropolitan Toronto area, | 
announce Edward J. Brisbois, president, and J. Dorion Bris-] 
bois, vice-president. i 
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THIS SIMPLE DEMONSTRATION SHOWS YOU 











man- 
home 
poor 
le to 
sor- 
Shee, 
hee Look! Your prospect uses 
iates, 
. present cards. No costly 
a 
*,? . 
transposition. Saves him 
-* 
$200 to $400. 
Sales- 
nufac- 
tal on 
n as- 
home | 
J. K. 
i one 
\P 
a 
pany, 
there. 
npany 
1y for 
lerbst, If you have a Revo-File to show, you can tell your Revo-File “‘as is.” No need for costly transposition. No 
Here’s the rotary file that saves you $200 to need for special key-hole punched cards. Revo-File is the 
be wh $400 in the first 37 minutes you own it.”’ And you can only single-drum rotary card file of its type that permits 
Show him how he simply takes his present these tremendous savings. No wonder Mosler Revo- 
f his old-fashioned files and drops ’em into Files practically sell themselves, produce 40% reorders. 
>ranch 
131-28 
mh em- 
z, and 
- + 
home 
N. B. 
zo. He 
fe. His . & 
Ramsey, Inc., Philadelphia, Pennsylvania, This big money deal began with a sale by The Nashville Stationery Company sold this 
recently sold 35 Model C58 Mosler Thomas Groom & Co., Boston, Mass., installation of 12 Revo-Files, recently, at 
Revo-Files, taking a neat profit of $4,550. for 2 trial Revo-Files. During one month, a profit of $2,640. Other sales by dealers 
Many an initial order for one or two the customer reordered three times; since has range up to $11,760 in profit. And in 
recent Mosler Revo-Files turns into this kind of bought more than 140 Revo-Files, paying each case reorders brought in a big part 
> space bonanza! 4 reorders is “‘par” for the dealer over $17,000 in profits! of the bonanza! 
Revo-File 
OWN as 
of the 
s Dis 
is con 
sroduc 
Write, wire or phone The Mosler Safe Company, Dept. OA-8, Hamilton, Ohio 
Peerless 


* Only single-drum rotary card file of its ¢ “Hottest” rotary file on the market-— 


f yffice : . | 
C : Another fine product of type that does not require attachment sales doubled in 1955! 
its ane of cards! 


* Big profit on each sale—with no service 


ympan 4 ; i - i 
p yj M sler Safe Company * Exclusive patented card retention method hondeshest 
oO Since 1048 prevents loss or mutilation of cards! 


to im * Practically sells itself... produces 40% ¢ Wide-open market—every firm or bank 
oO area reorders! with 3,000 or more cards is a prospect! 
yn Bris 

















NEW Phone Amplifier 
Frees BOTH Hands! 


Tel-O-Master 


® Amplifies incoming message for individual or 
group conference. Adjustable volume. 

@® Picks up outgoing conversation from various 
parts of the room. 

@ Frees BOTH hands for taking notes, moving about 
the office, consulting files, etc. 


Completely automatic and portable: n nstallation or electrical 
connections; powerful transistor perate on Mercury long-life batter 
ies. Compact unit finished in handsome natu mahogany nly 
$69.50, complete and ready to operate 


Dealerships available now. 


Research Laboratory, Inc. 


Dept. OA-1, Palo Alto, Calif. 


Electronic Instruments Since 1932 











Burroughs, Electrodata Stock Plan Told 


Phillip Fogg, chairman of the board of Electrodata Corpora- 
tion of Pasadena, Calif., and John S. Coleman, president of 
Burroughs Corporation, have announced that the board of 
directors and stockholders of Electrodata will be asked to 
approve a plan whereby one share of Burroughs common 


stock will be issued for each two shares of outstanding Elec- 


trodata stock 

Burroughs is presently manufacturing and marketing desk- 
size digital computers and will shortly announce completion 
of the first model of a large scale electronic system. Addi- 
tion of Electrodata would result in a complete line of elec- 
tronic data processing systems ranging from the _ desk- 
size computer to very large scale electronic systems. 

Details of the plan under which Burroughs stock would be 
issued are now in process of preparation. 


Permacel Names Six Representatives 


The appointment of six new manufacturers’ representatives 
has been announced by the Permacel Tape Corporation. These 
new agents are: 

New Jersey and New York area—R. L. Gentry of the R 
S. A. Company, 15 Park Ave., Rutherford, N. J 

lowa, Nebraska, Kansas, Missouri and Southern Illinois— 
R. W. Knaggs, 7503 Melba Lane, Belleville, Ill 

Wisconsin and Northern Illinois—L. A. Chambers Com 
pany, 5906 W. North Ave., Chicago 

Southern New Jersey, 
District of Columbia and Virginia 
ing Lane, Haddonfield, N. J. 

Michigan—Jack Thorpe, 640 Hidden Lane, Detroit. 

Kentucky, Ohio, West Pennsylvania, West Virginia—Near 
Bear Corporation, 3435 Streetsboro Road, West Richfield, 
Ohio 


Pennsylvania, Delaware, Maryland, 
Edward Braddock, Brown- 
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VISIBLE ADDING DIALS 


9 COLUMN CAPACITY 


PLUS TAX 


SWIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, 


Massachusetts 
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Streaks (roller marks) have been voted the most baffling problem in getting 
out perfect carbon copies — especially with the high feed-roll tensions of 
modern typewriters. 





Now, with Flagship’s newest metallic-back carbon paper development you 
have the easily proved, quickly demonstrated answer to that problem. 


CITY Roller marks are out! Clean, perfect copies of brilliant color strength and fine 
erasability are in — for good — with Flagship. 


7 And Flagship can be counted on to lead the race for a genuinely better 
carbon paper that will give more satisfaction to more customers. if you are 
not getting results with ‘‘the line you have always bought"’ Flagship may be 
your answer. 





‘» FLAGSHIP. curl-proof, with smudgeless erasures. The 


metallic back makes it easier to handle, wear longer and give sharp, 


permanent copies. Meets the needs of more people with fewer 
Sy” weights and writing strengths. 


Let us tell you more about Flagship. Make it a point to call or write us today. 


AL. LE ED carson ano ripson MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3404 So. Main, Los Angeles 7, Calif. 
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Loy © VAM hed 1-9 4-1 = 
IN MERCHANDISE DISPLAY 


AT CALDWELL-SITES CO. 
IN SAME AREA 





From its smart appearance you would think the 
Caldwell-Sites Company, Roanoke, Virginia, had 
moved into a brand new building. Actually it’s the 
same building...same area. Bulman equipment 
and planning made the big difference...and in- 
creased display space 50 per cent. Since it was 
a recent installation, it is too early to determine 
the volume increase, but certain departments have 
shown increases from 25 to 30 per cent 


Write, wire or call 


~« Bulan 


GRAND RAPIDS CORPORATION 





Grand Rapids 2, Michigan 


The Greatest Name in Self-Selection 


190 


Burroughs Corp. Adds to Plant 

Burroughs Corporation will begin construction this spring 
on a new 204,000 square foot addition to its Plymouth divi- 
sion plant facilities, it Was announced today by John S. 
Coleman, president. 

The new one-story building will increase the size of the 
Plymouth division operations to 840,000 square feet, or 19 
acres Of manutacturing area. 

“The new plant is needed to provide manufacturing and 
assembly space for expanding product lines,’ Mr. Coleman 
said. “It is scheduled for completion during the first quarter of 
1957, and it is expected that by 1958 an additional 2,000 em- 
ployees will be required to man it.” There are 3,500 men and 
women presently employed at the Plymouth division. 

This will be the third expansion of the corporation’s 
Plymouth operation since 1950. In that year a one-story 
150,000 square foot addition was built, and another plant of 
the same size was added in 1952. The new building will be 
similar to these in design. The other Plymouth Division plants 
consist of a five-story main building, power house, and a 
100,000 square foot warehouse. 


Sanders Presents Burroughs Award 

The dealer division, Burroughs Corporation, has cited its 
central regional dealer sales staff with a sales achievement 
award for outstanding sales achievement during the last quarter 
of 1955. Presentation of the award was made by Robert J. 
Sanders, dealer sales manager, at a three-day sales conference 
in the Chase Hotel, St. Louis. 

In sales competition with all dealer sales regions through- 
out the United States and Canada, the central regional staff 
excelled, Mr. Sanders said. Honored at the award ceremony 
were: G. H. Correll, regional manager; D. L. Hoener, man- 
ager, regional dealer sales; and M. W. Laird and M. E. Clem- 


ents, regional dealer sales representatives 





LET ME INTRODUCE 
2 > 2S Tou 10 
: PROFIT-MAKER 








It's not only a matter of prices, even though they are 


a pleasant surprise to most dealers, but... 


1. dealer imprint packages that develop repeat orders 


“exclusively yours.” 


2. color-theme carbon papers that have “built-in” sales 


appeal. 


3. inventories of inked ribbons and carbon papers that 


make special items easy to get... and quickly! 
That's the story of the “U.S. Line” ... and greater 


profit possibilities for the alert dealer. Samples and 


prices? Certainly ... just ask! 





U.S. 


CARBON & RIBBON MFG. CO. INC. 





621-623 CHERRY ST. PHILADELPHIA 6, PENNA. 
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SELL THE LINE THAT SELLS FOR YOU 


CESS. e@ ann on a | 
PRESTIGE LINE 


OF DESK CALENDARS 













No. 17 is a 

deluxe, book 
style calendar 

with lefthand page 
for recording half- 
hourly appointments 
from 8:00 A.M. to 5:30 
P.M. Styrene bases in wal- 
nut or metallic gray or metal 
with bronze lacquer finish. 


No wonder SUCCESS desk calendars sell so well... 
Look at the selling help SUCCESS gives you: 


ie 





Envelope Enclosures: A yearly calendar, A little pocket calendar included with 
with your imprint at the top, keeps your every refill pad. A constant reminder of 
name before your customers all yearlong. Success Calendars. 























—— 
atio When you 
GANAGEMENT think of 
METHODS - «ssonreemr oF SUCCESS 
MODERN OFFICE PROCEDURES] A ome DESK CALENDARS 
National advertising in leading maga- Beautiful store displays, window stream- 
zines. It's good business to sell Success ers and calendar charts dress up your 
Calendars . . . more profit, too, because showroom, tel! customers that here is the 
people ask for Success by name, come place to buy the SUCCESS Desk Cal- 
back to your store year after year. Don't endars they have been reading about in 
be satisfied with ordinary calendars. national magazines. 


Write for new SUCCESS 
COLUMBIAN 742 WORKS, INC. pam ag Son 


WEST CORNELL STREET © MILWAUKEE 9, WISCONSIN Styles Available. 
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‘ 


Department a “‘one 
stop” source .. . Hano is 


today’s complete line . . . 

17 different Standard Body 
forms ...a popular Hano 
semi-Custom price list for 
the economy-minded, plus 
the most comprehensive 

Custom Register Form Lis 
available today. 
there is a Hano form to fit 
every need just as there is 


every installation. 
Stop taking grief and 
start making profits 
sell Hano. 
eries, competitive prices, 
top quality ... get your 
form business the easy way 


REFOLDERS 
Hand or Electric 


General and Sales Offices WwW 
HOLYOKE, MASSACHUSETTS MT 





a 


Hano Register designed fo! 


Excellent deliv- 







for easier profits... 


SELL HANO 
REGISTERS AND FORMS 


ake your Register Forms 





ue 


h 

Se 
‘al 

NAb 


t # ; 


Remember, j 


REGISTER FORMS 





PORTA- PAKS 







PORTABLES 


REGISTER 
Cash drawer units 






Write for 8 page Hano 
Register Circular plus a 
new “at a glance” survey 
of the available Hano Reg- 
isters and Forms. Some 
open in the 
South, Southwest and Mid- 
established sta- 


dealerships 


west fi yr 


troners 


COMPANY INC. 
RS SINCE 1888 


crehouse and Branch Plant 


. OLIVE, ILLINOIS 
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Records Saved Despite Night-Long 
Fire at Curtiss Candy Company 

Irreplaceable papers and records have been recovered intact 
from the fire-gutted building housing the offices of the Curtiss 
Candy Company, Chicago. 

R. B. Schnering, Curtiss president, 
Safe Company officials that 
although exposed to a night-long fire and 


gratefully told Mosler 
from the debris, 
falls from second 


safes salvaged 


SURVIVES FIRE 








Safe shown here sur- 
vived a three-story 
drop in the Curtiss Co. 
fire. Robert Johnson, 
assistant to the treas- 
urer, smiles as he ex- 
amines the saved rec- 
ords. 





and third floors to street level, withstood the ravages and 
when opened revealed protected tax records, profit and loss 
statements, ledgers and ledger cards, and files 

[he saving to the company, Mr. Schnering told Mosler, is 
unestimatible, since many of the records could not have been 


duplicated 


Columbia Ribbon Creates Two New Posts 
Albert Dreyer and George J 
City branch office of Columbia 


Cashman of the New York 
Ribbon & Carbon Manufac- 





ALBERT DREYER SG. CASHMAN 


turing Company, Inc., have been named to assist in the train- 
ing and development of new sales personnel in their respective 
divisions 

In a recent announcement made by Edgar M. Garella, New 
York branch manager, Mr. Dreyer was named to supervise 
the record and hectograph supplies division of the branch. 

Mr. Cashman will assist in the training and sales supervi- 
sion of the Colitho offset duplicating division 





Sta, 

ap : Set Re eT 

es 5 . : Laas = | 

= ‘ re ey oe, 

WEDDING BELLS — 
a a : : Pes gy i 





th cts nl Cll 





— 

Mr. and Mrs. Lou Obstfeld have announced the marriage 
of their daughter Helen Marjorie to Robert A. Heyman on 
March 17 in Brooklyn. Father of the bride is well known in 
the stationery industry through his former connection with 
Markwell Manufacturing Company, Inc 
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ATIONAL LOCK 


makes the hardware 
that makes the 


difference... 


-7 IN QUALITY 
_/ IN APPEARANCE 

| IN DEPENDABILITY 

/ IN DOWN RIGHT VALUE 
of your product line 


most modern creations in both 
standard and custom-built items. Our 
experienced stylists will work inde- 
pendently or in cooperation with 
your own designers. This service in- 
cludes hardware in die cast, stampings, 


Pleasingly styled to enhance the beauty 
of your products... skillfully 
engineered to assure quick easy 
application... quality made to 
provide many years of troublefree 
service . . . National Lock decorative 
and functional hardware will bring compression and injection molding. 
Write us for full information about 


National Lock items and facilities. 


QUALITY HARDWARE...all from ] source 


outstanding user appeal to your line. 
You'll find National Lock offers the 


CASTERS « DRAWER PULLS « LOCKS e HANDLES 
LABEL HOLDERS e« HINGES e LATCHES e¢ GLIDES 
STANDARD and SPECIAL PURPOSE SCREWS and BOLTS 


NATIONAL LOCK COMPANY 
Rockford, Illinois 
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Things haven't really changed 
much in 50 years... . 


From barber 
shop quartets .. . 





... to the 
“Crewcuts © Lk 





OFFICE SUPPLY 
DEALERS EVERYWHERE 


STILL LOOK TO 


IMPERIAL 
METHODS 


for * LOW PRICE 
* TOP QUALITY 
* QUICK SERVICE 


FILE FOLDERS e@ GUIDES 
INDEX CARDS e@- LABELS 


write for catalog 


SELLABRATING 
OUR 50Th 


Anniversary 


1906 — 1956 





Impertal [ifethods (0 


FOREST PARK, ILLINOIS 
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Federal Business Products Names Two 
to Serve on Executive Board 


Federal Business Products, manufacturers of continuous and 
unit set business forms, has announced the appointments of 
George A. Deering as vice-president in charge of sales and 
Edward L. MacLauchlan as vice-president in charge of pro- 
duction. 

Mr. Deering is well-known throughout the business forms 
industry, having had more than 20 years of experience in 
forms sales and sales management. Previous to his appoint- 
ment, Mr. Deering was president of G. A. Deering Associates 
and Ideal Carbon Paper Corporation 

A well-known expert in his field, Edward L. MacLauchlan 
brings to Federal more than 40 years of experience and 4 
wealth of production know-how. 

Benjamin Tobler, President of Federal Business Products, 
stated that the appointment was made necessary by the com- 
pany’s tremendous growth during the past three years. 

To take care of the increased volume of business, Federal 
recently installed several additional rotary forms presses and 
auxiliary equipment in its plant at 90 Gold St., New York City, 


New Owners for Walter R. Miller Co. 

Control of Walter R. Miller Co., Inc., Binghamton, N. Y., 
wholesale and retail stationery, has been acquired by C. Winton 
Teal, 30-year employe, and Fred A. Spencer, secretary of Link 
Aviation, Inc 

The two men purchased the interests of Louis T. Twining, 
William A. Wood, Jay W. Bell and R. J. Spickerman. Mr. Teal 
is now president, succeeding Mr. Twining who becomes board 
chairman. Mr. Spencer became vice-president and treasurer 
April 1, following his resignation from Link’s. 

Miller’s, established 63 years ago, operates a retail store at 
170 Washington Street, extending to 121 State Street. It also 
conducts an extensive wholesale business, with seven men on 
the road. The company has 42 employes.—RCS 


THE REPEAT ITEMS YOU SEEK 
BA ARE HERE! _— 





An adjustable assorter in 3 heights 
For office, mailroom and factory. 


Multicubicles with variable spac- 
ings. Printed forms, envelopes, mes- 
sages, etc. “Divi-Rack’”’ Units build- 
up. 








STEEL UTILITY CABINETS 


Pictorial AT A PRICE / 


Catalog 
Available. 











Bookcases, storage cabinets, multi- 
drawer cabinets, etc. 


ALL PURPOSE STEEL PRODUCTS CO. 





90-15 77th Street Jamaica 21, N. Y. ®@ Michigan 2-2910 
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She’s asking for Mak-Ur-Own index tabs by 
name because she’s used them before and she 
likes them. Once your customer puts Mak-Ur- 
Own to work, it does the job so well that no 
other index tab can take its place. 

Your profits mount when you use suggestive 
selling to develop repeat customers with the 
aid of a quality product. For instance, you can 
suggest Mak-Ur-Own for indexing every loose 
leaf ringbook you sell. You'll be surprised at 
your plus sales—and your extra profits. 

Mak-Ur-Own offers you a wide line of index- 
ing supplies plus a complete promotion pro- 
gram which makes selling easy. Victor offers 
you FREE catalogs, stuffers, display cards and 
newspaper mats. A colorful display cabinet, 
which also stores your supply of Mak-Ur-Own 
is available for your counter. 

Write for details today and start cashing in 
on popular, profitable Mak-Ur-Own index tabs. 





Momington Pland 








315 FOURTH AVENUE - NEW YORK 10, N. Y. 
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Arnot Educational Director on TV 
in Canadian Promotion Event 

A four-day promotion devoted exclusively to Arnot held 
by the Willson Stationery Company, Ltd., of Winnepeg 
reached its high point with the appearance of Ray LaCour 
Arnot Educational director, on the “Spotlight” television 
program of the Canadian Broadcasting Company. 





Ray utilized the occasion to explain to the TV audience 4 





u ° ° 

Y current trend in office planning which gives components 4q 

RD ee H leading role; namely, the idea of adjusting furniture and 
A mini-space space division equipment to the worker and his needs, rather 


than the other way around. Hence, he said, equipment such 


FOLDING TABLES as Arnot Partition-ettes and Arnot modular furniture, which 


is designed to improve the worker's productivity and that of 


ie caliente of feet se Look to ARD for — the office in general, is increasingly in demand. 

terials. Self-locking steel legs in aluminum- Director's Tables Mg 

like finish, stainless steel moldings, 2” Lounges . The four-day program at Willson S was launched by Ronny 

nolohe = v0 a al ‘ae, Fold to 3 Lecterns Swanson, Arnot Canadian representative, with a reception for 
: Chairs & Stools Willson’s customer’s prospects and sales organization at the 

LOOK AT THESE LOW LIST PRICES! Costumers Royal Alexandra Hotel. 

(Usual dea'er discounts) Special Fixtures Mr. LaCour’s participation in the four-day program also ex- 

No. 830F (illust). 96” x 30” x 30”. Genuine tended to meetings of the Interior Designers’ Institute of 

Formica top, each $65.90 ees Manitoba and the Manitoba Association of Architects, both 

No. 830M. Same, with Masonite Presdwood top ; ) of which organizations he addressed. He also conducted an 

No. 836F. 96” x 36” x 30”. Genuine ta afternoon seminar on office interior design for students at 

es. $75.00 the University of Manitoba. 


Arnot dealers in a position to arrange promotional events 
along the lines described here have been asked to communicate 
with Dealer Sales, Arnot-Jamestown Division, Aetna Steel 
Products Corporation, 730 Fifth Ave., New York 19 


No. 836M. Same, Masonite Presdwood top $47.90 


ARD No. 327 END TABLE 


Simple and well balanced. Continuous chrome 
plated steei tubing, Formica top and shelf, 25” 
high overall. List each . $24.50 





No. 327 ——— 


We sell thru Dealers only. Send for catalog. End Table 


Brunstein Represents Stein Bros. 

Harry Brunstein has been named representative in Cali- 
fornia, Arizona and Nevada by Stein Bros aoe aa Ce 
Company. Mr. Brunstein was formerly ~ proprietor of Com- 


13 VINE STREET —_ _ EVANSVILLE, INDIANA mercial Office Supply in Santa Barbara, Calif 


























Pat ' 
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U 
NO. 450 AC NO. 450 RC SOFA 1075 
Styled for perfect harmony with modern decor. Fashioned 
Exem lified for luxurious wear. Customed for lasting comfort and | 
Pp pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 
by faction to every one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 
BRIGHT of styles you will find just what you want for every 
customer. 
' 
' 
§ 










WRITE FOR THE BRIGHT CATALOG TODAY! 
133 BLEECKER ST. NEW YORK 12, N. Y. 


NO. 90 EXECUTIVE 


POSTURE CHAIR 
MANUFACTURERS OF Yholrad leah Heather | 
’ 
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How to be a “clean desk” man 


CORO EEE OEE EEE EEE EEE EEE EE EEE EEE EEE EEE EE EEE HEHEHE EE EE EE EEE TOES EEE EE EES 


. you make a clean sweep of clutter. 
A new Organized Desk with an ingenious : Your desk top is cleared and stays 
ability to lend a hand to a man at his work : clear. Here’s how it’s done! 

: Work Organizer drawer interiors 
provide specific space for letter trays 
and all other work and working tools. 


CORREO EERE EEE E EEE EEE EEE EEE HEHE EEE EEE EEE EEE EEE EE EEE EEE HEHE EEE EEE EE EEEEEEEEEEES 


Ever noticed the amount of useless stuff that drifts Everything is organized for quick finding with- 
around on top of a desk? And a lot of desk drawers out hunting. Two revolutionary advances are, 
too are in the same state of clutter. drawer space for your wastebasket and telephone. 

This condition gets in the way of a lot of work. The 292-page Shaw-Walker “Office Guide’’ pic- 
It’s the reason why the new Shaw- Walker Organized tures, describes and plainly prices 86 Organized 
Desk is such a big help in getting things done. Desks and 5,000 other items. Ask your local repre- 

Move in behind one of these Organized Desks and sentative for a copy, or write Muskegon 61, Mich. 


- i Largest Exclusive Makers of Office Equipment 
Muskegon 61, Mich. Representatives Everywhere 
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ALUMINEASE 


aA 
adventised 
in 


LEADING 
PUBLICATIONS 


to 


back Up 


YOUR 
saleamen! 


MODEL A-22 


And Cramer men have MORE TO SELL... 
more engineering features for comfort 

and long service — greater color choice — 
simpler maintenance, including easy 
cover-change. (See engineering facts on 
opposite page.) Now Cramer also offers a 
new sales method for chairs that’s been time- 
proved for smaller items, and invites you to 


Use the DEMONSTRATION KIT! 


Handsome 17x18x11” case nests one A-22, 

E-22 or U-22 chair and extra covers. Free 
with order for 12 or more chairs and 

8 sets of covers, or 18.00 if ordered 

alone. Step-by-step illustrated Idea : 

Booklets with each case. doKs : ) 
_— a wut MATES 

_ Chains 

! 


Posture Chair Co., Inc. 
1205 Charlotte, Kansas City 6, Missouri 


ENGINEERED - Not Just Built 
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Self-Service Offered 
in Shopping Center Store 


The opening of Cotterel’s newest stationary store in the 
Lemoyne Shopping Center, Lemoyne, Pa., is termed by man- 
agement as the pilot unit for others to come. 

“We decided to take a certain amount of risk in opening a 
Stationary outlet in a shopping center because to our knowl- 
edge it hasn’t been done before, “explains Bob Laskowski, 
firm secretary-treasurer.” All our other stores are located in 
the downtown area of a community because they depend to a 
certain degree on business derived from heavy traffic and 
businessmen. We operate four other outlets in other cities. 

“Always thinking of expansion, we opened this new unit 
basically to determine its value in a shopping center. And if 
the first few months of operation can be termed a criteria, 
we think that stationary outlets in shopping centers are thing 
to come.” 

The new store is 100% self-service. A complete line of sta- 
tionary and related merchandise is stocked here with the ex- 
ception of heavy office equipment such as desks, files, office 
appliances and related equipment. 

Merchandising has been centered around the needs of the 
average individual, student and the daily needs of businessmen. 


~ 


= 
a 





r 
COMPLETE SELF-SERVICE . . . 
ping center store in Lemoyne, Pa. The store is a pilot unit for 
others if it proves a success. 


is offered by Cotterel's new shop- 


Self-service is the theme because most of the other outlets in 
the same shopping center have been planned on self-service 
operation and this store retains the shopping policy. Customers 
interested in office furniture, office appliances or related 
merchandise can take advantage of the ‘information’ rack is 
a wall section specifically set aside for such customers. 

This rack contains a complete assortment of literature and 
catalog information. If customers want to see the merchandise, 
they can visit Cotterel’s mid-town store in Harrisburg, Pa., 
which is about a 10 minute drive from the shopping center. 

“Even though we have a sizeable store, we can’t afford to 
take up room for this merchandise,” says Mr. Laskowski. ‘We 
enjoy periodic spurts of heavy traffic and we must have turn- 
over merchandise. So our ‘information rack’ is handy, and a 
downtown visit is promoted if they actually want to see the 
equipment 

he new store features a check-out counter near the front 
entrance. The check-out employee can oversee the entire store 
because it is divided into two aisles by a narrow divided display 
fixture running the entire length of the store. 

All merchandise is departmentalized to simplify shopping, 
and slanted shelves have been used throughout. All shelves 
are adjustable and can be raised or lowered as the merchandise 
dictates 

A substantial use of colored pegboard has been used 
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throughout tl re to facilitate the displays. Giftwares, knick 





knacks, some nitorial supplies, bulky merchandise and other 
| items are displayed against the pegboard backgrounds. 
An ‘up front’ location has been devoted to a large card 
department, magazines and books. These are store attraction 
n the departments and bring in shopping center traffic. This helps 
man to keep browsers where the check-out clerk can see them and = 
clears the remainder of the store for merchandise shoppers. Nase Post, 
ing a An outstanding feature in this store is its fluorescent light- ; |. eee 
now. ing design As seen in the photo, they are arranged in clover 4 ; , Ossi 
vweki leaf fashion and provide the store with heavy concentrated “4ST Easy, a 
ed is lighting over-all. The novel layout attracts considerable atten- *UPPOR PROPEp, . 
ltoa tion because t is the only store in the shopping center that ERLy 
and feaures such a lighting arrangement. 
“Self-service the ideal arrangement for a shopping center 
; unit because of the type of customer that visits a center,” explains 
nd if Laskowski The bulk of the traffic is made up of housekeep- 
‘teria. 4 o students and a general type of consumer. That is why we 
thine ' make every attempt to cater to this particular trade”. 
"3 Another important reason for self-service is the ‘spurt-type 
. on of selling that shopping centers enjoy. I raffic exists for a few 
ee hours before noon and a few hours afternoon. Then the last 
office minute evening traffic drops in. Week-ends are the heaviest , 
shopping period engineered of top-quality aluminum with an exclu- 
[wo employees and a third on week-ends is ample to sive non-revolving steel spindle that can’t collect 
' ie handle the traffic that this store enjoys. A similar operation grit and actually improves with use, has special pat- 
men. | on a service basis would need several employees to handle the ented pressure-relieving molded foam seat cushions 
‘ : and self-positioning foam-filled back rests... finger- 
traffic at peak periods. One clerk is stationed at the check-out flick adjustments . . . silent hooded ball bearing 
counter and offers assistance to shoppers ‘up front and a casters . . . easily-replaced covers in a wide fabric 
' roving employee keeps stock orderly, answers questions and and color choice . . . and durable finish to match 
helps shoppers throughout. any desk! Model A-22 is just one of EIGHT sec- 
“The type of merchandise that a shopping center stationery retarial and executive posture chairs in the Alumin- 
+ outlet sells is the main principle of merchandising here,” ex- ease line. 
plains Mr. Laskowski.” Cater to the shopper that visits this 
type of store and let them continue shopping in a self-service 
manner, and excellent sales results will follow.”—PI 
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Pa., 
_ Remember — THE BEST 
) 
"ate POINT OF SALE IS THE PLACE 
c 
urn OF USE! Read the facts on 
id a opposite page about the new 
the | Cramer DEMONSTRATION KIT 
CALENDAR 
t pads, available in al! sizes, are lithographed on high- 
ros grade bond paper OF UNMATCHED WHITENESS with 
store the date in red and the monthly calendar in black. Fast, 
2-color lithograph printing enables us to give you the best in 
play quality and prompt service. 
: write or phone for complete details 
ing, | “IN CALENDARS THE QUALITY MARK IS STARK" Posture Chair Co.. Inc 
. *?, . 


dise GTARK CALENDARS éacorporated 1205 Charlotte, Kansas City 6, Missouri 
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used 








Brand New Erasers... 


In Tune with 
Today’s Business! 
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These new Weldon Roberts Erasers SI ¢ 
: rt 
really score where scoring counts ¢ 
Tp . ( ) 
most! They achieve neater, faste1 ‘ ; Bo 
ace ; , us § 
erasing of writing from today’s ele < | 4 
, 4) - 
trically and manually operated type id Bt 
| : 
writers and office machines and 4 3 ‘se. 
, DS < 
from ball point pens and ncils : 34 
rT 4 
[hey save overhead substantially by RW 
, , , ‘ via ‘ 
speeding and simplifying the ork hie’ 
~~ 3 
of office employees dS | 
i wt 
, 12% 5 og 
Be the first to sell these new Pee 32 | 
° eo. is , ia) 24 
in your vicinity. Write now | l Px g 
° x! 
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Ba 3 
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No. 378 GRAYPOINT. / 
wrapped quality «x i 
rink and typing. | F 
fice worker t 
untants. Pa Ri? a —d 
per box. 6 | 


carton, . 














In convenient 
PAPER WRAP with 






PULL STRING for easy \ No. 448 GREEN 
pointing GLOW. Paper 
Ea ; of bes 
f 
V caning work 
Packis - 





C= a No. 38 BALL 
| ail POINT, CLEANLY 
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Correct Mistakes in Any Language 


WELDON 
ROBERTS 
RUBBER CO. 
365 Sixth 
Avenue, # 
Newark 7, N.J.@ 












World's Foremost 
Eraser Specialists 
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Extra Services Help 
Sustain New Business 


Complete service and on-location sales has been responsible 


the consistent growth of the Columbia Business Supply 


[or 
712 Grape St., Vineland, N.J. Started in June, 1954, this firm 
has shown unusual business development. 

“We knew that we had to go out of our way to attract 
business to our new firm,” says partner William Labriola, 





because We were competing with established organizations, 
so we placed the accent on service and in particular featured 
on-location sales assistance.” 

Customers showing an interest in office machines or equip- 
ment do not have to take time off for a showroom visit. The 


machine is brought to their office or place of business. Here, 


MIMEOGRAPH SERV. 
ICE is offered to 
small businessmen who 
in turn become good 
customers for Colum- 
bia Business Supply. 
Service of all kinds 
pays off in good busi- 
ness. 





completely relaxed, they can examine the machine more close 
ly, operate it and let the employees ask questions of the sales 
man. If interested, they can have the machine for a few days 
personal use and demonstration 

“Getting the machine into the customer’s office or place of 


business is like getting a foot-in-the-door,” says Labriola 
“Once the customer has it in his possession, a sale is more 
likely to ensue. Many ‘boderline’ cases want more time to 


arrive at a decision and in these cases, we leave the machine 
Nine times out of ten, they buy it.” 

Routes are made for each salesman and they make regular 
visits On customers depending upon the desired frequency of 
call. Few businessmen can get away during the day and 
they appreciate They brief and to 
the point. The salesman calls off the list of items that the 
customer usually buys and the stock is checked immediately 
In many lets the salesman do his own 


the 


these salesmen’s calls are 


cases, the businessman 


inventory checking and he prepares the order. This is the 
goal that Columbia would like to have with its accounts. 
We feature a full line of stationary and advertised lines 


of furniture and office equipment. When customers talk equip 





ment or machines, we always prefix the item suggested with 
the manufacturers name. This prestige and 
reputation and paves the way for 

Many small businessmen avail 
mimeographing service. Periodically throughout the year, they 
like to make customer mailings and Columbia handles prac 
tically the entire job for them. They cut the stencils, run off 
aS many copies as the customer wants and supply the envelopes 
and other needs. Customers pay a fixed price for stencil cut 
ting and the number of copies run off 

“The small businessman is most important in our business,” 
says Mr. Labriola, “because don’t have many major in- 
dustries in our locality. This is a heavy farming and poultry 
area, and giving the small businessman personal service, he is 
just as much on the lookout for the salesman as he is for cus 
offer him every convenience possible.”—PI 
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V7ishin’ for a steady... 
SALES MAKER‘? 


You get your wish when you sell Miami Systems 
the printed business forms with the big sales 
appeal, big appealing repeat order profits! 
Miami Systems sell like hot cakes! There is a 
form for every business need, at prices which fit 
every business budget. All forms are custom-made 
to exact customer specifications. And our guar- 


antee of quality work, prompt delivery and de- 


MSC Business Aids include—Autographic Registers 
and Forms, Continuous Forms, Continuous 


Interleaved Sets, Rite-Type-Snap Carbon Forms. 
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pendable service stand behind your every sale! 
Join the ranks of big money makers by becoming 
a Miami Systems dealer now! Get Bonded Dealer 
Protection, too . . . the unqualified guarantee of 
complete freedom from competition with your 
source of supply—Miami Systems Corporation. 
For all of the money-making details, and a sched- 


ule of our new low prices, write today. 


c'est ae as FS Fie 


MIAMI SYSTEMS CORPORATION 


Oo H 
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Eye appealing—pocketbook pleasing 
—that's your customer's reaction when 
3 he looks over the WESCO line. For a 
= sales clincher, give him the low-down 
on construction features. If he really 
means business, he'll buy WESCO— 

i the quality-economy line. 
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WESTERN MANUFACTURING CO. 


AURORA, ILLINOIS 
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Repair Volume Increased 


by Unique Feature 


@ MANY INNOVATIONS which the typewriter repair cus- 
tomer isn’t likely to forget, have helped to build the heavy 
volume of L. & L. Typewriter Company, Denver, Colo. 

A. A. Loveless, head of the firm, has been actively mer- 
chandising both office machine sales and repairs in the Col- 
orado capitol for the past eight years, with the emphasis on 
service at every turn. With a convenient location on the fringe 
of the downtown district within a short walking distance of 
most of Denver’s large financial and professional office build- 
ings, the company has built up a long list of repair contracts, 
as well as an equally steady volume of individual typewriter 
repairs. 

With four mechanics on duty, under direction of W. Crist, 
the L. & L. Typewriter Company, first, is arranged to build a 
personal relationship” between mechanics and customers. For 
this reason, Loveless two years ago installed a large name card 
on every desk, with letters six inches high, which identify the 
typewriter mechanic by name, to the customer on whose ma- 
chine he is working. Set well above the turntable, on which 
typewriter repairs are carried out, the black and white name- 
plates serve to introduce the repairman to the customer, and 
thus, “personalize” all business dealings. 


Has Personal Touch 


“When a customer brings his: typewriter in he knows the 
name of the man who worked upon it, and in the event ad- 
justments or changes are necessary, he can simply telephone 
the mechanic by name and discuss the matter,” the Denver 
typewriter dealer indicated. “We find that this makes for far 
better relationship between customer and store, and the type- 
writer owner can always address the employee by name, rather 
than by the usual “Mr.” or meaningless ‘you’.” 

A large dutch door provides a capacious window between 
the typewriter salesroom and the shop, so that the repair cus- 
tomer can watch a lot of the work carried on. Whenever 
Loveless or his employees detect a significant amount of in- 
terest on the part of the customer, the usual policy is to invite 
him to look over the well-equipped shop and its facilities, in- 
ventory of parts, and so forth. 

One of the major exhibits in a “shop tour” such as this, is 
the huge tank which permits the cleaning of five typewriters at 
a time, instead of the usual one or two. This is particularly 
valuable in selling managers of large offices, or major business 
concerns which invariably want their machines back as swiftly 
as possible. The ability to handle many of them simultaneously 
counts heavily, according to Loveless 


He Sells Service 


Out in the field daily, calling upon typewriter and other 
office machines prospects, Loveless is energetically selling 
“service as well as equipment”. He has developed many of the 
year-long service contracts which are the backbone of service 
operations by sitting down and discussing the potential saving 
involved with the office manager and inviting the latter to 
visit the shop. 

Pointed out is the comparison between the repair of half a 
dozen typewriters, for example, on the standard hourly basis, 
plus parts rate, and a flat “contract basis”, which can pyramid 
to a substantial saving over a short period of time. With serv- 
ice always important, and sure to carry still more weight into 
the more competitive sales period ahead, Loveless makes many 
of his calls on a service platform alone, irrespective of sales 
potentials. 

Simple as it may seem, one of the most effective tools in 
boosting repair volume has been the use of a sign, installed 
over the reconditioned typewriter display shelf at the right side 
of the store. This sign merely informs store visitors that L. & 
L. Typewriter will loan a typewriter, or any other office ma- 
chine during the period when repair operations are being car- 
ried out on the customer’s machine 

Widespread as this practice may be, there are still large 
numbers of people who did not know that the policy existed— 
as witnessed by the many visitors to L. & L. typewriter com- 
pany, who express curiosity at the offer.—RAI 
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PAT PATTERSON, CORRESPONDENT 
3710 GROSVENOR ROAD, CLEVELAND 18, OHIO 
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W 0 R D EN ... @ fine tradition 


in wood office furniture 












WORDEN Company offers the office equipment deal- 
er a complete line of wood desks, tables, chairs, 
leather upholstered chairs and suites all manufac- 
tured with good quality as a standard. We invite 
you to investigate the many advantages of selling 
Worden products. A complete catalog will be furn- 
ished on request. 


Your best buy... 
Four reasons why... 


@ A COMPLETE LINE of standard commercial 
grade wood desks and leather upholstered 
chairs and suites. 


@ PROMPT SERVICE because the Worden 
Company is set up to answer its customers 
inquiries immediately and to follow through 
efficiently with prompt shipment of all 
orders. 


@ QUALITY materials and workmanship com 
bine to assure the retail dealer of uni- 
formly high standards in the products sold 
by Worden Company. 


@ SECRA-TYPE DESKS with patented type No. 252 - ST 
writer mechanism made only by WORDEN. 52 x 32 


WORDEN the WO RD EN company 





of HOLLAND,MICHI 
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There is nothing faster* and quieter 
than the new ADDO-X 10 key 
adding machines with STEP-O-MATIC 

eal MULTIPLIER LEVER. ADDO-X's 


lightness and shortness of key action 


mm energy. Precision manufacture 
reduces operational noise to a whisper. 


Write for literature? today. 


QDDO MACHINE COMPANY, INC. 


145 WEST S7TH STREET. NEW YORK 19, N.Y. 


WEST COAST BRANCH 


WESTERN ADDO MACHINE CORP., 2921 BEVERLY BLVD. 





* At 175 r.p.m. 


*¥ Also on our NEW two register 
machine 


S ANGELES, CALIFORNIA, TEL.: DUNKIRK 55-2247 


For further details mail this advertisement with your letterhead. 
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When you Help your Customer to 


SAVE SPACE — TIME & MONEY 
with the Patented 





“FILES TWICE AS MANY 
RECORDS IN THE SAME SPACE” 
or The Same Amount 


of Records in 
Half the Space 


Visi-Shelf Units are available with doors 
for maximum record protection; without 
deors where dust protection is not essen- 
tial; or in a combination of both! 


Floor Plan of an Actual Filing Area Before 
Installation of the Visi-Shelf Filing System 


74'7"'- 








CODURRRORORERE 
TTY 





This area was occupied by 196 four drawer setter filing cabinets with 
@ filing copacity of 784 drawers or 20,776 filing inches. 


Floor Pian after Installation of the Visi-Shelf Filing System 








90 Visi-Shelf Filing Units, occupying less tnan holf the original filing 


area, hold all of the records previously filed in the entire filing oreo! 
These units, with a filing capacity of 25,380 filing inches offer 4,604 
more filing inches — an increase ot 25% in filing copacity 


— AND WE HELP YOU — with Consistent 
National Advertising on the pages of — 


DUN S REVIEW : BEST'S 


«i Modern Indust 
J office 
management 


methods| [BANKING 
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GET IN ON VISI-SHELF PROFITS NOW! 
WRITE FOR CATALOG & FULL DETAILS OF 
THE VISI-SHELF DEALER PROMOTION! 


VISI IN C, 
105 Reade St., New York 13, N. Y. 


“SHELF FILE, 
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You Collect Those Easily Earned, 
| fu Added PROFITS 





AICO’S 
One 

Reliable 
Source | 


of 


Supply 
For All 


Your Needs | 
In | 


GUIDES! 


Specialists! 














They Are 


GUIDE 


Whatever your needs in Guides, it is profit- 
Also Rely Wise to count on Aigner. You have a choice 


You Can 


: of horizontal and vertical Guides; Card | 
on AICO Guides, Check File Guides, Open Shelf Filing 
for Guides, Out Guides, System Guides, Tabulat- | 
INDEXES ing Guides and Guides made to your own | 
and specifications. You save on ordering, book- 
keeping, stock and storage, and, national Ad- 


T ABBING te : 
vertising helps you sell. 


sn HB. Write for Literature, Sales Aids, Samples, Prices 
97 Reade St., New York 13, N.Y. | 
INDEXES 426 S$. Clinton St., Chicago 7, Ill. | 
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is busy selling MORVAL to businessmen! 


the homes of most of your local businessmen — and professional men, 
you will find TIME Magazine. And in it, these men find MORVAL. 
perfect furniture for business and professional offices . the 

ty furniture with wonder-wearing features and a price tag that says 
20% savings.’’ Time is busy selling Morval. And so are many 
Vorval dealers—quite successfully, too, with Morval’s Time Magazine tie- 
jilings, displays and newspaper ads. Try the same—and see how 


y you can be. 


MORVAL CORPORATION, HERKIMER, NEW YORK 





[ MORVAL 


OFFICE 
FURNITURE 
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Most versatile leather goods 
line on the market pre-sold with 
prestige national advertising 


Nationally advertised 





Charles Doppelt & Co., inc. 


2024 S. WABASH AVE.+ CHICAGO 16, ILL. 
New York — 389 Fifth Ave. * Telephone MUrrayhill 3-5777 


initeoamats Los Angeles — 712 Olive St. « Merchandise Mart Building 


& 
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PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 


MADE IN_ USA 


. US. PATENT OFFICE 





Write for General Catalog and Price List 


ADVANCO PRODUCTS Inc 


MANUFACTURERS : 


148 WEST 24th STREET, NEW YORK 11, N.Y. « Telephone CHelseo 3-1276 


MAMIFOCO 
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PEND-O-FOLDER * aa 0 LOERsS + Ph 
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Im Glad... 
I'M A DEALER FOR 






OPEN SHELF FILING 


Only a year ago Estey Metal Products 
opened up to Dealerships their newly de- 
signed line of Open Shelf Filing units. 


Since then, installation after installation has 
been placed in companies all over the coun- 
try. Banks, Insurance Companies, Hospitals 

. . any firm with File Department problems 
can save Space, Time and Money with Estey 


Open Shelf Filing! 


Dealers are invited to write for Illustrated 
Brochure and for information on a dealer- 
ship for Estey Open Shelf Filing. 
METAL PRODUCTS, INC. 


One Catherine St., Red Bank, N. J. 
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MORE FOR YOUR MONEY! 





This is.a single drawer unit of the highest quality available. 
Constructed of the same heavy durable steel, ball-bearing 
rollers, and drawer channels as a top-grade four-drawer file. 
Complete with 25 hanging folders of finest quality. 24” 
DEEP . . . a full 8” deeper than any hanging file on the 
market today at no extra cost. 


No. 890 File $14.95 ea. List 


No. 34 Base 5.95 ea. List 


OP FLIGHT PRODUCTS 
Company, 9nc. 


6224 S$. Oakley Ave. WAlbrook 5-7100 Chicago, Ill. 
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Don Cole Joins William Tonkin Firm 

Don Cole, who has been with the Johnson Chair Company 
for several years, is now associated with William Tonkin & 
Associates, working out of San Francisco, Calif., and represent- 
ing all lines now carried by Mr. Tonkin. 

While with Johnson Chair, Mr. Cole was eastern district 
manager and before that assistant to Walter Bryzek, gen- 
eral sales manager. He served in several capacities, one of 
which was conducting the Johnson Road Show throughout 
the United States. Before joining Johnson Chair, he was a 
district manager for Hamilton Manufacturing Company. Last 
May and June, Mr. Cole and Mr. Tonkin covered the 11 
western states, instructing dealers about wood and upholstered 
chairs with the Johnson Chair Road Show. 


Neenah Company Expands Plant 

To supply increasing demand, the Neenah Paper Company 
is completing a 25,000 square-foot addition to their finishing 
room. 

The two-story addition is constructed of brick, reinforced 
concrete, and glass block. Complete humidity control is being 
built into the expanded facilities. 


Aiud you lhe! 


(AT YOUR CUSTOMER’S DESK) 


YOUR PRODUCTS ARE NEEDED 


Your sales will increase if you are there, in your customer's 
home or office, when he’s ready to buy. You will be there, all 
day, every day, when you use “AUTOGRAPHS” Advertising 
Nameplates on all of the products you sell! “AUTOGRAPHS” 
put your store name, (your most important selling tool), on your 
products, (your most effective advertising medium) . . . quickly, 
permanently and attractively. Mount them proudly “out-front” 
on desks, chairs, files and business machines . . . and on desk-top 
items, too . . . on letter trays, pencil sharpeners and card files. 
“AUTOGRAPHS” put you there and keep you there when your 
products and services are needed. Shouldn’t you be using 


“AUTOGRAPHS’? 


Colorful, custom-designed “AUTOGRAPHS” are pro- 
duced from lustrous, durable Alodized Aluminum. Sim- 
ply brush solvent on the adhesive backing and press into 
place. Presto, “AUTOGRAPHS” are on to stay...even 
on crackle finish surfaces. 


ADVERTISING IMPRESSIONS THAT tek | 


oss Write today on your METAL 
letterhead ; INC. 





company 
for samples, literature 
and prices. 1617 SO. FEDERAL AVE., 
MASON CITY, IOWA 
OA-5 /56 
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of business Tae . 
your \ happy combination of orig- 


kly, furniture. This \ inal design and luxurious fab- 
ont” mix-or-match es ric. The distinctively simple 
-top | group features lines of COSCO business furniture forms 
files. tubular steel legs... an ideal showcase for the warm beauty 
your with stay-level glides and rugged durability of VACO Nylo- 
sing Saran. 


handsomely encased 

in bright brass. 

Cushions ride on 

flexible bands of 

tempered steel. 

/ Hamilton Mfg. Corporation, 


| Columbus, Indiana. VAC O 


SALES OFFICES: Chicogo, 747 American Furniture Mart; Cleveland, 


Washable and virtually stainproof, Nylo-Saran blends the super 
abrasion-resistance of Saran with the magical, sales-soaring appeal 
of Nylon. VACO Nylo-Saran adds drama to every piece of furniture 

. adds beauty to every office and adds bigger volume to your sales, 


Ohio, 7306 Wade Pork Ave.; Miami, Fla., 113 N. East 9th St.. PRODUCT 
Philadelphia, 405 Vine St.; Los Angeles, 1601 So. Compton Ave.; 
"a San Francisco, 498 Alabama Ave.; Portiand, Oregon, 11945 S.W VIRGINIA 
# Douglas St. (Beaverton); Salt Loke City, Utah, 525 W. First South; FIBRE CORP. 
Phoenix, Arizona, 1249 W. Pepper Place (Mesa); New York, 114 
East 32nd St.; Buffalo, N. Y., 1200 Niagara St.; Jamestown, N. Y., GENERAL OFFICES: 
929 Monroe St.; Denver, Colorado, 3076 Ames St. Represented 625 Ward St., High Point, N. C. 
throughout Canada by A. B. Cayo, Litd., Kitchener, Ont. FACTORY: Petersburg, Ve. 
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Will Winnes Co. Acquires Building 

Will Winnes Company, Cincinnati wholesale stationers, have 
acquired a new location in the same city and expected to be 
operating in it by the middle of April. 

Located at 2001 Gilbert Ave., opposite Eden Park, the 





Immediate shipments from stock at all times 
to you, or dropped shipped. 


YOU SELL outstanding products NEW LOCATION . 
© Smartly styled for Will Winnes Co. in 
© Sturdily constructed Cincinnati. 


© Handsomely finished 


YOU SELL at competitive prices 
for year ’Round Profits to: 


© Offices ® Restaurants 
© Hotels ® Beauty Parlors 
® Motels © Showrooms 
©@ Theatres © Institutions etc. 











seven floor structure will have approximately triple the space 
of the former operation. Ample parking will be offered to 
local dealers, and a new conveyor system has been installed 
for expediting shipments to accounts all over the country. 





automatic electric eraser 


good profit maker with a wide market 





YOU SELL a complete line of: 


® Coat Trees ® Wardrobe Racks 

© Wall Racks © Umbrella Stands te 
© Sand Urns ® Coat Hangers 

© Smokers ® Luggage Racks 


















WRITE TODAY 


for new free catalog 
of complete line. Has 
large illustrations to 
show all details, speci- 
fications, and prices. 




























Get your share of the profitable electric eraser business. Sell the 
fully automatic Barber-Colman electric eraser with exclusive 
self-starting feature. Just pick it up and start erasing. Quickly, 
smoothly erases pencil, ink, type . . . fine lines or solid blocks. 
A valuable timesaver needed by engineers-draftsmen, 
architects, artists, business offices, schools, studios. 
Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electric motor. 
Highly dependable . . . thousands in use. A good-profit, 
good-selling item for you. Accepted by Underwriters 
Write now for prices and descriptive folder. 


Barber-Colman Company 


Dept. E, 1244 Rock St., ROCKFORD, ILL. 





GLARO MACHINE PRODUCTS CO., INC. 
181 £. HOFFMAN AVE., LINDENHURST AVE., L.1.,W. Y. 
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PRINT-0O-MATIC 
MODEL 6-A MIMEOGRAPH STENCIL 
DUPLICATOR 


ed to 


“| FOLD-O-MATIC 


MODEL FH-4 DESK MODEL 


FOLDING MACHINE 
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NOW... Both “BOWER-TOUCH” 


ELECTRIFIED! ELECTRIFICATION 


Completely Automatic 


MODEL 6-A PRINT-O-MATIC 


Here’s a pair of real performers to handle every office ; 
nth. I y World’s Greatest Duplicator 





duplicating and folding job—with savings in time and Value! True quality in precision 

labor that make them pay for themselves in jig time. manufacture featuring internal 

All-electric ““POWER-TOUCH” operation gets out the pre ne Payee oe 

day’s work fast! Employees go home happy . . . not tired. feeding . . . automatic roller 

J] the No more mail room overtime! Now every office can have release . . . accurate registra- 

rar: pee hate sein Me pememt® Gon Se Reon Gh tion. Handles paper from 8%” 
ial a complete “mailing departmen or much less than x 14” to U.S. post cards. 

locks the competitive price of a single machine of either type. ONLY $139.50 

Plus F. E. T 


MODEL FH-4 FOLD-O-MATIC 


Folds 120 sheets a minute in 
all-popular folds—30 times 
faster than hand folding! Folds 
and creases for a 6% envelope 
in a single operation. Features 
the new “Under One Another” 
paper stacker. 


ONLY $179.00 
Pius F. E. T. 


WRITE TODAY for the full profit story! 
sf % 4 ee Pye ‘ 9 
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EXECUTIVE PRIVACY 
AS NEVER BEFORE 


NVM 


| 
| 


i, 








It’s the biggest value in all-steel office 
partitions today! 


For the first time, a low-cost, portable of- 
fice partition— 84" high—designed to give 
complete wall privacy for executive offices! 


Every business needs privacy. Now, every business 
can afford it with this complete line of portable, low- 
cost office partitions. Look at these exclusive features: 

© completely flush @ electric panels 
@ completely portable ®@ clip-on base panels 
@ double-wall construction @ doors and gates 


@ decorator colors 
Available in 39", 54", 68", 74° and now 84" heights. 
PORT-A-WALL meets all planning needs . 


for the office staff to private offices for executives. 


. . from enclosures 


What's in it for you? 

PORT-A-WALL’s quality features and attractive price will 
spark your office furniture department sales figures to an 
all-time high! 

Here’s what your customers get with PORT-A-WALL 

@ 25% more work space @ no maintenance costs 
@ complete wall privacy ®@ no installation costs 


@ greater efficiency ® complete flexibility 


Private offices in minutes with PORT-A- WALL partitions. 






Write for free litera- 
ture and information 
to Dept. OA-2 














| ee PORT-A-WALL Division, 
HEMISPHERE STEEL PRODUCTS CORPORATION 
263 Kent Ave., Brooklyn, N. Y. 
Manufacturers of 


FLUSHLOK 
Office Partitions 









Territorial dealerships 
now available to well- 
established organizations 
Write, giving particulars 


















Orn District Notes 


ART CARROW, CORRESPONDENT 
4423 N. ROSENEATH DR., HOUSTON 21, TEX. 





POOR DEALER 


t two weeks, more than twenty tive travelers were 


om-li >und, you 


n @ perioa 
alling on the Houston dealers. Every time you turne 
tound one or more waiting to get their share 

Among those present: Bill Scheffler, Bill Strong, L. H. McDaniel, 
Jr., Alvin Blakely, Dick Lowe, Pat Whitesides, Earl Otta, John H. 
Klein, Otis Albritton, Milton Havlock, O. F. Richardson, J. J. Me- 
Quaid, Bob Silliman, Henry Deutsch, Stan Solar, Wm. Sagerdorph, 
Will Rogers, Norman Snyder, R. F. (Dick) Lanham, Cliff York, Buzz 
Mills, Bill Francis, Jess Musgraves, Chet Smith, George Tarrant, 


Herb Walsh and several others who | missed. If you like to know 
who they represent, you might look same up in your Traveler's 
R + 
%*¥ *# &€ & 
ALLAS WIV 
Texas T Wives Club Dallas met eon and 
n Fet y |5th at the hon M J Musgrave 
861 Joy Ww Mme Wolt A, Pat W des and 
WwW er C. Stempel were ostesse 
NEW TRAVELERS 
Stan Solar, representing Dixie Chrome Products, w ver South 
Texas and can be ntacted at 3113 Came Dr Miouston. 
Wm. Sagendorph, 3250 Locke Lane, Houst epresenting 
tide Systems & Supply, Joshua Meier 3s well a ther lines. 
Both have ned the Texas Travelers. 
%* e& & & & 
HANGES, PER NAL AND DEALER 
John McKim has been assigned Dallas for Rogersnap; Monty 
Broughton narge of stationery div at Ma k Clarke in 
H Jack Shanklin has joined Carpenter Paper at Houstor 
J f Marlo Cates, wt working H ge eee 
Carpente sck was as ated with Shanklin Office Supply at 








CRIMPED 





SIGNALS 
FOR VISIBLE 
RECORDS 







Twelve colors available 
Special colors, sizes, 
printed and punched sig- 
nals upon request 


12 DISTINCTLY 


DIFFERENT 
NON-FADING COLORS 


e RED e PURPLE e AMBER e LEMON 
e LIGHT BLUE e GREEN e PINK e OPAQUE BLACK 
e DARK BLUE » ORANGE e BROWN e BLACK & WHITE 


1 Main St., Brooklyn 1, N. Y 


CEL-U-DEX CORP. 
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poked Ger .v-3 4° 


' | FINEST exatercale 
‘| aed CRAFTSMANSHIP 


iel, 





Ac- 
ph, 
juzz 
ont, 








2 Sectional Bookcases that are outstanding in 
quality — the finest materials to be found any- 
where are used — plus fine workmanship of 
skilled craftsmen with years of experience in 
the use of wood for their rich tones of warmth 
and beauty. THE MODERN DESIGN cose No. 5134 
# e Sliding glass instead of doors; no mechanism to get out 
al THE CONVENTIONAL DESIGN case No. 817 of order. Noiseless and virtually dust proof. 
A modern version of the popular receding door bookcase. 
Two, three and four section units add a smart, decorative 
note to the home study or the modernized professional 
office. Receding doors are dust-proof, non-binding, noise- 
' less. In rift oak, genuine walnut, imitation walnut and 
' imitation mahogany. 


“800” Line 
of Hale Sectionals 
will intermember 
with Globe-Wer- 
nicke units of same 
style, stock num- 
bers and finishes. 











WRITE US TODAY 
FOR FULL INFOR- 
MATION ON OUR 
COMPLETE LINE — 
THE BEST IN BOOK- 
CASES. 








THE MODERN DESIGN case No. 4836 
Outside Dimensions 


La ell 


Number High Wide D ep 
3036 (1 adjustable shelf) 30” 36” 104,” 
3636 (2 adjustable shelves) 36” 36” 101,” 
4836 (3 adjustable shelves) is” 36" 101,” 


Shelves are adjustable every inch. Available in oak & wal- 
nut finishes. Both material and construction are the high 
standard Hale quality. Edges finished ebony black on wal- 
nut units. 


F. E. HALE MANUFACTURING CO., Herkimer, New York 
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HEDGES 


your one source of supply 


DANDY AGATE 
CARD TRAY 
with Steel Bottom 








“TIP-TOP’’ WOOD TRAY 





POP’LAR OAK TICKLER 


also STEEL CARD FILES woop 
CLIP BOARD 


A complete tine of filing accessories 


WOOD - METAL « PAPER 


Every Hedges filing accessory represents Highest 
Quality . . . Unequalled Value . . . Proven Salability 
at down to earth prices. 


write today for new catalog 


hedges 


2931 WENTWORTH AVE. @ 


MANUFACTURING COMPANY 


CHICAGO 16, ILLINOIS 
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Lawton before ning Carpenter 

John Klein has moved to Houston, 3204 La Salle St., where he 
will warehouse Peerless Steel Equipment products, retaining his 
Dallas Office. Glenn Garrett ha ned Kerr Paper Company, 


—— South Plains dealers and replacing Jim Mills, who has 


rest in Liberal, Kansa 


ug! - 

Bob Gallagher, Bob Connor and Al Bjork have med the Bob 
Gallahger mpany at 1304 Nance St., Houston, representing DO. 
More Cha n South Texas. The Mulvey Company has moved to 
2315 Fannin St., Houston. Chas. Firmir ffice Supply, 1123 County 

e, Texarkana, has moved to 814 State Line Ave ist three blocks 
west on the Arkansas side. Double space w provide room tor 

t play and enlarging printing plant 

C. W. “Willams t Magnolia Blue Print & Photo Copy, has 
bought the Magne a Printing & Office Supply, at Magnolia, Arkan- 
as from tt ton Bonds. 

Virginia Lindholm, who has taken over the buying desk at Oscar 
springer galveston, is the proud Grandmother of two, a boy 3 
ears and a airl 19 months. You wouldn't believe it 

A. N. Duke, Jr., has joined the e Kuhlmann Office 
Supply at Bat Rouge and Virgil C. Reid, Reid Office Supply, 
Latayette »., Was appointed a dire the L ana Printers 
nd Stationers Association. 

Muleshoe urnal, Muleshoe, Tex., have added to their present 

aging ncreasing their ffice supply and furniture departments 
we 8s putting in &é new Dur ex News Pre J. M. Forbes i 


nanager and part owner. Wallace Oswald, manaaer of Clovy 
Printing ( Clovis, N.M. advises that they have just completed 
b on their store, enlarged their store space, adding 
nad putin an office furniture yisplay 


Hugh Bishop, owner of Bishop Printing & Litt Co., Portales 


New Mex na Taken ver tne ext tore space er arg ng their 
Jepartment as well as giving ample room tor properly 

Jisplay e equipment and 
Bryan L pees announces The Dupree Office Supp y, tormerly 
2 N irner St., Hobbs, N.M. have moved to their new 
me st 200 West Taylor St. The building 50 feet by 150 feet 

er than their old at 
NSSI ME ? 

There were many 9th District nember st the snnual district 
meeting of the National School Service Institute at Biloxi, Miss., on 
March 9th and l0th. Among those attending were: Jack sr 





Build Bigger PROFITS 


with GILDAYO 


Ks 
SPONGE RUBBER STAMP PADS 


The Only ALL-PURPOSE 
Stamp Pad Line! 


With the fast-selling Speed-Mo line, you can offer your customers 
stamp pads and inks for every purpose — in office, warehouse, 
factory. Speed-Mo is the only complete stamp pad line on the 
market. You need carry only the most common pads. We furnish 
prompt delivery on special purpose pads (up to 20” x 36”). 

All Speed-Mo stamp pads are of specially treated, odorless 
ee rubber. Clear impressions guaranteed. Re-inking 
simple — you just brush the ink on Speed- Mo pads. 


LIBERAL DEALER DISCOUNTS ““i¥e for folder showing 
RIVET-O MANUFACTURING CO. 


50 FEDERAL ST., ORANGE, MASSACHUSETTS 


In Canada, for complete information write 
Bossence & Co., 399 Main St., West, Hamilton, Ontario 
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Snap-A-Part 
Forms 


es H YOUR COMPLETE 
— P= HIN SOURCE FOR 


ent } 
bes t tf | 
f 


Lie Uy BUSINESS FORMS 
Sold Through Dealers Only! 


Forms 


When you buy Ennis products, you're the dealer. 
Were your supplier but not your competitor. 

And with the complete Ennis line behind you — 
our vast supply and fast service — you can 

sell the complete field. You can go after those 

big volume jobs at competitive prices, from 


top to bottom of the line. 


Ennis is one of the foremost producers of quality 
forms for business in the nation. It has the 

most modern and complete facilities for producing 
every needed form, from the latest 

Snap-Out or Register forms to the full range 

of everyday forms. Turn to Ennis 


for quicker turn-overs and better profits. 


Write today for catalog and complete information. 


TAG & SALESBOOK CO. 


Factories at 
ENNIS, TEXAS * CHATHAM, VA. 


tomers 
‘house, 
on the 
furnish | 


dc press 


ing # 


. Branch Offices and Warehouses at HOUSTON «+ DALLAS * 
) BIRMINGHAM *« MONROE « LOS ANGELES + DENVER * ST. LOUIS + 
ORLANDO 
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east tarri+ ; manaaqer 


Bill Lewis 


Branch of Sanford Ink Co.: Maurice Hansell, F. F. Hanse ar. 

td., New ea Dale Boren and B. E. Malone, B & Malone 

The Ideal Wewoka Kid Lawson Long, Pract ) mwing D Sila 
Randolph Peats and Travis Carpenter, M roy Supply 


Oifice Machine Stand | ibis in tretter bat lancactnr tees Te 
ice ac ine tan Paul H. Power. Ai State ‘Supply “Little R t Ark.: T. E. Nesom, 
“ = R 4 i. vee C-} 


A 
wiey C Yew relans; E. N. (Abe) Martin, Ma S 





kson, Miss.; W. S. Stewart, Ame sn Seating 


Dallas; J. M. Thompson, Tt 






1a 
‘ * 
B M Co.. Wewoka kla . ve } kasha 
e kia nor at it August Ist. 
STURDY William C. Eby, Weber-Coste has moved from Chicag 
CONSTRUCTION re Oo, Nes cnned from CMa 
¢ PORTABLE 
° ASSURES , . os 
Mave x ark pene + new eautitu tnre ‘ A ae ax 
CONSUMER ee te ee eee ee 
SATISFACTION snd door prizes were 4 
MODEL NO. | ADJUSTAB a The new store ated in the b Ww Mille 
METAL FROM pera House built 1878, and w 4 w year 
WITH WOOD _ 26 TO 3 Model No. 1 } 871, v silroad rea 
TOP INCHE tathe sna team behind the perat » Austin 
Has the weiaht + re, Warren Bair is the division manager and his father, J. C. 
vides firm foundat ¥ (Slim) Bair, the furniture department manager. Mrs. J. C. Bair 
Makes precisely correct post t A estment nas he e, as manager of the 3! stationery department. 
economy and efficiency. Shiny Ba the tounder of the Ba vompany wh 
Lifetime all-meta net r ’ pi vv 1 tor tarted . 194 snd the busine wa ; . 195 ; Maverick- 
Walnut, Oak and Mahogany ' d TS Kina srke wr has branches at Brownsville Corpus Christi, Hou 
n the market ‘ js ae pee 


-> WRITE FOR INFORMATION & PRICES Roger C. Hill is executive president of the Maverick-Clarke op: 
MANUFACTURING stior ~~ Menger s vice president in charge of store 
Karl COMPANY 


perations of ve division 
Alex Mata n charge of purchass 1 Charles Harty is man- 
| 32 lonia Ave., SW., GRAND RAPIDS, MICH. yer of the ts department. 








UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 















1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 





Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 


; (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
COMPANIES 240 Fleet St. East, Toronto 2B, Ont. : on: 
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Bair 
STORAGE BOXES 
| for lowest cost 
“sce 1918 FOUR REASONS 
Since 1918 
for Liberty’s Success 
UNIFORM QUALITY. You can be sure that every DISTRIBUTION. Liberty Boxes are stocked in strategi- 
shipment of Liberty Boxes to you and your customers cally located wholesaler warehouses throughout the 
will be consistently of the same high quality. Uni- country to provide fast, economical service to dealers. 
= formly standardized materials, carefully controlled There’s a source for rapid delivery of Liberty Boxes 
production methods and rigid inspection routine near you which can provide an unlimited supply and 
maintain the Liberty standard of excellence. eliminate maintenance of excessive inventory. 
n. 
1. | FIELD SERVICE. Bankers Box Sales and Service ADVERTISING. Liberty advertising is directed to key 
Representatives actually cover every area in the businessmen . . . and inquiries received are passed on to 
United States. They are readily available to ad- you. These high quality leads are business producers 
if vise dealers with special problems, assist in sales when backed up by circulars, point of purchase materials 


meetings, help stimulate sales for you. and the other advertising and promotional aids available. 





Liberty Boxes sell best because of these basic reasons. BANKERS BOX COMPANY 


| Take advantage of this profitable line. 720 S. Dearborn Street, Chicago 5, Illinois 
@) 48) 4-4 YOUR DEALER PACKET fe) 0y-% 4 ... Write to: Telephone: HArrison 7-3577 
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BOLVE 


any sorting problem with 
the KOHLHAAS PROFIT LINE! 


. +. you get a BIG PROFIT on each Kohlhaas 
Sorter and File you sell . . . but that’s not the 
end of the sales story. Users see Kohlhaas Equip- 





ment answer their sorting problems — MAKE 
GOOD PROSPECTS FOR PROFITABLE REPEAT 
SALES! 


there’s an efficient Kohlhaas Sorter and File for every 


job. Here are just a few . . 


| ALPHABETICAL 
SORTERS 


No. 460-W 25 to 100 sub-divisions 





ow 


NUMERICAL 
SORTERS 


No. 472-W 2 digit, 00-99 





HOLDING FILES 


No. 912—25 Letter Size 
No. 915—25 Legal Size 


Sa 


Pama 





POSTING TRAYS 


No. 785 CB Tray 





Special Sizes built to any size and index! 


Kohlhaws FAST-SELLING SALES FEATURES 


@ Full steel tray, black ripple plates, chrome plated rods. 
® Metal reinforced, steel tabbed index guides. 


@ Self-supporting index guides carry filed material — no 
slipping or crawling. 





WRITE FOR CATALOG, DISCOUNTS 





and INFORMATION! 


THE Kthlhans COMPANY 


8012 South Chicago Ave., Chicago 17, Illinois 
Telephone BAyport 1-4433 
Mfgrs. of Vertical Sorters for— 
LETTERS, CHECKS, SALES SLIPS, WORK TICKETS, BILL STUBS, BILLS OF 
LADING, STOCK CERTIFICATES, PAYROLL CHECKS, INVOICES 
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Patents 





(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted February 14, 1956 


2,734,683. Total Transfer Mechanism ' A. V. Turck, Mia Beach, Fla 
assignor to Felt & Tarrant Mfg. Co., Chicag 

2,734,743. Record Media Feeding Apparatu F al Spurlino and William C 

owr yt , assignors to The Nat h Register avto Ohio 
Iiiustration 

2,734,756. Multi-Entry Bookkeeping System ’ E and Samuel 


Granted February 21, 1956 





2,735,094. Paper Stapling Machine. Theod tk Brook Ma 
2,735,131. Caster Glide. Michael Kran Bridgeport assignor to 
e Bass igeport, Conn 
2,735,403. Ink Supply Means for Fountain Pen. Harry L. Morr r., Marietta, 
2,735,490. Keysort Keypunch. Hunter E. Hooe, Athe t assignor, by 
esne assig t Royal McBee C 
2,735,532. Apparatus for Controlling Keys of Business Machines eorg Meyer 
fiuet i rmany ass ignor tc Cie } necna e W erke 3 "Y b 
Eiserfeld (Sieg), Germany 
2,735,541. Device for Storing Paper Money and Coins. Art Mosler, New 
k, Y i r The Mosler Safe New York, } 
Granted February 28, 1956 
2,736,292. Ink Feed Device for Fountain Pen Ragnar anberg, Drammen 
wway 
2,736,318. Label Carrier for Office Equipment. Edgar é k Shannon, New 
yen c | r to The Shanr n td 
2,736,416. Copying Device for Bookkeeping Machines k fi, Zurich 
2,736,492. Square Root Mechanism dr Cc 
gnor to Frider ating Machine C 
2,736,493. Square Root Calculating Machine t Ellerbe an Leandro 
lif assignor to Friden Calculating Mact 
2.736.497. Auxiliary Keyboard Mechanism Adapted for Square Root Operations 
Md ia Leandrc Calif 7 r ¢ cy t Mact e 
Granted March 6, 1956 J 
2,736,999 Envelope Stuffing Machine F J}. Roua rien, ohn A 
trother tamfard r Frederick W thenw it enbrook 2 anor to 
tney B we mf rd Conr 
2,737 109. Inking Means for Rotary Direct Printing Lithographic Duplicators 
umes W. Hertsch, Evanston, IIl., assigr t tt Chicag illustration 
2,737,113. Hand Stamp. Francis J. Roua arit Conr ussignor to Pitney 
3owes r t ford, Conr 
2,737,149. Tape Dispenser and Moistener ry Jacksor r., Milwau 
{EW Bue 
> oR ae | Pagal! 
dG Needy ae Oe... 
A OS J.) a 


2,737,279 


2,737,109 





2.734,78@ 


fs 7 mms Ye 





LT we 











kee, and Richard Evans and Joseph W. Westor green Bay, W assignors to 
Tape, Inc., Green Bay, Wis. 

2,737,155. Selective Point Pencils. Joseph Berney, Beaverton, Ore 

2,737,156. Machine for Handling Machine Shorthand Panel Notes. William J 
Denver, Joliet, | 

2,737,184. Visible Card Index Trays. Donald A. Gunn, Kenmore, N. Y., assig- 

by mesne assignments, to Sperry Rand Corp., New York, N. Y 
2,737,241. Automatic Zeros Punching Device Under Key and Program Card Con- 
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“You bet selling 
Burroughs is 
a good deal! 
Look what 
theyve come 


up with now... 


This trademark identifies a 


leading business machine dealer 


OR 
2 ee 
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Leave it to the leader! First the Ten 
Key in color. And now Burroughs 
announces the Director full key- 
board in the same customer-appeal- 
ing colors: Alpine Blue, Amber 
Gray, Capri Coral, Sea Mist Green. 


And of course—as your customers 
know—with the Burroughs Director, 
beauty goes way beyond “skin 
deep.”’ For under the richly colored 
case of this all-electric, you find an 
ease of operation, a cushion quiet- 
ness, plus automatic features aplenty 
to more than satisfy your most 
particular customer. 


the Director Adding Machine in color!” 


Bear in mind, too: the Director, 
like all precision-engineered Bur- 
roughs adding machines, is being 
even more aggressively promoted 
with hard-hitting national ads. 

Award-winning direct mail, arrest- 
ing P.O.P. displays, newspaper 
mats, a trained representative to 
help with merchandising— yes, it’s 
all part of the Burroughs deal. 

So write—right away—for com- 
plete information on a Burroughs 
dealership and the new profit 
picture. Burroughs Corporation, 
Detroit 32, Michigan. 








trol. Charles R. Doty, Poughkeepsie, N. Y assignor to International Business Ma- 


NEW DIFFERENT EVA-PRESS hines Corp., New York, N. Y. 


2,737,279. Power Operated Key Action for Typewriters and Like Business Ma- 


HAS NO EQUAL chines. Frederick W. Schremp, Stamford, Conr a nor, by mesne assignments, to 
y perry Rand Corp., New York, N. Y. Illustration 
af SPEEDS 2,737,280. Line Finder for Toll Biller. Re i D. Dodge, Poughkeepsie, and 
"al . eon E. Palmer, Wappingers Falls, N. Y., assignors to International Business Ma- 


ines Corp., New York, N. Y 


RUBBER PLATE 2,737,282. Form Handling Mechanism for page Machines. Walter A. An- 











rson, Trumb Conn., assignor to Underwood Corp., New York, N. Y. Illustration. 
PRODUCTION "2 737 283. “Typewriter Ribbon. Robert J Pre a, Altoona, and Glenn W. Pat- 
terson, Rosburg, Wash 
. 2 737,305. Machines for Sorting Statistical Cards. Norman Geoffrey Holden, 
TOP ACCURACY PLATES arshalton, England, assignor to Powers-Same unting Machines, Ltd., London 
England 
FINEST QUALITY 2,737,431. Endless Conveyor File. Cari F. Wolters, New Canaan, Conn., and 
eo Neils Y. Andersen, deceased, late of Snyder, N. Y., by Birte Yde Andersen, execu- 
rix, Snyder, N. Y., assignors, by mesne assignments, to Sperry Rand Corp., New 
—_— York, N. Y 
ae 2,737,647. Keyboard Alarm. Walter S. Oliwa, Summit, N. J., assignor to 
roe Calculating Machine Co., Orange, N 
improved Features Granted March 13, 1956 
* Exclusive Pre- 2,737,882. High Speed Printing and Perforating Machine. Harold C. Early and 
Heat Table Lyman W. Orr, Ann Arbor, Mich., assignors to Burroughs Corp., Detroit, Mich. 
* Powerful Con- 2,737,883. High Speed High Quality Printer. Perry Crawford, Jr., Croton-on- 


Hudson, N. Y., assignor to Underwood Corp., New York, N. Y 

2,737,884. Transfer Posting Machine. Frank J. Furman, Endicott, N. Y., as- 
gnor to International Business Machines Corp., New York, N. Y 

2,737,927. Fountain Pen Desk Sets. Nolan Kent Rhoades, Shopiere, Wis., as- 


agnor to The Parker Pen Co., Janesville, W 


struction 

Precision Built 

* Motorized Push 
Button Operation 


* Platens Electrical- 2,738,009. Peahing Implement Haviog Spring Pressed Ball Opposed to Punch 
ly Heated Therm- Element Monts mery Osborne Jones, Richmond, Va., assignor to G. Tucker Smith, 
ostatically Con- ( 1 Worthe r and Fielding L. William trustees, a f Richmond, Va 
trolled 2,738,050. Vending Machine Coin Changer. Paul W. Lovell, Chicago, Ill 

» Plat assignor to Johnson Fare Box Co., Chicago, | 

eree . vreres 2,738 128 Ten Key Adding Machine. Tord Erik Daniel Bilde, Stockholm, Swe- 

Sizes 13" x 18 4¢ to Richard Nilsson AB, Stockhoin weden. Illustration 
— 12" x 15° — 2 738 129 Calculating Mechanism. Charles A. Parker, Chicago, Il!., assignor, 

' 1" x 13" by mesne assignn to Burroughs Corp Illustrati ion. 

, 2 47 uspension le Typewriter Shelf. Howard E. Hutzelman 
oN TOPS IN EVERY RESPECT : 738.2 __ Sus stag Boal ton elle goin i= ae 
MAKE US PROVE IT 2,738,383. Method and Apparatus for Duplicating Magnetic Recordings and 
Magnetic Tape Record Members. Robert Herr a Reynolds Marchant, St. Paul, 


AMERICAN EVATYPE CORPORATION 
751 OSTERMAN AVE. DEERFIELD, ILLINOIS 


THREE TOP SPECIALTIES 
For Your Office or Plant 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 




















Corner Posts, 11 Gauge or 13 
Gauge 73” high...8’3” high.. 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





TYPEWRITER TABLE 
Size 2644"H x 16"D x 22”W and 


overall with shelf extended. Finished in 








baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 
carton. Weight 30 Ib. 


STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished in 

baked-on olive green or office-gray 

enamels with lock in handle, insu- 

lated doors, spot welded assembly 

Shipped one per carton, set up 
36"W x 18” x 78”H 
Weight 175 Ibs. 


List Price: $50.00 


SEE DEALER FOR OTHER SIZES OF 
CABINETS AND SHELVING 


List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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A New 


Star Is 
Born! 

























This page is part of the exciting color-spread now appearing 
in U. S. NEWS & WORLD REPORT and BUSINESS WEEK 
announcing the sensational new Johnston Adding Machine. 


it is the first of a series of advertisements scheduled to 
appear in leading national magazines throughout 1956. 


The Johnston is sold and serviced exclusively by Office 
Machine Dealers. If you are interested in becoming an 
Authorized Johnst6n Dealer write, wire or phone immedi- 
ately to the address below for full details. 
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ADDING MACHINE COMPANY 





13343 SHERMAN. WAY, NORTH HOLLYWOOD, CALIFORNIA 


ae 
i 
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If your customers demand high-quality furniture at 
low prices (and who doesn't) you can please them 
immediately with White Mountain's famous line! 
For White Mountain applies more than 80 years of 


to creating a line of 
at prices that make 


manufacturing ‘‘know-how’”’ 
outstanding office furniture .. . 
your sales and profits z-o-o-m! 
In White Mountain's complete line are open and 
closed storage cabinets . . . wardrobes . . . broom 
and supply cabinets telephone stands .. . 
bookcases . all in modern designs, with fine 
Hi-Bake finishes over phosphatized steel! 


Besse eee eee eee 


WHITE MOUNTAIN BOOKCASE 
(430- BK) adds beauty and é 
dignity to every office. 





WHITE MOUNTAIN WARDROBE 


(6624-WR) . handsome unit incor- 
porates one hat shelf, 2 clothes 
hooks and heavy duty hangar rod. 





) 


WHITE MOUNTAIN CLOSED STOR- 
AGE CABINET (624-DD) .. 
double door and multi-shelf unit 
fabricated for rugged, trouble- 
free service. 


aaa Ses See aN Naa apaa 








WHITE MOUNTAIN TELEPHONE 
STAND (T-318) . . . keeps both 
telephone and directories handy. 





Here you have been introduced to only four 
of dozens of items in White Mountain's out- 
standing line of office furniture. Write today 
for complete folder detailing line. 

SOME TERRITORIES OPEN FOR REPRESENTATION 





Vtayia\* 


g THE MAINE MANUFACTURING COMPANY 


r 


ESTABLISHED 1874, NASHUA, N. 
ceeds as an an ah an en te we ee Oe 
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assig to Minnesota Mining & Mfg t. Paul, M 


Granted March 20, 1956 

2,738,505. Desk Stapler. Walter J. Va ag assignor to Vail Mfg 

2,738,540. Corner Bracket Assembly for Cast ters. Michael Kramcsak, Jr., Bridge 
+ Sonr The Ba «< k C Br ¢ ‘ 

2,738,768 ” Penc il Pointer. Robert Vionroeville Illustration. 

2,738,926 Carriage Cushioning Means for Calculating Machines Ingemar 

Iquist, East Orange, N. J., assignor to M é ulating Machine C Jrange 

2,739,026. File Cabinet Drawer Handle. Henry H. Moore, Austin, Tex 

2,739,299. Magnetic Storage Systems for Computers and the Like. William H 

rkhart, East Orange, N. J., assignor t i t : Orange, 
Granted March 27, 1956 

2.599 334 Printing Machines. Frank James Rose, Anerley, London, England, 

a or P amas Accountir Machine Ltd London, Er ind 

2 739 569 ro Holder. Ear! 1 Braze per, Wy 

2,739,640. Method of Producing a Linoleum Covered Desk Top. John Henry 
rinker and Frank Conley, Norwood, Ohio, assig by mesne assignments, to The 
obe-Wernicke 

2,739,687. Rocking-Lever Bearing Element for Key-Operated Office Machines. 
Heinrich Schmitt Frankfurt am Main 7ermany assignor ph Wittich 
rankfurt am Main, Germany 

2,739 688. Di ial Operated Typewriter. John W. Ehemann, Chicago, | assignor 

Dialrite As ates, Battle Creek, Mich. Illustration 

2,739,689. Device to Produce a Straight Line or Multiple of Lines on a 
Typewriter. Armando Dal Molin, New York, N. Y. Illustration 

2,739,690. Typewriter Tabulating Mechanism Edwin O. Blodgett, Rochester 
N. Y., assignor to Commercial Controls Corp., Rochester, N Illustration 

2,739,826. Notebook. Albert Triebeil, Jr., Rockford, II! 

2,739,867. Statistical Machines. Charlies Thomas Arthur Wallington 
England, assignor to Powers-Samas Accounting Machines, England 





Three Represent Perfect Rubber Seat Line 

Manuel Davidson of Perfect Rubber Seat Cushion Com- 
pany has announced that three representatives, new to his line 
but possessing long experience in the industry, are now carry- 
ing the Perfect line in their respective territories. 

The father and son team of Arthur R. Frey 
Frey, Jr., is calling on the trade in Michigan, 
and Kentucky. 

L. R. Ricketts is the representative in Illinois, 
Minnesota and the Dakotas. 


and A. Heron 
Indiana, Ohio 


Wisconsin, 





Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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* 177 different styles and colors. 

* Single or double tops. + All top corners 

rounded, * Manila in 8, 9'/>, 11, 14 and 17 pt. 

* Letter, Legal and Invoice sizes. * Kraft in 8 and 11 pt. 

* Red Fibre in || pt. * Pressboard in 2 grades. * Colored folders. + Packed 100 to a box, 500 to a carton. 
Write for catalog and prices today. 


AMBERG FILE & INDEX CO. ® Filing Specialists since 1868 © Kankakee, Ill. 


West Coast Representative-——CARL W. DRAPER 843 S. Los Angeles St., Los Angeles 14, Calif 
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a new idea in metal chair design 


plus a unique 
flared-back sweep 


new beauty 


which eliminates 
- scuffing contact 
with wall... 


protects both chair 





back and wall 





w Supt Lath styling 


by 1 METAL-LUX 





This trim-lined ultra-modern metal chair 
group combines a streamlined design of 
unusual beauty with useful function 
(chair backs cannot scuff walls). An ideal 
chair for use in lobbies, reception rooms 
or offices. The armchair features deluxe 
spring seat construction and Tenite 

arm rests. Side chairs are available with 
spring or padded seat. Lifetime frame 
construction and flawless finish make these 
fine chairs virtually indestructible. The 
““Swept-Back™ group is designed for 
large volume sales and profits. Write 

full descriptive details. 





M-7000 FBL 
Side Chair 
(Padded Seat) 





today for the 


M-3000 FBL 
Side Chair 
(Spring Seat) 


there is nothing finer in metal 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 12, Illinois 
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CANADIAN NEWS 


Our Industry Across the Border 
by Special Correspondence 
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E. A. Beaulne is proprietor of a new stationery and office supply 
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IF you want a line of filing supplies so carefully put together = \ 


that 99% of your requirements can be filled from stock items fe — 
feist 














sell 


[F you want a line of filing supplies of sound dollar value — 


sell 




















[F you want a line of filing supplies priced to get the order in 


your market — sell 


IF you want to be certain you will have no factory competi- 


t10n sell 


I] when you do need specials — you want expert, fast, 


reliable service — sell GUSSCO. Write for the new GUSSCO 





Catalog. 


Also manufacturers of “TRANSFILE” Files — “Guide - O - folder” — “Guide - O - file” -- "Guide - O - tray”. 


e710) | >) SD A003" a Od OR 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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Every has er 


edld have 
“ # Catalog. 








1956 
NEW 24 PAGE 
CATALOG 


ALL ITEMS 
ILLUSTRATED AND 

| PRICED WITH 

| COMPLETE 
INFORMATION OF 

| MATERIAL SIZE ETC. 


~ WRITE FOR YOUR COPY 
es Salers | 
Every whe ere are 1) ss [ ing 


EXTRA PROFITS 
With The 


NU-CRAFT LINE 
Of Over 118 Stems 

Of Metal Bank and 
ice Equipment 
Designed & Engineered 
By Shilled Craftsmen 


REMEMBER 

That NU-CRAFT 
Whrld for its 
QUALITY PRODUCTS 


Nu-CrAFT PRODUCTS Co. 
















321-327 CLARKSON AVE. 
BROOKLYN 26, NEW YORK 


“Always Something New" 
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! leading desk manufacturers 
f sell desks equipped with 


rtin 


y Oxford PENDAFLEX’ 


A typical Pendaflex ® 
installation in 

the distinguished 
contemporary 
Document Suite 

by 

The Leopold Company, 
Burlington, Iowa 





It’s getting so you can’t open a deep desk 
drawer and not find Pendaflex. And 


t # rightfully so! Pendaflex adds value to a desk. 
te Oxf O (1, a Pendaflex is work-conserving—20% faster 
rer ee we filing by actual test. Pendaflex reduces 

sbrey 


wr te ® 7 filing motions to 3. Pendaflex adds to 
: # PEND AFLEX the desk owner’s sense of pride in having the 
best in appearance and service. 


best by field test! No wonder more and more desk 


manufacturers have found it wise to 





equip their lines with Pendaflex— 
installed at the factory. 





":|| OXFORD FILING SUPPLY COMPANY, INC. 


Clinton Road, Garden City, N. Y. 214 Tyler Street, St. Louis 6, Mo. 
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OR PADS 





@ Very black, all-purpose 
ink. Your economy lead- 
er for office’ bulletins, 
forms, memos, mimeo 
and sulphite stocks. 


GESTETNER TUBE PAKT 
for GESTETNER MACHINES 
@ Gives 15 to 20% more 
copies than any previous 
inks. Tube makes _per- 
fect connection with ink 
pump. No drip from silk 
screen. Washes off hands 
with soap and water. 14- 
oz. tubes. BLACK AND 
8 COLORS. 


Ask about the 








Don Oto. 


Corbett Appointed by Flo-Ball Pen 


William P. Corbett, headquartering 


in Phoenixville, Pa., 


well known to the trade as a manufacturers’ representative, 
has been appointed to handle the line of the Flo-Ball Pen 


Corporation in southern New Jersey, 


Maryland, Washington, 


D.C., Delaware, Pennsylvania and Virginia. 





Berglund Named Salesman of the Year 
Arnold E. Berglund has been named as the Joseph Dixon 
Crucible Company salesman of the year in the pencil divi- 
ink SPECIALTIES CO., iis sion. A similar award from the president went to Edwin M. 
Strom, Jr., in the industrial division 
Fach salesman received a watch bearing the inscription 
“Outstanding Salesman—President’s Award.” 


Extra Profits For You in Private Label Packing... 


Dept. O 519 N. HALSTED STREET @ CHICAGO 22, ILLINOIS 
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it all adds up to 
a low cost 

high quality 
product...the 


new 
Regna 
itemizing 
cash 
register 


a cash register, 
adding machine 
and simplified 
bookkeeping 
machine 

ALL IN ONE 
STREAMLINED UNIT! 


Ideal for all small and medium 
sized retailers—a superb quality 
product in the low price class. 
Compact, sturdy, precision-built; 
manual or electrically operated 
models in green or ivory. 


¢ Customer gets itemized 
receipt of each item purchased; 
Regna simultaneously records 
copy for owner « Sale Total and 
Grand Total are automatically 
registered and recorded; total 
receipts can be instantly 
checked any time « Single item 
key records single item sale in 
one swift operation « Non-add 
key allows use as adding machine 
—without affecting Grand Total 
« Customer counting device 
shows volume of daily traffic 

¢ 6 designating keys for clerks, 
departments, special items « 
Lock for Grand Total and Sub 
Grand Total—and for tape « 
Individual keys for Charge 
Sales, Paid-Out, Non-space 

















and Repeat operations. 





Complete stock of Regna parts available throughout the U.S. 


ee ee 





1N CANADA: Regna Cash Registers of Canada Litd., 704 Notre 
Dame St. W., Montreal, Que., and Business Equipment Machines, + 
489-R King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box 507, Bergen, 
Norway. 
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Regna Cash Registers, Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 
Please send more information on the new Regna itemizing Cash 
Register and outline advantages of becoming a Regna dealer. 











arriving 
on your 
profit track 
New ATLAS HANGERS 


@ NEW ATLAS LUGS WITH 
THE PROJECTED HEAD 








Available on Atlas DSH, DGR, SH series and PH series 
Hangers. 

Plates and stencils slip quickly and easily on the Atlas 
Hangers with lugs with the projected heads. Plate and 
stencil headings are protected from damage. 


Boo ey" 


eee” 


@ NEW ATLAS PH SERIES HANGERS 


For Pinhole heading Offset Plates. Equipped with the new 
Atlas Lugs with Projected Heads. Available in 11'/2"" and 
22" widths. 


@ Atlas Hangers combined with Atlas cabinets are a com- 
plete system to store and preserve valuable reproduction 
components. Faster Filing and Finding of offset plates, nega- 
tives and stencils in Atlas Vertical Filing Systems. Best pro- 
tection from scratching, tearing, marring and corrosion. 


@ Capacities 100 to 1500. Models for all sizes of offset 
plates, negatives and stencils. Write for complete information. 





SCHEDULE 
ATLAS LINE 





ITEM ARRIVAL 





NOMA Convention May 20-24 











@ FSC-EXTRA VALUE 
Now ALL SH & PH SERIES HANGERS ARE EQUIPPED WITH 


SPRING CLIPS AT NO EXTRA COST. Spring clips attach copy, lay- 
out etc. to plate and hanger. 

@ Join the quality office equipment dealers throughout the 
United States and Canada who now increase their profits 
with Atlas sales. 





a 
Va 
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Atlas Stencil Files Corp., 16716 Westfield Ave. °* Cleveland 10, O. 
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Two Dealers Get Clary Franchises 

The Clary Corporation has appointed two more dealers 
for its line of business machines, according to J. W. Stallings, 
general sales manager. 

Russell E. Glines of Modern Office Equipment, 120 West 
“A” St., Ogallala, Neb., and Robert Wunderlich of Type- 
writer Supply Shop, 112 Bridge St., Frankfort, Ky., have 
been added to the list of Clary franchises. 


Marchant Opens New District Office 

Edgar B. Jessup, president of Marchant Calculators, Inc., 
announces the establishment of a district office at 33 Stark 
St. in Manchester, N.H. Neal W. Kidney has been appointed 
district manager in charge of this new Marchant office and 
John K. Sieswerda, service supervisor, directs service activi- 
ties. 


Walker Heads Heer Advertising 

William H. Walker has been named advertising manager 
for the F. J. Heer Printing Company, Columbus, Ohio, print- 
ing and office furniture firm.—AK 








Sheaffer Pays 40% in Profit Sharing 
Employes of the W. A. Sheaffer Pen Company have received 
quarterly profit-sharing checks amounting to 40% of their 
total earnings for the December-January-February period. 
The 40% profit-sharing payment brought to $15,331,000 
the total amount paid by the company since it began sharing 
profits in 1934, G. A. Beck, executive vice-president, said. 





Swan Now Morgan Firm Sales Manager 

Donald C. Swan, former manager of dealer sales for 
Yawman and Erbe Manufacturing Company, has been named 
sales manager of the Harry L. Morgan Co., Columbus, Ohio, 
office furniture firm.—AK 























Todays Fastest Moving Gift Lem [ 
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“The watchful 
secretary" 





Hundreds of uses for every home or office. Keeps every- 
thing from letters to pens and paper clips within easy 
reach. Available in six jewel-plated colors: Gold, Silver, 
Turquoise, Chartreuse, Rose, and Royal Orchid, as well 
as Lustre Black. Individually gift-boxed, packed 12 to 
the master shipping carton. 


Plated Colors—$2.00 each 
Lustre Black —$1.50 each 


Standard Dealer Discount 


oo Oe ee ee ee ee ee es eee ee eee ee eee Ge ee ee oe 
— 
\ 

es CS SAS ES ES SD SS GS GE SEP SE GENES GUD GD GEES cenED ue <em> cums auue cone queen enw eump eo 


Mie om cs es es ce es ee es es es ws ow we = oe i —— 4 —_— 
ATTENTION MANUFACTURERS’ REP- ~\ 42 , 
RESENTATIVES—Valuable territory still > (é 


open—write for full details. 


be Angel Cualion 
Capitol Metal Products 


St. Paul 3, Minnesota 


577 University Avenue . 
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Ill keep you posted... 


My job is to follow up your unfinished business. The open circle in 
my colored signal channel positively points out the month and day 
when you had promised someone something. Maybe you want to 
use me as a business safeguard—to make a follow-up or selection of 
“time due”’ records such as purchase orders, collections, insurance, 
contracts, quotations, production schedules, etc. See your local sta- 
tioner or drop the Smead Company at Hastings, Minnesota, a line on 
your business stationery and ask for a free sample of me, No. 19032. 





DEALER NOTE: THIS AD IS CURRENTLY APPEARING IN CONSUMER MAGAZINES 
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ANNOUNCING 


a NEW CONCEPT 
in Seating Comfort... 
Modern Styling 








BARRICKS’ 


PEDESTAL V-LEG 
Rectangular Folding Table 


ideal For: 
Schools 
Hotels 
Clubs 
Churches 
Offices 
— many others! 








Plenty Of 


KNEE ROOM for Everyone! 


New Pedestal V-leg provides plenty of leg room, perfect 
seating comfort . . . at sides of table, near end, 

or at extreme end. Ultra-modern in design with the 
strength and stability of a stationery table. 


Yet light in weight. 


Geaturing BARRICKS 


Patented 
Automatic LegLock 


Legs lock into open position automatically. 
Fold at the touch of a finger. 
UNCONDITIONALLY GUARANTEED 

FOR 10 YEARS! 





ONLY BARRICKS 

OFFERS ALL THESE TOP FEATURES: 

@ Steel center channel construction 

@ 1%-inch welded tubular steel legs 

®@ Choice of Duron, Weytex, Plastic or Plywood top 

®@ Heavy aluminum edge on Deluxe Series 
Also, a complete line of Round, Half-Round, Square and 
Rectangular Tables, Benches, Table and Chair Trucks. 


CSCeMne 
w BARRICKS ws. 














Catalog 


Manufacturers of America’s Finest Folding Tables 


134 West 54th St. ° Chicago 9, 
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Effort Worth the While 
In Selling “Glow” Product 


@ EVEN IF HE TRUSTS only to coincidence, the office 
equipment and supplies dealer occasionally will sell a “glow” 
product. So the point is not to let it up to chance but rather 
to create such sales. And the results may rank very favorably 
with those achieved by that old standby, selling related items 
to go along with the customer’s original purchase. 

Exactly what is a “glow” product? 

Well, at different times and with different people it may be 
almost anything in the office appliance store. But it always 
has one outstanding feature: Using it makes the customer 
glow with personal satisfaction. It brings a certain measure of 
enjoyment so that its owner feels pleased with himself for 
having bought it. During this process, the dealer who sold it 
also shares in the general good feeling 

You cannot hit upon the perfect selection for every custom- 
er, nor will you succeed every time you try. However, match- 
ing what you know about the customer against suitable prod- 
ucts from your stock can create that important glow in a sur- 
prising number of instances. In addition to the initial sale, 
good will comes from this constant thought, “That office 
equipment and supplies dealer really did me a favor when he 
sold this item to me. What seems strange to me now is how 
I actually forced him to use salesmanship! Perhaps I should 
depend upon his judgment more often in the future.” 


Know Opportunity 


If you believe a customer will go over that whole line on 
each occasion, you will be disappointed. However, if you real- 
ize the value of having him think it consciously once in a 
while and remembering it sub-consciously at other times, 
you can begin to understand the tremendous opportunities in 
merchandising glow products. 

Although variations appear to be endless, a few broad prin- 
ciples may serve as guides. The glow product should be an 
outstanding value, for you want no under-currents of extrava- 
gance to mar the satisfaction. It ought to be something in 
constant or at least frequent use. And it will be doubly use- 
ful from your standpoint if it has sufficient novelty to urge 
customers to show it to their friends 

For men, an office appliance has the advantage because 
most male buyers like mechanical things. For example, a 
stapler or pencil sharpener backed up by a sales talk bringing 
out all the superior features should awaken lasting interest 
among the men. 

Women, on the other hand, are all too likely to see nothing 
fascinating in even the finest office appliances. Yes, they may 
buy them and use them with utmost efficiency, but most 
women we have observed in office work simply do not receive 
personal satisfaction from mechanical perfection. Intrinsic 
beauty goes far toward forming the glow product for female 
customers. An attractive desk set or a colorful waste basket 
may be preferable for your Miss and Mrs. trade. 


Keep Stock Ample 


Don’t ask us why these things should be. Just be content 
that your office equipment and supplies store has ample 
stock to meet both major requirements! If by any chance you 
feel a lack of enough potential glow products to push this pro- 
motion to the fullest extent, a search through the advertising 
pages will uncover scores of excellent ideas. Deliberately 
looking for glow possibilities may even throw new light on 
some lines you have been passing over without really seeing 
them before in all their profit-earning charm 

Mind if we get personal for a minute? When we were sell- 
ing many years ago, the line included a paper clip named Wall 
Street. One customer thought that high-sounding name for an 
everyday item was extremely funny. You might say he felt 
a glow from realizing he had a sense of humor that others 
probably lacked. Who knows what part that glow had in the 
orders he turned our way? So hunt for the glow: it can be 


in the most unlikely places!-—GMD 
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ANNOUNCING! 


The New Expanded Line 
of Victor Champions! 


NEW! ELECTRIC MODELS NEW! DIRECT SUBTRACTION NEW! HAND ADDERS 














Also available N 


hand-operated 
models. 








Full-Key or 10-Key Models = wow; casn REGISTERS 


14 all-new Champions in the new expanded Two low-cost Victor cash 
registers are now in the 
line — Champion Executives with direct sub- Champion line. These top- ' 
. ; ‘ sellers give you even greater 
traction — Champion Super-Adders now in pa a enh alee 
metal cases. Attractive discounts and greater youre ee 
features at a price 
sales versatility give you more profit oppor- they can afford. 
tunity with the Victor Champion line. Mail 
the « oupon below for illustrated brochure. Find out NOW what the new Victor Champion Line can do for you! 
Mail Coupon! 
FOS OS CSS OSES SSSS SOS OS SSS SSS SSS e2e2220ea0" 1 
" oa-5ss6 
1 VICTOR ADDING MACHINE CO. ' 
VICTOR ADDING MACHINE co | 3900 N. Rockwell St., Chicage 18, Il : 
a 1 Please send me new brochure and complete selling plans for the expanded ' 
Chicago 18, Illinois Champion line. 
Victor-McCaskey Limited, Galt, Ontario Nome : 
m | 
Manufacture f Business Machines, Cash Registers, Business : — ' 
and Industrial Systems, Electronic Equipment, Electri-Cars Address : 
1 City State ! 
Lemme ewe meee meee eee ee were eee essessese oawd 
OA—5/56 235 














Cycle Billing Helps 
Stationers Collect Promptly 


@ CYCLE BILLING IS a new way of collecting office 
equipment service bills. It keeps the money rolling in, makes 
the job of collecting easier, and reduces the amount of bad 
debt loss on service work. 

With this system of collecting service accounts, regular 
statements of parts and labor are sent to customers. Unlike 
the usual system of collecting, however, the first of the month 
chore of sending out several hundred bills is eliminated. Yet, 
the money keeps rolling into the service department for re- 
pairing office equipment. 

Cycle billing makes it possible to spread the billing over 
the month instead of having it all fall at one time. A few 
bills are written up and mailed each day by the serviceman 
or bookeeper in his spare time. Here is the system most office 
equipment service shops and departments use for cycle bill- 
ing: 

1. Set up 60 day file. Sixty file folders are needed to get 
the cycle billing system in operation. Two sets of thirty fold- 
ers are numbered from one to thirty. The file is set up to 
take care of every day for two months. 

This sixty-day coverage makes it possible to handle late 
payments for two months, It also turns the spotlight on over- 
due service accounts that need extra collection efforts. 

2. Bill 10 days after service call to work. When customers 
request credit for their office equipment service calls or work 
they bring into the shop, they may expect 30 day credit. Un- 
less the request is specifically for thirty days, a ten-day period 
between the work and the billing is usual with the cycle bill- 
ing system. 

Office equipment servicemen find that the ten day wait 
seems longer to customers and they assume it has been the 
usual credit period. Then, too, this staggers the customer’s 
bills and makes it easier to pay at the time it arrives. Some 
Offices have a regular system of paying bills promptly after 


VISIT OUR 
NEW YORK 
SH 









WRITE FOR THIS FREE GUIDE 


GENERAL OFFICE AND FACTORY 
2231 S. WESTERN AVENUE eile Velom.s 
NEW YORK OFFICE AND SHOWROOM 


225 W. 
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a statement arrives and this speeds up payment from these 
customers. 

3. File duplicate of statement. On the day the customer's 
statement is mailed, the duplicate of the statement is filed in 
that day’s file folder. For instance, a service call made on the 
fourth is billed on the 14th. The duplicate of the customer's 
bill is filed in the folder for the 14th of the current month. 

When filing for a new day, it is important to be sure that 
the folder is clear. Any old statements in the file mean that 
the customer has not paid a bill for service work that was 
done 70 days ago. Extra collection effort is indicated and this 
system turns the spotlight on overdue bills. 

4. Follow-up in 10 days. With the billing work spread out 
over the month, it is possible to keep the follow-up work 
current. 

When sending out the customer’s bills on the 14th, for 
instance, it is easy to check the folder for the fourth for a 
follow-up. Some office equipment servicemen prefer a lag of 
20 or 30 days before a follow-up is made, but with the cycle 
billing system it is easy to adopt it to any time lag wanted 
by the shop. 

5. Telephone third time. Some people are not prompt about 
paying their office equipment service bills. Even cycle billing 
does not jar the cash loose from these customers. Prompt col- 
lection effort is needed before the bill gets too old. 

With the cycle billing system of filing, it is easy to spot 
these slow payers. If the system is set up on a 10 day schedule 
the billing and follow-up would be: 4th—Typewriter repaired 
on office service call; 14th—First statement mailed; 24th— 
Follow-up statement sent customer; 4th—telephone follow-up, 

Care must be exercised on the telephone follow-up not to 
antagonize the customer. One serviceman handles this prob- 
lem by calling his customers thirty days after the work has 
been done. He asks, “I’m having a little trouble with my 
records. Did I mail you a statement for repairing your type- 
writer?” 

This gives the customer a chance to face and still 
reminds the customer that he has not paid his bill for the 
office equipment repair work.—J.B. 


Save 


Get (> Merchandise In 


EASY ‘‘BUYING- REACH” with 





Spacemarter 


MERCHANDISING 
EQUIPMENT 





Spacemastler set-ups are completely 


adjustable can be re-arranged in 
minutes by your own personnel to show 
the heaviest of office equipment or 

the largest assortment of small goods. 
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REFLECTOR-HARDWARE CORPORATION L 


34th STREET, 12th FLOOR NEW YORK 1, NEW YORK L ae Se ae 
ae = 


REFLECTOR HARDWARE CORPORATION 
Western Ave. at 22nd Place 


I’m 


Dept. OA-5 
Chicago 8, Illinois 


merchandise onto inadequate 


SELLING SPACE in 


Gentlemen tired of cramming 


fixtures. | want to get 125% MORE LIVE 

my present floor area. Please send me your 128 page No. 56-S 
guide to the best in self-selection merchandising 

Name a —_—s 


Firm Name 
Position 
Address 
City 


Zone es 
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No. 1001 Adjustable Arm Sofa “It’s a Snap to take a Nap”’ 


The 20 WINKS Two-Seater is a space saver. Designed 
pin ce especially for limited space yet offering the same wide- 
a ly accepted lounge features of the big 40 WINKS 


one Sofa. Takes only a few seconds to convert into comfort- 


able lounging unit. One or both arms fold down. Sell 
this double duty adjustable arm sofa. Sell business 
for lounging 
comfort 











comfort and relaxation . . . then watch your furniture 
sales soar. 














Foam rubber seat, back and arms. Available in top grain or 
machine buff leather, Kalistron, Naugahyde and Fabrilite. 


Height of Back 29"—Height of Seat 16!/,"—Outside Length 
when let down 76"—Inside Length 49"—Depth of Seat 23”. 








7 Dealer Inquiries Invited 
7 
_ 
“Upholsterers Co 
i meucan Business”” 
i 
MANUFACTURING CO. 
<i 1414-20 W. TUCKER STREET, FORT WORTH, TEXAS 
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FOR MORE PROFITABLE 








Extra 
small Guide to 
q tax-saving 
business ideas for 
the small 
° businessman 
operation now added 
use these tested to New 2 
“big business” Edition 
techniques 


S mall business is only big busi- 
ness in the making. But it takes 
more than merely starting a busi- 
ness. How to keep a business going 
— make it grow with profit — 
is what this business guide deals 
with, with a wealth of the most 
varied, clearly-cut pointers, rules, 
and methods that you have seen 
in a long time. 

Big business plans and controls 
its operations, and runs every de- 
partment according to tested fun- 
damentals. You can use the same approach, the same 
profit-building ideas and methods, whether you have 
a “hall-room” service company or a nice-sized manu- 
facturing plant, with the aid of this book. It covers 
every department of the business; gives scores and 
scores of pointers, drawn from the experience of busi- 
nesses, both those that have and those that 
have failed. 

Second Edition Just Published 


J. K. LASSER’S 


HOW TO RUN A 
SMALL BUSINESS 


Revised by Sidney Prerau 
Director, J. K. Lasser Tax Inst 


Second Edition. 348 pages, 6 x 9, $4.95 





succeeded 


The author covers all the avenues and byways you 
can follow for examination of your business in all of its 
parts. Whether your whole merchandising program needs 
strengthening, for instance, or you need a better grade 
of help—whether you are trying to buy a whole business 
or just want to build up a good mailing list—whether 
you could benefit from more informative accounting 
and records or from better lighting in your plant—the 
guiding facts you need are here, from the experience of 


a man who has consulted intimately with hundreds of 
businesses, both healthy and ailing. 
COVERS SUCH TOPICS AS: @ How to Build for 


Profits @ How Good Tax Management Can Increase 
Profits @ How to Handle Credit and Installment Sales @ 
How to Finance Your Business @ How to Buy an Es 
tablished Business @ 13 Big Sections in All! 


10 DAYS’ FREE EXAMINATION 


McGraw-Hill Book Co., Dept. OA 
Industrial & Business Book Dept 
327 W. 41st St., New York 36, N. Y 





Send me J. Lasser’s HOW TO RUN A SMALL BUSI 
NESS for 10 days’ examinatior n approval. In 10 days, | 
will remit $4.95, plus few sts r returt 


book postpaid. (We pay 
same return privilege 
PRINT 
Name 
Address eeees 
City 

Company 


Position 
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New Mexico Firm Moves Into New Home 


The Dupree Office Supply, formerly at 112-114 North 
rurner St., Hobbs, N. M., announces move into a new home 
at 200 Taylor St., one block West of the old location. 

The new location is a 50 x 140-foot building — beautiful 
and modern with a large space for display of office furniture, 
Frontier “self service” units have been installed throughout 
the sales area. Their new store is three time larger than the 
old location. 

New personnel at the Dupree Office Supply include Leroy 
Bynum and D. B. (Jack) Simmons, both formerly of Lub- 





NEW HOME ... of Dupree Office Supply, Hobbs, N.M. 


bock, Tex., M. T. Peters (formerly of the B-P Office Supply 
of Artesia, N. M.), is in charge of the service department. 

Lines carried by the Dupree Office Supply are Remington 
Rand Steelcase, Corry-Jamestown, Globe-Wernicke 
Techniplan, B. L. Marble, Imperial, Stow-Davis, Cosco, Lyon, 
Frontier, and others. 

The Dupree Office Supply opened for business in Hobbs 
in November, 1948. Bryan L. Dupree, owner and manager, 
is formerly from Palestine and Breckenridge, Tex. 


(agency), 








TYPEWRITER 
RIBBONS 
CREATE A PERMANENT 

IMPRESSION 


Leedall new nylon ribbons do 
create a lasting and permanent impres- 
sion, both on paper and to the user. 
Self-inking properties keep Leedall’s ny- 
lon fresh every day. 


| = i oY Be). ii -j-fe), | 
* Lasts for months. 
© Permanent Impressions. 
* Continuous action self-inking. 
* Clean, crisp copy every day. 
* Competitively priced. 


SEND FOR SAMPLES AND PRICE LIST TODAY 


LEEDALEL PRODUCTS MFG Co. 


WHOLESALE ONLY DOMESTIC AND EXPORT 
Milltown, New Jersey ° Milltown 8-1045 
A RIBBON FOR EVERY MACHINE 
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Walls Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Srl voducing 


SPEED-O-PRINT’S 
LIBERATOR MODEL 300 ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE «+ CHICAGO 13, ILLINOIS 





C 


Y 


FINE PRODUCTS FOR 
EVERY COPYING REQUIREMENT 


COPYHOLDERS 


THE NEW improved 


COPY-RIGHT 
COPYHOLDER 




















EXCLUSIVE FEATURES 


© 2-Lever Action... 


feather touch spacer 
moves copy up line or 

more at a time... vel- 
| vet brake lowers copy. 
* Patented Knee-Action 


Gripper, holds any 
weight copy securely. 
{ * Turned-Page Clamp, 
holds back finished 
pages. 

Fastens firmly to any 
Typewriter, quickly and 
easily. 


» 7 


— a 
. i: =e Right is 


available in 6 






$32.954 


For 12” Size 
Plus F.E.T. 


widths up to 
36 inches 


| STAND-BY 

THE VERY BEST VALUE 
IN COPYHOLDERS 
| The greatest value in any 
office device. 
Sturdy All-Metal Con- 
struction 


* Engineered to Last a 
Lifetime 

* Patented Knee-Action 

Grippers Hold All Copy 

Securely 

Rubber Feet Pre- 

vent “Creeping” 





* 3 Sizes; Regular, 
Accountants, Legal 


$6.95 
FOR REGULAR SIZE 


REGULAR $6.95 LEGAL $11.95 A SUNTANTS $11.95 
O° Well’ Oo” We lO" H 6° Wel?" 


OTHER PRODUCTS 
e Carbon Papers of every description — typewriter 
— pencil — Hektograph 


| * Inked ribbons — SILK — NYLON — COTTON for 
every office machine 
e Hektograph and Spirit Duplicating Supplies — 


: Master Units. 

e Printed Master Units 
HANDSOME MODERN PACKAGES « REALISTIC PRICES 
Please write for catalogue, price lists, SAMPLES 
and dealership or franchise information. 





a Bene aek' ns hchmelen © wen @ Wmmen, | 
lla nufacu 2e2s 


Copyholders — Duplicating Supplies — Carbons — Ribbons 
110 West 18th Street * New York 11, N. Y.* Cable: CURTYOUNG 
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Unique Fixture Design Featured 
in Colorado Office Machines Store 

Celebrating a highly successful 10 years of exclusive office 
machines retailing, K. M. Ford, owner of Ford Office Ma- 
chines Company, Boulder, Colo., recently invested $35,000 
in a new service and showroom building. 

Located directly across the street from the Municipal 
Building, the new store represents deep-seated confidence in 
the growth of this community of 25,000. Boulder is the site of 
famous Colorado University, and apparently undergoing a 
boom which has brought a record number of new businesses 
into the city. Consequently, Mr. Ford didn’t hesitate to buy 
the lot, design the building himself, and to “build from the 
ground up”, specifically for office machines sales and service. 

With dimensions of 25 x 80 feet, the store incorporates 
such modern elements as an all-glass slanted front, which 
eliminates reflections and gives a clear view of the brightly 





aes. _ sop Kl GOOF 


EXTERIOR 


expanse of glass allowing clear view of display inside. 


of Boulder, Colo., concern is enhanced by wide 


lighted interior. A semblance of standard window display 
methods was retained in the form of flooring, which extended 
back some four feet from the window at knee level, covered 
with cork blocks on which low, simple displays of office 
machines are shown. 

Outstanding in the layout of the retail area is the exclusive 
use of gunmetal gray steel shelving, tables, counters, and 
desks throughout. Each fixture is topped with a neat upper 
surface of marbled gray linoleum, which contrasts effectively 
with the deep gray of the surrounding metal, and light pastel 
green walls. There are some 30 such fixtures of various shapes 
and sizes which incorporate battleship linoleum tops, which 
can be easily kept clean with a damp cloth and which like- 
wise provide a soft, resilient surface for machine display. 
Some 60 foot candles of illumination are provided by slimline 
overhead fluorescent fixtures. 

By far the most imposing display fixture is a counter 12 
feet long which runs down the center of the store, large enough 
to display 12 adding machines on the left and 10 portable 
typewriters on the right. Down the center of the table top 
runs a narrow ‘“‘busbar” rod with 10 electrical outlets, provid- 
ing for operating 10 adding machines or electric typewriters 
simultaneously along the counter top. Open space below the 
waist-high counter provides for storage of adding machine 
and typewriter cases, reserve stock, and accessories. 

Mr. Ford, who has won the “Top Ten” award for supremacy 
in adding machine sales for three consecutive years, believes 
that the counter top display is ideal for any sort of office 
machines selling—inasmuch as it isn’t necessary to pull chairs 
into position, the customer simply walking up and down the 
length of the counter trying out this machine and that. Side- 
by-side comparison of office machines in actual operation 
likewise helps the prospective buyer to reach a decision very 
quickly. 

Selling an average of 250 portable typewriters per year, 
primarily to high school youngsters, since most college stu- 
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Proof is shown in bigger and better sales 


each year. Prove it to yourself . 


THE WEIS MANUFACTURING COMPANY 


OFFICE FILING EQUIPMENT 


FILING SUPPLIES 


. . order today. 


MONROE, MICHIGAN 
STATIONERY SPECIALTIES — 





heck this modern chair! 


---and know why 
Krueger's Series 100 
gives you 
better performance 

at lower cost! 








FOR SIZE, COMFORT AND 
SERVICE THIS CHAIR MEETS ALL REQUIREMENTS 


One of the most comfortable folding chairs 
of all—and certainly the best value per dollar 
expenditure! Strong, rigid and durable, its 
electrically seam-welded tubular steel frame is specially 
designed and constructed to provide many years of the 
hardest kind of usage. Unusually safe, too, there are no 
sharp edges, corners or exposed mechanisms to pinch the 
occupant or tear one’s clothing — no danger of chair acci- 
dentally tipping if seated well forward or far back. Beau- 
tifully finished in Beige, Azure Grey or Saunders Green 
baked-on enamel. Steel or wood veneer seats. Write for 
new special, detailed brochure. 


HEAVY GAUGE 
TUBULAR FRAMES 


Note reinforcing at 
seat pivot points with 
6” vertical frame 
strengtheners for 
stronger support — 
more rigid bearing 
points to secure sect 
pivot rod — prevent 


LARGER, 
ROOMIER SEATS 
Choice of contour 
shaped ond drawn 
one-piece stee! sect 
15%" wide by 16” 
deep or two-way 
contour shaped wood 
veneer sect with 
sloping forward edge 
for moximum comfort 


SIMPLIFIED, 
QUIET CLOSING 
A light push down- 
word on the backrest 
ond chair opens—an 
upward lift and it 
closes. No other 
choir operates so 
easily, so smoothly! 
Folds flat to double 
frame thickness. 























frame spreoding. 











CHAIR TRUCKS 


Four standard sizes 
hold both X-type 
channel or Y-type 
tubular chairs — up 
right or horizontal 
Regular or under -stage models 
Demountable ends and exclusive 
chan-angle frames permit stack 
ing empty trucks one on other. 


—~ 
2 


METAL PRODUCTS @ GREEN BAY @ WISCONSIN 






For new, complete line catalog 
No. 600 as well as brochure 100 
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dents bring their own typewriters along when attending Colo- 
rado University, Mr. Ford likewise felt that the portable 
variety deserved a “king-size” portion of space. Thus, there 


are always at least eight and often more portable typewriters 
strung out along the inposing central counter. 

Ihe size of this display is duplicated immediately behind 
the reflection proof front window of the store, inasmuch as 
there are usually five lightweight portable tables and as many 
portable typewriters, with comfortable posture chairs, invitingly 









WAIST-HEIGHT . . . counter display of adding machines and port- 
ables helps sell at Ford Office Machines Co., Boulder, Colo. 


arranged to pull traffic inside. With extremely heavy foot 
traffic due to the presence of the Municipal Building and 
many busy retail stores, Ford Office Machines Company sells 
a surprisingly large percentage of its portable typewriters on 
“impulse”. 

At the rear of the store, sharply divided into service depart- 
ments, all steel adjustable shelving has been used to accom- 
modate all machines awaiting repair and adjustment, as well 
as those which have been okayed out of the repair depart- 
ment. 

Located in the extreme left rear is the cleaning and spray 
room, entirely enclosed and equipped with a high velocity 
exhaust pan for the drier box. Standard, approved methods 
are used for typewriter spray and ‘‘dunking”.—RAI 
Horder Salesmen Learn about Tape 

The letters MMM had double significance on the morning of 
March 12 at the LaSalle Hotel in Chicago. They are well 
known in the industry as a symbol for Minnesota Mining & 
Manufacturing Company and that morning they also meant 
mmm—good! It was a ham and egg breakfast and sales meet- 
ing sponsored by the 3M Company for the Horder sales force. 

Some 36 members of store and industrial sales plus repre- 
sentatives of merchandising, mail order and advertising en- 
joyed the hospitality and listened with interest to Ken Reister 
and the two experts, Bob Crowley and Vic Eyman, who were 
brought to the meeting by Ken. The purpose of the meeting, 
arranged by veteran Horder Buyer Joe Corbino, was to bring 
the various departments up to date on latest developments and 
new items in this tape line. 

Queens Desks Company Moves 

The Queens Desk Company, office furniture and equip- 
ment dealers, having outgrown the old quarters, announces 
the opening of a new and larger showroom at 181-14 Hillside 
Ave., Jamaica, Long Island, N. Y. 

The new showroom is tastefully arranged with office 
groupings in both traditional and modern furniture shown in 
attractive settings. Also shown is a large selection of up- 
holstered leather furniture as well as a variety of wood or 
steel desks with matching chairs. 

Harry Zaret, proprietor, remarked that the firm is equipped 
to do a complete office furnishing job or sell a single piece 
of office furniture or equipment if it is desired. 
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a WATSON 3200 Line Counter Height Units are designed for counter front 
meet- | attractiveness, and under-the-counter service. A convenient 42” high 
force. | working surface can be covered with continuous Linoleum, Texolite, or other 
a | type top. 
eister 


“aan More than 40 choices allow arrangements to suit any filing require- 
eting, | ments. Individual counter fronts, in four widths, provide for variety in 
bring | appearance, ease in erection, and future expansion. Black enamel bases 


s and . 
are adjustable to allow toe clearance at front and/or back. 











a Usual WATSON Top-Quality construction throughout! 
eal @ LETTER FILES @ CHECK FILES @ KNEE SPACE UNITS 
Ilside @ LEGAL FILES @ DOCUMENT FILES @ CUPBOARD UNITS 
office @ CARD FILES @ ROLLER SHELF UNITS (Disappearing or Swing Door) 
vn in 
aa More information supplied 
on request to Dept. 0-6 
ipped 
piece 
me WATSON MANUFACTURING COMPANY, Inc., Jamestown, N. Y. 
/56 | 
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TE MONEY YOUR BUUK! 


The CROWN LINE OF MARKING DEVICES 

IS THE PROFIT MAKING LINE, because of savings 
Extra QUALITY, Extra DURABILITY, 

Extra ECONOMY and PERFORMANCE 


The LROWWLMEL 


stands up under constant use, is your 






























MONEY MAKING and MONEY SAVING LINE. 








No 

other 
marking 
devices 
compare 
with 
highest 
standards 
set by 
CROWN! 


Why not 
make it 
your line? 






Write 
today 
for full 
details! 


R. A. STEWART 
& COMPANY, INC. 


80 Duane Street 
New York 7, N. Y. 
















NEW HEADQUARTERS .. . for Royal McBee Corp. is located in 
Port Chester, N. Y. As reported in OFFICE APPLIANCES last 
month, the company moved most of its executive offices from 
New York City to allow room for expansion and freedom from 
crowds. Royal McBee International remains in New York City. 


Worden Maintains Showroom Facilities 

The Worden Company of Holland, Mich., is now main- 
taining a showroom space in the Waters Exhibition Build- 
ing in Grand Rapids, Mich. This provision was made because 
Worden was unable to provide suitable display space for the 
many items in its line at its factory office in Holland. Plans 
call for maintenance of the display throughout 1956. 

Dealers have been welcomed to the display and are invited 
to bring their prospective customers into the showrooms. Ap- 
pointments are to be made with the Holland, Mich., office 
to insure that a representative of the Worden Company will 
be present to assist the dealer. 


Announce Marchant Appointment 


Edgar B. Jessup, president of Marchant Calculators, Inc., 
announced the promotion of Troian Dendiu to the position 
of district manager of the Lorain, Ohio, district office. 








SPECIALISTS 


since 1892 


IN LEATHER DESK ACCESSORIES 


) Open Stock Series Custom Designs to Order 
Exclusive Resource For 

Executive Furniture Guild 

Standard Furniture Company 

Myrtle Desk Company 


atalog 


write for 


SAINBERG & CO., INC. 


37-43 West 26 Street, N.Y. 10, N.Y. MU. 4-3424 











OA-—5 /56 








om 


ity. 


ain 

ld 

ause 
the 


lans 
ited 


ffice 
will 


Inc., 
110n 





SELL 
the OFFICE of TOMORROW 
... TODAY 











DE MARK 
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Dept. OA46 
AETNA STEEL PRODUCTS CORPORATION 
Arnot-Jamestown Division 
730 Fifth Avenue, New York 19, N.Y. 
Gentlemen: 
I'd like to know more about the Arnot Franchise: 




















NAME- TITLE 

FIRM NAME 

ADDRESS 

CITY ZONE—_ STATE 
OA-—5 /56 












furniture and credenzas. 





An Arnot-equipped office is as 
adaptable to today's needs as it is to 
tomorrow's expansion problems. 


Arnot furniture and partitioning 
components tailor-fit the work-station 
to the worker and to the available 
floor space . .. their unique flexibility 
allows for future change and changing. 


From a single inventory of Arnot 
components, an Arnot dealer has the 
advantage of being able to sell 
PARTITION-ettes*+ and Modular 
Furniture, OFFICE-ettest, conventional 
desks and tables, conference and 


overhang desks, executive office 


Arnot franchises are now 
available in a few cities. 
If you are an interested 


dealer, fill out the coupon. 


We will also send you 

a new, colorful brochure 
showcasing Arnot Modular 
. Furniture, PARTITION-ettes 
and OFFICE-ettes. 


245 















MB: SE ea a 
jeg it Bas: site se 


\ Acco 


~ TENPAK 


of No. 12 and No. 22 ACCO FASTENERS 


Makes Everybody A Prospect 
For This New “Acco First” 


Bi eeravation of Broken Boxes — Elim- 


inated! 


—_ Display and Self Service — 


Perfection! 


Tie cates Fast Turnover — helps in- 


crease store traffic! 


Orpen: new outlets — for growing 
sales and profits! 


Be ahead—get this new Acco “first” now. You may pur- 
chase 100 Acco Fasteners—either +12 or #22 size— 
packed 10 Fasteners on a card—10 cards to the box—for 
a trial order. 

Acco Fasteners No. 12 and 22 are also 


available in boxes of 50 


ACCO PRODUCTS, INC. 


Ogdensburg, New York 


In Canada: Acco Canadian Co., Litd., Toronto 
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TRANSPARENT . Pen manufactured by Waterman Pen Co., 
provides a glimpse into the intricacies of its cartridge filled foun- 
tain pen for the mechanically curious. When filled, the barrel of 
the pen contains a plastic cartridge of ink, held in place by a 
small spring at the end of the barrel. 


Foil Restaurant Checks Changers 
with Permanent Colored Leads 
Restaurants are buying more colored lead pencils these days. 
The increase in sales of colored pencils to restaurants, re- 
ported by the Eagle Pencil Company, continues to bear out 
the old adage that “one good turn deserves another.” 
Restaurants have discovered that some customers alter 
food checks during busy meal hours, causing the management 
considerable loss. The blame was laid on the ordinary graphite 
pencil because the figures were easily erased and new ones 
substituted with the customer’s own pencil 


The Eagle Pencil Company, celebrating its 100th anniversary 
during 1956, solved the problem. It advised their salesmen 
to “push” Prismacolor pencils — the company’s high strength, 


flexible lead, permanent coloring pencils 


ff ENGUIN custom-built 


Pp 
st helrigerated Furniture 












Newest bor sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 

storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc, 


48-01 28th Ave., L. |. City 3, N.Y. 
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/ | The Most Beautiful (and Dutiful) Desk Set Ever! 





















r 
ESTERBROOK’S 
NE “MEDALLION” 
of 
a New, high-styled, functional beauty—a bright new 
yut 
addition to the Esterbrook line. Heavy, polished 

ter 
ent / ° ° ° . ° 
site ceramic base in choice of azure, jet or lime. 
nes 
a Matching barrels of stain-proof plastic. 
en 4 , 
sth, be Trumpet is of lustrous stainless steel. 

— a | Retails for $7.50. Complete with 

Master Renew-Point. 

t Thread the point into the 

borrel. A choice of more 
N 30 “point styles. 

668 by thik auling 

= = 
— $< Hg 
flZadaunZe 











THE WORLD'S MOST PERSONAL FOUNTAIN PEN 


The Esterbrook Pen Company, Camden 1, New Jersey 
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Fills So Many Customer Needs! 


The beautifully styled Bostrom Chair can perform 
hundreds of functions for your customers. Used as 
guest chairs, conference chairs, or in the lobby, their 

- graceful lines lend dignity to all surroundings. Unique 
folding feature adds to utility and flexibility of use. 


@ The Bostrom Chair Features: 
BEAUTY AND DIGNITY (clean, simple design) 
RUGGED SERVICE (will hold a 300 pounder) 
COMPACT STORAGE (folds and stores in 6" of space) 
HAND RUBBED FINISH (walnut or white birch) 

LIGHT WEIGHT (less than 11 pcunds) 
NOISELESS SERVICE (plastic glides) 


K th | p 1 Tp Bostrom mec. co. 


STOCK AND SELL 
THE BOSTROM CHAIR 


... Write for 
details today! 





140 W. OREGON ST. 
MILWAUKEE, WISCONSIN 


EASIER TO SELL...MORE TO GAIN 


VUECOT vcsicoashe: 


It's true VUL-COTS are known as a 
‘‘high-profit” line because VUL-COTS 
sell easier—quality always does 


National Vulcanized Fibre is the versa- 
tile material that makes VUL-COTS 
strong, smooth, tough and durable. 
Add to this VUL-COT’S famous top 
edge—double rolled for double 
strength, their neat attractive appear- 
ance, a color choice plus five pleas- 
ing styles and you have a waste- 
basket line you'll be proud to offer. 
Little wonder you can sell VUL-COTS 
with confidence to your most dis- 
criminating customers—and sell 
them for profit! 

For catalog price data sheet write 
direct to Dept. GG 


NATIONAL 


VULCANIZED FIBRE CO. 


WILMINGTON 99, DELAWARE 









New Royal Metal Texas Representative 


LLOYD BROTHERTON has recently been 
named Texas district salesman for Royal 
Metal Manufacturing Company. He will 
specialize in office and institutional furniture 
sales with his headquarters in Richardson, a 
suburb of Dallas. 


Goldblatt Appointed BIC Representative 

[he appointment of Albert L. Goldblatt”™as factory sales 
representative for the Furniture and Equipment Division 
of The Brewer-Titchener Corporation for the states of Texas, 
Oklahoma, Arkansas, and Louisiana, has been announced by 
Frederic A. Celler, general sales manager of the 122-year 
old Cortland, N. Y., firm. 

Mr. Goldblatt’s appointment is in keeping with Brewer- 
ritchener’s established policy of integrating BTC folding 
chair and table sales under parent company management. 

4 resident of Dallas, Tex., the new Brewer-Titchener rep- 
resentative was previously associated with Royal Metal Manu- 
facturing Company for 22 years as sales manager and rep- 


resentative 


‘*Go Feet Go’’—for Maverick-Clarke 

“Go Feet Go” is the title of a new house letter being issued 
to members of the sales force of Maverick-Clarke in San 
Antonio, Tex., and branch offices in Austin, Beaumont, Cor- 
pus Christi and Houston. It is issued several times a week 
carrying announcements, campaign programs and news of 
employes. -JHR 


at i 


The world’s most efficient 
adding machine under $50 


NO STYLUS NEEDED — finger FULLY GUARANTEED against 
contoured keyboard wear or factory defect 








* Simple and sturdy as a pencil * DIRECT SUBTRACTION — Mul- 
sharpener — NO service tiplication 
problem. * All totals to 9,999,999 or 


* POSITIVE CHECKING OF EACH 
INDIVIDUAL ENTRY $99,999.99 
* All Nylon Gears — require * Optional locking device for 
no oil .. . extremely durable automatic clearing 
Weighs just 41/, Ibs. 45/4," x 6/2" x 5” 
No other adding machine can match Summira’s features at anywhere 
near the price, yet the Summira is one of the sturdiest, quality con- 
structed machines on the market. Attractive, chip-proof green crackle 
finish is the same as found on machines costing twice as much. Soft 
padded base protects all surfaces. Summira’s appearance and compact- 
ness sells on sight. 
Write for complete information today. The Summira adding machine 
can be your most profitable volume business machine seller. 


only 
INCLUDES PLASTIC STORAGE CASE ef $45 50 
F.E.T. 
INTERNATIONAL 
_____ Dept. OA 5 


INCORPORATED 
___Chicago 1, ILLINOIS 


FREMACO 
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DEPENDABLE CERTIFIED PROTECTION 
FOR EVERY REQUIREMENT 











MODEL 2715-C SAFE. One of many 
popular smaller safes which carry 
certified 1-hour fire protection. 








— 


MODEL 4820-A SAFE. For maximum (certified 4- 


hour) fire prot Photo shows money chest 


anchored in safe 


MODEL 5533-B SAFE. Certified 2-hour fire protection. 


Spacious interior custom fitted as required. 





MODEL 123 MONEY CHEST. One of 
many popular s of burglary-resistive 


oney ches 





DOCUMENT VAULT. For protec- 
tion of valuable personal papers. 
Certified 1-hour fire resistance. 








SAFE RECORD FILE. Model No. 
29. Also available in 2- and 3- 
drawer units. Certified 1-hour fire 
resistance. 





RIGID-STAK TRANSFER FILES. 
Low cost, sturdy steel units. 15 
popular sizes. 


MODEL 650 HOME SAFE. Cer- 
tified 1-hour fire-resistive safe, 
encased in beautiful wood cabi- 
net. 18th Century-style cabinet 
also available. 





LEDGER POSTING DESK UNIT. For posting 


machine desk 





TREASURGARD SAFE. For protec- 
tion of personal papers, keepsakes, 
etc. Certified 1-hour fire resistance. 





Exclusive franchises are 
open in a number of impor- 


taccencers, Inguiries will receive | MMM TAG 0 TCR a ey 


prompt and careful 
consideration. HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 

















Houston Dealers May Initiate 
Check Cashing Charge 

Faced with an increase, in the past three months, of ap- 
proximately 25% in the number of checks cashed for cus- 
tomers, Houston stationers and office equipment firms are 
seriously considering making a 10-cent “service charge” on 
such checks. 

One of the factors contributing to the increase is Saturday 
closing on the part of the banks. Many persons who draw 
their checks late on Friday are unable to cash them at the 
bank — and so expect the first store they trade with to do 
the job for them. 

rhis, in. turn, forces stationers and other retail stores to 
keep a larger amount of cash on hand than they ordinarily 
would. The need in some cases for employing more help 
just to render this service, and higher insurance rates, make 
check-cashing more expensive than it ever has been. 

rhe situation aggravates the bad check evil always serious 
on Saturdays — so that losses from bad checks are also show- 
ing an increase. 

Advocates of the 10-cent service charge point out that the 
plan is already in use and proving effective in reducing costs 
in Dayton, Detroit, Philadelphia, and St. Louis, Mo.—JHR 

















ACORN 
Efficiency Aids 


for HOME, 
STORE and OFFICE 

Deluxe Quality 

Workmanship 
Beautifully designed 
steel items that sell 


Write for Illustrated 
Catalog of Complete Line 





Hoffman Heads Seal-O-Matic Sales 

Bernard Hoffman has been appointed sales manager of 
the Seal-O-Matic Dispenser Corporation, it has been an- 
nounced by Samuel Ortner, president. 

In addition to directing the firm’s coast-to-coast marketing 
and sales program, Mr. Hoffman will supervise sales for the 
affiliate organization, Flash Box Opener Company. 

The 34-year-old marketing executive will help spearhead 
the national expansion program started in October, 1954, 
when new management assumed control of the corporation. 
Under this program, the firm name was recently changed from 
Lipton Manufacturing Company to Seal-O-Matic. 

Mr. Hoffman was formerly director of dealer sales with 
Dictograph Products, Inc. 


| 
——— o & 
BURGLAR PROOF CHESTS 
FIRE & BURGLAR PROOF An 
SAFES 


SCHWAB Product Chain 


Sell the Complete Schwab Line. Enjoy 
the benefits of SCHWAB ‘‘Chain Reaction” 


There are no missing links in the Schwab line. It is complete. It is carefully designed 
and well suited to the rigid requirements of today’s hazards. It offers the maximum 
protection against FIRE and THEFT. Yes . . when you offer SCHWAB PROTECTION 
to your community, you're selling the best. 





pS ten pee 
; 


TON THE ACORN COMPANY 
4605 W. 21st Street « Chicago 50, Illinois 


















































FORTIFIED FILES 










Write for Literature 


SCHWAB 


SAFE COMPANY 
LAFAYETTE, INDIANA 





—7 


HOME CHESTS 
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..to take over the drudgery of office routine. Automation is 
coming to the office sooner than you think. Learn all about it at 
the National Business Show. This year far bigger than ever—in 
the worlds’ largest and newest and finest exhibition hall... the 


New York Coliseum. 


NATIONAL BUSINESS SHOW 


New York Coliseum * October 15th thru 19th, 1956 - Columbus Circle, N. Y. 
Rudolph Lang, Managing Director 


33 West 42nd Street, New York 26, New York + PEnnsylvania 6-6760 
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MODERN SMOKERS FEATURING THE TAPERED POST NOW 
AVAILABLE IN WALNUT AND METAL — WITH GLASS LINERS 
OR SCREEN TOPS. 


No. 135X No. 135% i walnut smok N 191-194 
Walnut er as illustrated id bras Meta 
handle and ferrule t 
$24.00 N 125X same 


smoker without handle ‘ . , 
No. 146X Metal smoker same s * 


design as No. 135 X Walnut 


available in satin or bright 
chrome statuary bronze 
plated and golden bronze 
baked finish; list $16.00 tc 
$19.00 depending on finist 
Nos. 191-194 metal smoker 
as illustrated. 52” x 1% 





long lasting, anod ed alum 
num liner—matching or con 
trasting screen. Smokers 
bright or satin chrome, gold 
en bronze and decorator 
colors 


No. 175 Solid Walnut Smok 
er same size and design 
191-194—tTapered post with 
brass screen and brass ferrule \ 
—list $19.00 
ALL SMOKERS HEAVILY 
WEIGHTED TO PREVENT 
TIPPING 





Write for latest catalogue—costumers, smokers, ash trays in 
walnut, anodized aluminum, brass, genuine bronze, 
and plated finishes. 


ifs Ae A PRODUCTS CO. 


2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 











Unique Letter To Be Read by Salesmen, 
Eliminates Waste Time for Dealer 


An effective means by which the buyer or purchasing agent 
can solve the problem of over-long dissertations and wasted 
time with salesmen calling upon him, has been developed in 
the form of a mimeographed letter by Charles S. Martin, pres- 
ident of the Charles S. Martin Company, Atlanta, Ga. 

Designed to be distributed to salesmen by a secretary, while 
the former are waiting to see Mr. Martin, the letter is 
headed “To You Who Call on Me—Resolve to eee 
Listed below are eight points which Mr. Martin insists that all 
salesmen attempting to do business with him keep in mind: 

1. Know as much as you can find out about me and my 
needs before you make the cail. Your name for it is the pre- 
approach—planning of the sale. 

2. As we meet, don’t tell me about you, but start immedi- 
ately talking about me—my needs—my interests—my con- 
venience—my profit. Tell me how I can sell more. 

3. Remember that buying is done with the head and the 
heart, therefore, use care not to offend. I may not like your 
brand of jokes or cigars, so leave them outside! 

4. Tell me about your product or service, but tune it in 
with my needs. Tell me these things, but don’t teach me! I 
don’t like to be left too far behind you on the path of knowl- 
edge. 

5. I may at some point want to tell you how far you have 
progressed with your sale, and what more you can do to get 
the orders, so better hear me out when I talk. 

6. Learn about my needs and you'll see the opportunity 
to sell me many more items than the one we now buy from 
you. 

Don’t take my business for granted, as I am apt to fool 
you. Work as hard to hold my business as you did to get it— 
and your competitors will be doing the worrying. 

8. Finally, I want your loyalty, but I don’t expect loyalty at 
the expense of your company, for it is then robbed of its true 
worth.—RAI 








MODULAR IMPERIAL 


Whether your requirement be a desk, table, or modular unit — 
a Designcraft Product will enhance the appearance of your 
space — promote efficiency — and give one an impression of 
dash combined with elegance. 


Designcraft’s new Multi-Line Series reflect the distinctive look 
in furniture design. Different combinations of the various units 
will effect results to suit your specific needs. 


Send for our new illustrated 
brochure and price list 





USI THLE 


155 









Zam STR ECF ° 




















& Several suggested combinations available 


METAL MANUFACTURING CORP. 


i ome m Gua apex NEW YORK 
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DREAMS COME TRUE FOR DIDDE 





Printer with an Idea, Engineer 


Team Up in Producing Collator 


Beca printer had dreams and teamed up with an eng! 
neer whi | ability to put those visions on paper, the print- 
ing indust now has a new machine that is proving to be 
an answer to a long-standing problem of mechanically gather- 
ing and glueing forms. 

Carl Didde and Don Glaser of Didde-Glaser, Inc., Emporia, 
Kan., printer and engineer, have developed the Speed Klect 
Collator med to be capable of handling paper of any 
thickness with equal speed and efficiency. 

[he story of this new contribution to the printing industry 
began 17 years ago when Carl Didde was a printer in a small 
shop at Emporia, Kan. As he ran form sheets of his presses, 
he watched long lines of girls as they hand gathered the sheets 
into business forms for his customers. He was just a kid, but 


the thought kept persisting that if presses could be fed au- 
tomatically, why wasn’t it possible to gather those forms 
accurately and automatically. 

From 1936 to 1944 as Didde ran the presses he kept toying 
with the idea of an efficient collator that would surmount 
problems of paper thickness, speed, accuracy, glueing and the 
like 


Partners Meet 


When World War II ended, the fates brought Didde and 
Don Glaser together. The latter, who was working part time 
in Didde’s print shop while stuying engineering at Kansas 
State Teachers College, was sold the idea of a collator as a 
challenging project. 

Didde’s printing business got a shot in the arm and the 
extra money went into the collator’s development, when a 
local Catholic priest wrote a series of 15-minute sermons 
he wanted published. Didde took on the publication of the 
book with a royalty agreement and it proved to be a success. 
The book presented a need, too, for a collator to use in its 
assembling 

Didde and Glaser formed a partnership and began getting 
parts and pieces together for their first collator. Christmas 


vacation came along. Glaser put the pieces in his car and 
left for his father’s farm in Nebraska. There, he used farm 
machine pair tools and assembled a _ two-station collator 


out of odds and ends including chains and sprockets from a 
corn husker 

He loaded his crude mock-up in the back of his car, came 
back to Emporia and the pair filed a patent on their machine. 
They wrote one of the largest manufacturers of printing 
equipment in America, told that firm they had actually made 
an inexpensive and efficient collator that would work. 


Borrow Capital 


Failure t xcite a third manufacturer, even with the build- 
ing of an eight-station collator, didn’t deter the ambitious 
Emporia pair. They decided to do their own production. A 
printer in Kansas City said he would buy a collator if Didde 
and Glas could make one that would have positive safety 
detection at each station and would glue, register and operate 
with fiv itions. With this incentive, they borrowed $10,000 
by morgaging Didde’s home and business and made their first 
practical collator. The printer bought it, showed it to six of 
his friends who also bought and Didde-Glaser were in the 
manufacturing business. They incorporated and began making 


their first production machines in June, 1954. 
Up until very recently, word of mouth through the printing 
i! \ £ g 


industry | created most of their sales. They are employing 
25 people in their Emporia plant now and plan to produce 
six machines a month. Their plans call for production of other 
type gathering machines and an expansion program to allow 


for manufacturer of custom-made jobs. Their collator, which 
they’ve named the Speed-Klect, is expected to prove a tremen- 
dous step forward in assembly cost reduction. 
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as you and 
your customers 
desire it! 














FULLY ENCLOSED 
or SEMI-ENCLOSED 
or SKELETON TYPE 
or LEDGE TYPE 
or ENCLOSED...WITH DIVIDERS 
or LIBRARY TYPE 
or COUNTER TYPE 


.. Whichever you desire! 








IMMEDIATE 
DELIVERY 


on the finest quality 
shelving available! 

















Write for complete SUPREME cat- 
alogue describing and illustrating 
complete SUPREME line of lock- 
ers, shelving, cabinets and bins... 
quality-made, competitively priced! 











 SuPREME 


STEEL EQUIPMENT CORP. 
53rd St. and Ist Ave., Brooklyn 32, N. Y. 
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LOOSE-LEAF 


PRESTO 


MEANS PROFITS! 


= 


e BIG VOLUME! 
e FAST TURNOVER! 
e CONSUMER DEMAND! 


NeW? 
INNER SECTIONS for 

Post Binders and Ledgers 
¢ Nickel plated steel 
e %2"" and 1” lengths 


SCREW POSTS 

and EXTENSIONS 

© Bright finish 
aluminum 

© Rust proof 

POSTS—'%" to 4” 

EXTENSIONS—'2" and 1” 








ACCESSORIES 















} mun 


b> wig ——_________ } 


SIZES: 


PRONG PAPER FASTENERS with 
Continuous and Attachable Prongs 
© Top grade steel 

¢ Non-corrosive finish 

© Smooth edges 

2%" to 812" C-C 


IZES: ... se : 
s 1” to 6" capacity Ask about our 


ALUMINUM 
WRITE FOR NEW CATALOG NO. 56 
alt . SCREW POST 
Territories available for 
established sales representatives Assortment 
with FREE 





CHARLES LEONARD, Inc. 


58-04 64th Street, Maspeth 78, N. Y. 
MANUFACTURERS OF STATIONERY SPECIALTIES 


Display Kit 


QTRACTORS @ OTHER DEVICES 


Sule; lity 


con wN 


HARTF OR DO 
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Retail Sales Boosted 


by New “Downtown” Store 


When an office supply organization’s sales volume is 95% 
traceable to “outside sales” by the traveling men, then’s the 
time to build a colorful new retail store, according to Howard 
F. Gordon, manager of Valley Stationers in Phoenix, Arizona. 

While the long-established firm had operated a retail store 
in downtown Phoenix since 1947, the merchandising emphasis 
was on outside selling. With a well-planned program, effective 
call schedule and a long list of exceptional services for the 
customer, Valley Stationers proved sensationally successful in 
the market represented by Phoenix and such cities in Southern 





ATTENTION ATTRACTED... 
of items used by advanced students helps 


to study needs by window display 
“impulse sales’ at Valley 
Stationers. Drop-in" customers, lower pricture, have increased con- 
siderably since change in location. 


Arizona as Globe, Miami, Superior and Chandler. Undoubted- 
ly, the swift growth of Phoenix’s population in the past five 
years, contributed to the disproportionate ratio of 
tween the outside salescrew and the retail store. 

During the summer months of this year, Mr. Gordon made 
a complete analysis of the situation and found that the figures 
were displeasing. Sales were continuing to grow at a more than 
satisfactory rate, but the downtown retail was contrib- 
uting even a more miniscule portion of the overall gross. Con- 
sequently, when the opportunity came along to create a brand- 
new office supply dealership on Phoenix’s busy downtown 
North First Ave., Mr. Gordon “jumped at the chance”. 

“From this point on, we were striving to effect a better bal- 
ance between the drop-in customer and the office manager 
who is buying from the salesman calling upon him,” he 
pointed out. 

“Naturally, we feel that growth will come primarily from a 
bigger, better, completely stocked store, which will appeal to 
both the businessman who goes out and shops for his own 
office needs, as well as the excellent market represented by 


sales be- 


store 
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Whie keeps in step with dealers’ needs 


Ever feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
- «- and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 
good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 
typewriter ribbons, Typ-Rol type cleaner . . . try our service 


to dealers ... and see how we earn our good will. 


Wri fe Ask us today for full information 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. ¢ Factory: BRIDGEPORT 2, CONN. 
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Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 


BRACKET 
SHELVING 





Revolutionary 
New & Better 


Will carry tremendous / ‘ 
loads 


Expands storage space upward. 2-sided bracket shelving adjusts to any 
depth or width, clear to ceiling. Insta without special tools. Uprights 
take rugged hold of ceiling & floor without bolting or threading of pipe 
Costs 30% less than steel shelving. Saves on freight rates. Standard pipe 
& plywood may be bought locally to suit needs. Depths#26” to 96”. Widths 
48” to 96” 

Without shelving, ADJUSTO-DECK a ma rerfect 1ging Rack 


Write Today for Full iicniaiion 


WALTER HAERTEL CO. 


2840 FOURTH AVENUE, SOUTH 
MINNEAPOLIS 8, MINN. 











INDIAN | 


UNDER-COUNTER 
CASH DRAWERS @& 


assure profit 
for you! 


COMPLETE LINE 
4 Popular Models 


@ No stock to carry“ 
— we will make 
drop shipment — in 
24 hours. 


@ Full dealer discount. 


@ Finest product of 
its type available. 


Model R-1 
Has removable metal money 
tray with r j 


To sell Indiana Cash Drawers all that is necessary is to display 
one. Your customers will like this high-grade product made of 
Indiana hardwoods — with smooth finish inside and ovt. Quiet 
roller mechanism — warning bell that rings when drawer 
opens — high-grade disc tumbler lock. 

Write for bulletin. 


INDIANA CASH DRAWER CO. 


P.O. BOX 236-E 


Shelbyville, Indiana 
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those who use office supplies, furniture, and machines at 
home.” 

Formally opened lat2 in 1955 with a cordial invitation 
to Arizona businessmen to look over a completely modern, 
well-diversified Stationery store, Valley Stationers attracted 
more than 2,500 visitors. Moved around the corner from the 
Original store location, which was taken over in 1947, the 1955 
edition is more than five times as large, and incorporates such 
advantages as completely separated departments for all brackets 
cf office supplies, which occupy most of the 6,500 square feet. 

Ihe store is rectangular in shape, with a 40-foot all-glass 
front. To the left, immediately behind the glass is the office 
machines department, which has been artfully used as display 
space for office furniture inasmuch as all office machines are 
shown on steel or wood desks, typewriter tables, etc. Im- 
mediately to the rear of this and a powerful magnet for attract- 
ing the general public is Phoenix’s largest greeting card de- 
partment, which runs the full-length of the left wall and angles 
around the office wall at the left center, with 10 cases of greet- 
ing cards from which to choose. School supplies, gifts, general 
Stationery needs, are located along the left side, separated 
from the main office supply department by a wide aisle 

Supplies Displayed 

General office supplies run the full 90-foot length of the 
left wall, with towering stock shelving from floor to ceiling, a 
90-foot counter, divided into blank books, columnar pads, 
paper supplies, small office machines, inks, adhesives, special- 
purpose ringbinders and books, stapling equipment, and _ busi- 
ness forms. 

A friendly, informal atmosphere is maintained throughout 
the store and customers are welcome to step back to the 
shelves and “help themselves” where traffic is too heavy for 
the five salespeople on duty to handle it. 

“Although we have not adopted the super market theory of 
displaying our merchandise on gondolas and using checkstands 
at the front, ours is actually a self-service store,” Mr. Gordon 


READY 
SELLER 
AT 


$1775 


TAX EXTRA 
INCLUDING 
TELESCOPIC 

EYEGUIDE 














Takes all copy up to 20 inches 


F > A money-maker that is easy to sell. 

; 1" J Now the RITE-LINE Copy holder has 

; j the new Telescopic Eyeguide at no 

mooi extra cost. Takes all widths of copy 

EYEGUIDE CONTRACTED from a machine tape to 20 inches. 

Self-contained, all-metal, compact, at- 

tractive. Requires no installation or 

service. Illustration shows it with LINE 

“— MAGNIFIER attached. Magnifier is 
EYEGUIDE EXTENDED extra equipment you can sell. 


20" 


For full particulars, discounts, etc., write to— 


RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D. C. 
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There’s a GOLD MINE for you in the complete JAYEM line... 


designed to tap the vast markets of office, home, school, store and factory 


in Ready, eager markets waiting to be sold! And they mean GOLD for you... 
Approved by when you tap the new trend towards smaller, compact, more flexible Jayem 

Efficiency Experts”’ units. Many of America’s most progressive dealers report fastest turnover 
in office accessory history! And no wonder! The line gleams with value. New 
features. Modern styling. Decorator colors. Sturdy steel construction, And 
it’s backed with “shopper-stopper” displays, colorful consumer literature 
and a generous co-op ad program » 
Join the gold rush! 
Send for full details, today! 


A model for every purpose—in both letter and legal size 


JAYEM SALES CORPORATION 


31 COFFEY STREET, BROOKLYN 31, NEW YORK 
PERSONAL FILES * SPACE SAVERS © DESK ACCESSORIES ¢* SHELVING 


“ 
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CUFF & SLEEVE 
PROTECTORS 


Made of form-fitting trans- 
lucent plastic. Slip on over 
wrists. Keep blouse & dress 
cuffs crisp and clean at 
work or play. Sure-fire 
profit makers. 





Packed in colorful individual cellophane 
wrappers, 2 doz. to attractive counter 
display box. Wt. 212 Ibs. 


STYLE #46—Snapbutton 
STYLE #47—Talon Zipper, elbow length 
STYLE #49—Extra-long slip-on 


Te Retail from 50c to $1.00 per pair. 25 
Catalogue of 28 fast-selling specialties oo 
available. Call your jobber or write: Vil “4 


ANGLER’S PRODUCTS Co. 


Flushing 58, N. Y. 

































indicated. “Part of our long-range campaign is to familiarize 
every customer with the location of all merchandise through- 
out the store, encouraging him to simply wait upon himself, 
where it is desirable.” 


Equipment in Center 


Out in the center of the store is a complete duplicating 
equipment department, featuring Old Towne liquid duplicators 
as a leading item. Also located here is the leather goods de- 
partment, which is one of the largest in Phoenix, and which 
concentrates on better-price, gold leaf monogrammed brief- 
cases, brief bags and catalogue cases, for the businessman. 

Among the “special services” which Valley Stationers is 
emphasizing is high-speed delivery service, by truck, to any- 
where in the huge territory represented by Southern Arizona, 
and for the benefit of local businessmen, “curb service”. 
Under this plan, which Mr. Gordon wisely developed in view 
of the almost complete lack of parking space in the downtown 
Phoenix area, the customer may telephone in his order, which 
will be packaged, bill attached and transferred to a table at 
the front of the store. Then, driving by on any business mis- 
sion, or home at the end of the day, he can pick up the pack- 
age from an employee kept on duty for the purpose. 

This sort of “curb service” carefully explained to each cus- 
tomer, is bringing a lot of additional sales volume, particularly 
from businessmen located midway between the downtown 
district and the suburbs who long ago gave up on any pos- 
sibility of parking in the downtown area, but who can simply 
make a swing through the downtown district, halting briefly 
at Valley Stationers to pick up an order. 

The store is done throughout in bright pastels, with an in- 
tensified overhead illuminating system which provides better 
than 60 foot candles of light on every display area. With the 
completely open front and an inventory some five times 
greater than that in the previous store, Valley Stationers feels 
that the firm is on its way to “a better balanced volume”.—RAL 








® Easy operating mechanism 
@ Extremely durable 


Patented FAULTLESS Meter 
Binder Metal with expanding 
center post. Easy operating 
mechanism with positive lock- 
ing (not a thong binder). 


Posting Arches furnished sep- 
crately. Provide a perfectly 
flat writing surface. Most 
essential to easy posting. 





¢ by Public Utilities! ° 


® Maximum security for records 


Thoroughly tested by leading power com- 
panies, FAULTLESS Meter Reader 
Binders are recognized as the finest for 
quality, ease of handling and security. No 
other binder offers so many outstanding 


advantages. Rugged construction — easy 





AULTLES. ‘\. 
METER READER ‘ 
BINDERS ‘i 


In Constant Demand 





operation — positive locking — lightweight 
— compact size and many more features, 
all designed especially for companies hav- 
ing records requiring protection on routes. 
Here’s a real opportunity for new sales. 
Your power companies too, will want the 
better features and the extra security of 
the FAULTLESS Meter Reader Binder. 
It’s bound to get the order for you! 


STATIONERS LOOSE LEAF CO. 


Milwaukee 1, 524 N. Broadway 
New York 3, 114-116 E. 13th Street 
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Fora THE DENNISON LINE is now appearing in new, 
; modern packages — designed for today’s quick- 
- througn trip 
merchandising and self-selling markets. They are pre- 
. to sales... | | 
priced for your convenience . . . pre-sold by national 
: | Display advertising. Impulse colors speed sales. Higher unit 


THE NEW = oO mo secter protis 
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MANUFACTURING COMPANY 
Framingham, Mass. 
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LOUIS MELIND 


COMPANY 


DALLAS 


714 .N. St. Paul Street 


eller Lele) 


Khe Gill a | treet 


LOS ANGELES 


5254 Alhambra Ave 


Complete stocks 


Sold through dealers only ‘inall b h 
* Teme lim olaelslasi=s 
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Rigid...Roomy...On The Level 


HALVERSON mone. 62DD 


DUPLICATOR 
BASE 


> EXTRA-RIGID! 


to hold even the 
electric duplicators! 


>» EXTRA-ROOMY! 


ample storage for gallon size 
of spirit fivid 


> EXTRA-LEVEL! 


adjustable legs permit perfect 
leveling on uneven floors! 


EVERY DUPLICATOR — Ink 
or Spirit — needs a level base 
for even fluid distribution .. . 
a rigid base for smooth op- 


heaviest 








eration . . . a roomy base for 
ready access to supplies. 
50 THEY'RE ALL HERE in_ this 
List heavy-duty, all-welded steel 


cabinet base, 291%” x 20” x 


F.0.B Chicago. With ball- 30”. Spirit “resistant gray 
bearing casters (2 lock- Hammerloid finish. Shipping 
ing) — $7.50 extra wt. 75 Ibs. 


Write Today for Discounts and Full Details 


HALVERSON SPECIALTY SALES 


1221 W. Chestnut St. * Chicago 22, Illinois 
Subsidiary of MIM-E-O STENCIL FILES COMPANY 





24 brilliant tempera water colors in 
semi-solid cakes of highly concentrated pigment. For 
use on paper, wood, acetate, plywood, metal, glass, 
rubber, cork, etc. Instantly responsive to water, quick 
lifting. No mixing, no mess, no spoilage. Pallette sets 
of 24, 12, 8 and 4 colors, and individual cakes. Ac- 
claimed by professionals and 

amateurs alike. Backed by in- 


tensive national advertising. 


WRITE FOR BROCHURE 
TA-30 AND FREE SAMPLE! 


WEBER COSTELLO COMPANY 


CHICAGO H Gees SS. weet NOtS 


MANUFACTURERS OF: CHALKBOARD + CHALK + ERASERS - 
ART MATERIAL + MAPS + GLOBES 
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Don’t Let Them Go! 
Good Salesmen are Valuable 


@ “A GOOD MAN is hard to find,” the old blues singer 
used to wail and many a dealer is shaking his head as he 
mumbles these same words today. The problem of replacing 
expensively trained men in all phases of the business is not an 
easy one. The readiest solution is to keep them from leaving 
the staff in the first place. 

Ihe inconvenience resulting when an experienced employee 
suddenly leaves is only part of the story. Usually it takes 
from four weeks to as many months to properly train a re- 
placement once that individual has been found. The cost 
reaches a much greater total than ever realized. 

“That happened to me once too often,” a veteran dealer said 
recently,” so I started doing some calculating. It didn’t take 
me long to find that it was costing me a lot more to replace 
employees than it would have been to keep them in the first 
place. “Offering extra inducements that will keep my staff to- 
gether has actually turned out to be a less expensive procedure 
than replacing them.” 

His methods of keeping a staff together have worked out. 
So have those of several other Here are highlights 
from their combined experience which can be adapted to each 
dealer’s individual operation to conform to his present system 
of doing business. 

A Bonus Program can be used in many 
automatic raises in salary over definite periods of time; sets 
down a future inducement to hold employees to the firm. 

Another bonus program in use sets up a fund on a profit 
sharing basis. The amount put into the fund each month is 
determined by the profit made in the business. This in turn 
is pro-rated among the employees each three months BUT if 
an employee quits his or her job they forfeit their share for 
that particular quarter and the amount they would have drawn 


dealers. 


ways. One covers 















TRACEMASTER 
FLUORESCENT 
4-POST TRACING 
TABLE 


of Lifetime steel 
with adjustable 
tilting top. Hard 
baked hammertone 
grey enamel finist 











LIFETIME STEEL 


drafting equipment 


Expertly designed steel equipment of finest 
quality by STACOR is a natural sales-getter 
and profit-maker! The complete Stacor line 
of modern, functional drafting tables, tracing 
tables, blue print filing cabinets 
offers your customers what they 
want in drafting equipment. . . 
and you what you want for sure, 
profitable sales! 


Write for Your Copy of the 
STACOR CATALOG TODAY! 





STACOR EQUIPMENT COMPANY 


770 East New York Ave. - Brooklyn 3, New York 
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successful professional men, we recommend the proven merit of Kohinoor Furniture. Avail- 
able in the above executive model and four companion pieces. 


vers 


sets 


Kohinoor lends an air of distinction to every executive scene. For top management and 


rofit Write for Literature 


h is The Jewel of Office Furniture 

turn @e DESK COMPANY 
l if 

tor 


awn 1663 Merchandise Mart, Chicago 54, i. 








| the world’s finest copyholder and ‘enjoy bigger profits! 





When you stock—and sell—the “best;’ you 
are building prestige for your firm. PRES-TO-LINE 

This is true of Pres-To- Line, the only 
Copyholder that meets ALL modern busi- DESK 
ness demands...and, with Pres-to-Line, 


every sale brings in the extra profit dollars 4 STABILIZER 


youre looking for. Pres-To-LIne is 








nationally advertised and wanted . .. and has Another 

proved itself “best” through acceptance by “best” 

the nation’s largest commercial users and the 

U.S. Government. with a 
Available in fingertip or foot-actuated handsome 

spacing mechanism, in 5 widths, 14” thru 

32”, and in colors to match any typewriter. - discount 





- ' 
ONLY Pres-To-Line can be adjusted up for you! 


or down for eye-level reading, forward and 
back for focal distance, tilted for proper 
light reflection to suit operator's individual 
requirements. Only Pres-To-Line folds 
over typewriter, to store into most typing 
desks. 


Saves unnecessary fatigue, reduces 
typing errors by eliminating wobble and 
vibration, min Bese life expectancy of 
desk and typewriter... has instant finger- 
tip release ...makes typists happier in 
their work. Sturdy, all-metal construction 

OnLy Pres-To- Line gives instant micro- ...smooth streamlined finish, marproof 
matic one, two, three or four typewriter rubber top bumpers and floor Sean. 
spaces, or intermediate spacing. Retails at only $4.95. 

















Pres-to-Line Corp. of America Dept. 123 
2339 Cotner Avenue, Los Angeles 64, Calif. 


| 
| 
4 | Please send me catalog of complete line of 
| Pres-to-Line products. 
t of | Please provide me with a 30-day Free Trial of the 

| Pres-to-Line Copyholder at no obligation. 

| 

| 

l 

! 

I 


Name___ __.. Title ss 





CORP. OF AMERICA 


LOS ANGELES 64, CALIFORNIA Address ___ paetane? © 





Cy... Zone___ State 
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TWEETEN YLasdee 


THE PENCIL OF 1000 USES 
ewe a= 


RETAIL 


-49¢ 


EACH 


TWEETEN 
DISPLAY 


tw at SELF 

ee Hay4 SERVICE 
si a | } i ~ 
‘4 4 4 Ai : . an No. 620D 


Display 


ace 


a 5 
Paes. 


bn ANY Surface < 
faqverr Sererrte (AsTOe BeerINe 5 Otte 


WET 
FROZEN 


MARKS ON ANY SURFACE DRY 





Better Sales, bigger profits are 
yours with the nationally adver- ORDER FROM YOUR REGULAR 
tised Tweeten Marker. And the rea SUPPLIER OR THESE FINE 
gon... it’s easy ... your cus JOBBERS 
tomers know the Tweeten Marker McLennan Pen Co Chicage 
is ten times more economical! be- Carpenter Paper Co. Houston. Texas 
cause it lasts ten times longer. Carpenter Paper Cc 
Order your one today. Catalog Oklahoma City, Okla 
sheets and profitable Dealer Dis- Federal Supply Co. St. Paul, Minn 
counts sent on request. Federal Supply C 
REFILLS 3%2” LONG Kansas City, Missour 
In 6 colors — Black, Green, Red, Blue Carpenter Paper - inte * 
‘ ort fortl exas 
waite, Yellow : Federal Supply Co Omaha, Nebr 
C-25—12 per pack ... * See J. K. Gill C Portland, Oregon 
C-15—4 per gack ......ccccce 15¢ Baden Mfa. Co New York City 











TWEETEN Fiebre Co., INC. 


2029 FULTON STREET e CHICAGO 12, ILLINOIS 





is re-distributed among the remaining staff members. 

rhe latter plan forestalls that embarrassing situation where a 
key employee fails to show up on Monday morning. 

No matter what type of bonus program is set up it should 
contain an element requiring continued employment to receive 
maximum benefits. Such an inducement gives any staff mem- 
ber pause for thought when he or she thinks about changing 
jobs. 

Pride In One’s Firm is something that holds many a man 
to a job even though he could make a little more money else- 
where. 

Right Atmosphere 

Maintaining a place of business equal to or better than com- 
petition is one step; providing the most modern and best tools 
with which to work is another. No individual can have much 
pride in his job or the firm for which he works if everyone 
knows that it occupies an inferior position in the business com- 
munity. 

Clean working conditions “in back” as well as “up front” 
are important in this respect. Insistence on turning out top 
repair work, for example, rather than urging short cuts, will 
instill such pride. 

Adequate Compensation can always hold good men to any 
dealership. The idea that we can profit in the long run with 
sub-standard wages seldom holds true in the end. If such a 
dealer will keep records of what it costs to train replacements 
in work that must be done over, waste, lost sales, loss of pro- 
ductive time and other factors he will find that his “wage 
scale” is probably well above that of his competitors in the 
long run. 

In every survey on why people changed jobs this has been 
a leading factor. No employee can be blamed for a desire to 
improve financially no matter what loyalties may have been 
built up toward a given firm. When we cease to offer our 
employees wages on a par with those they could obtain else- 
where in our community we invite them to leave. 

Extra Incentives often provide the difference in whether or 
not an employee wishes to remain with our firm. Many such 








No. 6032 
Size 60” x 32” 
List Price $123.90 
Less ovr Usual Discount 
Matching Secretarial Desk 
No. 6032-T—$143.90 List 











Special Low-Priced Leg-Style Wood Desk 


—OAK—WALNUT—MAHOGANY— 


The Best Buy in the Office Furniture Field! 












Write for Literature on our Complete Line of 


manufacturing company 
220 Institute Place ~° 


FEATURES 


Tops—full 11/4” thick 
Genuine Walnut 
Combed Oak 


File Drawer 

Panels — Walnut and Oak 
Walnut and Oak Slides 

Full Lock & Locking Device 
All Oak interior. 


DESKS — TABLES — COSTUMERS 


Chicago 10, Illinois 








262 


OA—5 /56 








O. 


ere 
om 
ools 
uch 
one 


om 


ont’ 


top 








'56 





1. This is the story of an ordinary man 
worked from 9:00 to 5:00. . . raised 


hamsters 


n his spare time . . . steered 


clear of doctors. 





4. Overnight Oliver became a changed 
man. He gave his hamsters toa neighbor, 
bought a small harp and a booklet en- 
titled “‘Harp-playing for Beginners.” 


7. A complete checkup showed he was 
in perfect health, except for a minor 


tone deafne 


skill with 
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ss that would preclude much 


the harp. 











2. Oliver did twenty push-ups every 3. Then one day while he was shaving, 
morning . . . took long bracing walks hé noticed a small lump. An icy hand 
in the fresh air . . . made sparing use of reached out and clutched at his heart 
condiments and stimulants. . . . This was it—CANCER! 








5. Instead of taking long bracing walks, 6. His lawyer, a man of real intuition, 

he tottered into his lawyer's office, cut knew that where there's a will there’s a 

two nephews out of his will and hastily way, and firmly bullied Dancer into } 
added a couple of codicils. seeing a doctor. 
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AMERICAN CANCER SOCIETY 

Gentlemen: 

1 WANT TO HELP CONQUER CANCER 

(J Please send me free informa- 
tion about Cancer. 

(C1 Enclosed is my contribution 
eer to the Cancer 
Crusade. 





CL) | See eee eee eee ee 
ADDRESS ceeeeecoces 


city ; STATE 
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8. Dancer was so overjoyed he promptly 9. (MAIL TO: CANCER, c/o your 
went home and made out a very large town’s Postmaster.) Help others and 
check to the American Cancer Society, help yourself. Fight Cancer with a 
and that’s what you should do, too. checkup and a Check. 


RE ee 
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TYPEWRITERS 
ALL MAKES 


THE UTMOST IN QUALITY 


; 


—THE LOWEST IN PRICES 


REGALRITE BRAND 
RIBBONS AND CARBONS 


PROVEN-BEST BY TEST-—BEST FOR LESS 


2 


REGAL TYPEWRITER COMPANY, INC. 


00 HUDSON ST NEW YORK 13, N. Y. 
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MAYLINE 
Steel Plan Files 
Intermember 
and Interlock! 





All Mayline metal plan files intermember and interlock. Rein- 
forced corners permit units to be stacked safely. 


Drawers operate on ball bearing rollers and are equipped with 
attractive grey vinyl coated dust covers. 


You can assure your customer prompt delivery on any size 
cabinet. Your inquiries will receive immediate reply. 


Symbol of Superiority 


— = 


a ~ 
—_ ee) —~Sreae ““- 






625 No. Commerce St. 
Sheboygan, Wisconsin 





INIIAVW 








MAYLINE 
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incentives, attractive in themselves to employees, can be pre- 
sented at low cost by the dealer. 

Insurance programs are in this category. The big trouble 
with this type of incentive is in that employees tend to forget 
the firm’s contribution along these lines. The dealer providing 
any of the various types of insurance programs for his staff 
should make certain that no member thereof can forget the 
program. Reminders about the building, notes in pay enve- 
lopes and other steps can serve this purpose. 


Offer Recreation 


A well rounded program of other incentives which provide 
something doing at every part of the year is being used effec- 
tively by many firms. These have the added advantage in that 
most (such as picnics, bowling, and sports) are usually 
handled by the employees themselves and the firm is saved 
this particular expense. 

Appreciation is easy to give yet so seldom offered to em- 
ployees. It is of tremendous importance in holding men and 
women to the staff. In our own lives we avoid people, places 
or groups wherein we feel we as an individual are not appreci- 
ated; it’s natural and it’s human. 

Employees have the same attitude. If the extra effort they 
put forth is never appreciated by their employer they soon 
develop a feeling of antagonism. A pat on the back costs 
nothing; just a moment of the boss’s time BUT it has tremen- 
dous value to the employee to whom it is given. All work 
harder and with greater loyalty in situations where efforts 
receive some extra appreciation. 

Family Pride in the employee’s job is of immense impor- 
tance. If a wife has to admit with reluctance where her hus- 
band works she will offer him continued arguments as to why 
he should find another job. 


Make Friends 


[he dealer who sees to it that the wife of every employee is 
a personal friend removes the bogey man created by her hav- 
ing never met him. Many business men are finding that it 
pays to make a social call on every new employee’s family 
soon after they join the staff. 

And company picnics or other social affairs which help to 
bring the whole family into closer touch with the firm also 
pay dividends. One dealer built an enormous amount of good- 
will with a contest for employee wives on ideas for business. 
He was amazed at some that were presented. Parties for em- 
ployee’s youngsters, sponsorship of boy’s baseball clubs to 
which employee youngsters belong, an annual dance, and 
other affairs are easy to stage and cost little 

The Job With a Future is one to which most men will hold 
fast. If they can see little chance for advancement in the 
future they are certain to look elsewhere 

The dealer who talks this over with his employees from 
time to time gives them such an incentive. 

All of the foregoing factors are of importance in keeping 
the staff together and avoiding those expensive employee turn- 
overs. Most important however is that one should always 
make certain each employee has one or more good reasons for 
staying.—_EWI we — 


Minnesota Mining Does No Mining 
But Stockholders Hit Pay Lodes 


Grandpap could have made millionaires out of his grand- 
children at a cost of less than $300 to himself. 

He needed only to invest that amount in Minnesota Mining 
& Manufacturing Company common stock at $1 per share 
40 or 50 years ago. 

These 300 shares could have become 9,600 shares as a 
result of stock splits. Each of the shares is worth about $110 
at current market prices—or $1,056,000 for the 300 shares. In 
addition the $300 original investment could realize about 
$17,000 annually in dividends. 

What’s more, the board of directors on February 20 rec- 
ommended that stockholders approve another two-for-one 
split at the annual meeting on May 8. 

At present, each of Grandpa’s shares has become 32 shares 
worth $3,250. The proposed split will raise to 64 the number 
of shares resulting from each original share in the company. 
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THE SELF SERVICE WAY TO GREATER PROFITS 


Self-service items cost less to handle — save selling time and expense. That's why it pays to 
stock, display and sell Akay self-service, impulse merchandise for volume sales. 
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ne Chis complete memo pad comes with pencil, coiled steel An ideal book, newspaper and magazine support for 
c . . . . . 
i pencil holder and continuous paper roll — all the material quick and easy reading. Made of sturdy wire and break- 
fears necessary for a complete self seller. The break-resistant resistant plastic in black, ivory, blue, yellow, red and 
plastic holder comes in different colors — black, gray, assorted pastels. Attractively display-boxed with seethru 
Dor- walnut, ivory, red and assorted pastels. Attractively opening. Terrific as a gift or self-service, impulse-sales 
hus- display-boxed to move fast at a suggested retail price item. Mass display Hold-A-Book and you'll sell in volume 
anes of only $1.25. at a suggested retail of $1.00. 
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Always the right ink th the right Pen 
* 
erree with [Uarch // 
nd 
You don't need a large, complicated inventory of differ- 
ing ent felt pens and different inks! The ‘‘one pen, one ink” 
sre Marsh 77 satisfies every customer need. It permits smal- 
. ler inventories. Makes ordering easier. The Marsh 77 is 
preferred by teachers, students, artists, shippers... Every- 
i; ae one who marks or draws can use it. 
110 Our Marsh “77” Felt Point Pen line was designed with 
In you, the dealer, in mind. Highest quality merchandise, 
nationally advertised, beautifully packaged, and priced 
oul to sell fast. 
Marsh 77 Features: Marks all surfaces with instant dry- 
ec ing ink. Fits hand like a fountain pen. Cap snaps on-off. 
yne Ten ink colors available. Guaranteed. 
FREE: TESTED SALES PLAN No. 17 
—_ F-26 Clip this ad to business letterhead with your name. 
ber 
ny MARSH COMPANY, 83 MARSH BLDG., BELLEVILLE, ILL., U. S. A. 














56 OA-5/56 265 








“TYPE-RIGHT 


Adjustable Stands 


Like Magic — will increase 
her efficiency 10% or more by 
the simple turn of a knob. 
The 'Type-Right" adjustment 
unit elevates the typewriter to 
fit the comfort and correct 
posture of the typist. Four 
inch range of adjustment in 10 


seconds. 








* 


Specifically designed for use with 
comptometers, calculating machines 
and similar business machines. Out- 
standing in design and stability, this 
stand provides greater efficient work- 
ing area to accommodate the oper- 
ator. Sturdily constructed all-welded 
steel tubing for longer vibration 
free life. 


FOR A COMPLETE LIST OF OVER 30 BUSINESS 
MACHINE STANDS WRITE FOR DETAIL AND CATALOG 


THE CORRECT EQUIPMENT LEADS TO CORRECT WORK! 


HARDWARE ENGINEERING COMPANY, INC. 


ffrce Equipment Division 
| Phone 97 __ GARRETT, is eae. FW P.O, Box 97] 
‘PP: ” 


Vemnne a newt: 








FOAM RUBBER 
CHAIR CUSHIONS 


IN 


DeLuxe 


EXECUTIVE 
STYLE 


IN THREE 
. SIZES 








‘Covered with velour—fibre and velour—also corduroy and fibre in 2” 
thickness with boxed edges. 


“Donpoct” 


FOAM RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot 
weother. 


Filled with new live rub- 
ber having thousands of 
air cells that breathe with 
every move. 


Colors: Brown, Green. 


Sizes: 17” x 18"—15" x 
17” —14/9" x 15". 


STOOL CUSHIONS 





“Softacat” 


Transforms Hard Stools inte Soft Seats. 
Available in four sizes 12”, 13”, 14”, 15” Diameter 
Write for New Illustrated Folder 
Giving Complete information 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


6435 EDMUND STREET PHILADELPHIA 35, PENNA. 
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Heed Advice: Protect Yourself 
From Bad Check Passer 


@ “ANY PAPER BEEN LAID” in your store recently? In 
the lingo of the “trade,” we are asking if you have been taken 
by a check passer — one of those elite workers in what the 
merchants of America have allowed to be nurtured into a 
now-estimated-to-be $300 million per year business — passing 
forged and fictitious checks 

thug and thief has put away his gun to 
themselves describe as, 
— and the working 


falsely made, 

Many a hoodlum, 
take up the pen — in a trade they 
“The hours are short — the pay is good 
conditions are most agreeable.” 

And, we say that this unsavory business has been nurtured 
by the merchants of America for the simple reason that with- 
out the nothing but carelessness on their part, the bad check 
passers would be out of work right now 

These bad check passers are smart boys, make no mistake 
about that. They know all the angles and they have one big 
strike on the poor merchant before they ever enter his place 
of business - in that they have mapped out a particular 
strategy with which they hope to outwit their often unsuspect- 
ing victim, and emerge from the store many dollars richer. 

Members of the Bad Checks department of the police 
department in one of this country’s major cities who live 
with this sort of thing, agree that there is no 100% fool- 
proof plan for the business man to outwit these fellows, but 
they have come up with a set of protective measures that has 
been proven to cut down to a bare minimum the losses that 
may be suffered. 

Encouragingly enough, these officers credit the office supply 
retailer with being more up on his toes in fending off bad 
check passers than many other segments of the retail business. 
The reason is simple obviously most of them have insti- 
tuted the majority of these protective measures and 
are cashing checks minus the grief that other retailers are 


greater 


suffering. 

These police in the Bad Checks department adhere strictly 
to the idea that the average business man can safely cash 
checks only if he will keep his mind on one main point — 
namely that of the right kind of identifftation — in other 
words, knowing your endorser. 


Check Identity 


What do they specify as the right kind of identification? To 
arrive at this answer, let us examine, one by one, the means 
of identification available to the check casher. It should be 
REMEMBERED that any type of identifi- 
cation can be counterfeited. Inexperienced authorizers are in- 
clined to give too much credence to identification cards. 
Therefore, it holds that there is no positive identification. 

A driver’s license — Ordinarily a fairly safe means of iden- 
tification. It is rarely counterfeited, and in most instances 
bears the signature of the person to whom it is issued. Ordi- 
narily, any alteration of the printing will be apparent by a 
close scrutiny. A physical description may also be compared 
with that shown on the license. 

Therefore it is suggested that you note the license number, 
data of the license and name of the issuing state on the back 
of the check, apart from the endorsement space. Always check 
the similarity of signature! 

Work badges — Likewise difficult to counterfeit, forge or 
to obtain by fraud, particularly if they contain a photo of the 
owner. They are, therefore, a farily safe means of identifica- 
tion. Here, also, the name of the company issuing the badge 
and the number should be noted on the check. Remember, 
however, that the photo shown on the badge should be com- 
pared with the person seeking the encashment, and a likeness 
established before this is accepted as positive identification. 

Social Security cards — The most WORTHLESS of identi- 
fication forms possible. These cards are not intended for that 
purpose, and never were. They are issued upon application 
and NO INVESTIGATION is made either before or after 
Any person who desires to do so, can obtain as many 


considered and 


issue. 
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cards as he can think of names under which to have them 
issued. 

Liquor permits should also be included in this category. 

Bank pass books — Don’t accept a bankbook as identifica- 
tion — and especially so when the book indicates the person 
is a new depositor. Phone the bank, instead! 

What then is the best means of identification? Basically, 
remember that in accepting and recording any identification, 
you should have sufficient information to enable the person 
to be traced through the identification you have accepted and 
recorded, if difficulty should develop later with the check. IT 
IS YOUR PERSONAL RESPONSIBILITY THAT THE 
PARTY PRESENTING THE CHECK IS WHO HE OR SHE 
CLAIMS TO BE. If in doubt, don’t take unnecessary chances. 
REFUSE THE CHECK! 

Play It Safe 

The safest way of cashing checks, observed by the police 
in the Bad Checks department is that of where the merchant 
has set up his own identification system — namely a set of 
small cards which contain the following information: indi- 
vidual’s name, home address, home telephone number, place 
of employment and his signature. This file is maintained close 
at hand, readily available for easy access when checks are 
offered for cashing. Many merchants include one or two refer- 
ences (relatives or neighbors). 

These same merchants have found it worthwhile to have a 
store employee call these people, asking if they will vouch 
for the character and the credit standing of the individual 
making application for the cashing of checks in their store. 

Be suspicious of any checks drawn on out-of-town banks, 
or made on by out-of-town business firms — to illustrate, this 
writer had the opportunity to observe a healthy-sized package 
of the neatest, most authentic-looking checks imaginable — 
ordered by bad check passer from a local printing firm. 

Because the checks were written on an out-of-town firm, 
and because the man ordering them appeared suspicious, the 
printer called in the police who confiscated the checks and 
apprehended the man, thereby saving merchants possibly many 
thousands of dollars in what might have been bad check losses. 

Be doubly sure of your endorser, therefore, on checks 
drawn on out-of-town banks or business firms! 

This matter of dates — Do not accept a check which is 
postdated, or which the customer asks to be held until some 
future time before depositing. No check over a year old will 
be accepted by a bank, and banks are entirely within their 
rights in refusing payment on such checks. 

The payee 4 check which is payable to CASH must be 
endorsed by the person making encashment. A check made 
payable to SELF must be endorsed by the writer or maker of 
the check, and if payable to anyone else must be endorsed 
exactly as written on the face or front of the check. 

Two-Way Bounce 

Watch out for the so-called TWO-WAY check — one made 
payable to one person and signed by another. You can take 
civil action should one of these “bounce,” but you would find 
it very difficult to prosecute unless you could prove collusion 
between maker and endorser. And, the endorser might be 
perfectly within his legal rights when he tells you that he 
accepted the check in good faith and is therefore not respon- 


sible 


The amount of the check — The figured amount must be 
exactly the same as the written amount, or the check is not 
collectible; also, be sure the amounts fill the space provided 


so that additional writing or figures could not be inserted to 
raise the amount of the check. 

On signatures The signature on personal checks should 
be complete with the phone number if possible and permanent 
address. Be sure that the signature is legible. Many checks are 
returned because of illegible signatures and this causes delays 
in collection and often results in the item becoming uncol- 
lectible. 

Importance of correct endorsements —- Remember, you are 
directly responsible for the verification and proper endorse- 
ments in complete detail. The endorsement signature on the 
back of the check must be identical with the name, initials 
JCK. 





and spelling as it appears on the face. 
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Labeled protection flexible interior 
arrangements plenty of models to 
choose from. These are the things cus- 
tomers require in a safe. And these are 
the things Meilink offers in the indus- 
try’s most complete line. Take this No. 
10-SE “C” label safe, for instance. 

This safe offers your customers Under- 
writers’ Laboratories one-hour Class “‘C”’ 
fire label, T-20 burglary label, and the 
Relocking Device label. It offers any com- 
bination of stock or custom-designed 
shelves, partitions and drawers, and if 
this size is not right, there are no less than 
11 “‘C”’ label models to choose from. 
Truly, the Meilink line meets every re- 
quirement. Let it enhance your reputa- 
tion as a dealer in dependable protective 
equipment. 
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KEEP KLEAN 


PLASTIC 
BRIEF CASES 
Your best buy! 





* Solid brass Scoville 
gripper-zipper 

* All-around outside binding 

* Colorful imprinting 


* Leather grain heavy 
virgin plastic 

* Legal or letter size 

* Brown or black 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 








This latest carried out top quality power driven 
tester will hit the scale for the needs of the ribbon 
and carbon _in- 
dustry = require- 
ments, and also 
for the manufac- 
turing process. 
IMPROVED 
Electric Typewriter 


Ribbon and Carbon 
Paper TESTER 


PRICE 


$500 
F.O.B. 5 
e 














MARKO 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 
902p S, Wabash Ave. 










Chicago 5, Ill 






TEMPERED HARDBOARD 


HARDBOAR D FABRICATORS, 


5%? BRANCH ST eo. Se ARES eee 
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FOR OFFICE EQUIPMENT & SCHOOL SUPPLY 
LETTER FILES 
CARD INDEX 
FILES 
STORAGE FILES 


INDEXES 
* 


A QUALITY LINE 
AT LOW PRICES 





8 
ASK FOR 
OUR LATEST 
LITERATURE & 
PRICE LIST 


ARROW PAPER PRODUCTS co. 


502-504 W. 30th Street, Telephone Chickering 4-6782, New York 1, N.Y. 


THE INCOME TAX MAN 


will let you deduct the cost of 
business travel—but only if you 
have definite, itemized records to 


show him. 
BEACH’S 
‘‘Common Sense”’ 
EXPENSE BOOKS 


are best because you jot down the 
expense as it is incurred rather than 
later when a lot of it is forgotten. 

Mr. Stationer, recommend BEACH'S 
to your customers, They are now 
more important than ever! 


Beach Publishing Co. 


7338 Woodward Ave., Detroit 2, Mich. 





























WOAULULLLA 
SINGLE/FLUID 


INK and STAIN REMOVER 








A quick selling loose leaf 
holder. When inserting 
and removing forms, in- 
voices, loose papers, 
etc., one hand is always 
free. It locks positively 
end secures contents 
against loss and spoil- 
age. Thousands in use 
daily. 


Here's a profitable item 
for every dealer. Write 
for descriptive price list 
today. 


FREE HAND 
3 BINDER CO. 
43 Fulton Street, New York, N. Y. 
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TRIPLE Your VOLUME and PROFITS! 


Capture the Home and 


Business 
with 


SENTRY 


Small Market 


world’s fastest-selling, lowest- 
| priced personal safe — quality- 
| built by the only exclusive 
small-safe manufacturer. 
Write today for full details 


' JOHN D. BRUSH & CO., INC. 


formerly Brush-Punnett Co 


545 West Ave., Rochester 11, N.Y. 


vom ne $6995 


Standard discount plus 
advertising allowance 


TAPE PRINTERS FOR THE TRADE SINCE 1937 









of 
SCOTCH rapes 


. from 6 rolls up 


TRU-TEST, KRAFT SMALL RUNS 
GUMMED TAPE NevETED 


- « « from 10 rolls up 














Supplying Jobbers from week service. OPEN NEW 
coast ¢t oast since 1937. ACCOUNTS BY SELIL- 
Specialise in short runs, 2 ING PRINTED TAPE. 


ple folder and price lists on request. 


fbol-Bindon (o. 


1832 WESTWOOD AVE 
CINCINNATI 14, OHIO 








Exclusive 
creations 
by 
NEW HOLLY- 
WOOD DIVAN 


; stands on brass legs . . . has double 
; thickness plastic fibercane arms with 
> plywood between thicknesses. Loose 
; back bolsters are tapered and sup- 
of ported by wrought iron back sup- 
Gren endl port. All covers equipped with 
: zippers. 

Write us for details of our full line. 


GRAND RAPIDS tenties Furniture Co., Inc. 
201-207 Front Ave., N.W. Grand Rapids 4, Mich. 
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FORCE 
Columbia 






Big, legible figures on 
papers and records make 
work easier for customers 
and make fast, profitable 
sales for you. Feature 
this popular large-figure 
numbering machine. 
Automatic — sets for con- 
secutive, duplicate or 
repeat. 


Write for New Selector Catalog. 


WM. A. FORCE 


216 NICHOLS AVENUE, BROOKLYN 8 
SALES OFFICES: NEW YORK HICAGO, SAN FRANCISCC 














MOVE AND SHIP 


PROTECT 
YOUR PROFITS 


Avoid costly damages to 


OFFICE APPLIANCES 


that may require refinishing, re- 
shipping, time and labor expense 
by using ELKAY Furniture Moving 
Van Pads, Straps, Hand Trucks, 


Padded Dollies, Casters, Padded 
File and Desk Covers, etc. 


Send for FREE CATALOG of over 


1000 ITEMS! 
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get fast accurate copies! 
save time and personnel! 


a Stenalax 


this electronic copying machine 





chncieli,( Mimeograph stencils 


























makes offset plates 
- *,2 a 
single positive copies 
Coprss see us at the 
ona Sones Philadelphia 
DRAWINGS M SHOW 
NEWS CLIPPINGS NOMA 
LETTERS “——~ BOOTH +568 
JUST PUSH ‘Times FACSIMILE CORPORATION | 
A BUTTON! | STENAFAX DIVISION, OA i 
lotel Biltmore Arcade, 43rd St. and 
FAST! Sediees ccli New York 7, New York | 
EASY! | Please send Stenafax brochure to 
! 
SS ee ! 
wo cwEmicars: | Address | 
t Cy 6 el 
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TICKET PUNCHES 






FOR 
EVERY 
PURPOSE 






NOTCHING 
PUNCH 












THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn 





TALLY PUNCH 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, %&” deep; No. 33, 







not over y” oop. 

No. 2—For %-%” round holes; 1%” reach. 

No. 3, 1%” reach & No. 12, 2” reach, same 
oem style as No. 2. All will take speci al dies 
Talley P unch—Regis sters number of punchings to 
99,999. Punches %”, te” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for culars. 




















1 Itiy | BUEN 


FROM CHAIR SALES TO SCHOOLS © CHURCHES © CLUBS etc. 


SELL MASTER SPEED KEYS WE DROP SHIP DIRECT TO YOUR CUSTOMERS 


THE 
Spring- Cushioned 
Typeuniter Key 


NO HANDLING ON YOUR PART 


FOLDING TABLES 
CHAIRS — 138 STYLES 


@ STEEL OR WOOD 











for old and new typewriters, 
bookkeeping and billing machines. 


e . 
Don’t Delay 
ORDER TODAY! 
ADD THAT EXTRA PROFIT 


SPEED KEY CORPORATION 2°%,),,c7uay, et 

















THE LEADER 





AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St 

DALLAS SAN FRANCISCO 

191312 Commerce St. 545 Mission St. 











SPECIFY Ft Wd 


+ Gor Ginesl Quality 
7 Gar the Breadest Line 
of Rubber Stamps 


and Marking Devices 


Write for your copy 
of our new catalog No. 80 


Fauna DIV., Bankers & Merchants, Inc. 


1229 North Sheffield Avenyve . Chicago 13, Illinois 
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@ FOLDING 

@ NON-FOLDING 

@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 


BRADEN 
IN PLATENS Matched OFFICE SIGNS 


A coordinated line of signe for DESK, DOOR & WALL 





Write for literature and dealer information 


BRADEN lg. U0. cnee mictoan™ 
SERVING THE OFFICE MACHINE DEALER FOR 51 YEARS g. 0. LANSING, MICHIGAN 















@ 6 Ft. and 8 Fr. TABLES 
@ SCHOOL DESKS 
SPECIFY REQUIREMENTS (Quantity, Stee! or wood) 


Adirondack Chair Co. 





200 Stock Signs* to se- 
lect from with and with- 
out holders : 
*Name panels easily 

changed to allow for 
personnel changes 

5 NEW... Line of Bank 

| Signs ‘Next Window”’ 

>» — “Bank Holidays’’ 

B etc. 

For those customers who 

» want Custom signs . 

| BRADEN Mede to Order 
ENGRAVED SIGNS — Com- 

plete flexibility to fill 


- Typewriters, 


CLEANS.. 
_ Billing Machines, Addressing 
ing Plates, 
Marking a ond many 
others .. 
« Easy fo Use. « No Mess ' 





NORTA DISTRIBUTING COMPANY e 
TI6S Broadway » New York, M. ¥. 
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Fixture In Your Store! 


Put this 


new 


Write today for com- 
plete information on 
Thorobred Merchan- 
disers, including con- 
venient financing plan. 


\. D. BUTLER, Inc. P. O. Box 123, Frankfort, Ky. 





Stelnasts SERVES YOU BETTER 
FOUR LINES OF FILING EQUIPMENT oa 











for PERFECT 

D POINTS 
unr to 
RLINE 









LEAD POINTER 


preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


Here’s the fast, clean way to get perfect 
lead points every time, points up to /2” 
long, without breaking! Simply insert 
wood or mechanical lead holder and use 
to rotate lid. Sturdy, lifetime construction, 
non-skid base. 





T1a- Petal Lead Holders 


. . « light, balanced. Press-top, 


WRITE FOR LITERATURE 


AND DEALER PRICES single- and double-end models. 


ELWARD MANUFACTURING CO. Cotowa" Mien. 


4g 
Dour 
PASS UP THOSE 


EXTRA 
_ COMMISSIONS 


You can earn good 
commissions selling 
otr complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


Write for Information 


AMERICAN PASSBOOK CO. 


ONTARIO BUILDING CLEVELAND 13, ono 
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FINE ACCESSORIES FOR FINE DESKS 


Originators 
and Designers 
of Complete 

Line of 





Write for 
FREE Catalog 


~ 


This desk set retails for approximately $15. 


REDI-RECORD PRODUCTS CO. 7) oy 








ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 

SIDE and CEILING TYPES—with 
stee! track for mounting on shelving, 
filing cabinets or ceiling 

‘A’ and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it, When 
you step on the ladder the rubber 





tipped legs rest on the floor and 
prevent rolling. Made in 2 to 8 step 
heights, and 3 widths 


Send for Circulars 42-OA (Wood) & 53-OA (Steel) and Dealer Discount. 
Manufactured by 


Il. D. COTTERMAN “* %.,.2even~sct Ave 


CHICAGO 40 








DAYTON STENCIL 
WORKS CO. *si is" 





SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR: 

















LAST YEAR . . more 
than 200 dealers or- 
dered OA Sales kits. 
Dealers promoted 
business gifts for 
business people with 
more than 100,000 
mailing pieces pre- 
pared by OFFICE 
APPLIANCES. 
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the Holidays to Your Sales Calendar 


builds 


the ready-made promotion that 


With the outstanding success of last year’s Business 
Gifts for Business People promotion, which won en- 
thusiastic acclaim from dealers and manufacturers 
alike, OFFICE APPLIANCES announces its second 
annual nationwide dealer event for the 1956 holiday 
selling season. 

Full details of the 1956 Business Gifts for Business 
People promotion will be announced in the big JULY 
issue of OFFICE APPLIANCES — 

The JULY Issue of OFFICE APPLIANCES is the ideal 
place to get dealer attention and action. It will 
serve as the working guide with all the necessary 
information for putting the holiday gift promotion 
into operation. It is your opportunity to fit your 
products into every dealer's gift promotion. 
Manufacturers who participated in the event last 
year by encouraging dealers to feature their products 
as business gifts are already planning increased par- 

ticipation this year. Plan now to join them. 


TO GET YOUR PRODUCTS ON THE CHRISTMAS GIFT 
LIST, MAKE SURE YOU ARE ADEQUATELY REPRESENTED 
IN THE JULY ISSUE OF OFFICE APPLIANCES . . . MAKE 
YOUR SPACE RESERVATIONS NOW. 


For full information, write, wire or phone direct, 


or contact 
your nearest OFFICE APPLIANCES representative 


holiday sales... 








How Office Appliances’ 
Holiday promotion 
builds dealer sales 


1. Merchandising kit 


with sales tools, selling 
suggestions and full  in- 
structions for making the 


promotion successful 
2. Prepared mailers 
with dealer imprints to at- 
tract store traffic and sales 
among new cusofmers. 
3. Sales aids 
a complete list of manu- 
facturers’ sales aids avail- 
able to dealers including 
plates and mats of prod- 
uct advertising with OFFICE 
APPLIANCES providing one- 
order service to dealers. 
4. Window Display Contest 
to help get OA-advertised 
products on display and 
increase store troffic and 
customer interest. 
9. July OFFICE APPLIANCES 
a special issue that will be 
the dealers guide to suc- 
cessful holiday promotion— 
the ideal place to get your 
sales messege to dealers 
from coost to coast. 





Ortice Appliances 600 W. JACKSON BLVD., CHICAGO 6 


OA—5/56 


for Quick Service 


See other side 
Inquiry Card 


covering new 
products and 
sales aids in 
this issue 
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QUICK SERVICE 


OAs: INQUIRY CARDS 


NEW EQUIPMENT & SUPPLIES 


All new products illustrated and described in this issue 
in sections beginning on pages 46 and 73 carry key 
numbers duplicated on the card below. If you are 
interested in an item, or several items, simply circle 
the corresponding key numbers on the card and mail 
at once. Your inquiry will be forwarded without delay. 


SALES STIMULATORS 


Manufacturers’ sales aids announced in a section of 
this issue beginning on page 86 all carry key num- 
bers duplicated on the card below. For additional 
information simply circle the key numbers on the card 
corresponding to the number assigned to the Sales 
Stimulator in which there is interest and mail the card. 
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CORPORATION 
1850 S. KOSTNER AVENUE 
CHICAGO 23, ILLINOIS 





















SYMBOLS 
DL = Day Letter 
NL=Nighe Letter 


1 






TERN UNION 


TELEGRAM 1201 


Internation 
LT= 
Lecter Telegram 
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[TO ALL SORTABLE TYPEWRITER DEALERS: 
FoR YOU TO STAKE OUT A MAN SIZED 
RADUATION BUSINESS WITH UNDERWOOD 


| 
lrHERE'S STILL TIME 


ISHARE OF PROFITABLE G 
LES. COLORFUL NEW MODELS PRICED RIGHT FOR EVERY 


|PORTAB 
BUDGET. EASY TERMS. TRAFFIC BUILDING AD MATS. BETTER | 
CHECK STOCK AND ORDER NOW. CALL YOUR UNDERWOOD OFFICE IS! 
ONE PARK AVENUE> 


OR WIRE UNDERWOOD CORPORATION» 


/wew YORK 16, NY= 
| F R DELLITT SALES WGR DEALER DIVN UNDERWOOD CORP. 
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* The New Underewwood Le . ler a . . * 
. s€GU ch ae ; 
ewith features wet oriced 3 it T) e nec l nderc d Us 3 1 ; ; 
aia » 3 priced wae Tal Kou Sop T . c ul Qutet @ The new Underwood 
America’s greatest portable buy! I 5 J -Set Tabulation and other r Had ue od DeLuxe Qu let 

dorsed by Bias ’ sii~ exne? 6 eee ke ee d nderwood s fit ‘ _ ; 

al 7 site it of IO teachers. Sn y? * ’ singel CAaLUre il a ture 1 ff said ; 

Tan-Tone ee iri popular price. Color-st H eu id want 1) 1 portal F — 
JE PEED Te P ’ t 7 171 riz . se Nes S ‘ lé pe- 

B 12 and Daz n Gray i riter. Hlandsome Suntar nd C 
two-tone styling _ 


| MEANS richt noze : , 
™ ight now is the time _ J 
e to be an Underwood Dealer! Promoti 
aler! wtions... 


prospects pro 1 
Basse Mucts ..« 2 ¢ : 
Dcnithe Kheltene it's tow late! eae up to the selling chance of a lifetime. G 
of your telephone | k) all your Underwood Office right now ( | 'Y lo — 
» book), or write if see the Ye es 
1 write to Dealer Division, Underwood C ee 

’ > TOOC orporatio 

ation, 


One Park Avenue, New York 16, N. Y 


UNDERWOOD CORPORATION 


One Park Avenue, New York 16, N. Y 
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